oem. 
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1956 Production 
its Five Million 
nits This Week 


Changeovers Reach 
Halfway Mark as 
More 757s Roll Out 


HANGEOVERS to 1957 car mod- 
els will reach the halfway mark 
this week, coincident with produc- 
tion of the U. S. auto industry’s 

000,000th vehicle of 1956. 

Following Ford division’s grad- 
ual launching of new models last 
week, three other makes were 
setting the stage for resumption 
of operations this week. These in- 
clude Dodge, Plymouth and 
Studebaker. 

At the same time, Cadillac and 
‘Mercury are scheduled to wind up 
56-model runs prior to change- 
overs. Buick, Chevrolet, Oldsmobile 

d Pontiac plan to suspend as- 

embly operations by the end of 
the month. 

+ * = 


HE industry rolled a_ stone’s 

throw from the 5,000,000 vehicle 
milestone last week by turning out 
an estimated 60,875 cars and 18,789 
trucks. Comparable totals the pre- 
vious week, shortened by Labor 
Day, were 47,827 cars and 14,013 
trucks. 

At week’s end, the accumulative 
car total for the period of Jan. 1- 
Sept. 15 was 4,152,774 and the truck 
sum for the same dates was 799,853. 
The combined total for all vehicles 
was 4,952,627. 

Wednesday of this week fig- 
ures to be the day for passing 
the mark, Ford plants 
have scheduled a sharp rise in 
production in the wake of last 
week’s traditional “first - run 
bugs,” which confined the divi- 
sion’s yield to an estimated 1,102 


cars. 

General Motors, as it had the 
week before, made up more than 
90 percent of last week’s car pro- 
duction. The corporation turned 
out an estimated 55,362 cars last 

(Continued on Page 86, Col. 3) 


Suppliers Open 
Promotion of 


uel Injection 


As THE 1957 models approach 
there are increasing signs of 
the auto suppliers jockeying for 
Position in the fuel-injection field. 
On the ’57s themselves, how- 
ever, fuel injection is expected 
to have only a minor role, in. con- 
trast to rumors which were cur- 
rent some months ago. 
_ Main obstacle, it is understood, 
has been price, although engineers 
fonnected with the makers point 
(Continued on Page 4, Col, 4) 
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Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 


497,117 Cars 
GEESE VG SOUT UT Fj 113.24 Cars 
VOLE VYGIS Gf, 2172 Cars 
MBSE UMLLUUIY 90 co 


Oct. 1 1955 


WD 538,375 Cars 


PREVIOUS RECORDS 


HIGH 


903,789 Cars—March 1, 1956 


LOW 
157,607 Cars—Nov. 1, 1954 


—Automotive News Compilation 


‘Cleanup’ Used-Car Push 


Buoys Market, 


By Robert M. Lienert 


Associate Editor 


NUMBER of new-car dealers | v 


are shifting their operational | * 


Lifts Pricés 


emphasis to used units in the final | mand. 


weeks prior to new-model intro- 
ductions, field reports indicate. 

As a result—contrary to expec- 
tations—used-car prices have held 
relatively firm in September and 
stocks of used cars have crept 
upward, although the average in- 
ventory is still within the 30-day 
limit. 

Dealers putting the accent on 
used- -car Jots have built up stocks 
to offer prospects vari- 

ny turning to wholesale 


yas average dealer’s used-car in- 
ventory, according to AUTOMO- 
tive News’ estimates, stood at 28.7 
days’ supply as of Sept. 1. 

his marked a\mild climb from 
the year’s low point of 26.6 days’ 
supply established, a month ear- 
lier. That count, in turn, had rep- 
resented a reduction of nearly 
one-third from the July 1 inven- 
tory which was good for 39.7 days 
of selling. 

Inventories this year were at 
their peak on Jan. 1, with 43.6 days’ 
supply. 

Most dealers expect to keep used 
cars in the limelight for another 
four or five weeks, although Ford 
dealers will have ’57s in the show- 
room within three weeks. 

a ” ® 
[peaLaes reporting to AUTOMO- 
tive News say used-car activity 


_Inside Automotive News... 
Machinists vote to step up drive on dealerships. 


Page 3. 


Government cautious on making money too tight. 


Page 10. 


An old hand turns “just-lookers” 


Page 18. 


into buyers. 


New devices usher in era of service specialist. 


Page 37. 


Writer traces development of an “all-new” ’57. 


Page 6. 


auction, Page 4, Other auctions 


begin on Page 66. 


used-car 
ar and truck production by makes, Page 36. 





The exceptio 
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Mack Buys Bus Firm— 


P. O. Peterson, president, Mack Trucks, 
Inc., signs contract acquiring C. D. Beck 
& Co., one of the nation's oldest builders 
of intercity buses. Looking on are C. D. 
Beck, left, president of the Sydney (O.) 
firm, and Milton E. Stover, Mack finance 
vice-president. 


Entered as Second Class Matter 
at the Postoffice,} Detroit, Mich. 
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This issue includes the monthly 
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To Sep hive Drop 
To 497,000 Sept. 1 


Reduced Production, Brisk Cleanup Sales Combining 
To Slash Inventory to Half Year-Ago Level; 
Shortages of Cars Arise in Some Areas 


By Maynard M, Gordon 
News Edjfor 
RANCHISED dealers are ex- 
pected to entef the fourth quar- 
ter with oh inventories half 
the number ich existed a year 
ago. 

The mafked contrast between 
this year’s stockpile and the 533,- 
375 new cars on Oct. 1, 1955, was 
poi ed up last week by dis- 
closyre that the inventory load 
ed 15 percent in August, 
ks to continued sturdy re- 


ail sales. 

The Sept. 1 inventory total was 
497,117, compared with 588,172 on 
Aug. 1, according to AUTOMOTIVE 
News’ monthly compilation. On 
Sept. 1 of last year, there were 
713,264 new cars in stock, or 30 
percent more than the total this 
past Labor Day period. 


* * * 


Wu only 235,000 cars on Sep- 
tember production schedules, 
present salés indicate that almost 
twice that many units will be sold 
this month. 

Thus, the new-car stockpile on 
Oct. 1 is expected to fall below 
the 300,000 mark for the first 
time since Dec. 1, 1954, when the 
total was 265,153. This dropoff, it 
is reported, is having the effect 
of creating shortages of some 
models in many areas. 

It has not been since the 1954-55 
season that the inventory has de- 


Purchase of Beck 
Puts Mack Into 


Intercity Buses 


LAINFIELD, N. J.— Mack 

Trucks, Inc., announced last 
week that it has acquired C. D. 
Beck & Co., Sydney, O., maker of 
intercity buses, as a first step to- 
ward entry into the big intercity 
bus manufacturing field. 

P. O. Peterson, Mack president, 
said his company will begin pro- 
ducing intercity buses immedi- 
ately at the Beck plant. Mack 
previously has confined its bus 
manufacturing to local - transit 
types. 


In its new sphere, as in its pres- 
ent bus-building work, Mack will 
be run head-on into General Mo- 
tors, the dominant force in the bus 
manufacturing industry. 

Beck will be operated as a divi- 
sion of Mack, with H. R. Fouss, 

(Continued on Page 86, Col. 1) 


clined below 500,000, as it did this 
month. The September total of 
497,117 was the lowest since the 
462,673 cars counted on Feb. 1, 
1955. 


” > * 


EPTEMBER stocks include a rel- 

atively high complement of 
new cars in transit, although Ford 
division had been idled for change- 
over the last two weeks of August. 
Delays in moving '56 Ford cars 
out to the field accounted for the 
fact that en-route merchandise over 
the Labor Day weekend totalled 
48,382—fewer than 5,000 below the 
Aug. 1 figure. 

Reports from dealers in every 
part of the country were confirming 
the optimistic findings in an Avurto- 
MoTive News survey of correspond- 
ents, published last week. 

New-car sales were remaining 
firm in the face of tightening 
credit, Expectations of price in- 
creases on forthcoming ’57 models 
were helping to move the ’5és. 

It was certain that credit would 
not erect a last-minute hurdle to 
cleanup volume, dealers agreed. 

“Dealers do not have too many 
cars, and what’s left can be sold 
on reasonable terms,” was a West 
(Continued on Page 4, Col. 1) 


Top Cars 


New-car registrations far seven 
months, plus two states for 
August: 


1956 Pos. 
1—956,534 
2—799,709 
3—342,341 
4— 304,043 
5—279,283 
6—225,251 
7—170,541 
8—134,842 
9— 86,510 

10— 68,434 
ll— 63,158 
12— 51,170 
13— 50,485 
14— 26,283 
15— 21,609 
16— 20,771 
1ij— 6,078 
18— 1,061 Cont’L 
51,110 Misc. 
Total All Makes 
3,659,213 4,207,467 


Make 
Chev. 
Ford 
Buick 
Plym. 
Olds 
Pontiac 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Stude. 
Nash 
Lincoln 
Hudson 
Packard 
Imperial 


1955 Pos. 
915,730— 1 
893,143— 2 
451,169— 3 
406,100— 4 
346,851— 5 
315,715— 6 
215,745— 7 
170,877— 8 

85,738—10 
91,887— 9 
74,638—11 
62,708—12 
57,821—13 
18,921—16 
28,526—15 
31,976—14 
1,71TI—17 
32,144 


Study Details Sales Compensation Plans 


A SURVEY conducted by a com- 
mittee of the Connecticut Auto- 
motive Trades Assn. has found that 
the average weekly earnings of 574 
auto salesmen covered in the study 
was $137.73. 

The committee, composed of 
Charles J. Haynes, chairman, 
Charles R. Blickle and Charles E. 
Eastman, members, said that 153 

new-car dealers, more than- one- 
third of the state’s total, completed 
the questionnaire 

“The position of the automobile 
salesmen today should attract 


many good men from other sales 
positions when they find out that 
the average automobile salesman 
is earning approximately $7,000 
per year, with a top of $13,000,” 
the committee said. 

This average was said to include 
many small dealers in rural areas, 
as well as big-city dealers. In the 
committee’s opinion, only the good- 
producer salesmen are profitable to 
dealers. 


to 


study found that, in general, 
all the compensation plans re- 


ported can be lumped into one of 
three categories. They are: 

Pian Ons. This, adaptable to any 
size dealer, the study noted, pays a 
percentage of the gross on new-car 
sales, using the invoice cost plus 
$100 and the current wholesale 
price of the tradein to establish the 
gross. 


As an incentive, an increase in 


(Continued- on Page 6, Col, 1) 
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Aiming at Transportation Buyer . 





Price Appeal Pushed 
In Cleanup Ads 


By John K, Teahen Jr, 
Staff Writer 

HE buyer who prefers to pur- 

chase his new car at the end 
of the model year is having his day 
of glory. Wherever he turns, the 
ads are directed at him. 

The theme is price. Gimmicks 
and giveaways have been thrust 
aside, for dealers know the Sep- 
tember buyer isn’t interested in 
portable picnic grills and trips 
to the moon. 

Ads like “You'll never buy a new 
.. . for less,” are common. Dealers 
report that the cleanup is orderly, 
but they’re leaving no doubts that 
they intend to be out of ’56s before 
the trucks begin delivering ’57s. 

* * * 
oo buyer can spend many 
profitable hours shopping the 
ads and shopping the dealers. At 
Sanford’s (Dodge-Plymouth), Pitts- 
burgh, he’ll find a “clearance sale” 
in progress. 

“All ’56s must be sold,” Sanford’s 
declared. The firm offered up to 
$900 for 1948 or older models and 
up to $2,400 for ’55s. 

A Pittsburgh neighbor, High- 
way Motors, Inc. (Chrysler- 
Plymouth), called its clearance 
effort a stock reduction and 
declared, “They gotta’ go!” 


Highway said, “We make no 





Story Oldsmobile 
Suspended by State 
In Cadillac Sales 


LANSING. — A five-day license 
suspension has been assessed 


against Story Oldsmobile, Inc., here | 


for selling eight Cadillacs last 
April. 

The suspension was ordered by 
James M. Hare, secretary of state, 
who acted under a Michigan law 
which provides that a dealer may 
sell as new cars only those makes 
for which he has a new-car fran- 
chise. 

At hearings in June, Story con- 
tended that the Cadillacs were sold 
as used autos. Hare ruled they 
were new cars because they had 
never been registered for use on 
the highways. 

The suspension period runs from 
today (Sept. 17) through Friday 
(Sept. 21). 


Business 
Barometer 


Auto Production — 79,664 cars, 
trucks in week vs. 143,163 year ago. 

Business Failures — 196 in week 
vs. 205 year before. 

Department Store Sales — Up 
2 percent from year before. 

Electricty Output — 11,565 mil- 
lion kilowatt hours, up 8 percent from 
year before. 

Freight Loadings — 784,366 cars 
in week, a decline of 5,356 cars from 
year before. 

Gasoline Stocks — 175,571,000 
barrels, a decline of 245,000 barrels 
in week. 

Oil Stocks — 278,720,000 barrels, 
an increase of 1,813,000 barrels in 
week. 

Soft Coal Output — 10,145,000 
tons estimated in week vs. 9,449,000 
tons year ago. 

Steel Output — 100.1 percent 
of capacity estimated vs. 98.7 percent 
week earlier. 

Used-Car Prices — $816 average 
in September to date vs. $833 in 
August. 

Wholesale Prices — 114.7 per- 
cent of 1947-49 index vs. 114.6 week 


earlier. 


> * 


Common Stocks 
Sept. Sept. 
12 5 

Am. Motors 5% 6% 
Chrysler 69 69%, 
Ford 59% 59% 
GM 47%, 47% 
s-P 6% 7% 


37.58 38.08 


1956 
High 
8% 
87 
63% 
49, 
10% 


Low 
5% 
60 
51% 
40%, 
6 


Average 





promises—but will show real action. 
Don’t hesitate. Stop and investigate 
the tremendous savings.” 

* * + 


i PORTLAND, Ore., Max Sagner 
Nash declared it was increasing 
its volume and offered its stock of 
Nash Ambassadors at “factory in- 
voice cost.” Example: An Ambas- 
sador V-8 Custom four-door was 
advertised at- $3,122.50 with auto- 
matic transmission, power steering 


extras. 

The factory-suggested price of 
this model—with power brakes 
standard but excluding other 
extras and freight and local 
taxes — is $3,240.30, 

It’s “harvest time” at Central 
Pontiac, Seattle, and the dealership 
said, “We're cutting our entire crop 





of 1956 Pontiacs. . . . Tremendous 
savings! As low as 10 percent 
down.” 


R. E. Broe, Inc, (Dodge- 
Plymouth), Springfield, Ill., pushed 
the cleanup with a “flood sale” and 
explained: “We’re swamped with| 
1956 Dodges and Plymouths 
Buy any car in stock for one cent 
profit.” 


* * * | 


YOUNGSTER in a space| 
helmet intoned the message of 


“Yor don’t have to travel to outer 
space to drive a Rocket. Get your 
beauty at Krause Olds.” 


The ad listed several used Olds- 
mobiles. Other used makes were 
offered under the headline, “A few 
‘earth-men’ vehicles.” 

Al Shallock, Inc. (Ford), Mil- 
waukee, offered 22 models — ’56 
Ford demonstrators and “low- 
mileage tradeins” in a clearance 
sale. The name of the former 
owner was listed with each model. 

In Gladstone, Ore., Kellum-Nash 
declared, “We may not be the old- 
est, or the largest, or the richest— 
but we are the best place to save 
on your ’56 Nash or Rambler.” 


The company added, “We will be 
here tomorrow to service the cars 
you purchase today.” 

© * * 


WARTS-F ODE Chevrolet Co., 

Lind, Wash., relied on a simple 
message. “Don’t miss it!” the ad 
read. “Come take a ‘discovery 
drive’ in a Powerglide.” 

An advertising handbill distrib- 
uted by Gand Ave. Motor Co. 
(Ford), St. Paul, carried an in- 
spirational message entitled, “I 
Am Hard Work.” 

It read in part, “I am the foun- 
|dation of all prosperity. I am the 
fount from which all blessings flow. 

. I am the sole support of the 





can live without me, live futile lives 
and fill premature graves... 

“Fools hate me, wise men love 
me. The man who keeps his hand 
in mine throughout his life never 
dies, because that which he has 
created with my help lives on after 
he has gone. The man who shirks 
and scorns my aid never really 
lives, even though he may continue 
to breathe.” 


BUFFALO. — The pneumatic 
tire is indispensable to modern 
transportation, yet it is a “mysteri- 
ous servant,” according to engi- 
neers of the Cornell Aeronautical 
Laboratory, Inc. 

There is insufficient data on 
what it does and only the barest 
theory on how it performs, they 

say. 

The Cornell researchers are try- 
ing to remedy this lack of knowl- 
edge with a new device called a 
mobile dynamometer for tires, 
which is said to provide accurate 
road-test data under varying condi- 
tions for a wide range of tire de- 
signs and sizes. 

The dynamometer was designed 





| and brakes, radio, heater and other | 


poor. And the rich who think they | 











Studebaker on the Move 





Studebaker Golden Hawk. 


will be introduced about Nov. 1. 


* * 


Krause Oldsmobile, Milwaukee: | 7 





New Top Sales Echelon At S-P— 


of the red by the end of 1957. 


By W. C. Lockwood 
Staff Writer 
OUTH BEND. — Franchise revi- 
sions to be spelled out in detail 
by the time of the early-November 
Studebaker public introduction 
were pledged last week by Harold 
E. Churchill, president, Studebaker- 





Mercury Realigns 
Sales Setup 


Coats Is Appointed 

Marketing Manager 
DETROIT. — The appointment of 
George S. Coats as general mar- 


keting manager in charge of all 
Mercury sales activities has beeg 





















announced by F. RE 
C. Reith, Mercury dis 
general manager. Orvill 
Coats takes Buick 
over the duties Ky., v 
formerly per- board 
formed by Joseph Th 
E. Bayne, general deal 
sales manager of marl 
ae Sa their 
whose appoint- 
ment to Ford ye 
Motor Co.’s Dealer aren't 
Policy Board was i. S. Coats sneth< 
recently announced. : 

Reith also revealed the redesig- The 

nation of the general sales office | Most 
| which will now be known as the ss 

Supercharger Added to '57 Golden Hawk— ag ein a Py built 
Harold £. Churchill, right, Studebaker-Packard president, and Eugene J. Hardig,| Coats announced a realignment of vestm 
chief engineer, examine a supercharger which will be standard equipment on the 1957 | activities within the general mar- of pa 
The announcement was made at last week's press preview| keting office. chani 

of the ‘57 Studebaker cars and trucks in South Bend. The sports-type car will be the Developed to provide increased He 
only production model with this equipment in the industry. The 1957 Hawk line| emphasis on the marketing, sales for I 
planning and distribution activities | durin: 
e = & satisf. 
used-« 

sorbs 

fixed 
He 

and 
busi! 
his « 
pers« 

tive 
tions 

his 
‘ OM: 
R. W. Chambers T. J. Henry his — 
of the division, the new organiza- his « 

tion will enhance the effectiveness He 

of services provided to the field or- | more 
ganization and to dealers, Coats fisn’t | 
said. mane! 

R. R. Nadal has been appointed 

Whe. 
_ 
an 

tered 
yet to 
The 

been 
all th 
Harold E. Churchill, center, new president of Studebaker-Packard, is shown at a one 
press preview with two of his sales aides, Carl K. Revelle, left, S-P general sales ing. 7 
manager, and George E. Read, eastern regional sales manager. The picture was taken = a chs 
just before Churchill unveiled the new S-P program designed to bring the firm out A. H. Crowley R. R. Nadal ment 
dealer affairs manager, with re- | 50.000 

Soe . £ = sponsibility for all major areas of D 
the division’s relations with its a 
R I P dealers. These include the develop- fiv : 

tu eoaker evedts an ment of policies regarding the re- | 4:0 
cruitment and placement of dealers _ 
and the review of proposed changes one 
For Dealer Development in dealer representation. Nadal aio | iss 
will provide liaison with the dealer 

policy board of Ford Motor Co. Sur 
cars, trucks and sports-car T. J. Henry has been named | centa, 
Hawks. advertising and sales promotion | satisfi 

The revisions will be “particu- | manager, and as such will continue | these 
(Continued on Page 81, Col. 1) (See MERCURY, Page 8, Col. 5) will 1 
ZTE A 

They 
the c 
sellin; 
Unles: 


Packard Corp. 

This was part of a six-point 
dealer development program an- 
nounced by Churchill in connec- 
tion with the national press pre- 
view of Studebaker’s 1957 line of 


Checking on ‘Mysterious Servant’ ... 


Mobile Tire Tester 





by the laboratory under a contract 
with the U. S. Air Force to test 
aircraft tires. It also is being used 
to test automobile and truck tires. 

The 14-inch tires which will ap- 
pear on many 1957 cars are being 
tested on the machine. 

The mobile dynamometer is at- 
tached to the rear of a truck, and 
the test tire is suspended from 
the dynamometer assembly and 
brought into contact with a road 
surface during test runs, 

This feature, Cornell engineers 
say, makes their device more ac- 
curate than other dynamometers in 
which the tire is pressed against a 

(Continued on Page 83, Col. 1) 





Cornell's Tire Dynamometer— 
Cornell Aeroneautical Laboratories, Buffalo, has developed a mobile dynamom~ 
for tires which is said to provide accurate road-test data under varying cor 
The device was built to test aircraft tires for the U. S. Air Force and alse 
used to gather information on automobile and truck tires. 
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Dealers tell me 


By John 0. Munn 


J discussion in Washington with 
Orville Harrod, the respected) 
Buick-Pontiac dealer of Frankfort, | 
Ky., who is a member of the NADA| 
board. 

The subject was on the type of | 
dealers operating in the present | 


| market and future prospects for | 


their methods of operation. 


For convenience I classify them) 
in four divisions although the lines| 
aren’t drawn distinctly and their 
methods somewhat overlap. 


The “A” dealer is a service dealer. 
Most frequently he has been in| 
business a number of years. Others} 
have entered since the war. He has| 
built up a large real estate in-| 
vestment. He carries a large stock! 
of parts. He has well trained me-| 
chanics. 

He has built up a reputation both 
for his line and his institution 
during the years on the basis of 
satisfying customers. He is a good 
used-car merchant. His shop ab- 
sorbs 70 percent or more of the 
fixed expense. 


He is a hard core of the trade 
and far in the majority. His 
business philosophy is to serve 
his community with satisfactory 
personal transportation. He is ac- 
tive in civic and trade associa- 
tions. He always got along with 
his factory, but now with the 
O’™Mahoney-Celler law he can run | 
his business more in line with 
his own judgment. 

He will continue te work even 
more closely with his factory. There 
isn’t a question about his per- 
manence. 





* * 


Wheel and Deal 


'YPE “B” dealer is the “wheel 

and deal” dealer who first en- 
tered this trade about 1939 and has 
yet to prove his long time value. 


The target of this dealer has 
been the “A” dealer. He has used 
all the gimmicks such as “would 
you takes,” “no down payments,” 
crazy terms, bushing and highball- 
ing. This dealer is usually part of 
a chain or under chain manage- 
ment and is located in towns of 
50,000 or more population. 


Don’t confuse him with the 
service dealer who may operate 
five or less outlets. It is the ac- 
tions of the “B” dealer that have 
brought the entire industry into 
disrepute. He has kept the Better 
Business Bureaus busy. 


Surveys show that a large per- 
centage of his customers are dis- 
satisfied and there is evidence that 
these customers and their friends 
will not repeat. These outfits de- 
finitely are in trouble right now. 
They have worn themselves out in 
the communities. They are either 
Selling out or changing managers. 
Unless the “B” dealer changes his 
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RECENTLY had an interesting! methods, he definitely is on the | 


way out. 
+ * 


Volume, Volume 


. group “C” dealers are} 
usually big city operators, Their 
method of operation is to sell cars 
in large volume but depend upon) 
the finance and insurance partici-| 
pation for their net profit. This 
dealer is risking his investment. 

He is running on such a close 
margin that if volume falls off 
or there is even a slight depres- 
sion he is in trouble. 


Then there is the class “D” 
dealer. He is usually on the out- 
skirts of a large town or in a 
suburban community nearby. His| 
location consists of a small office 
and salesroom and lot. There is 
scant investment in equipment. 

He depends upon the larger serv- 
ice dealers nearby to take care of! 
his customers. He even suggests| 
to his prospects that they visit the| 
city dealer’s salesroom and make} 
a choice of colors, select the op- 
tions, and get a price. A small 
profit keeps him in business. 

This is just a temporary kind 
of operation and such a dealer 
will either reform, do a better 
make-ready job, not only take 
care of his warranty work but 
provide local facilities for serving 
his customers or he will find the 
going rough. 

It is becoming more and more 


|}apparent that the service dealer) 


is coming into his just rewards. | 
Most of them have held up and| 
shown great progress right in the) 
face of unfair competition. | 
* * * | 
Customer First 
: WANT to give you an example. | 
For instance, Bill Mitchell 
(Chevrolet), Waltham, Mass., en-| 
tered this business in 1940. So, he 
had experience before the war. 
He has been up against the 





AUTOMOTIVE NEWS, SEPTEMBER 17, 1956 





Machinists OK Accelerated Program ... 





Union to Spur Drive 


By Joseph M. Callahan 
Staff Writer 

GREATLY accelerated drive to 

organize the two million un- 
organized workers in U. S. and 
Canadian auto dealerships and 
| repair shops was approved last 
week at the national convention of 
the Machinists Union in San Fran- 
cisco. 

This drive, which 
will continue to be a 
joint effort with the 
Teamsters Union, 
will continue to be 
financed by a $200,- 
000 fund, half of which was con- 


LABOR 
FRONT 


| tributed by each of the two major 
| unions. 


Howard Tausch, the Machinists’ 


| director of organizing in the auto- 


motive field, told Automotive News 


last week that the drive is “pro- | 


gressing satisfactorily” and that 
between 120,000 and 130,000 dealer- 
ship and garage employes are now 
under Machinist contracts in the 
U. S. and Canada. The Machinists 
have a total membership of more 
than 900,000 in 2,042 lodges. 


It was estimated that another 
100,000 dealerships and garage 
employes are now working under 
Teamster contracts, 

Plans for the Machinists organ- 
izing drive, which is also being 


made in truck and bus repair shops, 
call for a program to negotiate 
industry-wide agreements in the 
motor carrier industry. These 
would provide fairly uniform wages 
and health and welfare and pension 
benefits. 


* x * 


Union Demands Vary 


EGARDING these agreements, 

Tausch said that under the 
Machinists constitution all con- 
tracts are negotiated locally and 
that the demands made in each 
area would vary. 

Tausch reported that the 
Machinists now have five organ- 
izing drives under way—in Phila- 
delphia, Jamestown and Roches- 


| 
| ter, N. Y., Galesburg, IIL, and 
| Okmulgee, Okla. 

He added that very shortly a 


|}major drive will be started on the 
West Coast. He said the Machin- 
ists have received petitions from 
mechanics in a number of areas 
asking for union representation. 

Asked the reason for the joint 


| the auto dealerships, one Machinist 
| official explained that the Machin- 
ists have jurisdiction over shop em- 
|ployes and the Teamsters have 
jurisdiction over workers in the 
“front,” including the salesmen, 








Boston Metropolitan area where | ~ : ’ 


competition has been exceedingly 
keen but his growth indicates 
that a customer comes first. 

His philosophy and attitude to-| 
ward his business can’t help but) 
produce growth and security. 

To illustrate the point I give you 
below his average monthly volume 
in 1940 as compared with 1956: 


AVERAGE PER MONTH 


1940 1956 | 
Parts Sales $ 867.58 $ 1,075.15 
Service Volume 702.17 16,472.66 
New-Car Sales 24 60 
Dollar Volume 19,329.50 145,319.83 
Used-Car Sales 43 66 
Dollar Volume 10,212.50 42,181.00 
Gross Sales 32,439.50 219,560.00 
No. of Employes 25 63 
Payroll 2,909.00 20,866.00 


You will notice that his growth 
in sales has kept pace with the 
growth in market, but his growth 
in service has far outstripped it. 

Mitchell not only runs his busi- 
ness right but quite frequently dur- 
ing his 16 years of operation he has 
used a page in the local paper to 
outline his business philosophy. 

* 7 


A Service Pledge 


ACH of these announcements 
contained, among other things, 
a service pledge which follows: 
“To merit your lasting friend- 
ship—to merit your lasting good- 
will—we operate our service busi- 
ness in accordance with the 
following principles: 


OUR SERVICE PLEDGE 

“We will accurately diagnose — 

to the best of our ability—the re- 
pairs needed on your car. If you 
request it, we will give you in ad- 
vance our analysis of the work to 
be done. 

“We will write up your order 
clearly, completely and legibly, 
and secure your authorization to 
do the work before starting. 
“We will notify you in advance 

of any additional work we think 
should be done, and secure: your ap- 
proval before proceeding. 

* * *~ 


Road Test Cars 


. WILL perform all the work 
on your car as efficiently and 
(See DEALERS TELL ME, Page 84, Col. 4) 





— 


Maine Dealers Elect Officers— 


New officers of the Maine Automobile 


Monroney Sees Good 


Slaps 1955 as 


YORK HARBOR, Me.—“The 1957 
model year should be a good-to- 
excellent year for automobile 
dealers,” according to Senator A. S. 
Mike Monroney, Oklahoma Demo- 
crat, who spoke at the 12th annual 
convention of the Maine Automo- 
bile Dealers Assn. here. 

The Senator said that the sales 
cut of approximately two million 
cars from the near-eight million 
market of 1955 was the “result of 
overselling, over extension of 
credit terms and blitzing of the 
market.” 

“Most of these bad situations, I 
have found, are clearing up,” said 
Monroney, who headed a subcom- 
mittee probing auto marketing 
practices. 

“There is a very small carryover 
of 1956 models. The used-car mar- 
ket has strengthened and dealers 
are aggressively cultivating their 
markets without dictation and 
coercion from Detroit or the zone 
managers,” he said. 

Senator Monroney cited the new 
improvement of climate in “rela- 
tions between factories and dealers” 
and said the improved relations 
should pay big dividends, now that 
the new model year is approaching. 

“Every dealer I have met wants 
to sell at the regular market 
price but the custom of package 
deals, forced upon him by other 
competitors, drove him to un- 
sound practices to meet competi- 
tion. Final funeral services for 





Dealers Assn. are, from left, William V. 
Hood, Auburn, manager; W. Hazen Jewett, Lewiston, first vice-president; Elias A. 
| Joseph, Waterville, president; Charles H. Mcininch, Bangor, second vice-president; and 
Carl I. Gowell, Lewiston, treasurer. 


1957; 
‘Blitz Year’ 


the package (deal) should be held 
by every conscientious dealers as 
the new models go on sale,” said 
the Senator. 


Machinist-Teamster drive among) 


parts men, lube men, pump oper- 
ators and drivers. 
* * + 


NADA ‘Blocks’ Cited 


N THE automotive committee 
meeting at the Machinist con- 
vention last week, Machinist offi- 
cers reported that organizing the 
auto dealerships called for hurdling 
some tough road blocks provided 
by NADA. It was reported that 
one device dealers use when em- 
| ployes start seeking a union is this: 
“A dealer will furnish all his 
| employes with new cars at cost, 
financed on a no-downpayment 
| basis. The employes drive these 
| cars five or six months and then 
| are given new models on the 
| same plan. The agency then sells 
| off the used vehicles as ‘official 


,” 





| company cars. 
| These officers also complained 
| that most dealers at the bargaining 
table drastically minimize the skills 
of their mechanics, while advertis- 
ing continually about their “factory 
trained” mechanics. 
x * 


Teamsters Move South 


a the spearhead of the 
Machinists drive is in the West, 
the Teamsters Union is engaged in 

|a large Southern organizational 

|drive and intends to organize non- 
| union workers as vigorously as pos- 


| 


Ja lee according to James R. Hoffa, 


- 


a leading Teamster vice-president. 

Speaking before the St. Louis 
Advertising Club, Hoffa said, 
“You may not like this, but it 
is our responsibility.” 

While the Teamsters are primar- 
ily concerned with organizing 
trucking firms, they are also con- 
ducting dealership drives in De- 
troit and several other points. 

Hoffa continued, “It is our 
responsibility to protect our mem- 
bership, to protect the wages and 
conditions from sub-scale, sub- 


union conditions. 
= 


Protecting Employers 


= a it is our responsibility to 

the employes with whom we 
have contracts to protect them 
from the employer who can operate 
cheaply because he has lower labor 
costs.” 

Hitting at irresponsible and 
| stupid labor leaders, he said that 
| a strike is only a last economic 
resort and that union leaders 
| must make every reasonable 
| effort to settle differences without 
| 


* * 


a strike. 

Denying a report that he was 
against small business, Hoffa as- 
serted, “The last thing in the 
world we want is for them to go 
out of business. We not only have 
responsibilities to our members, 
but also to our employers — we 
want them both to prosper.” 

* x 





Payrolls to Pick Up 


EANWHILE, the auto manu- 
facturers, whose payrolls have 


More than $600 million have been! declined more than 20 percent from 
saved by dealers and public as the|a high of 730,000 last December, 


(Continued on Page 82, Col, 4) 


(Continued on Page 8, Col. 4) 


On the House. . . 


Lincoln expects to garner a minimum of 1 percent 
of the market in 1957, contrasted with .75 percent 


this year, Sales 


Chief Henry Daniels said at the 


company’s preview of new models last week. The 


preview was a 


first for Lincoln, it marking the 


first time that newsmen had been transported by 
yacht to a new-car showing. The newsmen rode 
two ships to the Olde Club on Harsen’s Island in 
Lake St. Clair, near Detroit... . 

Lew Crusoe, Ford’s exec v-p, was on hand to 


greet newsmen 


as they disembarked on the 


Island. Ben Mills, Lincoln’s general manager, 
declared that “Lincoln does not intend to lose 


Wemhoff 
any ground we 


have gained in 1956”. . . . DeSoto, 


along with Chrysler division, will offer lower-priced models to 


compete with Buick’s Special in 1957. . 


. . Lester P. Hartung is 


general chairman of Milwaukee’s auto show, Feb. 9-16... . 
Dealer associations are putting on drives to eliminate price pack- 


ing and other subterfuge pricing 
end practice of some dealers who 


methods on 1957s; also hoping to 
permit favored customers to drive 


new models before they’re introduced. . . . Turner Summers jr., has 
joined Louisville’s Downtown Mercury as p. r. representative. . 
Los Angeles merchants found that making Monday pay day cut 


worker absenteeism from 3.3 to 2.6 


percent on that day. 
—Pere Wemuorr, Editor, 
Automotive News 
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Further Slide Due This Month... 


56 Stocks Decline Below 500,000 


(Continued from Page 1) > 


Coast dealer’s comment which was 
echoed in other sections. 
* * > 
“wy AM more concerned with 1957 
price increases than with 
tighter credit,” said a dealer in the 
Rockies. 

On the minds of many dealers ap- 
proaching the ’57 model year was 
the warning against price increases 
sounded at the Maine dealer con- 
vention last week by NADA Presi- 
dent Carl E, Fribley. 

Fribley said the public was un- 
willing to and dealers were unable 
to absorb higher prices for ’57 cars. 

There was evident a great deal 
of concern among dealers over 
the possible impact of higher 
prices and still tighter credit on 
"Si-car sales after the initial in- 
troduction enthusiasm has worn 
off. 

In some areas, this was the tenor 
of comments: 
= + * 
“SNDEPENDENT finance com- 

panies and some banks buying 
low down payments, low monthly 
payments and large balloons, Deals 
will never materialize. Can antici- 
pate many repossessions. 

“Dealers are wide open to sell 
on any kind of deal. Industry must 
have credit regulation, which is 
the answer now to the whole prob- 
lem in this area. If there is no con- 
trol, dealers will be out of business.” 

Another dealer said he had 
heard talk of a new increase in 
loan discount rates to dealers, 
which would cut dealer reserves. 
He predicted that floor-plan rates 
would be hiked as credit gets 
tighter. 

A dealer in the hard-hit Midwest 


New-Car Stocks 


In Field, In Transit 


(Compiled by Automotive News) 





Dealers 

Cars Cars In Total 
tn Transit Potential 
Period Fleid to Inventory 
Ending Stocks? Dealers Stocks 
Jan. 1, °50.... 251,754 188,500 440,254 
Apr. 1, ’50.... 276,136 158,000 434,136 
June 1, '50.... 247,680 160,200 407,880 
Sept, 1, 50... 239,642 160,400 400,042 
Jan, 1, °51.... 305,868 89.900 464,788 
Apr. 1, ’51.... 406,541 138,500 545,041 
July 1, "51... 357,606 90,700 448,306 
Sept. 1, "51... 283,402 86,800 370,202 
Jan, 1, 52... 224,968 31,000 255,968 
Feb. 1, ’52.... 198,762 69,000 267,762 
Mar. 1, ’52.... 182.577 76,000 258,577 
Apr. 1, '52.... 213,391 83,000 296,391 
May 1, "52... 251,674 88,000 339,674 
June 1, "52... 232,036 70,000 302,036 
duly 1, ’52.... 193,462 84,500 277,962 
Aug. 1, 52... 162,086 12,000 174,086 
Sept. 1, 52... 149,091 77,000 226,091 
Oct. 1, '52.... 233,556 89,000 322,556 
Nov. 1, '52.... 308,894 90,500 399,394 
Dec. .1, "52... 287,247 76,000 363,247 
Jan. 1, '53.... 201,671 83,300 374,971 
Feb. 1, '53.... 324,835 36,600 412,035 
Mar. 1, ’53.... 389,011 87,200 476,211 
Apr. 1, °53.... 445,882 89,300 535,182 
May 1, '53.... 490,381 97,700 588,081 
Jane 1, ’53.... 463,546 73,500 537,046 
July 1, °53.... 479,698 82,800 562,498 
Aug. 1, 53... 517,119 82,200 599,319 
Sept. 1, "53... 534,569 74,500 589,069 
Oct. 1, °53.... 519,037 60,900 579,937 
Nev. 1, °53.... 538,087 68,300 606,387 
Dec. 1, °53.... 430,876 29,000 459,876 
Jan. 1, 'S4.... 428,125 36,600 464,725 
Feb. 1, ’54.... 466,176 60,600 526,776 
Mar, 1, ’54.... 511,122 62,000 573,122 
Apr. 1, ’54.... 541,911 64,000 605,911 
May 1, ’54.... 538,775 68,500 607,275 
Jane 1, *54.... 5€3,219 62,500 565,719 
duly 1, '54.... 445,665 62,500 508,165 
Aug. 1, ’54.... 390,854 57,000 447,854 
Sept. 1, ’54.... 355,654 50,400 406,054 
Oct. 1, 54... 267,469 29,000 296.469 
Nov. 1, ’54.... 120,107 37,500 157,607 
Dee, 1, 54... 203,453 61,700 265,153 
Jan, 1, ’55.... 293,881 68,500 362,381 
Feb, 1, ’55.... 373,573 89,100 462,673 
Mar. 1, '55.... 467,655 95,000 562,655 
Apr. 1, '55.... 544,038 99,500 643,538 
May 1, ’55.... 660,341 102,700 763,041 
June 1, '55.... 755,498 93,000 848,498 
duly 1, '55.... 736,591 77,000 $13,591 
Aug. 1, ’55.... 735,447 71,500 806,947 
Sept. 1, °565.... 675,964 37,300 713,264 
Oct, 1, °55.... 489,475 48,900 538,375 
Nov. 1, °55.... 487,666 87,600 575,266 
Dee, 1, °65.... 645;707 77,400 723,107 
dan, 1, 'S6.... 755,177 53,300 808,477 
Feb. 1, '56.... 801,499 68,900 870,399 
Mar, 1, ’56.... 840,089 63,700 903,789 
Apr. 1, °56.... 827,977 68,100 898,669 
May 1, '56.... 846,285 56,300 902,585 
June 1, "56... 746,012 52,890 198,902 
duly 1, °56.. 613,451 50,568 679,596 
Aug. 1, °56.. 551,081 53,026 *588,172 
Sept. "56. . 448,735 48,382 497,117 


1 wa 
t Fieia stocks include cars actually at 
ps, those warehoused by dealers 


“and factories, and demonstrators. 


* Revised. 


— Se 


farm belt reported an increase in 
repossessions and added crypti- 
cally: 

“Credit has to be watched.” 


* * + 


N ONE of the nation’s largest 
cities, a dealer notes that more 


Packard Stocks 
Set Nationally 
At 60 to 70 Days 


DETROIT. — Packard dealers, 
with a wait until January for their 
1957 line, have a “conservatively 
estimated” 60 to 70 days supply of 
cars nationally. 

This, theoretically, will carry the 
dealers until Dec. 5. 

Of course, there will be dealers 
who will sell out before then. For 
instance, it is estimated that in 
the Detroit zone there is only a 
45-day supply. 

However, it is reported that every 
effort will be made to maintain as 
even a distribution as possible. In 
other words, if some zones happen 
to have a heavier stock than others, 
cars will be sent where they are 
needed. 

One prominent Packard dealer 
said: “Actually this may mean more 
profitable deals. If you don’t have 
a forced cleanup, you can work for 
better prices and better deals.” 

He said that after he has cleaned 
out his stock of new cars he plans 
“some extra special used-car cam- 
paigns.” The dealer’ said he hoped 
to clean up his used stock and be 
in good shape for the public intro- 
duction. 

It was said that the Packard 
dealers attending the council meet- 


ing in South Bend asked the fac-| 


tory officials for a station wagon. 


“We asked for a station wagon. | 


in fact it was almost a demand,” 
said one dealer. “It would give us 
more to shoot at and help us in 
that popular market.” 

“I believe we are going to have 

a better-priced and more competi- 

tive car for 1957,” commented an- 
other dealer. 

However, there were those who 
weren't quite so cheerful. 

One dealer bluntly said: “I am 
quitting.” Another said: “T'll string 
along until I lose money.” 

One dealer complained that he 
had heard nothing from the fac- 
tory. 

“Not a letter, 
nothing,” he said. 

—W. C. Lockwoop 


not a word— 


Associates’ Oare 
Predicts Higher 
Sales in 1957 


SOUTH BEND. — Prospects for 
increased auto sales with the in- 
troduction of 1957 models were out- 
lined last week by Robert L. Oare, 
chairman of Associates Investment 
Co., at a meeting of the firm’s re- 
gional managers. 

Oare declared, “Indications are 
that 1954 and 1955 automobile time 
buyers are ready to reenter the 
new-car market.” 

He added that the orderly liqui- 
dation of 1956 models and the sta- 
bility of the used-car market are 


poor credit risks are on the market 
than ever before this year. But, he 
adds, banks and finance companies 
have held fast on equities and 
terms. 

Predictions of greatly increased 
sales on ’57 models were sharply 
disputed, meanwhile, at the annual 
convention in Detroit of the Ameri- 
can Statistical Assn. 

Dudley Morehouse, manager of 
the Chicago office of Brown 
Bros. and Harriman, said that 
widespread 36-month time deals 
granted to car buyers in 1954 and 
1955 will keep the auto market at 
the present rate “until the end 
of next year, at least.” 

“A car sales rate comparable to 
that of last year should not ma- 
terialize until the purchasers of 
two and three years ago are pay- 
ing off their present models,” he 
said. 





Buick to Sponsor 
Election Returns 


FLINT, — Nationwide coverage 
of presidential election returns 
Nov. 6 over the ABC radio and 
television networks will be spon- 
sored by Buick. 

The radio network will consist 
of 310 to 320 stations, while 34 or 
more TV stations will carry min- 
ute-to-minute returns and elec- 
tion highlights. Heading the staff 
of ABC commentators will be 
John Daly. 





| 


Market, Prices Rise... 





clean car, which always com- 
mands a top price, no matter 
what its age. 

Some dealers report they are 
moving the used units on a nar- 
rower margin—being required to 
| pay more to obtain saleable pieces 
| while making price concessions to 
retail the used units. 

As long as inventories can be 
held inside of 30 days, however, a 
narrower margin does not worry 
most operators. 

> * - 
— growth in used-car inven- 
tories from Aug. 1 to Sept. 1 
followed the 1955 pattern, when 
stocks rose from 24.8 days’ supply 
on Aug. 1 to 29.7 days’ supply on 
Sept. 1. 

The increase this year was pro- 
portionately less, representing a 
difference of 2.1 days. Last year, 
it amounted to 4.9 days. 

The Sept. 1 count of 28.7 days 
represented the fourth time this 
year that stocks have been within 
the theoretical 30-day limit. On five 
occasions, stocks ranged above that 
level. 

Dealers reported to AUTOMOTIVE 











Tyler Heads Miami Independents— 


Stacy Rowell, second from left, retiring president of the Miami Independent Auto- 


by more than 350 association members 


mobile Dealers Assn., congratulates his successor, Buddy Tyler, at banquet attended 


and guests. Other officers include Larry 


Liddy, left, secretary-treasurer, and Tom Carnohan, right, vice-president. Rowell is also 
president of the National Independent Automobile Dealers Assn. 





out that there are mechanical prob- 
|lems as well. 

- * aa 

As IT stands today the best that 
is seen for fuel injection on the 
57s is use on a_low-production 
| model or two, probably as optional 
| equipment. 

Meantime, suppliers who have 








‘Cleanup’ Used-Car Push 


(Continued from Page 1) 


| enough,” a New York wholesaler 
| said of auction offerings. 

The consensus was that the 
shortage in used cars is continuing. 
+ * * 

CCORDING to Automotive News’ 

index, the overall average price 
of used cars sold at wholesale auc- 
tion last week rose $3 to level off at 
$816. That put it $7 above the 
| month-earlier average. 

By model, the three newest 
classifications showed declines. 
The price of ’56s dropped $2 to 
$2,094; ’54s, fell $9 to $1,059, and 
55s were down $31 to $1,520. 

The adjusted price for ’56s repre- 
|sented the year’s low for that 
model. 

Price advances were distributed 
over the index as follows: ’51s, up 
$37 to $306; ’50s, up $18 to $218; 53s, 
up $7 to $710; ’52s, up $4 to $474, and 
49s up $2 to $151. 











Injection Makers Begin 
Promotional Efforts 


(Continued from Page 1) 


been working quietly with the 
makers for some time, now are 
coming out into the open. 

Bendix Products will demonstrate 
its fuel-injection system at a news 
gathering next week. 

Borg-Warner announced its sys- 
tem at the national tractor meeting 
of the Society of Automotive Engi- 
neers in Milwaukee last week. 

Holley Carburetor has entered in- 
to an agreement with an English 
producer. 

Bosch has effected a development 
agreement with Thompson Prod- 


ucts. 

A MODEL of the Borg-Warner 
injector was exhibited at the 

SAE meeting by Borg’s Marvel- 

Schebler Products division, which is 

in charge of the design and de 

velopment of the system. 

In an engine equipped with fuel 
injection, precisely metered 
amounts of fuel are sprayed di- 
rectly into the air in the intake 
manifold at a point just before it 
enters the cylinder. Air for the air- 
fuel mixture is brought to this 
point separately and does not mix 
with the fuel until the two meet at 
the combustion chamber opening. 

In a conventionally equipped car, 
the fuel and air are mixed together 
in the carburetor and move as & 
mixture from there through the in- 
take manifold to the various cylin- 
ders. 

Although the mixture is correct 
when it leaves the carburetor, 
this quality is rarely maintained 
as the air-fuel mixture passes 
through the manifold. The result 
is an unequal distribution of air 
and fuel to the various cylinders, 
a condition sometimes described 
as “rich” and “lean” cylinders. 

The fuel injector’s characteristic 
of mixing the fuel and air at the 
combustion chamber opening de- 
livers a correct mixture to each 
cylinder. 

“In a conventional engine modi- 
fied for fuel injection, power can be 


* * > 


encouraging factors in the optimis- News this month that their Sept. 1 
tic outlook for a high level of new-| stocks ranged from eight to 60 
car sales in the last quarter of this| days’ supply. A total of 70 percent 


increased up to 15 to 20 percent,” 
Marvel-Schebler engineers said. 


year and in 1957. 

Oare continued, “A restraining 
influence on the 1957 sales year as 
contrasted with 1955 may be ex- 
pected from the relatively limited 
availability of credit. The high cost 
of corporate borrowings dictates 
that credit risks be screened more 
carefully than ever.” 





*57 Models Previewed 
By AMC Families 


KENOSHA, Wis. — American 
Motors Corp. employes and fami- 
lies last week saw the company’s 
1957 line of automobiles and Kel- 
vinators at the lakefront stadium 
here. 

Last year, the preview was held 
in Milwaukee and an estimated 
15,000 employes and their families 
attended. 





said their stocks were good for 30 
days or less. 

A month earlier, stocks ranged 
from no days’ supply to 60 days, 
with 76.5 percent having inventories 
within the 30-day limit. 

A year ago on Sept. 1, an average 
of 66.7 percent of dealers reporting 
put their used-car supply at or be- 
low the 30-day level. The range was 
six to 60 days. 

* * * 

pao the wholesale operators 

came reports last week that 
bidding continued brisk and that 
offerings were slacking off. 

“Dealers are holding stocks and 
are not to anxious to unload in- 
ventories,” said one Pennsylvania 
auction operator. 

“There’s simply no limit to what 
they'll bring if they’re clean 





Grand Champion— 


This 1903 Model A Ford, driven by 
Donald G. Harter, Birmingham, Mich., 
won the grand championship in the 1899- 
1916 class at the Old Car Festival in 
Greenfield Village, Dearborn. Tom Rom- 
key, also of Birmingham, is the passen- 
ger. A 1923 Packard, driven ‘by James 
R. Hagans, Danville, O., took first place 
in the 1917-1926 class. The sixth annual 
meet attracted a record 250 antique cars. 


(Other engineers have been more 
conservative in their estimates.) 

“With new engine designs which 
would make full use of the in- 
herent advantages of fuel injec 

(See INJECTION, Page 82, Col. 1) 


Willys Appoints 


4 Zone Managers 


TOLEDO. — Willys Motors, Inc, 
has appointed four new zone mat- 
agers in its central division, accord- 
ing to C. A. Watson, general sales 
manager. 

They are: Earl D. Studer, Chi- 
cago; J. F. Ashby, Dallas; K, G 
Smith, Kansas City, and L. A 
Jones, Minneapolis. 

They have a combined total of 
more than 50 years in automotive 
sales and more than 30 years with 
Willys. 











“Cives us a service we need... 












in today’s market” 


says Ford dealer JOSEPH MANSMANN, Secretary, 
Haller’s Mt. Lebanon Garage Co., Pittsburgh, Pa. 


\uto- 


ded ““COMMERCIAL CREDIT PLAN means one-stop financing and 
ae os . ° ‘ ‘ 
also a minimum of red tape. Dealing primarily with one 


well-known finance company helps us maintain close 
contact with customers. And the close cooperation of 
the local office and their prompt collection follow-up 
keep repossessions to a minimum. We feel that the 
flexibility of CommerctaL Crepit PLAN gives us a 
service we need in order to sell in today’s extremely 


competitive market.” 





Commercial Credit dealers 






the are successful dealers 






Write or call our nearest office for complete 
information on the benefits of CoMMERCIAL 
Crepit Pian. Why not do it today? 







COMMERCIAL CREDIT CORPORATION 


2) a ae 

BOTS are A service offered through subsidiaries of the 

GSE URWEE Commercial Credit Company, Baltimore . . . Copital 

_ Wand Surplus over $190,000,000 . . . offices in principal 
\‘¢ cities of the United States and Canada. 


- 
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For Connecticut Salesmen.. . 





Compensation Plans 
Detailed by Study 


(Continued from Page 1) 


used units are sold by each sales- 
man per month. 


Dealers using this plan were re- 
ported to be paying a commission 
of 10 to 20 percent of the gross, ac- 
cording to the price class and 
volume of the car. 


Each salesman receives a draw- 
ing account, which averages $50 per 
week, The better the deal for the 
house, the more profitable for sales- 
men, the committee noted. 

+ x . 


_— TWO. This plan, which the 
committee said was adaptable to 
dealers employing a large number 
of salesmen, has no salary. In ad- 
dition to the draw, each salesman 
is paid $1 per hour per week for 
each hour worked over 44. 

Salesmen are paid $40 per new 
car for the first 10 sold per 
month; $50 for the next five; $60 
for the next five, and $70 for all 
additional sales during the month. 
This escalator plan is not retro- 
active. 

On used cars, a similar plan is 
used. This is $25 for the first 10 
sales per month; $30 for the next 
10; $35 for the next 10 and $40 for 
additional sales in the month. 

Sales managers receive $5 to $8 
on every car sold, house deals in- 
cluded. 

Dealer success in this plan was 
said to be dependent upon manage- 
ment determining in advance the 
minimum gross profit which the 
house will take and insisting that 
each deal meet that requirement 
after pricing tradein at current 
wholesale. 

To accomplish this, dealers re- 
ported that they pay a small per- 
centage of the net profit before 
taxes each month to all depart- 
ment heads. 

Dealers using this flat-rate plan 
said there is no advantage to the 
dealer in paying a percentage of the 
cash difference. If there is no trade- 
in, the commission is more, 

* - + 

| pon THREE. This is popular 

among dealers employing fewer 
salesmen, the committee said. By 
far the largest number of dealers 
reporting said they used the old- 
fashioned plan of a salary (aver- 
age $50 per week) plus a 2 percent 
of the cash difference on new cars 
and from 2 to 3 percent of the dif- 
ference on used cars. 

Dealers paying a salary feel 
that they have an advantage in 
that they can ask a salesman to 
pick up a car and do other tasks. 
A breakdown of the compensation 

plans reported found: 

An average of $50 per week, plus 
2 percent cash difference on new 
cars and 2 to 3 percent of the dif- 


°57 Fords Viewed 
By 1,300 Dealers 
At Detroit Showing 


DETROIT. — Ford dealers from 
eight states met last week to pre- 
view 1957 models and merchandis- 
ing programs at the Masonic 
Temple Auditorium here. The new 
Fords will be introduced to the 
public early in October, with a 
national press preview set for 
Sept. 20. 

The all-day session was attended 
by approximately 1,300 dealers 
from Michigan, Ohio, Indiana, 
Kentucky, Tennessee, West Vir- 
ginia, Virginia and Pennsylvania. 

Charles R. Beacham, Ford di- 
vision general sales manager, was 
principal speaker at a luncheon 
following a 2%-hour morning stage 
show. The afternoon was devoted 
to a sales-plans conference and 
inspection of the new cars. P. O. 
Larson, Great Lakes regional sales 
manager, presided. 

It was the first time since 1948 
that all Ford dealers in the Great 
Lakes region assembled for a new- 
ear preview. Larson said advance 
showings for Ford dealer salesmen 
will be held this week in the sales 
district headquarters cities of De- 
troit, Cleveland, Lansing, Cincin- 
nati, Indianapolis and Louisville. 


ference on used cars was paid by 
59 dealers. 

An average of $50 per week plus 
sums ranging from $25 to $35; $35 
to $45, and $45 to $50 for new cars 
sold and an average of 2 to 3 per- 
cent of the difference on used cars 
was paid by 28 dealers. 

. * + 

A REGULAR weekly drawing ac- 

count figured against an aver- 
age of 10 to 20 percent of the gross 
on new cars, used cars valued at 
current wholesale with an average 
of 4 to 6 percent of the cash differ- 
ence paid on used cars sold at re- 
tail was paid by 15 dealers. 

A straight salary of widely 
varying amounts, plus a monthly 
or year-end bonus was paid by 12 
dealers. 

A straight commission of an aver- 
age 2 percent of the selling price, 
less sales tax, tradein or discount 
and an average of 4 to 6 percent of 
the difference on used cars was paid 
by nine dealers. (With this plan the 
salesman must earn the minimum 
wage each week; commissions must 
be settled each month.) 

A straight commission of 5 per- 
cent of the total money difference 
with a minimum of $10 and an 
extra bonus up to 25 percent after 
a certain number of units were sold 
each month was paid to used-car 
salesmen by 16 dealers. 

Only four dealers reported they 
used the “wash out” plan. These 
varied: One paid 12 percent of the 
gross profit on the wash out; two 
paid 15 percent and one paid 20 
percent plus an average of 5 per- 
cent of the cash difference on used 
cars. 

The average weekly earnings 
of salesmen employed by these 
four dealers was $115 per week. 
The committee noted that “the 

wash out plan has been tried by 
many dealers during the last couple 
of years and (was) found to be too 
cumbersome for the dealer and un- 
satisfactory to the new-car sales- 
man.” 
+ > = 
tyre report on salesmen’s work- 
ing conditions disclosed: 
Hours worked per week: 61 


dealers — 46 hours; 44 dealers — 50 | 


hours, and 20 dealers—60 hours. 

Evenings worked per week (aver- 
age)—three. 

Vacations with pay: 116—yes; 
12—no, no answer from the 
others. 

Number of weeks vacation: One 
at 66 dealers; two at 49 and three 
at one dealership. 

Demonstrators: 70 dealers sell 
demos to new-car salesmen; 50 do 
not; 33 sell demes at cost, the 
others make a nominal charge over 
invoice; 58 dealers charge for regis- 
tration and insurance, 61 do not; 79 
dealers furnish gasoline (from 10 
gallons a week to unlimited), 37 
do not; 69 pay for service, etc., 51 
do not; 50 require salesmen to 
handle own tradein demos, 66 do 
not. 

Commission on accessories: 
dealers pay, 85 do not. 

Finance deals: 53 dealers pay 
salesmen for selling finance deals, 
68 do not. 

Bonus: 19 dealers pay a bonus 
for selling new cars in stock (with 
seven paying from $5 to $25 per 
car), 102 do not. A year-end bonus, 
based on dealer’s profit, is paid by 
58 dealers, 58 do not. 


Look, Dad! 
Chevrolet Dealer’s Son 


Wins a’56 Ford 


LOUISVILLE, — Stan Seaton, 18, 
of Hardinsburg, won the statewide 
teen-age safe-driving contest at the 
Kentucky State Fair. 

The prize was a 1956 Ford. Stan’s 
father, Leland Seaton, is a Chevro- 
let dealer. 

“That’s all right,” the elder Sea- 
ton said after the contest. He 
added, quickly, “No comment.” 

Stan was overjoyed with his 
prize, but revealed later that he 
doesn’t plan to keep the car. He’s a 
freshman at the University of Ken- 
tucky and will sell it to help finance 
his college education. 
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Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Sept. 12 


| 

(Market still holding, Sold 145 cars | 
out of 200 entered.) 

BUICK—’56 RM 4-dr., $2,505* (ps); | 
Special Riviera, $2,375*. °55 Special 
Riviera, $1,825*, 2 at $1,700*; Cen- 
tury Riviera, $1,880* (ps), $1,805*, 
$1,800* (ps). '54 Special Riviera, $1,- 
525*; 2-dr., $1,275°. 

CADILLAC—’56 (60) Special Hardtop, 
$4,225* (ps); (62) 4-dr., $3,830* (ps); 
coupe, $3,825* (ps). °55 (62) 4-dr., 
$3,050* (ps), $2,950* (ps). °53 (62) 
4-dr., $1,500* (ps). °51 (62) Hard- 
top, $1,010°*. 

CHEVROLET—’56 Bel Air (8) 4-dr., 
$1,960* (ps), $1,850; One-fifty (8) 
2-dr., $1,325. '55 Bel Air (8) Hard- 
top, $1,495; Bel Air (6) Hardtop, 
$1,475*; Two-ten (8) 2-dr., $1,270; 4- 
dr., $1,100; One-fifty (6) 2-dr., $925. 
‘54 Bel Air conv., $1,000*; 2-dr., 
$1,000, $865; Two-ten station wagon, 
$995; Delray coupe, $930; 2-dr., $825, 
$765. '53 Bel Air 4-dr., $790*, $770*; 
2-dr., $775, $615; Two-ten -2-dr., 
$660*. °52 SL Deluxe 2-dr., $395. ‘51 
SL Deluxe Bel Air, $320*; 2-dr., 
$300°, $190. "49 SL Deluxe 4-dr., 
$235. 

CHRYSLER — '56 Imperial 4-dr., $3,- 
950° (ps). ‘54 NY 2-dr., $1,265* 
(ps). '53 Windsor Newport, $700*; 4- 
dr., $705*, $615. 

DeSOTO—’55 Fire Dome Sport coupe, 
$1,975°, $1,900° (ps). "54 Fire Dome 
4-dr., $1,050°. °53 Fire Dome 4-dr., 
$700; 2-dr., $650°, $580°. 

DODGE — '56 Royal Lancer Hardtop, 
$2,250°. '55 Royal Hardtop, $1,.660*: 
Coronet Hardtop, $1,560°. '53 Coronet 
4-dr., $565. ‘51 Wayfarer 2-dr., $180. 
‘49 Wayfarer 2-dr., $180. 

FORD—'56 Thunderbird, $2,920; Fair- 
lane (8) Crown Victoria, $1,750*; 
club sedan, $1,620; Custom (8) 4- 
dr., $1,610°, $1,530°; 2-dr.. $1,575; 
Main (8) 2-dr., $1,600; Main (6) 2- 
dr., $1,380. ‘55 Fairlane (8) Vic- 
toria, $1,650°; conv., $1,620*; sta- 
tion wagon, $1,600; 4-dr., $1,330. "54 
Custom (8) 2-dr, $935; Main (6) 2- 


*Indicates automatic transmission or 


dr., $725. °53 Crest (8) Country 
sedan, $1,040, $935; conv., $740; Cus- 
tom (8) 2-dr., $710, $680°, $620*, 
$585, $440; Custom (6) 2-dr., $530, 
$480; Main (8) Ranch Wagon, $875. 
"52 Custom (8) 2-dr., $450. 47 2-dr., 
$240. 

HUDSON—’53 Super Wasp 4-dr., $395*; 
Super Jet 4-dr., $425. 

KAISER—’53 Manhattan 4-dr., $375, 
$310*. 

LINCOLN—’56 Capri 4-dr., $3,060*, °54 
Capri Hardtop, $1,590* (ps). 

MERCURY — ‘’56 Monterey station 
wagon, $2,620* (ps). °'55 Monterey 
conv., $1,865* (ps). °54 Monterey 
Hardtop, $1,330*, $1,115, $1,110; 4- 
dr., $1,165*, $935*. ‘53 Montclair 
Hardtop, $1,110* (ps); Monterey 
Hardtop, $950*, $900*; 2-dr., $780. 
"51 4-dr., $310*, $310. 

NASH—’54 Rambler 4-dr., 
Ambassador 2-dr., $610. 
man 4-dr., $325. 

OLDSMOBILE—'56 (98) Holiday, $2,- 
835* (ps). "55 (88) Super Holiday, 
$2,035*; 2-dr., $1,760%; Deluxe Holi- 
day. $1,705*. °54 (88) Super 4-dr., 
$1,400*. °53 (98) Holiday, $1,100*, 
$1,010* (ps); (88) Super 4-dr., $950*; 
Deluxe 4-dr., $945°. °52 (88) 2-dr., 
$580°*, $535*. '51 (88) Holiday, $515*. 

PACKARD—’'55 Clipper 4-dr., $1,655; 
Hardtop, $1,625*; 2-dr., $1,775*. °53 
Clipper 4-dr., $325°. "52 Clipper 4- 
dr., $380° 

PLYMOUTH—'56 Savoy (8) Suburban, 
$2,225; Belvedere (8) Hardtop, $2,- 
125*. '55 Belvedere (8) Hardtop, $1,- 
560°; Savoy (6) 4-dr., $1,170. °'53 
Cranbrook 2-dr., $615; Plaza 2-dr., 
$450. "52 Cranbrook Suburban, $485; 
Belvedere, $400. °51 Concord station 
wagon, $305 

PONTIAC—'55 Star Chief (8) sedan, 
$1,750*; conv., $1,635*. °54 Chieftain 
(8) 4-dr., $1,125*. "53 Chieftain (8) 


$560°. °53 
"52 States- 


4-dr., $760°; 2-dr., $725° (ps). 
STUDEBAKER — '53 Commander 
coupe, $460°; 2-dr., $400. °37 4-dr., 
$140 
WILLYS 
$250 
MISCELLANEOUS — 
pickup, $860. 
overdrive and (ps), power steering. 


"53 Hardtop, $415; 


2-dr., 


"55 Ford %-ton 


Other Auction Reports are on Pages 66, 67, 68 


How Plymouth 





Conceived 


Revamped °57 Models 


By Joseph M. Callahan 
Staff Writer 
N A few weeks the “K Series” 
car—the most changed Plym- 
outh in the postwar era—will be 
shown on dealers’ showrooms 
around the country. 

To learn how the K Series car 
came into being, an AuTromotive News 
reporter visited 
Plymouth divi- 
sion’s product 
planning depart-| 
ment. The hosts 
were Charles M. 
Scales, product 
planning director, 
and Arch Newton, 
one of his three 
assistants. 

Probably no one 
knows the story 
of the K Series 
better than Scales, because his de- 
partment is responsible for coordi- 
nating the thinking of Chrysler 
Corp. and the thinking of the 
Plymouth department — sales, 
manufacturing, engineering and 
styling. 


Cc. M. Seales 





* * x 


CALES said the seeds of the 1957 

Plymouth were planted almost 
three years ago by a group of 
Chrysler Corp. officials and stylists 
who sat around Chrysler’s High- 
land Park offices and discussed the 
various possibilities. This is where 
the Chrysler Corp. cars get their 
family resemblances. 

From these conversations and 
from ideas sifted from tons of 
illustrations evolved the “early 
feeling” about the Series K. 
Newton said this early feeling 

contained these elements: 

1. Lowness. 

2. No greater actual length be- 
cause it was felt that the 204-inch 
length of the Series H (1955) and 
the Series J (1956) cars was quite 
ideal. 

o * * 

An impression of greater length 
* to produce sleekness and fleet- 

ness. 

4. No reduction in the ground 
clearance of 5%-6 inches on the 
various models. No major reduc- 
tion of interior dimensions. 

5. Increased glass area. This 
was a particularly demanding re- 
quirement because of the in- 
sistance that the car should be 
lower. Traditionally cars had been 


lowered by decreasing the upper 
half which consists largely of the 
windows. 

Also contributing to this early 
feeling were the influence of the 
Chrysler Corp. idea cars and nu- 
merous consumer opinion polls. 

Newton said one of the principal 
objectives in styling is to develop 
something that is different, but not 
too different, because the American 
public likes evolutionary thinking. 

* * = 


E ADDED that it was felt that 
the cars should be fleet-looking, 
but not as streamlined as was 
imagined 20 years ago since road 


|speeds haven’t increased as much 


as was expected. 

He said the car was pictured as 
being “bold but still fleet,” and 
that the upper half would be em- 
phasized to avoid the monument- 
look. 

Scales stated that the need for 
greater glass area was based on 
the great American demand these 
days for spaciousness which also 
is apparent in modern housing. 

While Series K styling was still 
in the hands of the corporation, a 
number of %-size clay models 
were made. These models con- 
tained the elements of the “early 

(Continued on Page 82, Col. 1) 







Makers Repori 
Retail Sales 
Figures for Aug. 


DETROIT. — Auto makers last 
week reported sales figures for the 
last period of August. Among them 
‘were: 

Buick 

Buick dealers delivered 17,464 
cars in the last 10 days of August, 
according to Edward T. Ragsdale, 
Buick general manager. He said 
this was an increase of 34 percent 
over the previous 10-day period. 

Total retail sales for the month 
amounted to 45,035 cars, Ragsdale 
said, highest of any of the three 
summer months. 

* * * 


Mercury 


With August sales of Mercury 
cars the highest since March, the 
annual cleanup will be one of the 
most orderly in recent years, F. C. 
Reith, general manager of the Mer- 
cury division said last week. 

Retail deliveries in August total- 
led 25,776 units, the second best 
month in 1956, Reith said. The 
third period of the month was the 
best similar period since last sep- 
tember, with 10,875 cars delivered. 


* x * 


Chevrolet 


Chevrolet has reported a record 
seven-month registration total of 
946,837 cars, topping the previous 
high of 905,912 registered in the 
like period of 1955. 


W. E. Fish, general sales man- 
ager, said this was 155,152 higher 
than Chevrolet’s nearest competi- 
tor and about 2% times the lead 
held by Chevrolet at the close of 
1955. 

Fish said Chevrolet’s truck regis- 
trations for the period were 178,- 
995, or 20,948 more than the second 
place make. Fish noted that these 
gains were made in face of a 15 
percent decline in the industry as 
a whole, 


* * 


* 
Willys 

The last 10-day period of August 
produced the largest volume of 
domestic retail sales of Universal 
Jeeps and other Jeep commercial 
vehicles in any 10-day period since 
September, 1955, according to C. A. 
Watson, Willys general sales man- 
ager. 

Deliveries during the period put 
total retail sales for the month 
17.5 percent above the average for 
the previous three-month period, 
he said. Factory sales to dealers 
also were up during August, Wat- 
son said, being exceeded only in 
two previous months this year. 


Chrysler’s Exner to Leave 
Hospital This Week 


DETROIT. — Virgil M. Exner, 
Chrysler director of styling, is 
“convalescing nicely” from his re- 
cent heart attack and will be re- 
leased from Mt, Carmel Mercy Hos- 
pital sometime this week, accord- 
ing to a Chrysler spokesman. 


Exner’s hospital release was de- 
layed for a short time by a slight 
virus condition but that has cleared 
up. He expects to be back on the 
job by December. 


A 


Bruce Delivers Chrysler Fleet— 

Jack Bruce, left, president, J. T. Bruce, Inc. (Chrysler-Plymouth), Norristown, Pa. 
presents keys to 13 Chryslers to Clifton Bishop, purchasing agent, Alan Wood Steel 
Co., Conshohocken, Pa., as his company takes delivery of the fleet for use by its 
executives. Looking on are Jim Myers, third from left, Bruce sales manager, and 
Thomas Rudderow, Chrysler Philadelphia regional sales representative. 
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AMERICA’S BIGGEST SELLER 
SINCE 1937! 


put 
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. In fact, since 1937 truck users have bought almost nine hundred thousand more 
. Chevrolets than any other truck. This unparalleled record of sales leadership 
: is a direct reflection of the outstanding truck selling job on the part of Chevrolet 
: dealers. They recognize the increasing profits to be made in one of our fastest 
: growing industries, and they’re doing a bang-up job selling the advantages of 
m owning America’s first-choice truck... . 

Chevrolet Division of General Motors, Detroit 2, Michigan 
7 
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Series 7000 L.C.F. 





Series 3000 Pickup Series 6000 Stake 
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DeSoto Cites 240 
For Outstanding 


Sales Records 


DETROIT. — DeSoto has named 
240 retail salesmen to membership 
in its Master Salesmen’s Club, 
according to J. L. Wichert, director 
of advertising and sales promotion. 

Those elected were the first to 
be honored since the club’s incep- 
tion last January. Accompanying 
awards include an opportunity to 
win 500 silver dollars at year’s end 
for notable sales results. 

Open only to on-the-floor sales 
personnel, and excluding 
management-level persons, mem- 
bership is based on sales perform- 
ance on a point basis, with quotas 
weighted according to pre- 
determined dealership potentials in 
three classes. All points must be 
earned within a calendar year. 

Awards also include a gold pin, 
engraved business cards, a scroll 
certificate and letter of recognition 
from the factory, plus participation 
in special club activities. 
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*"Spark’ Michigan Fair Parade— 

“Sludgie,” 
Plug, led AC's unit of marching plugs in a célorful addition to the Detroit pdrade 
opening the Michigan State Fair. Members of the Flint Junior Chamber of Commerce 
conned the costumes and turned the proceeds for their services over to their club 
treasurer. 


the oil filter sludgehound, and “Sparkie,” fellow mascot of AC Spark 
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Fore-and-Att and 
Cross Steer Tractor 


Center Arm Steer 
Adjustable Tread Tractor 


Ford 


Thompson Pro 


all have necessitated 


modern farm machinery. 
John Deere 









You can count on 





Union Spurs Dealer Drive 


Machinists’ Convention OK’s Bid to Sign Up 
Unorganized Garage Workers 





(Continued from Page 3) 


announced that they would be| 
shortly increasing their work 
forces. 

John S. Bugas, industrial rela- | 
tions vice-president, said the pres- | 
ent Ford work force of 127,000 will | 
increase by more than 8,000 in the | 
next 30 days and by 13,000 by | 
Christmas. This would be 3,000 
short of the record set in 1955. | 


* * * 


GM Workers to Return 


es MOTORS reported 
that it expected all its laid-off 
seniority workers — those with at 
least 90 days seniority — to be back 
to work by December. 

The latest figures show that on 
July 1 GM’s automotive payroll was 
at 363,000 down considerably 
from the total of 417,000 persons 
employed a year earlier. 


Although there was no immedi- 








Adjustable 
Tread Tractor 


Leading farm tractor 
makers look to Thompson 
for better, efficient steering 


EADING farm equipment manufacturers use 

oa for their steerin 
age requirements. New uses for farm machinery, 
the farmer’s desire for easier steering, new 
designs, and other important developments . . . 
etter and more compli- 
cated steering systems. Thompson engineers have 
worked hand-in-hand with manufacturers to 
provide the varied steering linkage necessary for 


Thompson has an abundance of engineering 
skills, development facilities and production ca- 
pacities ready to go to work for you. Why not talk 
over your problems with the people at Thompson. 
Write or call Michigan Division, Thompson Prod- 
ucts, Inc., 7881 Conant Avenue, Detroit. 















link- 





|seminar presented 


ate prediction from Chrysler 
Corp., it was generally assumed 
that its employment would soon 
begin rising from its present 
figure of about 380,000. 


Chrysler’s average employment 
for last year was 130,000 and its 
average figure this year is 92,000. 
In addition, some 10,000-12,000 are 
off for model changeovers. 


Strike-Idled Firm 
Threatens to 


Quit Business 


JAMESTOWN, N. Y.—Blackstone 
Corp., maker of automobile radia- 
tors, which has been idled by a 
strike since July 26, told the people 
of Jamestown that its losses now 
were in the hundreds of thousands 
of dollars. 


It “may be compelled to termi- 
nate all of its operations here if 
the strike continues,” the firm said. 

Under the blunt heading, “The 
Blackstone Union Is Playing Its 
Fiddle While Jamestown Burns,” 
President R. A. Lenna, in a full- 
page newspaper advertisement and 
personally over the air, arraigned 
Lodge 2105, International Assn. of 
Machinists, on what he called “an 
infamous repudiation” of its agree- 
ment made June 26. 

“Jamestown,” said the statement 
read over a radio station by Lenna, 
“has lost the ability to attract new 
industry because irresponsible un- 
ionism and contract repudiations 


|are and have been rampant in the 
| community. 


“Mass sickness, slowdowns, stop- 
pages and now an illegal strike even 
cause existing industry to curtail 
future expansion. It is unbelievable 
that Jamestown will stand by and 
watch the flames while this union 
fiddles its funeral dirge over Black- 
stone.” 


‘Chicago Seminar 
Staged by 
(125 Turn Out 


YEX, 


CHICAGO.—More than 125 young 
executives, including 60 from the 
Chicago area, attended the first 
in Chicago by 
the Young Executives Group of 
NADA. 

A panel of older dealers, particu- 
larly well qualified in the field of 
used-car selling, met with the 
group for the all-day conference on 


| used-car merchandising. 


Among subjects covered were 
“The Used Car’s Place in Dealer- 
ships Today,” “How to Run a Used 
Car Business” and “Merchandis- 
ing.” 


Mercury 


(Continued from Page 2) 
to supervise the advertising and 
sales promotion departments. 

A. H, Crowley becomes parts and 
service manager, with supervision 
over parts and accessories sales, 
depot operations and the technical 
service. 

R. W. Chambers has been ap- 
pointed market analysis and 
planning manager, with respon- 
sibility for developing integrated 
marketing plans and providing 
marketing services to field and 
staff activities. 

Formerly assistant general sales 
manager in charge of field activi- 
ties, Coats has been with Ford 


| Motor Co. since 1938. He started as 


zone manager in the Twin City 
branch, after five years of operating 
a Ford dealership. His service in 
World War II included setting up 
and running the Ford assembly 
plant at Antwerp, Belgium, which 
was used as an Army vehicle as- 
sembly plant. 

From 1949 until 1952, he was 
Lincoln-Mercury sales manager in 
the Detroit district and later man- 


MICHIGAN DIVISION |ager of the Lincoln sales depart- 


| t. Bet 1953 d 1955 he was 
DETROIT AND PORTLAND ee eee _ a 


| western region sales manager of 


Lincoln-Mercury. 
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. Yep... that’s what we said . . . You've 





seen our claims for the fabulous Du Mont 
EnginScope in the automotive trade press. But 


if youre still not convinced on how the 
exclusive TV-type SuperScan display makes the 


engine fault show up like a sore thumb, how 
the EnginScope can multiply your parts income, 
how the EnginScope guarantees customer 
satisfaction, fill in and mail the coupon 

printed below and we'll call you to set up a 
date for an actual demonstration of what 

the EnginScope can do for you. 

NO OBLIGATION, of course. 


the [ebalbus- 


nginScope 
by 


*Trade Mark 


oU MONT 


Allen B. Du Mont Laboratories, Inc. 
760 Bloomfield Ave., Clifton, N. J. 

















ONLY 


725" 





FILL IN COUPON FOR 
YOUR ON-THE-SPOT PROOF 





Allen B. Du Mont Laboratories, Inc. Dept. A-9 
760 Bloomfield Ave., Clifton, N. J. 
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AUTOMOTIVE WASHINGTON 


Credit Policy Cautious; 
Tilts Toward Prosperity 


By William Ullman 

Washington Correspondent 
ao prevails generally here that the Federal Reserve 
System is proceeding with caution — will not make 
money too tight and will aim to supply enough credit to 
meet all reasonable needs. It will strive to avoid both reces- 


sion and inflation. If the authorities do tilt one way or the} 


other, it probably will be in 
the direction of business) 
prosperity, according to the 
sharpest observers of the situation. 


Meanwhile, local newspaper fi- 
nancial writers say that the string- 
ency of credit is increasing, al- 
though seasonal demands for loans 
have not yet started. Alex Hender-| 
son, of the Star, says bankers 
approve of the purpose of the} 
Federal Reserve System in attempt- | 
ing to control inflation through) 
credit restrains but at the same} 





William Uliman 





time they are beginning to wonder 


how long the 
political pressure 
for lower interest 
rates will be with- 
stood. 

While there has 
been considerable 
complaint of the 
effects of Federal 
Reserve policy 
from various 
classes of Wash- 
ington borrowers, 





|the situation locally is said to be 
|not so tight as in other American 
cities. 

| In New York, the First National 
|City Bank said a sharp rise in 
| business loans in the face of a 
| restrictive credit policy and the 
discouragement of rate increases is 
|evidence of the force of credit 
| demands. 

| Pointing out that reserve mem- 
ber banks have increased busi- 
ness loans no less than $9 bil- 
lion or 43 percent in the last 22 
months, the bank said this raises 
the question whether the restric- 
tive credit policy is really work- 
ing. 

“In this connection,” it declares, 
“it needs to be borne in mind that 
the Federal Reserve authorities did 
not attempt seriously to restrain 


that time the expansion had 


|has not been easy to slow.” 


the bank observed, is not to kill off 
the boom but simply to hold credit 
expansion within limits consistent 
with a stable price level. 

“We will never know how much 
larger the business loan expan- 





credit until last summer and by | 


developed such momentum that it | 


| The objective of the authorities, | 


sion would have been in the 
absence of a restrictive credit 
policy,” the bank continued. 

“The whole process — affecting 
banks and borrowers — helps to 
build a soundly growing economy, 
in which the saver gets a fair 
| return, the borrower is discouraged 
|from over-extending himself, sav- 
ings and investments are held in 
balance, and the stability of the 
economy as a whole is sustained,” 
the bank said. 


* * * 


\Increased Surplus 

A FEDERAL budget surplus of 
$700 million for the current fis- 

cal year, which runs to next June 


ment financial authorities. 


The new figures not only 
strengthen estimates of last Jan- 
uary that the budget would be 
balanced for the second straight 
| year, but raised the amount of 
the prospective surplus by $300 
| million. 


Politically, 





|hower Administration. A balanced 
| budget has been one of its major 
| objectives since it came into office, 
‘and it has reached this objective 


Only Ditzler offers you such 


complete, economical color mixing service! 





New Smooth-Running 
Mixing Equipment 

@ Ditzler has develo 
power mixing units that 
can be tailor-made to fit 
each shop’s_ require- 
ments. These range from 
the Ditzler Moto-Mix 
which mixes quarts and 
gallons of base colors, 
one at a time, for the 
average shop. This is a 
self-contained unit 
with motor, switch and 
connecting cord. 


® Saves Time 
® Eliminates Waste 
® Cuts Costs 


DITZ-MIX for larger shops 


® Speeds up service 


ITZLER’S Exact-Weight Color Mixing Service is 

outstanding for accuracy and simplicity 
because it combines precise measurement with 
positive agitation. It gives you colors you need 
quickly, efficiently and economically. 


Color Matches Accurately Mixed by Weight 


@ The Exact-Weight Scale used in this system is a 
precision instrument. It can measure amounts as 
fine as 1/5000ths of a gallon. Many of the colors 
used on today’s new cars require such minute 
tints for accurate matching. 


More than 8,000 Laboratory-Controlled Formulas 


@ Ditzler’s Color Mixing Service offers you 4,000 formulas for 
lacquers and 4,000 for enamels. Included.is a wider range of 
base colors than any other system. These help you to duplicate 
accurately pigmentation of original finish and to produce similar 
weathering to that of the color being repainted. Ditzler’s 
formula books are supplemented with bi-weekly data on new 
and current colors. 


@ Ditzler also offers DITZ-Mix power units. 
These are available in units which mix 7 gallons 
at one time, or 9 quarts, to units which mix 21 
gallons and 9 quarts simultaneously. For the 
busy shop these are ideal as all base colors for 
lacquer or enamel can be mixed at one time. 





We'll be glad to send you complete information on this complete mixing service. Ask for Folde: No. 5626. 
DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Mich. 


DITZLER 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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30, has been forecast by Govern- | 


the figures are of| 
|prime importance to the Eisen- | 


during the months preceding the 
November elections. 
od he a: 


| 1957 Car Boom? 


—eEEE general opinion in 
circulation here is that there is 
a big automobile buying year com. 
ing up. The feeling is that the pub. 
lic is on edge to see and hear 
about the new cars and all set to 
buy, even if the Federal Reserve 
credit policy is a bit more restric- 
tive than it has been. 

That FRB study recently re- 
leased indicating that consumer 
income has risen faster than con- 
sumer purchases also indicates at 
| the same time that consumers 
may be in better financial shape 
| to buy a new car when the new 
cars come out than they were 
last year. It is worthy of note 
that in 1955, when purchases of 
cars were particularly large, pur- 
chases went up faster than in- 
come. 

The FRB study noted that manu- 
facturing payrolls are on the up- 
swing, having started to rise before 
the July steel settlement and hav- 
ing speeded up in many industries 
soon after. It said many industries 
had negotiated pay raises ahead 
of the steel strike. 

There seems to be unanimous 
opinion that when auto show time 
}comes around, the public will be 
| found with both cash and zest to 
| buy a new car. 

* * = 


Wholesaler Census 


ie ANOTHER of its preliminary 
trade reports resulting from its 
1954 census — this one having to 
do with automotive wholesalers — 
the Bureau of the Census said 
there were 13,977 such establish- 
|ments at the end of 1954 primarily 
engaged in buying and selling auto- 
motive equipment, tires and tubes 
|} at wholesale. 

Sales, said the report, totalled 
| $3.2 billion, and there were 120,- 
| 085 persons on a payroll basis. 
The payroll for the year 
amounted to $462 million or 144 
percent of sales. Operating ex- 
| penses, including payroll but not 
| the cost of goods sold or compen- 
sation of owners of unicorpo- 
rated businesses; totalled $785 
million, or 24 percent of sales. 

States with the largest wholesale 
| trade in automotive equipment and 
supplies include California, New 
York, Pennsylvania, Texas, Ohio, 
Illinois, Michigan and Missouri in 
|the order named. Considered to- 
| gether, these eight States accounted 
|for approximately one-half (498 
percent) of all sales for the country 
| as a whole in 1954. 

At the end of 1954, according to 
|the report, there were 1,563 estab- 
lishments primarily engaged in the 
wholesale distribution of motor 
vehicles, with sales for the year 
| totalling $757 million. 

This trade provided employment 
for 14,388 persons on a payroll basis 
and 983 owners of unincorporated 
businesses for a total of 15,371. Of 
this number 1,912 were engaged in 
selling. Payroll for the year to- 
talled $62 million, or 8 percent of 
sales. 

States with the largest motor- 
vehicle distributor business in- 
cluded New York, California, 
Pennsylvania, Michigan, Ohio, 
Texas, and Missouri in the order 
named. These seven States to- 
gether accounted for 52 percent, 
or more than one-half of the total 
for the country. 

Concerning the confidentiality of 
data given census takers, the report 
explains that in accordance with 
census law, any data which would 
disclose the operations of an indi- 
vidual establishment or business 
organization are not published. 

The number of establishments in 
a kind of business, or in an area, 
is not considered a disclosure by 
Bureau of the Census rules, so that 
this item is shown in instances 
where other items of information 
for the same establishments are 
suppressed. 

By the end of this year, or early 
in 1957, there will be complete 
volume reports on all businesses 
surveyed in 1954. These will be 
obtainable from the Bureau of the 
Census, Washington 25, or any 
Department of Commerce field 
office. 
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Mix Well in Taxes 


AUTOMOBILES, gasoline and 
whiskey were headlined 
(Continued on Page 79, Col, 1) 
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Our Service Business is UP 50% 
Since We Equipped with SUN 


DORAN CHEVROLET, DALLAS, TEXAS 


In the airport-style control tower operation. Here again SUN Test Equipment is invaluable. Used cars are recone 
of the Service Department of Doran ditioned and stringently tested, to be sold as DYNA-TESTED used cars. 
Chevrolet—one of Dallas’ leading 
dealers—the Service Supervisor gets 
a bird’s-eye view of the whole opera- 
tion. From this tower he routes jobs 
to specialists in each field of service, 
and keeps tab on the progress of 
each job through the shop. 








Doran Chevrolet uses SUN Test Equipment exclusively. Joe C. Forbis, 
Service Manager, has this 
to say: 
















‘Because of lower gross profit 
on sale of new cars, we have 
felt the need of making our ser- 
vice business a paying operation 
in itself. We are sure that the 
use of our SUN equipment has 
been a big factor in helping us 
reach this goal.” 


Six service writers write up about 
125 orders a day on incoming ser- 
vice customers. Each car is allotted 
a job number which follows it 
through all service operations. Jn- 
and-out in one day is the fixed policy of Doran Chevrolet in all but major 
overhaul work. Skillful organization makes this possible. 





SUN Test Equipment is used 
both to diagnose trouble and to 
check out finished service jobs. 
Doran Chevrolet says that using 
SUN Test Equipment to check 
on all work done is a powerful 
means of preventing ““come- 
backs.” 


The SUN Tune-Up Tester is a 
“must” in Doran’s new car make 





ready department. Used car sales Felix Doran, a. Felix Doran Ill Joe C. Forbis 
: President, Vice-President, Service Manager, 
are also an important part of the Doran Chevrolet Doran Chevrolet Doran Chevrolet 


SUN ELECTRIC CORP. 
6323 N. Avondale, Chicago 371, Illinois 







Doran Chevrolet’s 
Dallas headquarters 
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Capsule Comment 


Most dealers are confident of increased profits and sales 
in the fourth quarter of this year. So AUTOMOTIVE NEws 
Correspondents find in nationwide survey. 

Half the battle is won when there is confidence before- 
hand. 


Congressmen, visiting the auto industry to find out what 
it’s doing about vehicle safety, leave Detroit “impressed but 
critical.” 

On the other hand, what are legislators doing to eradi- 


cate unfit drivers? 
a * * 


NADA President Carl Fribley calls on auto manufacturers 
to absorb recent cost increases, rather than raise prices of 
57 models. 


But the forces of inflation may be too much to overcome. 
> * ® 

Studebaker-Packard, now revitalized, plans to continue 
production of the Packard car, with marketing of a ’57 
model scheduled for next January. 

Good luck to S-P and to its loyal corps of dealers. 
* * * 

The Detroit auto show next year will have no celebrity 

entertainers in a test of crowd pulling power. 
The cars are stars, for a change. 
* * & 

NADA deplores first-half dealer net profit of one percent 
as “the most serious situation which has confronted the 
entire industry since the war.” 

Note the adjective “entire.”” Manufacturers, too, have a 
stake in lagging dealer profits. 
* * * 

Ford Motor officially becomes a member of the Automobile 
Manufacturers Assn., ending a 43-year boycott. 

Much can be done in the public interest by a united 
manufacturer group. 
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Coming 
Events 


Dealer Conventions 
Sept. 16-18—Wyoming Automobile Dealers 
Assn, Convention, Cheyenne, Wyo. 


Sept. 17-18—Minnesota Automobile Deaiers 
Assn., St. Paul Hotel, St. Paul. 


Sept. 18-19—South Dakota Automobile 
ealers Assn. Mitchell, S. D 


Sept. 23-25—Colorado Automobile Deal- 
er's Assn., Colorado Hotel, Glenwood 
Springs, Colo. 


Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 


Sept. 24-25—Wisconsin Automotive Trades 


Assn., Hotel Schroeder, Milwaukee. 
Sept. 26-28 — New Jersey Automotive 
Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City, 
Sept. 30-Oct. 2. — Tennessee Automo- 
tive Assn., Gatlinburg, Tenn, 


Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 3-4—25th Annual State Convention, 
Kansas Motor Car Dealers Assn., Baker 


Hotel, Hutchinson, Kansas. 

Oct. 14-16—Automotive Trade Assn. of 
a John Marshall Hotel, Rich- 
mond. 


Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 
Biloxi, Miss. 
Oct. 21-23—Florida Automobile Dealers 
oom. Fort Harrison Hotel, Clearwater, 

4. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-3! — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 

Nov. 11-13—Kentucky Automobile Dealers 


oe Sheraton-Seelbach Hotel, Louis- 
ville. 
Nov. 13—Connecticut Automotive Trades 


Assn., Hotel Statler, Hartford. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco, 

a 


Auto Shows 


Oct. 621—Dallas Auto Show, State Fair 
Automobile Bldg., Dallas. 

Nov. 10-17—International Autorama, Com- 
mercial Museum, Philadelphia. 

Dec. 816—National Automobile Show, 
Coliseum, New York. 

Jan. 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 

Jan. 4-13—Seattle Auto Show, Civic Audi- 
torium, Seattle. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. 18-26—Indianapolis Auto Show, Man- 
ufacturers Bidg., Indiana State Fair 
Grounds, Indianapolis. 

Jan. 19-26—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore. 

Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, 
Artillery Armory, Detroit. 

Jan. 26-Feb. 2 — Rochester Automobile 
Show, War Memorial Exhibit Hall, 
Rochestr, N. Y. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 9-16—Albuquerque Auto Show, Colli- 
seum Bldg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-i6—Milwaukee Auto Show. 

Feb. 28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, S$. C. 


General 


Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 

Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London, England. 

Sept. 23-24—Georgia Independent Auto- 
mobile Dealers Assn., Savannah, Ga. 
Oct. 1-3 — National Electronics Con- 
ference, Hotel Sherman, Chicago. 
(See CALENDAR, Page 73, Col. 1) 


30 Years Ago... 


Interna- 


Detroit 


The Big Stories 


Henry Meyers, sales force director, Chrysler Motor Car Corp., pre- 
dicts that by 1930 there will be one car to every four persons, an 


average of one to a family. 


Motor vehicle registrations in Chicago for the first eight months 
this year totalled 365,807, against 342,885 in the entire year of 1925, an 
increase of 23,000 units, with four months left this year. 

Vehicle registrations in Texas for the first eight months exceeded 
the entire registrations for 1925 by more than 50,000, according to 
figures released by the State Highway Dept., which estimates 1926 
registrations will top the million mark. To date there have been 861,- 


688 vehicles registered. 


All property of Anderson Motor Co., Rock Hill, S. C., capitalized at 
$3,625,000 has been sold at auction. The firm was one of the South’s 
leading automobile manufacturers. 












Automotive Cartoon 


Of the Week 


"—but | judged from your advertising that you really 
didn't care whether you got paid for a car or not.” 


Letterbox 
‘Common Sense.... . 


This is an open forum for the discussion of any subject of interest to our 





9 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Much Work Yet |contracts and several policy 


Congratulations on your editorial changes, have corrected many out- 


, ; | Of-line conditions, but there is still 
of Aug. 6, “Basis of This Relation | work to be done on its part. 


ship is Still Cooperation.” That g 

part which reads, “In recent years. There is also much work to be 
a serious cleavage developed be- | 4°ne on the part of General Motors 
tween dealers and factories. The ‘alers.— 

‘good faith’ legislation came about | I am informed some of the de- 
because there was lack of faith”|™ands coming out of GM Dealer 
covers the automobile indutry situa- Councils, in the form of resolu- 
tion today—factories, dealers and | tions, are Utopian and impossible 
customers. of accomplishment even by 50 per- 


: ‘ : cent until such time as GM com- 
aan ae os of aa aw oe = ae tract = 
Sate and dealers, is a must | tM desler already received by 

Voltaire once wrote, “Common | 
sense is not so common.” There is | 
dirt on both doorsteps (factories 
and dealers) and must be re- 
moved, not just brushed from one 
to the other, before public con- 
fidence, lost since World War II, 
is recovered. 

The reasons for the serious cleav- 
age between factories and dealers 
(and we should include customers) 
are many and, due to the damage 
already done, should not be re- 
hashed. 

General Motors, through its new 


Cooperation, plus common sense, 
are necessary on the part of GM 
dealers at this time. 

The Day in Court legislation is 
now law. I was in favor of same; 

it was most unfortunate this 
problem was not settled at the 
conference table. Procrastination 
proved costly and a serious lia- 
bility. 

I trust from this date on the 
conference table, not government, 
will be used. 

The late Lammot DuPont once 
stated, “What we need is less 
government in business and more 
business in government.” 

Your paper is to be commended 
on the fair and impartial handling 
of what was a serious problem in 
the automobile industry. The auto- 
mobile industry is the greatest in 
the world. Failure on the part of 
men within this great industry to 
perform honestly is responsible for 
the unnecessary problems of the 
Past several years.—HucHu F. Gat- 
LAGHER, P.O. Box 2586, Union Sta- 
tion, Wilmington, Del. 

*” 


* * 
|\Or Am I? 

Do you remember the many let- 
{ters I wrote on Packard: “That 
,;only a Packard salesman could 
then or ever sell Packards?” 





(Continued on Page 80, Col. 3) 





Now how right was'I, or am I?” 
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Just released, 39 exciting new episodes of Badge 714 


Here’s television’s greatest syndicated mystery! New honors for BADGE 714 
and Jack Webb — from Billboard’s 1956 TV Program & Talent Awards: tele- 
vision’s “best half-hour mystery series,” “best mystery performer” and “best 
actor among all syndicated programs.” 

Viewers continue to vote BADGE 714 television’s greatest mystery series, too! 
As DRAGNET, it is the highest-rated mystery show on network television today.* 
As BADGE 714, it’s tops in market after market regardless of size or program 
competition (latest available ARB). 

BADGE 714, award and audience winner, is your answer to quick sales action. 
Get all the facts first-hand . . . call NBC Television Films now for first-run syndi- 
cation availabilities in your markets. 


NBC Television 
Films 


Programs for 
All Stations — 
All Sponsors 


A DIVISION OF CALIFORNIA NATIONAL PRODUCTIONS, INC, 


* Average Audience — NTI first report, June 1956 


663 Fifth Avenue in New York; Merchandise Mart in Chicago; Taft Building in Hollywood. In Canada: RCA Victor, 225 Mutual St., Toronto 








by John T. Benedict 





Engineer Cites Fins 
As Safety Factor 
OME of us who have admired | 
the tail fins so much in evidence 
on cars these days apparently have 
been overlooking an important 
practical advantage of this style 
trend. Speaking to the House Sub- 
committee on Traffic Safety, Alan 
G. Loofbourrow, Chrysler Corp. 
executive engineer, described the 


role played by tail fins in aerody- | 


namic stability. 

“Studies we have been making 
in cooperation with the Univer- 
sity of Detroit in their wind 
tunnel,” Loofbourrow said, “prove 
that the fins of our 1956 cars 
provide a great improvement in 
aerodynamic directional stability.” 
Experience in driving these cars 
confirms that the stylish fins also 
contribute to safer operation, he 
said. 

In pointing out the need for 
directional stability, Loofbourrow 
told the congressmen that an aero- 
dynamically unstable car may ex- 
hibit distracting and occasionally 
dangerous behavior when crusing 
at moderately high speeds in gusty 

side winds. The car tends to dart 
and wander as the driver over- 
compensates for its reaction to 
changing winds. 

In such an unstable vehicle, the 
forces between tires and road and 
those imposed on the body by side 
winds are improperly distributed, 
and the wind “steers” the car. A 
heavy gust may even cause the 
car to dart off course and into 
oncoming traffic if the driver is 
not alert, 


Personally, I should imagine that 
after their tour of the auto com- 
panies, the visitors from Washing- 
ton are well-satisfied that—if tail 
fins are what is needed for aero- 
dynamic stability—the ‘57 models 
will offer greater stability than any 
of their predecessors. 

7 aa * 


Paint, Gasoline Trends 
Require’ Joint Study 
pvasn, you might think that 

no two delevopment trends 
could be farther apart than those 
involving automotive paints and 
gasolines. Yet paint experts tell me 
there could come a time when the 
two seemingly unrelated products 
may have to be given joint consid- 
eration. 

In the petroleum industry, some 
companies plan to make significant 
increases in the percentages of 
aromatic hydrocarbons blended into 
gasoline as octane is boosted above 
present levels. 


In the paint and auto indus- 
tries, the outlook is for rapidly 
expanded usage of the new 
acrylic lacquers which went into 
pilot production on a few 1956 
models. 


A possible problem arises from 
the fact that acrylic lacquer (unlike 
conventional lacquer) is soluble in 
aromatic hydrocarbons such as 
benzene, xylene and toluene. It 
also is feared that the new type of 
lacquer may be sensitive to certain 
gasoline additives. 


Thus, there is the possibility that 
repeated contact with certain 
blends of highly aromatic fuels 
may damage the finish on some 
cars to be produced during the next 
several years. On the other hand, 
an authoritative laboratory group 
has assured one of the large paint 
suppliers that maximum aromatic 
content expected in gasolines in the 
near future will be below that level 





| styling drawback that universal ap- 


|“goldfish bowl” or canopy impres- 





which would damage the acrylic 


lacquer finish, 
* * * 


Crystal-Balling 
The Bubble-Top 

T SEEMS to me that those who 

claim the majority of the public 

never will accept a transparent 
“bubble-top” automobile may be un- 
derestimating the impact of future 
developments in this field. 

Few will dispute the statement 
that present-day clear tops are 
handicapped by lack of control 
over solar light and heat energy. 
Brilliant sunlight and radiant 
heat discomforts have discour- 
aged widespread acceptance. 
Then, too, there’s the further 

proval is not to be gained by the 
sion achieved when transparent 
tops are mounted on current bodies, 
which were not designed for such 
treatment. 

But there are those who say the | 
future all-glass or all-plastic top| 
may change all this. Surface treat- | 
ment to more adequately control 





radiant heat, and various types of 
colored laminated and tempered 


NAS 
THEY SHOP IN FARM JOURNAL 


glass already are in advanced stages 
of development. 

Further off, in the category of 
long-range research, is the final de- 
velopment that would call for a 
complete review of all-transparent 
top acceptability. This is the mys- 
terious “variable light transmission” 
characteristic now sought as a re- 
search goal by various groups. 

In principle, the objective is to 
achieve a glass formulation with 
the property of automatically 
varying transmissibility according 
to the amount of light and radi- 
ant heat energy striking its sur- 

face. 

It is, then, conceivable that eight 
or 10 years hence, the “bubble-tops” 

of that era may offer translucent 
interior lighting, color effects, and 
self-regulating energy transmission 
to give the ultimate in all-around 
vision with comfort. 
+ * + 


Plastics Not Yet Ready 
For Windshield Applications 


S GLASS contours become more 
4% complex with each model 
change, it sometimes is asked: “Why 
aren’t plastic materials used for 
automotive windshields and win- 
dows?” The answer is that surface 

(See TURNINGS, Page 15, Col. 4) 
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| Ex-Cell-O Unit Builds 79-Spline Broach— 


One of the largest broaches of its kind ever built by Ex-Cell-O Corp.'s Continental 
| Tool Works division has been completed for a manufacturer of earth-moving equip- 
ment. It is 79-spline involute type, 8.04 inches in diameter, 74 inches long and 
weighs 840 pounds. The broach will produce splines in a 4.75-inch-long steel work- 
| piece in a single pass. The pull end and follow-rest end are detachable from the 
broach shell. 
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Business Future Bright 
For Industrial Heating 


SHELBYVILLE, Ind. — An 
annual sales volume of more than 
$200 million by 1965 has_ been 
predicted for the industrial heat- 
ing industry by a General Electric 
Co. executive. 

Speaking at the dedication of the 
company’s new industrial heating 
department plant here, Earl W. 
Cunningham, department general 
manager, stressed the trend to 
more continuous automatic heat 
treating in every phase of industry. 

Practically every product in use 
a 


Aluminum Trend Told 


DETROIT.—A trend toward alu- 
minum among manufacturers and 
design engineerings has been re- 
ported by Guy A Cummings, metal 
finishing sales manager, Frederic 
B. Stevens, Inc., here. He said vol- 
ume of installations of anodizing 
and bright dipping equipment for 
aluminum in 1955 was more than 
double the volume of 1953 and 1954 
combined. 


in the home or in industry has 
been heat treated in some way 
during its production, he said. 

It is only natural, he said, that 
heat treating will become more 
and more mechanized as the 
nation’s consumption of every type 
of product increases. 

“We can also look forward to 
considerable improvement in other 
processes,” he said. “Vacuum arc 
melting, currently used with 
metals such as molybdenum, zir- 
conium and titanium, will be util- 
ized more and more with plain 
steels for special applications and 
high alloy steels.” 

In the field of brazing, the use 


of protective atmosphere gases and | Delta's Cutoff Machine 


vacuums will simplify, and _ in| 
many cases provide the only 
method, for joining metals and} 
ceramic — metals for higher tem-| 
perature use, he said. 


Operator at Calumet Mfg. Co., Chicago, 
the Delta abrasive cutoff machine 
on stainless steel angle irons and brass 


tolerance of plus-minus 


Turnings . 


eo o By John T. Benedict 


(Continued from Page 14) 


hardness of clear plastics best- 
suited for such applications is so 
inferior to that of glass that abra- 


sion-resistance continues to be an| 


unsolved problem. 

At present, the acrylic plastic 
resins (such as plexiglas and 
lucite) are permitted in converti- 
ble rear windows and “readily 
removable” side windows (like 
those formerly on the Corvette). 
Some sources claim that, in their 
present stage of development, these 
plastics would be feasible for use in 
passenger-car back windows. But 
they admittedly are unsuitable for 
windshields. 

It’s no secret that the car makers 
have been asking plastic suppliers 
and fabricators to see if they can 
come up with a scratch-resistant 
material for windshields. 

However, despite the interest dis- 
played, duPont sources summarize 
the situation by saying that chem- 
sists have not yet uncovered the 
basic knowledge that would point 


AA ERCURY 


sells the whole 
Countryside Market... 
Town and Farm 


In full-page, full-color advertisements that appeared in recent issues 
of Farm Journal and Town Journal, Mercury went all out to tell 
countryside America about the new pace-setting Big M. 

Why was the Countryside Unit, the combination of Farm Journal 
and Town Journal, chosen by Mercury to deliver this important 


sales message? 


Because every month more than 5 million copies of the Countryside 
Unit reach and influence the biggest single automotive market in 


America—countryside America. 


More than 22 million families live outside the metropolitan centers 
in the rich countryside market. They own and operate almost half 
of all the automobiles in the U.S.A. and 65% of the trucks. Nearly 
73% of the nation’s automobile and truck dealers do business in 
countryside America, serving the very families that see and read 


Farm Journal and Town Journal. 


This is market penetration—merchandising power—unrivaled by 
any other national publication in this vital field. Naturally, adver- 
tisers find the Countryside Unit a rewarding investment. Dealers 
like it, too, because it consistently presells their best prospects. 
After all, the Countryside Unit has impact on the community much 


like that of a local newspaper. 


People like to read advertising in magazines 


Town Journal 


| 
| 


| the way to a solution. Some “new 
| knowledge or invention” is needed 
before the plastic materials formu- 
lators and product designers can be 
turned loose to finish the job. 

Fundamentally, the approach now 
envisioned is to begin with the 
acrylic resins and “find some way 
to improve their abrasion resist- 
ance.” Rohm and Haas, which is 
one of the few companies now mak- 
|ing cast acrylic sheeting, said that 
research work is continually in 
| progress with the goal of improving 
plastic properties. 

* * + 

— allegedly are a number 

of potential advantages to be 
gained if abrasion-resistance of a 
clear plastic ever can be brought 
up to a saisfactory level. One ex- 
pert accounts for the continuing in- 
terest of car manufacturers by cit- 
ing what he calls the superiority of 
plastics in being “lighter, stronger 
and more readily formable” than 
glass. 

He says that, for the same thick- 
ness, plastic is only absut one-half 
as heavy as glass. With glass areas 
growing increasingly large in the 
car upper structure, this weight re- 
duction is to be desired as a factor 
in maintaining a low center of grav- 
ity for the car. 

Plastic also is claimed to be 
stronger than glass (said to be 
particularly true for impact 
strength). This is regarded as 
beneficial in reducing thickness 
of materials used while maintain- 
ing the necessary strength. 

Finally, plastic proponents assert 
that plastic can be formed into 
compound curvatures and complex 
|shapes more readily than glass. 
This, they say, makes plastic more 
amenable than glass to the styling 
trends now in evidence. 

At present, plastics are not re- 
garded as the answer to the auto 
industry’s needs for a transparent 
structural material. The clear plas- 
tics now known for window appli- 
cations are not suitable for installa- 
| tion as a load-carrying member of 
the body structure. 

Optical qualities of the acrylic 
plastics are said to be excellent. 
However, inherently good optics 
would not be appreciated by the 
car owner after his plastic wind- 
shield surface had sustained a few 
swipes from a grit-laden wiper 
blade—or had been cleaned with a 
rag energetically wielded by an ob- 
liging service-station attendant. 


Standards Society 
Meets Oct. 3-5 


WASHINGTON. — Technological 
| problems will be surveyed and pos- 
sible solutions through application 
of standards will be considered at 
|the fifth annual meeting of the 
| Standards Engineers Society here 
Oct. 3-5. 

Sessions are scheduled on stand- 
| ardization in the chemical industry, 
standards and the atomic energy 
| field, the trend of standards in the 
|metals field, creative engineering 
and standards, progress of engine 
standardization and what may be 
expected in the ABC unification 
effort. 


Steady Graal 


Seen for Copper 


NEW YORK. — The copper in- 
dustry gives every indication of 
maintaining steady growth for 
years to come, according to Theo- 
dore E. Veltfort, manager, Copper 
& Brass Research Assn. 











“Greater output from mines, sus- 
tained consumption, new uses for 
metals, a trend to more stable 
prices, and copper’s inherent suit- 
ability for many applications cause 
the copper industry to remain opti- 
mistic about the future,” he said. 

Markets for any material, par- 
ticulariv metals, Veltfort believes, 
are mainly determined by the inter- 
play of two factors: Economic con- 
ditions prevailing at the time a 
material is being considered and 


Comtral Falition | 5%, tre Oo oe ae properties and characteristics of 

saunas a the material. As they relate to cop- 

. per, both factors portend a bright 
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Here's profit potential| 


‘Jeep’ vehicles added to your present line can mean the difference 
hetween a handsome net profit and a small one or even a loss 


Figure the profit you can make! Put in your own 
figures on the opposite page and you will see just how 
substantially you can increase your profits by adding the 
‘Jeep’ franchise to your present line. This fact was proven 
by hundreds of dealers who did it last year! You can add 
the ‘Jeep’ franchise without giving up a thing. Actually, 
with a comparatively small addition to your present invest- 
ment, and practically no increase in operating overhead, 
you can use the same physical facilities for two lines, 


thereby realizing a much higher profit because: 


The ‘Jeep’ Family of 4-Wheel-Drive Vehicles i 





Universal ‘Jeep’ CJ-5. This famous 4-Wheel-Drive 
‘Jeep’ carries cargo and men, on the road or off. With 
power take-off, it's a mobile power unit for operating 
many kinds of much-used special equipment. 


Universal-‘Jeep’ CJ-6. the new, longer, Model CJ-6 


Universal ‘Jeep’ provides 50% more cargo area, 
longer wheelbase, and-increased payload capacity. 


4-Wheel-Drive ‘Jeep’ Utility Wagon. This dual-purpose 


vehicle carries up to 110 cubic feet of bulky cargo or six 


@ There’s no wheeling and dealing competition down the 
street when you sell ‘Jeep’ vehicles. | 

@ ‘Jeep’ vehicle resale value is far greater than that of 
most automotive products. (For example, a two year old 
Universal ‘Jeep’ commands 90.4% of original Factory 
list price. ) 

@ ‘Jeep’ vehicle sales frequently include substantial addi- 
tional profits from the sale of special equipment (shown 
on the opposite page ) either at the time of original sale, 
or later when owners have new jobs to do. 

@ 49.8% of all ‘Jeep’ vehicle sales were “clean deals” in 


1955. 








4-Wheel-Drive ‘Jeep’ Truck. America’s only time-tested 
and performance-proved 4-wheel drive Truck, in its weight 
class. Powered by the workhorse 6-cylinder “226” 

engine, it’s the highway Truck with off-the-road stamina. 





Te 





people on the highway or over the toughest off-road terrain. ‘Jeep’ Dispatcher DJ-3A. The 2-wheel drive ‘Jeep’ 


Dispatcher is the vehicle born to cut delivery costs. 
With savings in fuel, maintenance and time on 
the road, it’s America’s lowest-priced delivery vehicle. 
















YOU can’t afford to ignore! 


| Figure Your Own Profit Potential... 
-——WILLYS 4-WHEEL-DRIVE YOUR PRESENT LINE 


“Washout” Gross . $350.00* Average “Washout” Gross . 
Estimated Monthly Sales (Units) 10 Estimated Monthly Sales (Units) . 
Estimated Monthly Gross Average Monthly Gross 





(which is nearly all net) . $3500.00 (new and used cars) .. 
Monthly fixed overhead . 
$3500 x 12 months =$42,000 per year Net Difference 
(between gross & overhead) 
Trade-in Ratio -5 to I Trade-in Ratio 
Total Transactions Monthly (new and used) 15 Total Transactions Monthly (new and used) . aa 


*A conservative figure. Recent surveys showed average gross profit of $475.16 after “‘washout.”” 
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Willys Creates Greater Return from Investment ... Real “Put-In-Bank” Profits 








many other Willys Profit Advantages: 


Us’ @ FEWER COMMISSIONS TO PAY @ LESS USED CAR ADVERTISING EXPENSE 
Additional Parts and @ LOWER POLICY ADJUSTMENT COSTS LESS USED CAR MAINTENANCE 
IS’ 2 . @ LESS CONTINGENT LOSSES EXPENSE 
Service Profits @ NO REPOSSESSION LOSSES @ LOWER INTEREST AND INSURANCE 
@ LOWER “GET-READY” COSTS costs 
@ LOWER USED CAR RECONDITIONING @ DEMONSTRATORS CAN MAKE MONEY 
costs FOR YOU 


US 
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Special Equipment Sales 
that mean Extra Profits and 
Broader Markets for You: 


= 





HYDRAULIC LIFT 
Provides a dependable, positive-operat- 
ing system for positioning standard 3- 
point-hitch implements. 


~ 


SNOW BLADES AND ANGLE-DOZERS 
Easily attached to any ‘Jeep’ vehicle. 
Hydraulically controlled blade adjustable 
to the best plowing angle. 





WRECKERS 

Folding type safely handles all passenger 
cars—converts from a wrecker to a ver- 
satile workhorse pick-up in one minute. 


HYDRAULIC DUMP BODY 
Converts 4WD ‘Jeep’ Truck for dump 
truck service and fast unloading. Auto- 
matic, fingertip controls on dash. 






WINCHES 
Installed on many ‘Jeep’ units to insure 
transportation in what would ordinarily 
be impassable terrain. 








REVERSIBLE-BUCKET SCOOP 

A one-man, hydraulically-operated earth 
mover. This dual-purpose scoop lifts, car- 
ries, dumps and spreads anywhere. 





TRENCHER 
Digs trenches six feet deep, up to 14 
inches wide, up to 800 feet per hour. 
Economical one-man operation. 









POST HOLE DIGGER 

A ‘must’ for building fences, planting 
trees and shrubbery. Digs two to four 
holes a minute from an angle. 


BACK HOE 
Digs and loads in a fraction of the time 
required by larger units, handles small 
jobs more economically. 





Dealer Development Department ns i 
Willys Motors, Inc., Toledo |, Ohio ; 


Without obligation, please have a representative call and give 


To get into the ‘Jeep’ profit picture —here is all you do: 


The success of most dealers who dualed a passenger car line with the ‘Jeep’ franchise in 1955 was 


so great that Willys will consider similar arrangements for additional areas where ‘Jeep’ vehicles 





me information about the ‘Jeep’ family franchise. 








don’t have complete representation. As Willys dealer points are established only on a market Name 

potential basis, the number of open points is limited, but each offers a substantial future to the ‘atin 

right man. Why not get the detailed facts and see what they can mean to you... facts about gross 

profit comparisons after the washout... facts about spreading your investment over a -wider base. City State 

Fill out and mail this coupon! No obligation. So 
Business Position 





Mail to WILLYS...the company on the move! : 
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Georgia Tech Football Games on TV— 


Chevrolet dealers in the Atlanta area have agreed to sponsor movies of Georgia 
Tech's 1956 football games over WSB-TV at Atlanta. Taking part in signing the agree- 
ment are Ed Danforth, seated, Atlanta Journal sports editor who will conduct the 
program; and, from left, Ed Sherwood, Central Chevrolet; Ben Brady, Southern Chev- 
rolet, Inc., Decatur; John M. Outlier jr., WSB-TV general manager; Wesley Slate, John 
Smith Co.; J. N. Wilson, Downtown Chevrolet; A. M. Costley, East Point Chevrolet, and 
C. V. Nalley, Nalley Chevrolet, Inc. 


Meeting the Practical Problems .. . 


Case Histories of a Salesman 


Eprror’s Note: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 
* * * 
Dear Ed: 
MAN and his wife came in 
yesterday. “Just looking” is 
what they said when I approached 
them. But it was my “up” and I 
hadwaited 
about an hour 
or more for it 
so I had to 
make the best 
of it. 

I said, “Glad 
to have you 
here even if you 
don’t buy today. 
Since you’re 
‘just looking’ 
today, it cer- 
tainly means 


You’re at 400 feet, banking for a good close look at the unloading 
operation of the Ernest T. Weir. She’s packed to the gunwales, stem 
to stern, with ore—tons of iron-bearing food for Great Lakes hungry 


blast furnaces. 


What’s this got to do with turning out top-quality steel at Great 
Lakes? Plenty! For quality pig iron can come only from quality 
raw materials—like the Weir’s rich cargo. And, of course, quality 


Pig iron is the very backbone of top-quality steel. 


Control of quality at Great Lakes begins right at the mines. In fact, 
each ore source is picked with painstaking care. Then, repeated 
checks in the mines—double checks here at the unloading docks— 
put the quality of Great Lakes raw materials beyond question! 
It’s that kind of control (from start to finish) that gives our flat- 


rolled products uniform quality—assures that they will reach our 
customers exactly when and as ordered. We’re ready to talk your 


steel needs whenever you are. 


GREAT LAKES STEEL CORPORATION 
Detroit 29, Michigan + A Unit of 


DEVEL aap aa ee 


District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand Rapids, 
Houston, Indianapolis, Lansing, Los Angeles, New York City, Philadelphia, 
Pittsburgh, Rochester, St. Louis, San Francisco, Toledo, Toronto. 


TO ASSURE TOP-QUALITY OPEN-HEARTH STEEL. . 


you are interested. When do you 
figure on buying a new car?” 

Mrs. Jones answered that one 
by saying, “Oh, we have a good 
running car right now and ac- 
tually don’t need a new car ex- 
cept when we go back home on 
our vacation, and that’s because 
it is 1,000 miles round trip.” 

I then asked what kind of car 
they had and how old it was, etc. 
And I was very pleased to learn 
it was five years old and needed 
new tires right now. 

“Mr. and Mrs. Jones,” I said, 
“when is your vacation?” 


Mr. Jones said, “Two weeks 
from tomorrow, why?” 


“Well I was thinking about 
what your wife said regarding 
a trip home. You know you 
need tires badly. I know you’d 
never start out from here with- 
out new ones. And I just won- 
dered if it would pay for you to 


- iron ore 


(shown stockpiled here), coal and limestone—all of known 
source and quality—are sampled and tested over and 
over again by Great Lakes Steel raw material analysts. 


| invest in a new set of tires for 
| the old car. 


“I don’t think it would be prac- 
tical because there are other 
| things that can happen to your 
| old car especially when you are 
| traveling fast on the highway.” 
. + +. 
R. JONES was well aware of 
these facts himself and by 
bringing them out in the open 
actually pleased him because I 
was helping him convince him- 
self that he was right. Most peo- 
ple look for an excuse to do pleas- 
ant things and here was a case 
where the Joneses actually 
wanted to be convinced by some- 
one else that they should buy a 
new car rather than to fix up the 
old one. 

By now Mr. and Mrs. Jones 
and I were getting along pretty 
well, All the time we were talk- 
ing they were getting in and 
out of the various models on the 
showroom floor. 

“Well,” said Mr. Jones, “you 
might be right about not buying 
a new set of tires for the old 
buggy, but that doesn’t mean I 
can afford a new car. You prob- 
ably want a fortune for the new 
one and you won't give me much 
for my old one.” 

“Yes,” said Mrs, Jones, “how 
much would you give us for our 
car, that’s what I'd like to know.” 

* * * 

ASKED them a few more ques- 

tions about what they might 
be interested in and then invited 
them into my “closing office” 

| where we sat together for about 
30 minutes and closed a deal for 
immediate delivery of a car 
chosen right off the floor. 

Ed, the thing I wanted to bring 
out in this case was that I was 
making my first closing pitches 
as early as when they told me 
they were “just looking.” I told 
them I was glad to have them 
anyway. That made them feel 
more welcome and it became 
easier to go along with them with 
the net result—another sale. 

—Bert SIMONS. 


Changing Plugs 
‘Called Easy in 
91 Pct. of Cars 


TOLEDO. — Alert dealer and 
service station personnel are reap- 
jing a harvest of spark-plug sales 
because they know the alleged dif- 
| ficulty in installation isn’t justified 
by the facts, according to O. C. 
|Leighty, sales. vice - president, 
Champion Spark Plug Co. 

Referring to a company survey, 
|Leighty declared that spark-plug 
|service is easy in more than 91 
| percent of the cars on the road. 
The others require only standard 
tools and following the _ instruc- 
| tions in the company’s service man- 
ual. he said. 

With the tools that are available, 
| Leighty said, changing spark plugs 
is a simple and profitable operation 
in nine out of 10 cases. In addi- 
tion, he emphasized, it provides an 
opportunity to check the condition 
of fan belts, battery cables, bat- 
teries and other important items. 

He said these are good reasons 
why dealers are following up on 
the estimates by some automotive 
officials that 70 percent of the cars 
on the road need spark-plug 
service. 


Shield of Honor 
I@s Ad Cleanup Symbol 


In Birmingham 


BIRMINGHAM, Ala.—‘“If an ad 
sounds too good to be true, it prob- 
ably isn’t true,” warned the Bir- 
mingham Automobile Dealers Assn. 
in a campaign to stamp out unethi- 
cal advertising. 

In cooperation with the Better 
Business Bureau, the association 
has drawn up a set of advertising 
standards. Signers are allowed to 
display a “Truth in Advertising” 
shield in their showrooms. The 
dealer group urged: “If you are 
thinking of buying or trading cars, 
look for this shield—it’s your pro- 
| tection!” 
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Philadelphia’s home newspaper. 
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Roundup from State Capitals .. . 





Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 


NEW round of proposals for increased state highway- 
user taxes and further borrowing for road construction 

is taking shape in state capitals. 
Even though the Federal Government is picking up 90 
percent of the tab for major new interstate highway system 


rojects, many states will 
Tied-orensed either next year 
or in the years immediately 
ahead for revenue to meet their 
share of the new Fedearl program. 

In addition, they face the prob- 
lem of providing funds for other 
types of roads for which Federal 
aid is unavailable or available in 
lesser percentages, 

Voters will have a chance to 
express their views on the matter 
at the November election in 
Kentucky and 
New York. In 
Massach u- 
setts and New 
Jersey, the issue 
currently awaits 
legislative action. 
The problem will 
loom large on the 
state legislative 
front next year, 
when the law- 
making bodies of 
45 states convene 
in regular session. 

Kentucky officials are stressing 
that voter approval of a proposed 
$100 million bond issue is essential 
if the state is to participate fully 
in the new Federal highway pro- 
gram. Backed by Gov. A. B. Chand- 
ler, the proposal would pledge the 
State’s “full faith and credit” for 
30 years to retire the bonds. 


* * > 


N. Y. Seeks $500 Million 


A $500 million highway bond- 
issue proposal will be submitted 
to New York voters. The New York 
electorate last fall rejected a $750 
million bond issue which would 
have been tied to a _ two-cent 
gasoline-tax increase and a three- 
cent boost in the diesel fuel levy. 

Although the Legislature this 
year refused to go along with 
recommendations that the new 
bond issue plan be accompanied by 
fuel tax boosts, such increases 
probably will again be sought next 
year if the voters approve the 
bonds. . 

Up for final action in the 
Massachusetts Legislature is a 
$200 million bond issue accom- 
panied by a half-cent increase in 
the State gasoline tax. The 
measure also authorizes the bor- 
rowing of $100 million on short- 
term notes to be met from 
Federal highway reimbursements. 

New Jersey lawmakers may re- 

vive highway financing proposals 
which failed to win final approval 
earlier this year. A House-passed 
measure awaiting Senate action 
would refer to the electorate in 
November a $300 million bond issue. 
A companion bill would raise the 
gasoline tax one cent. 

Continuing a postwar trend, 14 
states boosted gasoline-tax rates 
last year — Alabama, Connecticut, 
Georgia, Iowa, Maine, Michigan, 
Montana, Nevada, North Dakota, 
Pennsylvania, Texas, Vermont, 
West Virginia, and Wisconsin. 
Such proposals were unsuccessful 
in Arizona, Arkansas, California, 
Colorado, Indiana, Kansas, Oregon 
and South Dakota. 


* * * 


Matching Funds Needed 


ESPITE the fact that Montana 

last year boosted highway-user 
taxes, W. L. Hall, director of the 
Montana fact finding committee on 
highways, streets and bridges, pre- 
dicts that additional sources of 
revenue may have to be found in 
the next few years to take full 
advantage of the Federal highway 
aid program. 

Nebraska officials have indicated 
that under present State highway 
tax laws, the State would be about 
$3 million short of having sufficient 
money to match all available Fed- 
eral interstate highway funds in 





Bethune Jones 


the first three years of the new 
program, . 

Gov. Victor Anderson said it 
will be up to the Legislature to 
— matching funds as it sees 

t. 

New Hampshire probably will 
have to increase its gasoline tax 
from five to six cents a gallon to 
match its share of the new federal- 
aid road program, in the opinion 
of State Public Works and Highway 
Commissioner, J, O. Morton. He 
said he would prefer that to more 
bonding. 

North Dakota lawmakers will be! 
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asked next year to find approxi- 
mately $6 million in new revenue 
to match Federal aid during the 
next two years. In June, voters 
rejected a proposed State constitu- 
tional amendment which would 
have provided for bonding the State 
up to $54 million over a 10-year 
period. 
* * * 
Virginia Setup Studied 
ONE-CENT boost in the South 
Dakota gasoline tax rate, if 
necessary to match Federal high- 
way aid, was recommended by a 
highway financing subcommittee of 
the State legislative research coun- 
cil. Such an increase would put the 
South Dakota levy at six cents a 
gallon. 
Tennessee’s legislature is ex- 
pected to be asked to approve a 


$45 million bond issue to provide’ 











additional highway funds over the 
next three years. Highway Com- 
missioner W. M. Leech says $15 
million additional must be made 
available next year if Tennessee is 
to provide a well-balanced highway 
program, 

To aid in financing a three- 
year Vermont highway construc- 
tion program, Gov. Joseph B. 
Johnson recommends a $25 mil- 
lion bond issue and a 2%-cent 
gasoline tax increase. If the 1957 | 
Legislature feels the gasoline tax 





proposal is too high, Johnson said, 
it will have to consider an in- | 
crease in motor vehicle registra- | 
tion fees as a partial substitute. | 
All phases of Virginia’s State and | 
local highway systems are cur-| 
rently being studied by a New) 
York engineering firm which is 
due to report its findings by Oct. 
15 to the State advisory legislative | 
council. Highway fund allocation | 
and revenue source issues may be | 
subsequently be taken up at a} 
special legislative session late this 
year or early in 1957. 
* * + 


Florida’s Problem 
LORIDA’S primary highway} 
system is $800 million behind in’ 





development and the State will be 
$200 million short of the $600 mil- 
lion needed to complete the inter- 
state highway system within 13 
years, according to State Road 
Board chairman Wilbur Jones, 
To aid in providing funds to 
meet these needs, S. O. Chase jr., 
chairman of the Florida Highway 
Users’ Conference, has proposed 
that $20 million of motor vehicle 
registration revenue now going into 
the State general fund be appropri- 
ated by the 1957 Legislature for 


| road purposes. 


Some states will seek to avoid 
highway-user tax increases by 
appropriating new or larger 
amounts of general tax funds 
for highway purposes. In one 
such instance, Gov. Raymond 
Gary said it will not be necessary 
for the 1957 Oklahoma legisla- 
ture to boost the State gasoline 
tax for participation in the fed- 
eral program. 

He declared it would be neces- 
sary, however, for the Legislature 
to appropriate $18 million from the 
general fund, compared with $10 
million appropriated at the last 


| session, for the highway depart- 
|}ment. Gary said he would ask the 


1957 Legislature for a $9 million 
(Continued on Page 78, Col. 4) 


Multi-Million Dollar Mid-West Distributor of Automotive Lines 


SIDLES COMPANY 
DOUBLED TIRE SALES 
THEIR FIRST YEAR WITH 


SEIBERLING! 





When any tire distributor, and particularly a big one, can 


double his volume the first year he takes on a new tire line, 


it’s a startling achievement—but, not unusual for new 


company... 


| TODAY, Sidles Company has grown to be a giant in the 
distribution field. The home office and warehouse in Omaha, 


Nebraska and 33 branches spread through Nebraska, Kansas 


and lowa serve approximately 


exclusively Seiberling dealers. 





9,000 dealers consisting of 


automotive supply dealers who are car agencies, independent 
dealers, gas station operators, implement and appliance 
dealers. Of these valued accounts, over 1,000 of them are 


Sidles Company has 98 salesmen, 33 branch managers and 51 


countermen selling 18 major automotive lines . . . and Seiberling 
leads all 18 im sales volume by a big margin! This brings us to 


Seiberling distributors. 


The Sidles Story, however, is unusual for this is a fabulous 


It starts in 1903 when the late Mr. H. E. Sidles, who had been 
in the bicycle business, formed the H.E. Sidles Company to 
distribute bicycles, photographs—and automobiles. 


the story of Sidles Company’s success with Seiberling. Here is the 
way Harold Johnson, Automotive General Sales Manager, tells it: 


“Through the years, Sidles Company has always tried to acquire 
the best quality automotive lines for distribution—and we 
wanted Seiberling tires. For many years we had the desire to 
sell Seiberling tires because of their leadership in quality tire 
manufacture and because of the wonderful reputation of the 
Seiberling people. In 1949 we were appointed as distributors 


of this wonderful line of tires. 


(We had previously for many 


years sold tires; as a matter of fact, at the time, we had the 
distributorship for three other lines of tires.) 
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ZANESVILLE, O.—This city of 
42,700 is not an automotive center, 
but the automobile plays a vital 
| role in ever facet of its life. 
More than 25 percent of the 
| city’s retail business volume is in 
the automotive field, according to 
a survey by the Automobile 
Manufacturers Assn. 

The AMA study was undertaken 
to determine the extent that a 
}community depends—upon its 
motor vehicles. 

Zanesville was chosen as “a 
medium-sized Midwest city in 
| which industrial and agriculaural 
| activities complement each other, 
with the industrial activity not 
dominated by automotive produc- 
tion.” 





ville’s 13,300 families own 15,700 
cars while its business establish- 


Holmes Opens Dodge Dealership— 
Bill Holmes, second from left, who will operate his new dealership, Verne Holmes | ments list 2,600 trucks. Ninety 

Dodge, in North Long Beach, Calif., discusses sales strategy with Bob Bruce, left,| percent of the families own cars 

Dodge dealer development manager; Robert McCurry, Dodge regional sales manager,| with 34 percent more than one. 


and Joe James, right, Dodge Southern Los Angeles city manager. The city’s retail automotive 





The pollsters found that Zanes- | 


17, 1956 





Big Business in ‘Nonauto’ City .. . 


Zanesville’s on Wheels 


needs are filled by 33 new and 
used-car dealerships and parts 
and accessories outlets and 64 
| gasoline stations. In 1954, these 
| firms accounted for $16.1 million 











‘Burd Completes 


Wisconsin Plant 


EAU CLAIRE, Wis.—Burd Piston 
Ring Co. has announced completion 
|of a new plant here. Burd, located 
in Rockford, Ill., for nearly 50 years, 


is transferring all office and manu-| 
facturing operations to the new) 


plant in late September. 

The Liberty Foundry division of 
Burd will remain in the Rockford 
plant. Burd said its sales organi- 
zation will remain the same. The 
sales office will be located in the 
new plant, according to E, F. Eise- 
man, sales manager. 


SIDLES COMPANY home offices and warehouse, 
7302 Pacific Street, Omaha, Nebraska, has 150,000 


square feet of floor space with 714 acres under roof! 
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33 SIDLES 
COMPANY BRANCHES 


assure the best of service to 
dealers in automotive lines 
and household and electronic. 
appliances . . . distribute mer- 
chandise for 85 of America's 
foremost manufacturers in 
these fields. If you would like 
to know more about Sidles 
Company and its products, 
write Mr. Victor L. Toft, Exec- 
utive Vice-President. 


uM 
THE FIRST YEAR we took on Seiberling, our tire volume doubled—jumped almost 
into the seven figure bracket! (Seven figures total up to a million dollars or more!) . . . and 
the increase in volume was attained without adding a single man to our sales force! We 
have maintained a steady increase in volume and in dealers ever since—we added 179 new 


dealers in 1955, and have quadrupled our number of dealers since 1949! 


“It is needless to say that Seiberling is our top-volume line. And not only is it wonderful 
for our salesmen to have such a quality line to sell; it has been a pleasure to do business 
with Seiberling who make you feel as though you were a part of their family. 


“We would like to extend an invitation to tire dealers over the nation to stop in and pay 
us a visit when they are coming in our direction. We would like to show them the Sidles 


Company—and the opportunity with Seiberling.” 


FOR “BUSINESS WITH PROFIT” it’s 


SEIEBERLING 


MR. DEALER: We would like to have the opportunity to discuss a Seiberling Franchise 


with you ... and to show you the profit opportunities it holds for you. 
There will be no obligation on your part; so why not call or write me and 


arrange a time and place we can get together? 
L. M. SEIBERLING 


Vice-President in Charge of Sales 
Seiberling Rubber Company, Akron 9, Ohio 
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of Zanesville’s $64.4 million gross 
| retail business, 


Located in east central Ohio, 
| Zanesville is primarily an industrial 
city which specializes in clay and 
| glass products, electrical equipment 
and boilers. 

Only two firms have direct auto- 
motive markets, the AMA study 
found, They are a battery plant 
employing 95 persons and a roller 
| bearing plant employing 320 which 
reported that about half its output 
goes to the auto industry. 

Automobiles play an important 
role in the city’s school system. 
Zanesville High has a first-class 
training course for young auto 
| mechanics. Last year, 85 percent 
of the boys completing the course 
were placed in service jobs. 
Driver training is a required 
course for Zanesville High pupils 
after they pass their 16th birth- 
days. Cars are furnished by local 
dealers and are replaced each 
year. 
| Rosecarns High, a parochial in- 
stitution, also conducts driver- 
education courses. The school owns 
and operates its own vehicles, 

A study conducted by the seniors 
of the two high schools showed 
| how important the automobile has 
| become to Zanesville’s youth. Fifty- 
eight percent of the seniors, the 
survey found, travel to school in 
|their own cars or in those owned 
by their families or neighbors. 

Only 23 percent ride school or 
city buses, and the rest walk or 
ride bicycles or motorcycles. 

The city’s 2,600 trucks are put to 
good use. The survey revealed that 
the average truck makes 13.3 trips 
a day, covering 52 miles and carry- 
ing a load of 1,200 pounds. 

The police and fire depart- 
ments, of course, are fully mech- 
anized, and other community 
services also own large fleets of 
vehicles. 

The local telephone office, which 
serves all of Southeastern Ohio, has 
172 cars and trucks, and the power 
company has 33. The gas company’s 
12 trucks average 146 trips a day 
and the postoffice has 17 vehicles 
in its city and rural fleet. 

A Chamber of Commerce ques- 
tionnaire disclosed that two out of 
three business firms own trucks. 
Ninety percent of reporting firms 
said that at least half their in- 
coming and outgoing shipments 
moved by truck. 


‘Snowball Debt 
Catches Up to 
Used-Car Dealer 


HARTFORD, Conn. — Frederick 
C. Rohrer jr., a used-car dealer 
in Hartford for 31 years, has been 
| arrested and accused of falsely ob- 
taining nearly $200,000 in car loans 
|from the South End Bank and 
| Trust Co. 

| County Detective John F. Rear- 
'don said the case appears to be 
one of “snowballing” indebtedness 
by fraud and forgery. Reardon said 
it began 10 years ago when Rohrer 
was faced with a shortage of capi- 
tal. 

To meet this, he received a loan 
from the South End Bank. But 
the loan was based, Reardon said, 
on Rohrer’s sale of a non-existent 
car to a fictitious buyer, The bank 
made no credit investigation of the 
“buyer” and the book of monthly 
payments was turned over to Roh- 
rer to forward to the “buyer.” 
Thus, Rohrer was faced with 
making the payments on the non- 
existent car himself—either that or 
have the deal exposed, Reardon 
said. 

Payment came due. More cash 
was needed, and Rohrer, who has 
had an excellent credit rating at 
the bank since the opening of a 
business account 25 years ago, ob- 
tained another loan, again on the 
sale of a non-existent car to an- 
other “buyer.” 
| No credit investigation was made, 
}and Rohrer had another book of 
monthly payments to meet. Soon, 
|more loans were needed to meet 
| the payments, and the process went 
| on, $1,000 to $1,500 per note, accord- 
ing to the county detective, until 
|Rohrer was “tremendously” in 
debt. His monthly payment—that is 
for some 200 fictitious car owners 
—at the time of the disclosures 
was estimated at $20,000. 

Even so, according to Chester D. 
Jorgensen, president of the bank, 
none of the “car buyers” was de- 
linquent in making payments, 
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Some people are bigger wheelers... 


Holiday families certainly roll on a lot of wheels! 

As a result, they drive a whopping 12.4 billion 
miles a year, buying 900 million gallons of gas, 42 
million quarts of oil and 1% million tires on the way. 
Plus a potential 9 million spark plugs, 2% million 
oil filters and 600,000 batteries as well! 

How come this delightful situation? Money, 
partly, for Holiday families earn three times the 
national average. But, more important, they’re 
active, travel-minded people who really like to climb 


Mat your beat cudslomens... in fhe pagel a 


behind the wheel and go places — and can afford to 
do it right! 

Clearly, this is a high-powered market. And, when 
you advertise in Holiday, you talk to them while 
their minds are on a score of glamorous new- places 
to go, sights to see, things to do. They’re in a happy 
(and responsive) Holiday Mood! 

Facts like these explain why 56 of the country’s 
leading national automotive advertisers are cur- 
rently in Holiday. How about you? 
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i Traffic Kills 21,730... 





CHICAGO, — Auto deaths con- 
tinued to mount in July and wrote 
two new entries in the record book 
of the National Safety Council. 


The council, adding up the July 
score, has announced that: 


1.A new high death toll of 
3,570—an increase of 5 percent 
over July last year. The old rec- 
ord was 3,419 in 1937. 

2. The seven-month total also 
established a new high, with 21,730. 
The old mark was 20,739, in 1937. 
The increase over the seven-month 
period last year was 9 percent. 

“July was the 17th consecutive 
month of traffic death increases,” 
said Ned H. Dearborn, council pres- 
ident. “It should make people think. 
These figures represent people— 





- Dv 24. # 


Taylors’, Inc., Opens Fourth Dealership— 


Taylors’, Inc., has opened a new Dodge-Plymouth declership in Lansing under the 
direction of Eric N. Clarke, general manager. The firm owns three other dealerships | not just statistics.” 
in the Detroit area. The Taylor organization is operated by George M. Taylor, board Deaths on the highway are in- 
chairman and founder of the company; and his sons, Hanley Taylor, president, and | creasing faster than mileage, the 
Dawson Taylor, vice-president and secretary. |}council said. Travel figures are 


Pete Penn says... 


“COLONEL DRAKE 
would be amazed!” 


When Colonel Drake drilled the world’s 
first successful commercial oil well in 
Pennsylvania back in 1859, he could not 
possibly have realized that he had found 
in abundance a crude oil of such rare 
quality. Many thousands of oil wells have 
been drilled all over the world since then, 
but still no crude oil has been discovered 


equal to that from Pennsylvania oil fields. 


Today, with the exacting needs of modern motors, 
and with the chemical additives that are being 
used to help motor oils meet their special require- 
ments, it is more important than ever to stress 


this plain truth to all your oil customers... 


Today's BEST Oils 
start with 
Nature’s BEST Crude 


ee. and that means PENNS YLVANIA 
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PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


ee July Toll Hits 3,570; 
’ Highest in 21 Years 
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available for only five months, and 
for that period deaths were up 9 
percent, mileage 6 percent. Thus | 
the number of traffic deaths per 
100 million miles of travel was 5.9 





—up 3 percent from the 5.7 rate at | 
the same time last year. 

Forty-six states reported July 
figures to the council, Of these, 
28 had more deaths, one no 
change and 17 fewer than in July 


Maintenance Appoints 


Two New Sales Reps 


WOOSTER, O. — Two new dis- 
tributors for Jennite J-16 asphalt 
surface seal have been announced 
by Maintenance, Inc., here. 

They are Adams Construction Co., 
2725 Roanoke Ave., S.W., Roanoke, 
Va., and Rohrer Construction Co., 
1237 W. Eighth St., Erie, Pa. 
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Oil City, Pennsyivania 





last year. For seven months, 33 
had increases and 13 decreases. 

Reports from 585 cities in July 
showed deaths were up only 1 per- 
cent compared to 5 percent for the 
nation as a whole, For the seven- 
month period, the same cities re- 
ported an increase of 7 percent 
compared with an increase of 9 
percent for the entire nation, 

Of the 585, 98 had decreases in 
deaths, 386 reported no change and 
101 showed increases. For the seven- 
month period, 200 had decreases 
171 no change and 214 increases. 

For July, 440 cities reported per- 


| fect records. The three largest were 
| Rochester, N. Y, (332,500); Toledo 


(303,600), and Oklahoma City (243,- 
500). 

For seven months, 181 cities 
still maintained no-death records. 
The largest were Reading, Pa. 
(109,300); Utica, N. Y. (101,500), 
and Pawtucket, R. IL. (81,400). 
Detroit led the largest cities with 

3.1 deaths per 10,000 registered ve- 
hicles, followed by Chicago, 3.3, and 
Los Angeles, 3.5. 


‘Def ense Transport 
‘Top Topic for 


‘Oct. Convention 


SALT LAKE CITY. — The Na- 
tional Defense Transportation Assn. 
will open its 11th annual convention 
here Oct, 14. 

The association said it again will 
provide a forum for the problems 
of all forms of American transpor- 
tation — sea, air, rail, truck, bus, 
pipeline and inland waterway — 
pertaining to national defense. 

Emphasis at the four-day meet- 
ing will be placed, it was said, on 


| national transportation needs in 
|emergency mobilization. 


Speakers 
will include leaders in all fields of 
transportation, Federal government 
and armed services. 

Adm. Arthur W. Radford, chair- 
man, Joint Chiefs of Staff, will pre- 
sent the association’s award to 
Donald W. Douglas, president, 
Douglas Aircraft Co., at the ban- 
quet, Oct. 17, at Hotel Utah. 

Douglas was named winner of the 
1955 annual award by the trans- 
portation committee of the Joint 
Chiefs of Staff. 

The association has set aside four 


| “salute to the services” sessions on 


Oct. 15-16-17 to honor the Navy, 
Marine Corps, Air Force and Army. 
Special military panels will report 
on new military transportation 
equipment, techniques and trends. 

Others scheduled to speak in- 
clude: 


James K. Knudson, former de- 


|fense transport administrator; 


Ralph Alexander, director of trans- 
portation, Post Office Department; 
Arthur S. Genet, president, Grey- 
hound Corp.; Walter F. Carey, pre- 
sident, Automobile Carriers, Inc., 
and John B. Hulse, managing di- 
rector, Truck-Trailer Manufac- 
turers Assn. 


Release Agent 
Union Carbide Develops 


Tire Lubricant 


NEW YORK.—Silicones division, 
Union Carbide & Carbon Corp., has 
begun marketing an organo-silicone 
compound to be used as a release 
agent in tire making. 

Called L-522, it is a low-viscosity 
liquid which is said to be soluble 
in organic liquids and insoluble in 
water. 

Tire manufacturers, Union Car- 
bide said, have two principal surface 
problems—forming and releasing a 
sharply defined tread, and lubrica- 
ting and releasing the Butyl rubber 
bladder or bag that is used inside 
the tire to force it into the mold. 
L-522, the company said, fills these 
lubricating and releasing require- 
ments. 


Mohawk To Build Tires 


In Old Chrysler Plant 


WEST HELENA, Ark. — Mo- 
hawk Rubber Co., Akron, will open 
the first tire manufacturing plant 
in Arkansas here about Sept. 1. 

The plant will occupy a large 
group of buildings formerly used 
by Chrysler Corp. for the manu- 
facture of Chrysler wooden station 
wagon bodies. 
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Lawsuits Affecting Dealers ... 





Court Decisions 


Leo T. Parker 
Attorney at Law 
HIGHER court, in effect, has| 
held that if negligence of an | 
eeauniis dealer caused destruc- 
tion of nearby 
property and mer- 
chandise the 
dealer is liable to 
an insurance 
company which 
paid the loss to 
the owner of the 


By 


erty and mer- 
chandise, 





in Atmore v. 
Westchester Fire 
Insurance Co., 2]8 Fed. (2d) 461, 
the testimony showed facts, as fol- 
lows: 

Goodwill Co. insured its merchan- 


L, T. Parker 


dise against loss by fire. Further | 


testimony showed that Atmore 


operated a machine shop on nearby | recovery of stolen automobiles and | 
otherwise aid the state in enforce-| 


property and in the process of 
operating it a fire was started. 


destroyed prop-| 


For illustration, | 


buyer purchases an automobile and 

| Teceives an apparently valid title 
certificate, yet he must give up 
possession of the automobile to one 

|who has a superior lien. 

For instance, in General Fi- 
nance Corp. v. Jackson, 296 Pac. 
(2d) 141, it was shown that one 
Rawson purchased an automobile, 
from a dealer in Massachusetts, 
for the sum of $1,263, payable in 
installments of $84.20. The con- 
tract and note was assigned to 
General Finance Corp. 

The conditional sale contract pro- 
vided that this automobile shall 
| remain titled in the seller until paid 
|for by the purchaser, Rawson. In 
other -words, General Finance held | 
| the title to the automobile, 

Another law in Massachusetts is 

intended to protect the public 

against theft, and to facilitate 


As a result of the fire, the mer- | 


chandise belonging to Goodwill was | 
destroyed. Westchester paid the| 


loss amounting to $7,417.08 to Good- 
will and then sued Atmore to 
recover this amount. 

* * * 


Liable to Others 


N HOLDING the latter 


liable, the higher court said that | 


one whose negligence causes a fire 
loss is fully liable to all others. 
For comparison, see Tucker Sales | 


Agency v. Collar, 285 Pac. (2d) 178. | 


In this case the testimony showed 
facts, as follows: 

A dealer sold to a _ building 
owner certain equipment includ- 
ing a compressor. Shortly there- 
after the compressor froze there- 
by preventing the belt connect- 
ing the compressor with the mo- 
tor from turning, thereby caus- 
ing a fire which spread and 
caused destruction of the com- 
plete building. 


The owner of the building sued | 


the seller of the appliance for the 
full value of the building thus 
destroyed. The lower court held 
the seller fully liable in damages 
and the higher court approved the 
verdict. 

The higher court said: 
conduct is doing something that a 
reasonable person should realize 
involves an unreasonable risk of 
causing an invasion of an interest 
of another failing to do something 
he is under a duty to do. To a 
reasonable person ignition of the 
belt may or may not endanger 


plaintiff’s building. This was for the | 


jury to determine.” 
x * ~ 


‘Caveat Emptor’ 


A 


Hull Produces 
66% of World’s 


Auto Compasses 
WARREN, 0. 









two-thirds of the four million auto) 


compasses now in operation have 
been made by Hull Mfg. Co. which 
has just announced its newest 
models. 

The company was founded by 
Walter Hull, 
Steel Corp. engineer, who invented 


the compass bearing his name 23) 


years ago and then went on to be- 
come a success with his single- 
product operation. 

After patenting his findings, Hull 
invested $300 of his savings in ma- 
terials and a small advertisement 
in a national magazine. He got im- 
mediate results: and his firm has 
been growing ever since. 

In developing the compass, cush- 
ioning against road jolts was a 
major problem, but vastly more 
difficult was the overcoming of mag- 
netic interference caused by the 
body, engine and ignition. 

Hull overcame the latter problem 
by making his compass almost com- 
pletely with non-ferrous metal 
which doesn’t become magnetized. 
The magnets in the Hull compass 
are made of a Special Alnico V 
alloy, which has an ability to take 
and hold magnetic charging. 


fully | 


“Negligent | 


FEW days ago a higher court | 
held that although an innocent | 


— Approximately 


a former Republic} 


| 
| 
| 
| 


JUMP W 





Special report from dealers: 


“PRESSURE CAP SALES 





ment of its regulation of motor 
vehicles. 

This law allows the owner of 
an automobile to obtain a certifi- 
cate giving a number plate as- 
signed to the motor vehicle and 
which certificate is registered 
under the number and in the 
name of the person appearing on 
the reverse side hereof. 

Rawson obtained this certificate 
without knowledge or assistance of 
General Finance. Soon afterward 
Rawson drove the automobile out 
of Massachusetts and 
homa where a used-car dealer, who 





| to obtain a certificate of title, sold 

| the automobile to one Jackson, and 
| an Oklahoma certificate was issued 
to Jackson. 
| om * * 


Repossession Upheld 


i SUBSEQUENT litigation the} 


higher court held that the Gen- 


eral Finance could repossess the| 


| automobile from Jackson, and said: 
“The decisive question pre- 


| sented here is whether the condi- 
tional sale contract, which was 
not required to be recorded by 
the laws of Massachusetts, and 
was not filed for record in that 


into Okla- | 


used the Massachusetts certificate | 


Jobs for Jeeps 


Most Help Farmers; Some 


See World 


TOLEDO. — Willys Motors, Inc., 
has completed a breakdown as to 
where the Jeep goes to work when 
|it leaves the factory. 

More Jeeps are working on. the 
nation’s farms than in any other 
occupation, Others are used by 
loggers, pipeline and fishing com- 
|panies, geologists, trappers, 
uranium hunters and extractive in- 
dustries such as petroleum and 
mining. 

Doctors, newspaper carriers and 
| resort operators are big users of 
| Jeep vehicles, as are governmental 
| agencies such as sanitation, water, 
| conservation, highway, fire, police 
|and other departments. 





| 


state under the facts as disclosed 
| by the record as against a pur- 
chaser who bought the car with- 
out notice or knowledge of such 
contract. 





| plaintiff (General Finance) per- 
| mitted or consented to the issuance 


“There was no evidence that the | 
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of the certificate or was aware that 
it had been issued.” 

For comparison, see West v, As- 
sociates Discount Corp., 240 P. (2d) 
1077, where an automobile was sold 
in Tennessee under a conditional 
sale contract, valid under the laws 
of that state, but not recorded 
because the law there did not 
require its recordation. 

The contract provided that the 
purchaser was not to remove the 
property from the state without the 
written consent of the seller or 
assigns. 

The purchaser removed the car 
to Arkansas without the knowl- 
edge or consent of the seller and 
it was thereafter sold to a used- 
car dealer in Muskogee, who sold 
it to one West 45 days after it 
was brought into Oklahoma. 


The court held that the title and 





right of the finance compan , as 
state, should be held valid in this | ,— a 


assignee of such contract, was 
superior to that of West although 
West had no knowledge of the 
existence of the conditional sale 
contract and was a purchaser with- 
out notice. Therefore, West was 
compelled to give up possession of 
the automobile to the finance com- 
pany. 





SELLING SLANTS 


OF THE 


ITH NEW 


AG COOLING SYSTEM 
TESTER!” 


Here’s a PLUS!.. 


Tester steps up sales of other products related to cooling system! 
If you have any doubts, talk to AC dealers who have bought 


and used the AC Tester! Now, you can quickly and easily 


spot cooling system troubles with this inexpensive tool. What’s 


| more, you can prove the need for replacement right in front 


of your customers’ eyes! 
The AC Cooling System 


stop-leak solutions. 


profits. Order an ample 





Tester quickly pays for itself with the 


extra sales of pressure caps, hoses, hose clamps and radiator 


Here’s an important reminder—The big, fall antifreeze season 
is just around the corner. Be prepared to garner these extra 


stock of AC Pressure Caps and an 


AC Cooling System Tester now! 
Available from your regular AC supplier. 


Surveys Show: 4 out of 10 pressure caps should be replaced. 
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By Elaine Ford 
Staff Correspondent 


TULSA. 


If all states were like | 


Oklahoma, Miles Elliott, field direc- | 


National 
Dealers’ 
a lot easier. 


tor of the 
Automobile 
find his work 


“The Oklahoma association has 
accomplished more in its two and 
of organization 


one-half years 
than other states with 


eight years behind them” Elliott 


said. 
The NIADA executive 
his first visit here 


organization in the same 


of time. 
The 

feels, 

accomplished by 


others like it he said, 
ing all dealers everywhere. 


“The Oklahoma group has been 
able to create a harmonious rela- 
tionship between franchised and 
non-franchised dealers where there 
previously was a lot of animosity,” 


Elliott said. 


“That animosity no 
exists. 


service to the customer. 
investigate 


other states 


homa’s sound program, particu- 
program. 
dealers write 
their own physical damage in- 
surance on the cars they sell and 
participate in the profit, as well 
as enhancing the financial posi- 


larly its insurance 
Under this plan, 


tion of the association.” 


The OIADA also is considering 
a group life, health and accident 








Shop Treadmill— 


Bear Mfg. Co.'s 


new 
mechanics to “road-test"’ 
shop. The four rollers 
balanced and mounted 
sealed ball bearings. 

broke locks the rollers 


driven on or off the device. 
* « * 


A foot 


New Bear Device 


‘Road-Tests’ Cars 


Right in Shop 


ROCK ISLAND, Ill. 


Mfg. Co. 
Called Autorol, 


ferentials and carburetors. 


Diagnosis equipment become s| 
even more valuable when used in| 
connection with the Autorol, 
said, because it can be used under | 
conditions which bring out the “ul-| 
timate effectiveness” of such equip- 


ment. 


The Autorol, for installation, re-| 
; quires a space 30 by 96 inches and| 
fi 10 inches deep. The rollers are dyna-| 
balanced and mounted on| 
permanently sealed ball bearings. 
lock hold oe 
n 


; mically 


A foot-operated 


rollers when a car is to be drive 


or. cr off the Autorol. 





is paying 
since the 
homa Independent Automobile 
Dealers Assn. was formed. 
narily, he said, he finds it necessary 
° to make several trips to a new state 


Oklahoma association, 
is a model of what can be 
independent! 
dealers when they really try. 
the efforts of this group and a few 
are benefit- 


All the dealers are now 


working together to give better 
I think 


it’s of major importance that all 





Autorol 
car right in the} 
are dynamically 
on permanently | 
operated | 
when a car i 


it consists of four} 
free-rolling drums sunken in the} 
garage floor on which the rear 
wheels of a vehicle may be driven.| 
Bear says Autorol is particularly | 
suited for duplicating road speeds 
in diagnosing troubles in automatic 
transmissions, ignition systems, dif- | 


Independent | 


Assn, | effect, 





| 
— A device| 


to eliminate the need for road test- 
ing has been annuonced by Bear| 


| 
| 
| insurance program for dealers. The | 


program now in effect has attracted | 
nationwide attention and has been | 
copied by Texas. Several other | 
states are planning to put it into | 


Elliott said the NIADA now has 
26 state organizations and at least 
seven or eight of them could not 


have been formed except for the} 
success of one or two others like 
Oklahoma. 


He urged independent dealers in 
other states to contact the OIADA 
es its b measnacs R. N. Miller 


Tubular Rivet Builds 


CHICAGO. Tubular Rivet & 
Stud Co., Boston, has announced 
that its new office and warehouse 
being built here is nearing com- 
pletion. Plans call for the building 
to be occupied by the middle of 
October. 









_ AUTOMOTIVE NEWS, SEPTEMBER 17, 1956 








| 320 S. Lewis, Tulsa, for details of | 


Oklahoma! OK! | 


Elliott Praises State Independent Dealers Assn. | 
As Example to Others | 


the Oklahoma program. 

There has been a wave of 
enthusiasm for independent 
dealer associations over the 
nation, Elliott said, especially 
since Stacy Rowell, Miami, took 
over as national president. Elliott 
said Rowell will travel 200,000 
miles this year in behalf of the 
NIADA at his own expense. 
Elliott a group of 11 

attorneys lobbyists working 


said 
and 


| for the NIADA in Washington have 


defeated 476 bills which would have 
hurt independent dealers 
past two years. 

3ut Elliott emphasized that the 
independents have no quarrel with 
anyone. “All we want is to be left 
alone,” he said. “We have no fight, 
no chips on our 
simply believe in a system of free 
and competitive enterprise, and we 


| believe every merchant should have | 


the right to buy what he pleases, 


where he pleases, when he pleases, | 


when he pleases and from whom 
he pleases.” 

Elliott gave several talks at! 
dealer auctions. He was a princi- | 


pal speaker at the May OIADA 
meeting in Oklahoma City. 


in the| 


shoulders. We} 








Duncon, Okla., for its outstanding sales record. From left are J. W. Zimmerman jr., 


























1H Cites Green-Merrill— 


Top truck officials of International Harvester present a plaque to Green-Merrill Co., 


monager of International's truck plant, Emeryville, Calif.; W. C. Merrill, partner in the 
dealership; R. M. Buzard, International Chicago sales manager; Rufus Green, dealer- 
ship partner; E. E. Krogstad, International Tulsa district manager, and W. A. Riggs, 
International Southwest regional manager. 


be 


AC) SELLING SLAN 


You’ve never seen anything like this 
display before! A giant (30” high), 
eye-stopping, half-round, plastic AC 
Spark Plug that mounts on the OUT- 
SIDE of your show window. Accom- 
panied by brilliant Day-Glo win- 
dow posters to séll fall service and 
spark plug change. Ask your regular 
AC supplier how you obtain this 


powerful 


campaign package! 


ACT7/IO 


starts 
with... 





AC Presents a BIG Fall 


SPECTACULAR NEW 
POINT-OF-SALE PACKAGE 





M0 ha etal Se eee eh ek ed 








MAGAZINES AND TELEVISION 
ee ee ee oie 
consumer magazines having a combined circulation of 
over 38,000,000. 

And, millions of TV viewers will be exposed to AC adver- 
tising when they watch the big NBC Sunday afternoon 
spectacular —- WIDE WIDE WORLD— shown on NBC 
channels covering 96% of all TV sets. 
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On LABOR Day weekend, I 
decided it was time to live 
dangerously.. So I took my life in 
my hands . . . in spite of predic- 
tions by the National Safety Coun- 
cil and warnings of my own com- 
mon sense. I steered my car into 
the stream of 1.6 million other au- 
tomobiles crawling, sometimes 
speeding, out of New York City 
with some five million people for 
September’s lethal holiday. 

It was the Open Road again... 
and that’s exhilarating, particu- 
larly when you live in New York. 
Ill admit I noticed how un-Open 
the road was in a good many 
places. And I wondered whether 
I'd end up as a statistic—one of 
the 480 the Council estimated 


OF THE MONTH 
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and midnight Monday. 

But life is like that, and I fondly 
| patted the foam rubber crash panel, 
| offered a silent prayer and started 
|on my safari into the traffic jungle. 


| would die between 6 p.m, Friday 
| 


| : 
|i found encouragement in remem- | 
| 


bering that only 453 died from 
Labor Day car crashes in 1951, the 
| previous high mark. 

| But my intrepidness came home 
to me sharply when I passed a 
| parked ambulance with flashing 
| red lights, 


* * * 


A Grim Reminder 


OSTED over the ambulance was 

a sign reading, “Drive Care- 
fully.” And by a stretcher on the 
ground was a red sign marked 
“Slow.” A man with a megaphone 
kept pleading, “Slow down and 
live . , . Don’t let us pick you up.” 

Undaunted I drove on in my 
| quest for truth about why so many 
die for fun on Labor Day and 
Christmas. Christmas, 


is the real top statistic in car 


| crashes, but it’s only slightly more | 


| deadly than the first Monday in 

| September. 

Night fell, as the African ad- 
venturers write, and I found my- 
self on a black macadam road. 


you know, | 


A drizzle and a ground fog made 
it blacker, and the road twisted. 
But the white center line was a 
beacon—a beacon I couldn’t see 
in the lights of approaching cars. 

In spite of my glare-treated 
| windshield, my eyes groped for the 


| 
| 


|place where the macadam left off 
| and the ditches began. 

I remembered the _ three-mile 
| stretch on the Merritt Parkway in 
Connecticut where engineer John 
Dorr, of Westport, had induced 
highway authorities to paint outer- 
edge lines to guide a driver. Acci- 
|dents decreased along that stretch 


|and the road side lines seemed to} 


make motorists drive more slowly. 
Already, four other states — New 
York, New Jersey, Utah and Mis- 
sissippi — have begun using Dr. 


Dorr’s system, and 19 others are| 


experimenting. 


What's the Law? 


* 


AME time for a coffee break, | 


and I started to park at the 
curb by a restaurant, I’ve been 
parking cars for a lot of years, but 
recently I’ve been reading too 
much. I suddenly remembered that 
in Ohio, if you back up without 
|sounding your horn you break a 
| traffic law. 

I wasn’t sure about Connecticut 


“T know you don’t think much 
of what the factory gave us to 





sell this year, but let’s show a 
| little more enthusiasm.” 


| where I was at the moment — 
nor about the legal distance for 
parking from the curb. In most 
states you’re legal when you stop 
18 inches from the curb, In New 
Jersey, Pennsylvania and New 
York, you have to be within six 





inches, 
: Of course, a lack of uniformity 


Spark Plug Program for You! 


“WIN A CHEVROLET 
CORVETTE’’ 


10 Brand-New Corvettes to be 
Given Away to AC Dealers in 
This Big 60-Day Contest 


a ae " 


Se 
- 
| ; 
a 
— 


ee, 


a 


You may be one of the 10 lucky AC dealers 
(or dealer employees) who will receive this 


glamorous Christmas present 


from AC—a 


' sleek, beautiful 1957 Chevrolet Corvette. 


Contest will run from September 15 to 
November 15. Your regular AC supplier has 
all the details, including official rules and 
entry blanks. Here are a couple of tips though. 


It’s easy to enter the contest 
enter as often as you wish! 


ASK YOUR AC SUPPLIER 


and you can 


hot 
spark 


CONTEST! 


a 


1956 Corvette 
Illustrated 
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in traffic regulations has caused 
confusion for 50 years, Thirty 
years ago a Uniform Vehicle 
Code was campaigned for — and 
still is being urged, Thirteen state 
legislatures still permit traffic 
laws that do not conform with 
the uniform code. 

Today with so many more cars 
on so many more highways in every 
state in the Union, mixed-up traffic 
regulations not only confuse drivers 
as they cross state lines, but con- 
tribute significantly to accidents. 

Back on the highway I tried to 
obey the signs, “Use left lane only 
when passing.” And I tried to keep 
the recommended five car-lengths 
behind the fellow in front. But so 
many drivers preferred the left 
lane for leisurely travel that I 
couldn’t pass very often, and I 
had trouble getting back into the 
right-hand lane because impatient 
chaps behind me were passing on 
the right. 


* * «¢ 
5 Car-Lengths Back 


Fae, of course, keeping five 
car-lengths behind the car in 
front of me merely meant that 
four other cars got in between me 
and the “car in front of me.” Then 
I discovered a blind spot in my 
rear-view mirror. 


It was holiday driving all right, 
and cars came fast. I dodged in 
and out, from the right to the 
left lane and back, to obey the 
law—and I worried about the 
extra highway patrolmen, rein- 
forced by the National Guard. 


I worried because I wanted to 
reach a quiet cabin and fresh air 
in New England, unmangled and 
on schedule. I didn’t want to get 
picked up for “weaving” when I 
was just trying to stay in the 
proper lane. 

P. S. Maybe someday we'll have 
double four-lane highways. But 
I'll bet if we do get them every- 
where, everybody will be trying to 
get in the fast lane — including 
the slow drivers who think they’re 
fast drivers. Everybody’s a good 
driver until “the guy who shouldn’t 
be on the road at all” gets in the 
way. Maybe we ought to take 
gambling off our highways and put 
it back in the casinos where all 
you can lose is your shirt. 


Canadian Dealer 
Volume in 1956 
Tops $14 Billion 


OTTAWA. — Dealers across Can- 
ada sold an estimated $1,279,964,000 
worth of cars and trucks in the 
first half of 1956 or 6 percent more 
than in the corresponding half of 
1955, with Canadians spending 
more on vehicles than for food. 

Dealers in all provinces except 
one have increased sales this year, 
led by a gain of 15.5 percent by 
dealers in Alberta, Canada’s oil- 
rich province. ~ 

The only setback was recorded 
by Manitoba dealers where the 
dollar volume was down 6.5 percent 
in the first-half compared with last 
year. In other provinces, gains in- 
cluded 12.4 percent for dealers in 
British Columbia, 9.7 percent in 
Atlantic Provinces; 8.7 percent in 
Sasckatchewan; 7.3 percent in Que- 
bec and 1.3 percent in Ontario. 

Overall sales of dealers in June 
were disappointing because sales 
dropped 1.3 percent in dollar 
volume across the nation, including 
losses against previous month of 
16 percent in Ontario, 3.7 percent 
in Alberta, 6.2 percent in Sas- 
katchewan, 7.9 percent in Atlantic 
Provinces, and 28.1 percent in Mani- 
toba. Quebec and British Columbia 
sales rose 9.9 percent and 2.2 per- 
cent. 


If the first-half rate of business 
should continue, Canada’s dealers 
are going to surprise everyone by 
surpassing last year’s mark dollar- 
wise by a fair margin, though 
profitwise the gain will be down. 


A nderson M oves U P 


Frank R. Anderson jr. has been 
named vice-president and general 
sales manager of Sir Walter Chev- 
rolet Co., Raleigh, N. C. He suc- 
ceeds Ray D. Anderson as sales 
manager. The latter is leaving to 
become general manager and part- 
owner of Tyson Motor Co. San 
Diego, Calif. Frank Anderson sr. is 
president of Sir Walter. 








Across the Nation... 





Auto Dealer Changes 


Cecil Tate has bought Marvin 
Swafford’s interest in Swafford & 
Tate Motor Co. (Lincoln-Mercury), 
Malvern, Ark. 


* Ed 


Beck-Dennis to Build 


Beck-Dennis Chevrolet Coa, 
Olathe, Kans., has announced that 
it will be the first to build on a 12- 
acre tract on the east side of the 
city which has been slated for 
business development. 
$200,000 sales and service building. 


* * * 


Tulsa Nash Opens 
Tulsa Nash Co., Tulsa, Okla., has 
opened at 1200 S. Main St., Lew 


Harmon is general manager. 
* * * 


* 


Triple for Tri-State 


Tri-State Motors, Inc. (Chrysler- 
Dodge-Plymouth), Angola, Ind., has 


been formed by Don Fulton and) 


Ralph Frisinger. 


Goldsmith Motors, Inc. 
* 


* * 


Neal Gets Oldsmobile 


Tom Neal, former sales manager 
of two General Motors dealerships 
in Glendale, is president of the 
new Tom Neal Oldsmobile dealer- 
ship in Burbank. 

The new dealership was formed 
by the purchase of the assets of 
Coulter Jones & Son, former Olds- 
mobile dealers in Burbank. Neal 
entered the automotive field in 1949. 

* ° * 


Bryant Bros. Takes Dodge 


Bryant Bros. Motor Co., is a new| 


Dodge dealership at 417 W. 
Trudgeon St., Henryetta, Okla. 
+ 


Wildolph Incorporates 


Wildolph Pontiac, Inc., Portland, 
Ore., has ceased to be a partnership 
and has incorporated, according to 
C. R. Wildolph, founder and presi-| 
dent. He said it would give wider 
participation of key employes in) 
ownership of the company. 

+ * * 


Sciortino Shifts to L-M 


Sciortino Motors, Inc., 29 E. Main 
St., Peru, Ind., has taken a Lincoln- 
Mercury franchise, according to 
Frank Sciortino, owner. He started 
a DeSoto-Plymouth dealership here | 
in 1946 and said the firm would) 
continue service for both lines of 
cars. 


> * * 


Jordan Buys Mears 


O. L. Mears, Inc. (Dodge-Plym- 
outh), 3515 Detroit Ave., Toledo, has 
been purchased by Jordan H. Kap- 
son, president, Jordan Motors, Inc., 
Mishawaka, Ind., and will be oper- 
ated as Jordan Motors, Inc., of 
Toledo. The building will be remod- 
eled and operations will be ex-| 
panded Arthur Collins will be sales| 


manager. 
* 


Willys Announces 


60 New Dealers | 
Signed in Month 


Willys Motors, Inc., has reported | 


it signed a total of 60 new Jeep | 
dealers during July, bringing the | 
total of new Willys franchises} 
added since Jan. 1 to 318. 

Dealers added during July were | 
Stephanson & Wilson, Inc., Dur- 
ham, N. C.; Doerr-Wight Motors, | 
Lake City, Fla.; Faircloth Truck & 
Tractor Co., W. Palm Beach, Fla.; | 
Parkside Garage, Lake Placid, N. 
Y.; Delongs Garage, Ballston Spa, 
N. Y.; H. Vandergrift & Sons, Bris- 
tol, Pa.; Wolk Oldsmobile, Inc., 
Boyertown, Pa.; Reese Buick Corp., 
Trenton, N. J.; Chidester Motor 
Co., Kingwood, W. Va. 

Fergus Oil Co., Inc., Fergus Falls, 
Minn.; Arden Auto Sales, St. 
George, Utah; Snyder Sales & Serv- 
ice, Enterprise, Ore.; Magic Trac- 
tor & Implement Corp., Jerome, Id.; 
Ralph D. Jones, Inc., Springfield, 
Mass.: C. A. Cox Auto Repair, 
Quincy, Mass.; Trussell Equipment 
Co., Athens, Ga.; Curry Motor Co., 
Cross City, Fla.; Transportation 
Equipment, Inc., Plant City, Fla. 

Kreb-Ferrer Motor Co., Pasca- 
goula, Miss.; Novak Buick, N, At- 


. 


It plans a} 


It acquired the} 
franchise formerly operated by| 


| tleboro, Mass.; Pat Sadler Motors, 
| Biloxi, Miss.; O, K. Body Shop, 
| Amite, La.; Certain Motor Co., 
| Huntsville, Ala.; Desser Motors, 
|Long Beach, Calif.; Hendrickson 
| Motor Co., Greenville, Tenn.; A. W. 
| Mundt Auto Co., Stetsonville, Wis.; 
Altman Pontiac Co., Inc., States- 
boro, Ga.; Emmett Brown Motors, 
Kingstree, S. C.; Zenor Motors, 
Tama, Ia.; Lockhart-Collins Nash, 
| Big Spring, Tex. 

| Belmont Willys, Belmont, Mass.; 
Wentworth Motor Co., Exeter, N. 
H.; Hartford Willys, Inc., Hartford, 
| Conn.; Don Gallagher Motors, Inc., 
| Lewes, Del.; Tate Motor Co., Inc., 
| Orange, Va.; Davis Motor Co, 
Barnesboro, Pa.; Claude’s Auto 
Sales, Glenville, W. Va.; Culver Mo- 
tors, Inc., Port Jervis, N. Y.; Rock- 
|ledge Motors, Larchmont, N. Y.; 
Harold E. Osborne, Peekskill, N, Y. 


St. Helens Tractor Co., Chehalis, 





| 
| 


| 
| 
| 
| 
| 
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| 
Wash.; Mecklenburg Tractor & 
Equipment Co., Inc., Chase City, 


Va.; Buddenhagen’s Garage, Calli- | 


|coon, N. Y.; D. A, Motors, Haver- 
| straw, N. Y.; City Motors Sales, 
| Inc., Carlsbad, N. M.; Hartzell Mo- 


tor Co., Blue Ridge, Ga.; Clausen’s 
Jeep Co. Inc. Franklin, La; 
| Houma Motor Co., Inc., Houma, La. 
Willis - Willys Co., Mendenhall, 
Miss.; Phillips Motor Co., Burling- 
ton, N. C.; Auto Sales Co., Wal- 
| halla, S. C.; Ray May Motors, Sa- 
| vannah, Tenn.; O’Ray Motors, Inc., 
| Baltimore; Earl Motors, Inc., Glen- 
dale, Ariz; Max Hemmert Motor 
Co., Salmon, Id.; Indian River Mo- 
tors, New Smyrna Beach, Fla.; Gar- 
| vin Brothers Automobiles, Fayette- 
| ville, N. C.; Crosstown Motor Co., 
| Tupelo, Miss., and Stapp Farm Ma- 
| chinery Co., Aliceville, Ala. 
+ * 


Shelton Sells to Conley 


John Shelton, vice-president, Capi- 
|tol Motors, Inc., Portsmouth, O., 
| has sold his interest in the concern 
to IHey Conley, president. 

+ 


* * 


| Botnick Chevrolet Moves 


Into $500,000 Building 
| Botnick Motor Corp. (Chevrolet), 








AC) SELLING 


AC's BIG Fall Oil Filter| 


Win An All-Expense-Paid 
Trip For Two To The Bowl 
Game of Your Choice! 


tor Co., Minneapolis; Mason Trac- | 


































: i 
Binghampton, N. Y., has opened its) waukee. The name has been 
new building at 179 Front St. It rep-| changed to Pat Ryan Chevrolet. 
resents an investment of about} Elmer Dale said he would continue 
$500,000 and occupies 78,000 square| to operate a Chevrolet dealership he 
| feet of space, with 30,000 under; owns in Waukesha, Wis. 
| cover. oe aoe 
| The new building contains 14| Walter Opens with Nash 
to parnt o wat he sight houened| Wally Walter has opened Walter 
: eight hours and! Motor Co., Inc. (Nash), at 523 N 
| an exhaust-air conditioning system. | Ninth St., Springfield, Til. Parts and 
Sal : “§ | service will be handled by Wabash 
Stephenson Closes Deal | Automotive Co., 928 S. Ninth St. 
P. J. Stephenson jr., owner, has ae ad 
| discontinued operation of Stephen- | Arnolt Takes Jaguar 
son Pontiac, sane, —. | S. H. Arnolt, Inc., Chicago, has 
= | been awarded a Jaguar franchise. 
Crew Buys Buick Deal ee 
Jesse Crew is the new owner of Crown Chrysler Opens 
Economy Motors (Buick-GMC),| Crown Motor Co., (Chrysler- 





| 


| 


4 





Cairo, Ga. Plymouth), Great Bend, Kans., 
has opened. Melvin Widup is 
manager. 


* * * 
| 


| Wood Joins Bruner Buick 
James Wood has purchased a| 2 4 ae ie 
| half interest in Bruner Buick Co., Stein Buys L-M Firm 
Newnan, Ga., and the name of the Lou Stein has purchased Ger- 
firm has been changed to Bruner-| mantown Lincoln-Mercury in Phi- 
| Wood Buick Co. ladelphia from Mathew H. Mc- 
* Closkey. 


* 







= * 


* * * 


Ryan Buys Dale Chevrolet 
° 
| P. G. Ryan, a former Ford dealer, Omaha Deals Shift 
| has taken over Con Dale Chevrolet, Mountain Nash, Inc., and 
|Inc., 621 E. Wisconsin Ave., Mil- (Continued on Page 29, Col. 3) 
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. It’s Easy To Win the AC Oil Filter 
60-Day BOWL-ARAMA Contest! 


Picture yourself aboard a big airliner en route to the Bowl 
Game of your choice to be held this coming New Year’s Day! 
Sounds terrific, doesn’t it? It is. It’s a three-day trip including 
the finest hotel accommodations, meals and reserved seats for 
all the parades and pageantry connected with the Bowl Games. 


The AC BOWL-ARAMA Contest is easy to enter, and dealers 
and their employees can enter as many times as they wish. 


Call your AC supplier TODAY! He has all the details, including 
official rules and entry blanks. Don’t miss this opportunity. 
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AC SPARK Luc Rep tHe ELECTRONICS DIVISION OF GENERAL- MOTORS 
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Student Engineers Inspect White Truck— 


Student automotive engineers from Broome County Institute, Binghamton, N. Y., spent 
a day studying manufacturing operations at White Motor Co., Cleveland, then in- | 
spected new models coming off the production line. Inspecting a White 9000 are, from | 
left, J. W. Dyce, H. E. Garrison, G. B. Hinman, E. W. Mills, of White, and Prof. | 
H. L. Durst from the institute. | 





OF THE MONTH 


Program for 


The 





Across the Nation... 


Auto Dealer 


Changes 


(Continued from Page 28) 


Jacobsen Motor Sales, both of 
Omaha, have formed a new cor- 
poration under the Jacobsen 
name. The dealership will handle 
DeSoto-Plymouth as did the orig- 
inal Jacobsen firm. Mountain’s 
Nash franchise has been added 
by Packard of Omaha, Inc. 


* * * 
Walker Moves Dayton Deal; 


Michael Takes Over Site 

John V. Walker’s dealership at 
415 N. Main St., Dayton, O., has 
been taken over by a new Lincoln- 
Mercury-Continental firm headed by 
Nicholas G. Michael. 

Walker said he is selling some of 
the assets of Walker Motor Sales 
and that Ludlow Auto Sales, Inc., 
803 S. Ludlow St., a subsidiary of 
Walker Motors, will be dissolved. 


| He said Walker Motor will operate 
|at the S. Ludlow address. and will 

sell Mercury. 
ok * & 


Dean Opens Modern 


Modern Chevrolet Co. has been| 


{opened in Hutchinson, Minn. Harvey 
Dean, the dealer, formerly was gen- 
eral 
Co., St. Paul. 


* * * 


Johnson Pontiac Opens 
Johnson Pontiac Co. 


Lyle Johnson is the dealer. 
+ + * 


Plymouth Names Johnson 


Bud Johnson Plymouth, Inc., 38th 
St. and Nicollett Ave., Minneapolis, 
is the third single-line Plymouth 
dealership to be appointed in the 


YOU! .... 


ALL-AMERICAN 


Engine GUARD 
WINDOW DISPLAY 


To Sell Your Brand of OIL 


and AC FILTERS 


Here is a point-of-sale campaign package that is a sure 
sales topchdown! 
Coach Sludgie’s pups—All-American Engine Guards—on 
a multicolored four-dimensional display—to help you sell 


Se = s 
oP 


bes ~~ 


f 


Cd 


cons 
FILTER 


AC 


Oil 
ile Mt lis me 


POWERFUL AC FILTER NATIONAL ADVERTISING 


ALL-AMERICAN 
Engine GUARDS 
“< cs 





Sludgie’s whole family is on the 
billboards this fall. Millions of 
motorists will be reminded that 
this is the “change” season as they 
pass the thousands of AC Filter 
billboards in all states! 


The millions of readers of Life and Collier's will 
see that “All-American Engine Guards” means 
your premium oil and AC Filters. 

Yes, the All-American message will be heard 
on WIDE WIDE WORLD, the big Sunday 
NBC-TV spectacular sponsored by AC. 


FILTERS 


more oil and AC Filters during the big fall “change” 
season. This display is die-cut to hold a can of your featured 


brand of oil and an AC Filter. 


A modern mobile for that “inside the station” traffic is 
also included in the package. 
Call on the All-American Engine Guards—to help make 
this season your biggest—for oil and AC Filters! This 
sales-upping campaign package is available to AC dealers 
free of extra charge. Have your regular AC supplier order 
your campaign package right away. 





is a new) 


dealership at Rochester, Minn. De-| : 
| Jeff F. Hicks Motors. Bowden was 


| opened for 
building at 925 Riverside Drive. 
* * % 





|of them exclusives, 


|W. G. Essick, president; 


| Aubrey Raiford, owner; 


| dent; 


29 


greater Twin Cities area. L. F. 
Johnson, who has been in the auto- 
mobile business for 25 years, is pres- 
ident. 

+ * * 


Willys Franchise Added 


Two new Willys dealerships have 
been named. They are Fergus Oil 
Co., Inc. (Oldsmobile), Fergus Falls, 
Minn., headed by Lyle McManus, 
and Hartzell Motor Co. (Chrysler- 
Plymouth), 4963 France Ave. S., 
Minneapolis, headed by George 
Hartzell. 


* * * 


Connelly Opens Deal 


Connelly Motors, Ltd. (Buick), has 
opened its new and enlarged show- 
rooms in Ottawa, Canada. Cecil 


manager of Merit Chevrolet | Connelly is president of the firm. 


* * * 


Bowden Opens Nash Deal 

George Bowden has opened Bow- 
den Motors (Nash), at 939-53 Union 
Ave., Memphis. The firm succeeds 


associated with Hicks and has been 
with Nash for 31 years. 


* 


- + 
Pettit L-M Opens 
Cliff Pettit Lincoln-Mercury, Inc., 
1702 W. Cumberland Ave., Knox- 
ville, Tenn., has held its grand 
opening. Cliff Pettit is owner and 
Bob Lippner is sales manager. 


Merrimack Adds Mercedes 
Merrimack Street Garage, Inc. 
(Oldsmobile), Manchester, N. H., 
has announced its appointment as 


dealer for Mercedes-Benz and Alfa 
Romeo. 


* * * 


Swanson in New Building 


Swanson Motors, Inc., (Cadillac- 
Oldsmobile), Danville, Va., has 
business in its new 


Archard Adds Borgward 


Al Archard, Inc. (Willys), El 
Cajon, Calif. has added a Borg- 


| ward franchise. Borgward is manu- 


factured in Bremen, Germany. 
® * a 


Coberly Buys Vann L-M 
J. E. Coberly (Lincoln-Mercury), 


| Los Angeles, has purchased Jimmy 


Vann’s Lincoln-Mercury dealership 
in San Fernando, Calif., and will 
operate it as San Fernando 
Lincoln-Mercury. Brooks Anderson 
will be general manager. 
. . * 
Evans Acquires L-M 

George Evans, former sales man- 
ager of Ben Griffin Auto Co. (Ford), 
Dallas, has acquired the Lincoln- 
Mercury dealership formerly oper- 
ated by Superior Motors in the Oak 
Cliff area of Dallas. The new name 
is George Evans Superior Motors, 


Inc. 


7 . 


Dealerships Consolidated 


Two affiliated Dodge - Plymouth 
dealerships in Dallas have been con- 
solidated, with Boedeker - Verner 
Motors, absorbing the downtown 
operation formerly known as Down- 
town Motors, Inc. Larry T. Verner 
is president of Boedeker - Verner 


| Motors. 


22 More Doalete 
Sign with Dodge 


Addition of 22 new dealers, five 
has been an- 
nounced by Dodge. 

Handling Dodge cars and trucks 
exclusively are Dennett & Popp 
Dodge, Inc., East Hartford, Conn., 
Honest 
Aubrey Dodge, Port Arthur, Tex., 
Lander 
Dodge, Waxahachie, Tex., C. H. 
Lander, owner, and Bismarck 
Dodge, a subsidiary of Missouri 


Valley Motors, Bismarck, N. D., Or- 
|rin R. Homme, operating manager. 


Handling Dodge trucks exclu- 
sively is Ray-Cole Motors, Inc., Chi- 


|cago, Sy M. Cole, president. 


Dealers handling Dodge cars and 
trucks along with Plymouth are Al 


| Johnson Motors, Ft. Pierce, Fla., 


A. L. Johnson, owner; Candor 
Motors, Candor, N. C., E. L. Harris, 
D. E. Harris and V. C. Reid, part- 
ners; Wallace Dodge-Plymouth Co., 
Wallace, N.C., J.B. Minchew, owner; 
Paul H. Taylor Motors, Inc., Walter- 
boro, S. C., Paul H. Taylor, presi- 
McDonald Motors, Ashkum, 
Ill, Lewis E. McDonald, owner; 
Western Kentucky Recappers, Inc., 
‘(Continued on Page 30, Col. 1) 











Across the Nation... 





Auto Dealer Changes 


(Continued from Page 29) 


Owensboro, Ky., S. W. Booth, presi- | baugh, partners; Charles Kail, Bar- 
dent; Tri State Motors, Inc., Angola, | stow, Calif.., Charles Kail, owner, 
Ind., R. N. Frisinger, president;|and C. B. Flinn Motors, Olive 
Taylors’ on Van Dyke, Inc., Van| Branch, Miss. 
Dyke, Mich., Hanley Taylor, presi- * 
dent; Kilgore and Coldwell Motor 
Co., Eskridge, Kans., Wayne Kil-| 
gore and Don Coldwell, partners; | 
Bill Ross Motors, Boone, Ia., Wil-| 
liam N. Ross, owner; Griswold 
Auto Co., Griswold, Ia., Victor E. 





* * 





Robideaux Joins Kauffman 


J. A. Robideaux, who for eight | 
years has been a Buick dealer in | 
Colfax, Wash., is the new sales | 
manager at Kauffman Buick Co., | 
Spokane. 





Nelson, owner; DeBrown Auto| ee 
Sales, Lincoln, Neb. J. W. De-|} . ‘olel 
Brown, owner; Wilson Bros., Du-| Page Celebrates 


buque, Inc., Dubuque, Ia., E. J. Wil- | 
son, president, and Duke Motor 
Co., Inc., Dickson, Tenn., J. 
Duke, president. 
Handling Dodge and Chrysler ' : 

cars and Dodge trucks will be Evans Opens Texas L-M 
Oelwein Motor Co., Oelwein, Ia., J.| George D. Evans has opened 
J. Richards and M. G. Whitten-| George Evans Superior Motors 


Page Motor Co. (Ford), has held 
its formal opening in its new build- 
B.| ing in Jackson, S. C. Owner is E, M. 
| Page. 


* 


5d * 













PuNNINGAAM-IMP 


GENERAL CONTRACTORS 
















Asx Tar Owners On Any Parosect Wuere 
You See Tuts Sicn How Tuey Lixe Tue 
Way Cunnincuam-Lime Does Business. 


Only six days after VICKERS first told C/L about their intention 
to build on this plot, they were being asked to approve pre- 
liminary plans and check the proposed contract and specifica- 
tions. In the meantime VICKERS had considered C/L recom- 
mendations for a one story office and studied an engineering 


report of the advantages of one story vs two stories. 


These preliminary plans not only contained the expected floor 
and elevation diagrams, but also a site layout which solved a 
serious drainage problem and indicated the best use of the area 
for future expansion. Recommendations covering the heating, 
air conditioning, plumbing and electrical installations were 
included, of course. 


“*If you are going to build"’ is the import of a bro- 
chure laden with data and information that should 
be in your file—if you are going to build. Because 
it has 58 pages, all in color, please request it on 
your letterhead or card. It will be sent by mail. 
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(Lincoln - Mercury - Continental) at 
252 N. Marsalis St., Dallas. 


* * ok 
Hillard Ford Opens 
Charlie Hillard Ford Sales has 
opened at 811 University Ave., Fort 
Worth. Charlie Hillard and Jack 
Seruggs are partners in the new| 


firm. 
* * * 


Milbeck Sold to Bales 
Milbeck Lincoln-Mercury, of Los 


| Angeles, has been sold to Pat Bales 


and has been renamed Pat Bales 
Lincoln-Mercury. The former own- 
ers were Herman Miller and Bernard | 


Beckman, 


+ * + 


Fitzpatrick Sells L-M 
Fitzpatrick Lincoln-Mercury, of 
Bend, Ore., has been sold by Paul 
Fitzpatrick to Ed R. Feeney and 
Ray Childers, both of Arcadia, 
Calif. 


Ruh Chev 


* * 


rolet Opens 


Clem Ruh Chevrolet has opened 
at 7227 Owensmouth Ave., Canoga 
Park, Calif. Ruh, for nine years, was 
general sales manager with Felix 
Chevrolet in Los Angeles. His exec- 
utive staff includes Ken During, 


sales manager; George Bertelson, 
office manager; Mark Helen, service | 
manager, and Maurice Phelps, as-| 
sistant sales manager. | 

* * * | 


Dillon Sells, Buys 


John C. Dillon has sold his in- | 
terest in Dillon Chevrolet, Green- 
field, O., to his brothers, Joseph 
and Emory, and has bought 
Charles Spitler Chevrolet, Marys- 
ville, O. 


. * 


Stookey Buys Into Deal 


Donald Stookey, former sales 
manager of North Side Chevrolet, 
Inc., has bought half-interest in 
Sheridan Chevrolet, Indianapolis, 
from W. S. Pressler. The name of 
the dealership has been changed to 
P & S Chevrolet. 


R. & K. Sales Formed 


R. A. Kneubel and W. R. Kreisher 
have formed R. & K. Sales & Serv-| 


ice Co. (Studebaker) in Astaoula, O. 
6 i 


Dedge Motors Sold 


Albert Grovenstein and B. Frank 
Arnsdorff have purchased J. W. 
Dedge Motors, Springfield, Ga., and 
will operate the business as G. & A. 


* 


+ 


* 





New Administrative and Engineering Center 
VICKERS, INCORPORATED 
Suburban Detroit 
Designed and Constructed by Cunningham-Limp Company 


from SITE PLAN 


to DOOR 


KEY... 


a typical example how every 
new building project (yours, 
for example), is handied by C/L 


The original proposal followed the VICKERS desire for a single 
building but our later recommendation for a “Tee Shape” 


(because of the additional natural 


light made available for 


office and engineering personnel and the centralization of toilet 


and service facilities) was accepted. 


From site clearance to the interior decoration of the executive 


offices and lobby, C/L assumed full 


responsibility to VICKERS 


for the practicality of the blueprints and the “buildability” of 
the design: for the adaptability of the materials specified and 


for their application and performance. There is also another 


responsibility—one which is inherent in every CUNNINGHAM- 
Limp undertaking—that is to make certain that you, the client, 
receive a full dollar's value for every dollar spent. 


CUNNINGHAM-LIMP COMPANY 


3087-L W. Grand Boulevard 
Detroit 2, Michigan 


TRinity 3-4000 





| Kans., 


Motors (Dodge-Plymouth). Seller of 
the business was Mrs. J. W. Dedg:. 


* * * 


Renault Names Center 


Center Motor Co., 311 Rigsbe 
Ave., Durham, N. C., has been ap 
pointed a Renault dealer. 


* * * 


Gardner Opens Deal 


Gardner Buick, Inc., has _ beer 
opened in Charleston, W. Va. T. M. 
Gardner is president of the firm, 


* * 


Boggess Picks Willys 
B-W Willys, Inc. held its grand 
opening in Charleston, W. Va. Frank 
Boggess is president of the firm. 


* * 


Grahams Sell Deal 


Graham Auto Co., Coffeyville, 
has been sold by Mr. and 
Mrs. Floyd Graham to Earl Young 
of Seminole, Okla. Name of the firm 
will be changed to the Earl Young 
Motor Co. 


* 


* 


+ * 
Edwards Opens Chrysler 
Wilson Edwards has opened 
Waverly Motors (Chrysler - Plym- 
outh), Albany, Ore. He is a former 


partner in Edwards Automotive Co. 


* * * 


George Evans Motors 
George Evans Superior Motors, 
Inc. (Mercury-Lincoln-Continental), 
has opened at 232 N. Marsalis St., 
Dallas. Evans also will open a used- 
car lot at 1506 N. Zangs St. 


+ 


San Marco Takes DeSoto 


San Marco Motors, Inc., Jack- 
sonville, Fla. has succeeded 
Fletcher-Kirby Motors as DeSoto- 
Plymouth dealer. The firm is lo- 
cated at 1218 San Marco Blvd. R. H. 
Milford is president and W. B. Jan- 
|}sen, sales manager. 


* 


» 


* * 


Black Quitting 


Cc. S. Black, Black Motor Co., 


Troy, O., has announced that he 
will shortly discontinue selling 
Dodges and Plymouths, and sell 


used cars only. 
* 


z * 


Dietz Succeeds Zepp 


Lee Dietz has become president 
of Lee Dietz River Park Motors, 
Inc. (Ford), formerly C. Zepp Ford. 
| Dietz was with C. Zepp approxi- 
mately 25 years as salesman, sales 


manager and general manager. 
Zepp has retired after 35 years. 
a * * 


Hi-Land DeSoto Opens 


Hi-Land Motors, Albuquerque, N. 
M., picks up the DeSoto-Plymouth 
| line relinquished by Holdridge Mo- 
tor Co. Co-owners are P. P. Glase- 
brook and George Anderman. Roy 
C. Holdridge now operates a used- 
car lot. 


* 


Smith Buys Slagle Ford 


| Slagle Ford Co., Greenfield, O. 

| has been sold to Elgar Smith, who 

| was formerly associated with the 

Studebaker dealership in Xenia, O. 
x = = 


cad * 


Mercury for Ballard 


C. B. Ballard & Son, Forty-second 
}and Roosevelt Way, Seattle, has 
been appointed a Mercury dealer- 
ship. 
| . 

Carlisle-Porter Opens 


Dan Carlisle and his father, H. H. 
| Carlisle, Princeton, Mo., and Ralph 
|H. Porter, Bethany, Mo., have pur- 

chased Watson-Walter Motor Co. 
| (Lincoln-Mercury), 1145 Cleveland, 
| Clearwater, Fla., and are operating 
it as Carlisle-Porter Motor Co. The 
Carlisles and Porter formerly 
| owned dealerships in Missouri. 

‘ ; 


~ *” 


Sth Deal for Bowers 


Deal Motor Sales (Dodge- 
Plymouth) has opened at 4611 
W. Madison, Chicago. Robert R. 
Hawkinson is president of the 
firm. It is the fifth dealership 
operated by a company headed 
by George W. Bowers. 

* 


* * 


> * 


Campbell, Honeycutt Buy 


Jack W. Campbell, former 
general manager of State Motors, 
Inc, (Studebaker), Raleigh, N. C., 
|has become president under a 
| change in ownership. Marjorie C. 
| Campbell is vice-president and Guy 
|Honeyceutt, secretary-treasurer. 
Campbell and Honeycutt purchased 
|the dealership and said it will con- 
tinue to operate at 116-118-127 E. 
| Morgan St. 
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America is going for Rayon Cord Tires in a big way, and these ads, appearing in 












Life, Collier’s and Post tell the reason why. In all, 73,500,000 car-conscious cus- 
tomers are finding out why you choose Rayon Cord Tires as original equipment. 


For safety in emergencies...Rayon Hi-Test Tire Cord 


Most rescue cars rely on rayon for instant get-away and 
high-speed driving . . . proof that you can depend on rayon! 


Volunteer Rescue Squads across the nation you In fact, Rayon 1s the only cord that 
purchase and maintain the finest rescue actually grows stronger as tires run hotter 
equipment. Prepared for amy emergency at high road speeds No wonder 9 out of 10 
from near-drownings to major disasters, ur cars ride on Rayon For premium safety 
gent calls send them dashing to the scene at no premium im price, insist on RAYON pound, Reyon 
Tire Cord is os 


at tire-torturing starts, high speeds and HI TEST Tires. All automobile manufac ~ 


punishing stops. Since Rayon Hi-Test Tires turers use them as standard equipment 
are safe for rescue cars, they're safer for American Rayon Institute, Inc., New York 


Be sure you ride on RAYON—world’s leading tire cord 





— 





These ads tell new-car prospects that— 


emergency vehicles—rescue cars, police cars, fire engines—depend on 
Rayon Cord Tires for safety 


Rayon Tire Cord is, pound for pound, as strong as steel 
9 out of 10 cars ride on Rayon Cord Tires 
Rayon Cord Tires deliver premium safety at no premium in price 


Rayon—the world’s leading tire cord—is standard equipment on every 
car manufacturer’s models 








This is the seventh big ad in the American Rayon 
Institute’s big 1956 advertising campaign. 





American Rayon Institute, Inc. 
350 Fifth Avenue, New York 1, N. Y. 
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Buick Acclaims 
Packaging by 


‘Palletization’ 


FLINT. — Buick has commended 
suppliers who are credited with 
aiding in development of a pack- 
aging plan that 
Buick said is be- 
ing adopted 
throughout the 
automotive indus- 
try. 

The material 
handling system— 
called palletiz- 
ation — has virtu- 
ally the complete 
cooperation of the 

e many manufac- 

E. T. Ragsdale turers who fur- 
nish parts to Buick. 

Edward T. Ragsdale, Buick 
general manager, said when the 
program started it was estimated 
it would take five years to mature. 
He said the goal has been reached 
in half that time because of the 
willingness of suppliers to cooper- 
ate. 





Palletization means placing some- 
thing on a pallet, or bed. In the 
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| Buick system all material that lends | 
itself to that type of shipping 
arrives at the plant on wooden plat- 
forms several inches high. The pal-| 
lets permit unloading of trucks and} 
freight cars with fork-lift trucks, | 
rather than by hand as was neces- 
sary when merchandise was re- 
ceived in bulk or in bulky cartons. | 

Packaging is an important phase 
of the plan. Where 10 steering) 
wheels used to come in one card- 
board carton with a stapled cover, | 
156 now arrive in four open-faced | 
boxes with a single lid which lifts 
off easily. Radios used to be shipped 
two to a box which was small 
enough to be tossed around—and | 
dropped frequently with resultant 


zz conditioning in autos was 
at hay fever sufferers to stimulate 
sales by Miller Chevrolet, Pitts- 
burgh. 

“This (air-conditioned car) will 
assure you the utmost comfort dur- 
ing these hot, humid days and at 
the same time eliminate pollen and 
dust particles from entering your 


damage. Now they come 80 to a/| car,” the ad said. 


carton, all under one top. The} 


“Come in and let us show you 


wooden kegs in which nuts and/| how economically you can own this 


bolts formerly were shipped have 
been replaced by multiple cardboard 
cartons. 


Johnson Sells Dealerships 


Paul Johnson, who has owned 
and operated the Ford dealership 
in Delphi, Ind., for 20 years, has 
sold it and the equipment to Gene 
Lahr, owner of Lahr Motors on 


brand new air-conditioned Chevro- 
let,” the advertisement invited. 
i + + 

Wash Day Every Day 

UY a Pontiac from the Miller- 
Stephan Pontiac-Cadillac Co., 
Boise, Id., and always have a clean 
|car, was promised new customers 
by the firm. 





East Main St., Delphi. Johnson has 
not announced his future plans, 


For a limited time, the dealer- 
ship offered a free wash job for 


used in an advertisement aimed | 





How They're Pushing Sales .. . 


Dealer Ad Ideas 





a year. Just drive in, and get a 
wash job—no charge for a year. 
In addition, the firm offered free 
inspections and free lubrication 
over a 12-month period for every 
new-car purchaser. 
* * * 


Rival Praises 


Rhodes-Walker 
On New Home 


Rhodes-Walker Chevrolet Co. got 
a pat on the back from one of its 
toughest competitors when it 
opened its new $225,000 building in 
South Charleston, W. Va. 

The competitor was Roger Dean 
Chevrolet, Charleston. Dean in- 
serted full-page advertisements in 


both Charleston newspapers con-| 
gratulating Rhodes-Walker and 


proclaiming, “Only the finest of 








New Hercules Front Mounted 


Telescopic Hoist Gives You 
1000 ths. Extra Legal Payload 


You can haul an extra h 
FREE on every = 
sensational new H 


This 20-ton capacity 
for itself quickly becau 


so much less . . . shifts more loa 
to front axle .. . reduces driver 
cost per ton... and minimizes 


maintenance. Available 


single or tandem axle straight 
trucks, Model 1210 mounts 
easily, no part extending 


below the truck frame. 
For larger capacities, 
HERCULES builds Tw 
Telescopic Hoists with 
even greater payload- 
boosting advantages. 
Act now to increase 


your profits. Write, wire 


or phone for complete 


information. 
AA-3312 


buy from the line of strongest design 


HERCULES STEEL PRODUCTS COMPANY * GALION, OHIO 


by choosing the 
RCULES Single 
Telescopic Hoist (Model 1210) for your 
heavy-duty dump truck bodies 

eleven to fifteen feet long. 


alf-ton of payload 


hoist pays 
se it weighs 


for 


in. 




























TRUCK DUMP 
BODIES AND HOISTS 
Mediurn @ Heavy 
Rock @ Conversion 
Platform 


SPREADERS 


Agricultural 
Cinder @ Cement 












TRAILER 
(DUMP BODIES 
AND HOISTS 


| automobiles deserve a home like 
| this.” 

| Rhodes-Walker’s new building s 
|located at 210 MacCorkle. The 
|company’s previous dealership at 
| that location was destroyed by fir= 
|last October. 

The showroom has an 80-foot 
plate-glass window and the build- 
ing has 23,350 square feet of floor 
space. Partners in the firm are 
R. D. Rhodes and Joe Holland. 
| Holland joined the firm last spring 
when Cecil Walker sold his interest 
|in the company. 

x * * 


Roger! Chevrolet 


oe on an advertising 
campaign conducted by Joe 
| May (Chevrolet), Detroit, is cal- 
culated to strike a whimsical 
note. 
With some situations out of 
| fact and fiction, the illustrations 
| and jingles project Chevrolet 
against familiar backgrounds. 
The first ad, of a series of 14, 
concerned Captain Kidd who 
“ashore he never called it a day 
without a spin in his Chevrolet.” 
+ aa om 


‘There’s Nothing New .. .’ 


ICTURES of dealership officials 
surrounded an “open letter to 
|the automobile buying public” in- 
serted by Milner Pontiac Co., Little 
Rock, Ark. 


The letter, signed by H. A. Terry, 
vice-president and general manager, 
|declared, “There is nothing new 
about buying an automobile today,” 
and that a car or any other piece of 
merchandise is just as good as the 
firm behind it. 

“Believe me, folks,” Terry con- 
tinued, “there is no such thing 
as the best deal, the cheapest deal, 
the most for your used car, the 
biggest discount, etc. Every 
dealer today is selling his cars 
at rock-bottom prices because of 
factory overproduction. 

“So let me say to you, ‘It is our 
firm belief at Milner Pontiac that 

courtesy, friendliness, honesty and 
service are what you—Mr. Cus- 
tomer—should get.’” 


Carburetor Lab 
Opens at Ford 
Research Center 


DEARBORN. — One of the auto- 
mobile industry’s most modern car- 
buretor laboratories for testing the 
flow of fuel and air in engines has 
been completed at Ford Motor 
Co.’s research and engineering cen- 
ter. 


Earle S. MacPherson, engineer- 
ing vice-president, said the new 
laboratory also provides facilities 
for expanded fuel-injection devel- 
opment programs for Ford’s exper- 
imental engines. 


Engineers conduct their tests in 
five special rooms which are 
equipped with fuel and air-flow 
measuring stands. Carburetors are 
operated in controlled atmospheres 
which simulate conditions ranging 
from sea level to 10,000 feet and 
from idle speed to full throttle. 

Each stand holds a refrigerator- 
sized, tempered glass enclosure 
where, under vacuum conditions, 
equal mixtures of fuel and air are 
“fed” into various type carbrue- 
tors and comparison studies are 
made. Evaluation tests also are 
made of manifolds, air cleaners and 
other components of automobile 
induction systems. 


Industrial Show 
Slates Panels 


DETROIT.—An extensive series 
of management-engineering con- 
ference sessions are to be held in 
conjunction with Detroit’s national 
industrial exposition, Detroit Artil- 
lery Armory, Oct. 22-26. 

Moderator and panel members 
of each session are to be nation- 
ally known industrial editors and 
industrial experts representing 
each specific field. 

The sessions on Tuesday (Oct. 
23) will be devoted to new ideas 
for industry in the fields of man- 
ufacturing processes. Wednesday’s 
sessions will embrace the elec- 
tronic and atomic fields. Thurs- 
day’s panel will discuss newesi 
developments in the metals and 
metal products industries. Friday’s 
will deal with nonmetallics. 
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Mintz Still Believes in Old Approach Ses 


‘4. Rights’ Brings Dealer Profit 


NEW YORK. — Nelson K. Mintz,| and never backing down on the 
a Staten Island DeSoto-Plymouth | 50-50 guarantee which accom- 
dealer, feels that his “four rights | panies each sale. 


of business” have contributed con- 
siderably to the fact that his firm 
has shown a _ substantial profit 
thus far this year. 

The four axioms worked out 
by Mintz are: 

1. The right way to serve the 
public. 

2. The right way to serve your 
community. 

3. The right training for sales- 
men. 

4. The right and honest way to 
approach the customer. 

Mintz also stresses honest 
appraisal of the used car and 
honest service. 

The primary error which most 
dealers make, according to Mintz, 
is that they have allowed them- 
selves to be convinced that the 
customer does not appreciate the 
above approach. His experience in 
the past few months has exploded 
that theory. 

Naturally the attitude of the 
dealer is the one adopted by his 
entire force, he said. Therefore, 
it is extremely important that 
the dealer guard against any un- 
due “pessimism or negativism” 
toward either the market or his 
product, Mintz declared. 

Mintz has said that the average 
man can sell wheelbarrows, just 
so long as he gives his customer 
the proper kind of service, 

There is nothing new in his 
approach to selling, Mintz cautions. 

He constantly exhorts his men to 
use the tried and proven methods 
of salesmanship, adapting them 
where necessary to the newer 
techniques which appeal to the 
public. 

As an example he cites the 
instance where a salesman, on a 
telephone solicitation, feels he 
has encountered a blank wall. 
The prospective customer indi- 
cates that he is “too busy to dis- 
cuss the matter, too tired, at 
dinner,” or any one of a thousand 
excuses. 

Mintz said this is the signal for 
the salesman to call on that pros- 
pect at his home, with the auto- 
mobile in front of the man’s door. 
The average man’s interest is in- 


variably tickled by such techniques, | 


he asserted. 
Mintz takes special pains to see 


that his salesmen know the product. | 


The higher grosses he averages, 
are attributable in Mintz’ view to 
“product knowledge on the part of 
our salesmen, plus a complete and 


thorough demonstration of our au-| 
tomobile, prior to appraisal of the) 


trade. 


“All my salesmen know that | 


they are absolutely forbidden to 
talk price, terms or appraisal, 
before giving at least a half-hour 
demonstration of our automobiles. 
This includes used cars.” 


Mintz feels that demonstrations | 


are his greatest stock in trade. 
Without them, he is certain he 
would be suffering “pricitis” along 
with most other dealers, 

He said, “There is a tremendous 
psychological impact upon a buyer, 
once he is behind the wheel of a 
brand, new automobile. Suddenly 
he is fully and startlingly aware 
of all the inadequacies and short- 
comings of his old automobile, and 
with full product analysis placed be- 
fore him, much easier to convince 
that full value and enjoyment will 
be his with a new automobile.” 

All Mintz new-car salesmen must 
sell used cars as well. To make 
this more attractive to them, their 
remuneration is tied into the wash- 
out of the used car. 

Mintz feels strongly that no 
salesman is a good new-car man 
unless he knows the used-car 
market, and can therefore talk 
intelligently to the customer 
about buying his trade at the 
proper price. 

Mintz wholesales about 10 percent 
of his used cars. He has found, in 
the 30 years he has been a dealer, 
that his used-car outlet has been 
well worth his investment in time, 
money and effort. 

He estimates that used-car 
reconditioning costs about $50 per 
vehicle. He is convinced that his 
growing used-car business is due 
to the three factors of buying the 
trade right, reconditioning properly 





Mintz also believes that the 
answer to repeat new-car busi- 
ness “is an absolutely thorough 
check of pre-delivery condition- 
ing of the new automobile. We 
road test all of our new cars, no 
less than five miles before 
delivery, to eliminate every bug it 
is humanly possible to detect, 


“In addition, it is imperative 


Hyster Plans New Plant 


In Brazil; 3rd Overseas 


PORTLAND, Ore. Plans to 
open a new manufacturing plant at 


Sao Paulo, Brazil, have been an-| 


nounced by Hyster Co, here. 

The wholly owned subsidiary will 
supply Hyster- built materials 
handling equipment to overseas 
markets and will supplement pro- 
duction at factories in Nijmegen, 
Netherlands, and plant to be 
opened in Glasgow, Scotland. 
Named to supervise the new Brazil 
plant is Robert E. Lange. 





DeVilbiss Air Compressors 


save up to 22.6c of 





that the salesman introduce each 
customer to our service manager. 
He must also instruct the customer 
on all the important features of his 
new automobile. He must explain 
the service warranty and policy of 
our dealership. 

“The customer must leave 
assured that if for any reason he 
feels he has been maltreated in 
the service station, he is welcome 
to. contact his salesman, who is 
expected to help alleviate the prob- 
lem. And finally the salesman must 
call the customer one week after 
delivery to ask how he is enjoying 


|the car, at the same time that he 


probes for prospective customers.” 
Service is tied indissolubly into 


the sale, in Mintz’ thinking, and 


he instructs his service people 
on proper sales methods, how to 
avoid overselling, and requires 
them to stick closely to estimated 
service charges, unless the cus- 
tomers approval of added work 
and expense is obtained. 

Mintz feels that the average 
dealer will fare better, even in 
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“I just tell the customers to try 
elsewhere; we've cleaned up all 
our ’56s.” 





moting gimmicks and returns to 
the proper representation of his 
product. 

He declared, “The sooner both 
the factories and the dealers real- 





ize they have a responsibility to 


today’s market, when he stops pro-| the public, the sooner good profits 


You'll be money ahead, and 
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will return to this business. And 
the factories will find themselves 
with the penetration they deserve, 
because the automobile dealer will 
have assumed once again that posi- 
tion in his community which he 
enjoyed prior to the war.” 
During Mintz’ career as a 
dealer he has taken an active 
interest in community fund rais- 
ing projects and other commun- 
ity activities. This is an integral 
part of his approach to retailing. 
Next year will be a good year, 
Mintz predicts, but it is bound to 
be highly competitive. However, 
the man who is willing to follow his 
“four rights” program sincerely, 
seeking “sensible” volume, is bound 
to find 1957 profitable, he concluded. 


Tung-Sol Gets Warehouse 


For Eastern Sales Office 


NEWARK, N. J. — Tung-Sol 
Electric, Inc., has acquired a 35,000- 
square-foot warehouse in Irving- 
ton, N. J., as a supply point for 
both automotive and electronic 
products for its eastern sales of- 
fice. 

The one-story building also will 
serve as eastern sales headquarters 
under the continued direction of 
Walter Ohlsen, manager. The sales 
office formerly was housed in the 
firm’s main office here. 


have compressed air to 


spare, when you change to a new DeVilbiss air com- 
pressor. For by comparative test, they deliver 22.6% 


more air per power dollar than most other makes! 
Remember this the next time someone offers you a 
“bargain” on the purchase price of a compressor. Because 


the big item in the total cost of compressed air is the 


cost of operation. 


your power dollar 





Low-friction design makes the difference . .. returns your 
investment thru power savings, reduced maintenance! 





The remarkable savings you make 
with DeVilbiss Air Compressors result 
from their low-friction design — (1) 
shorter piston stroke (2) slower piston 
travel (3) ball-bearing-mounted crank 
shaft (4) full-floating piston pins, and 


Toledo 1, Ohio 


Santa Clara, Calif. « Barrie, Ontario « London, England 
BRANCH OFFICES IN PRINCIPAL CITIES 


THE DEVILBISS COMPANY 


(5) metered oil feed to all bearings. 
These features not only bring sav- 
ings in power, but lower maintenance 
and depreciation costs! For data on 
compressors, or quality spray equip- 
ment, call your DeVilbiss supplier. 


FOR BETTER SERVICE, BUY 


DeEViLBISS 





Half of all fatal accidents clic to “mechan- 


ical failures’ on the Pennsvivania Purn 
pike last vear were due to faulty tires 


The entire population of a city the 


SIZe ol | ucson., \rizona, Was Wipe dl out 


in highwav and trafic deaths across the 
country last veat 

The dollar cost of all reported accl- 
dents was more than 2-billion dollars. 

Despite safer cars, better trafic con- 
trol and huge programs to build more 
safety into our highways, the toll con 
tinues to mount. 

The situation calls for whatever any 
of us can do to improve it 

As a tire manufacturer, [| know that 
tires can bea matter of life and death, 
in certain emergencics. 

That's why Lasked our engineers and 
research people to apply basic research 
to create a tire that would reduce acci- 
dents and save lives 

The new General Dual-90 is the 
result. 
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I told our engineers... 


Design a Tire 
ith Two Treads 


a tubeless tire so strong and safe it will 
reduce accidents and save lives 


The new General Dual-90 is different from 
any tire anyone has ever seen. It has two 
treads. But it has a great many other differ- 
ences that go far beyond mere appearance. 

The advanced twin-tread design allowed 
our engineers to put 28% more rubber into 
the “shoulder” ribs. With more rubber at 
the shoulders to share the weight of the car, 
stability is greatly improved, especially at 
highway speeds. There is less sway and 
better control on curves. Cornering is safer 


By WILLIAM O’NEIL, President 
The General Tire & Rubber Company 


rubber also gives a smoother ride and im- 
proved mileage. 

The tremendous body strength of the 
Dual-90 is the result of General’s exclusive 
Nygen Cord. This is the strongest cord 
material known and, pound for pound, is 
stronger than steel cables. 

Because of its high-mileage characteris- 
tics—extreme toughness combined with 
elasticity —General’s Hi-Density Rubber, 
as used in the Dual-90 treads, applies a 


road, for quick, safe stops, whenever the 
brakes are applied. 

These are just some of the highlights of 
this entirely new concept of a modern, 
accident-prevention tire. 

The Dual-90 is so advanced and so un- 
usual, I believe you will be interested in 
seeing it. On behalf of The General Tire 
Distributor in your community, [ invite 
you to do so. 


and quiet. The better distribution of more “squeegee”’ type of gripping action to the 


GENERAL DUAL 


A 


NEW CARS gain distinctive beauty. Multi- 
prism sidewalls, with curb scuff-guards, add 


a. 
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permanent beauty to any car. Available at 
your Dealer’s in 14-inch sizes for the new 


cars and in sizes for your present car. 


NO FLATS FROM PUNCTURES. Not merely “punc- 
ture-resistant”, the Dual-90 permanently seals as 


NYGEN CORD is the safest, most indestructible tire 
cord known. Pound for pound, stronger than steel 
cables. Nygen Cord is a General Tire exclusive. 


QUICKER STOPS. When brakes are applied, twin- 
treads “squeegee” instantly. “Windshield wiper” 
action-traction goes to work across entire width of 
both treads, from the extreme edges of the massive 
shoulder ribs. 


it rolls. When the puncturing object is removed, 


no repair is needed. Safer, more convenient, espe- —_ Here, a set of General Nygen Tires lifts a 16-ton 


cially in traffic and at night. truck. 


GOES A LONG WAY 
TO MAKE FRIENDS 
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Correspondent George L. Glaser Writes ... 


Auto Letter from Europe 


RICH, Switzerland. — Coming |15 cents I received a three-course|for ZF also are offered courses 
from Lake Constance, the lake | meal. ms for further improvement. The 
on which Austria, Switzerland and|, My next visit was the newly | girls are given classes in composi- 
Germany border, I found Zurich formed toolmaker apprentice school | tion, shorthand and typing. The 
with many improvements and ae. pig gy ste thorough only thing I did not like so much 
more traffic than ever. Errand boys and girls working | “9S the students getting up and 
Before crossing the border | greeting us in choir-like fashion. 
near the Schaffhausen Rhine 











* * * 
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Falls, where Germany and Switz- | Ignored’ Oil Filters Transmission Research 

erland overlap each other — | Called Costly Neglect | 4 T THE ZF research center, I 

which means six border controls | prTROIT.—Costly and almost “4% noticed a new boat transmission 

with passport inspections within | jjevitable damage to modern au- |in the making; at the electronic | * 

40 minutes — I stopped for a day | tomotive engines. can be avoided |laboratory of this unit I saw| lol ia R d for 1957 

at Germany's largest producer of | by changing oil filters every 5,000 | experiments concerning electronic | Ope ympia Kecord tor —_— 

transmissions and steering appa- miles, according to W. M. Spen- shifting of automatic transmis- | The 1957 Opel Olympia Record offers a new fully synchronized three-speed trans- 

ratus, Zahnrad Fabrik Fried- cer, Dodge service director. sions. One of the test unitS WAS | mission, tubeless tires, new grille, new tail lights and hooded headlights. The trunk 

richshafen. Despite the role oil filters play | concerned with shifting with auto-| j, 10 percent larger and the spare tire has been moved from the center to the side 

ZF is an enterprise of Count| in determining engine life and | matic compensation for the out- | of the compartment. s 

Zeppelin foundation and I have! efficiency, they are probably the | Side temperatures. .- * # bie Om : A : 

had a chance to measure the prog-| “most ignored item in an auto- | In the transmission production | then remove them without a transmission cases are machined. man 

ress of the last two years in| mobile,” he said. Clogged and | plant a number of automated | human command. The difference between other au- cars 

Germany and of ZF. | virtually useless filters, neglected | processes are now installed. I | Another machine, of French | tomations and this one appears to inten 

Social achievements I noticed| long after the 5,000-mile mark | saw the self-feeding gear cutting |°Tigin, grinds the inside hubs of|}. the fact that ZF designed it deale 

especially, such as the large,| has been passed, are the causes | machines, which grab the raw |the gedrs, measures them and/., tot in about three hours they N 

modernistic hall which houses the| of untold numbers of engine | steel rings from a turntable, |4elivers the pieces inspected, ean nen Gree te tte Gn ita 

cafeteria in which all employes are | breakdowns, Spencer said. insert them automatically into | ZF also has a completely auto- sions. The individual tool machines real 

fed at very low prices. For about ' ' the machine, work on them and | mated transfer street on which tn tte fine aes om te separated illw 
from the automatic process and por 
utilized for individual work. More my 
automation has been planned and do f 
since personnel freed can be util- Th 
ized through expansion, no com- erabl 
plaints have been noticed. is du 


* * * 


HIGHER PERFORMANCE ae Turbine for Renault 


OME firms in Europe have 


HIGHER ECONOMY... started to recognize the Euro- 


pean community of nations—Ren- 


4 ault and Daimler-Benz are such. 
FOR MODERN ENGINES ; They invite reporters of all Europe 
when showing something new — 
not only the ones of the home 


. country. 
Renault invited everyone to 
a demonstration of a gas turbine 
in a sports car. This proves that 
they are in the race for this type N 
of car propulsion. tw 
Daimler-Benz, the Mercedes servi 
makers, have announced the start It se 
of a new administration sky- a 
f scraper with 15 floors. The building 









will be air-conditioned. re 

DB, like most German firms, will Phi 

FOR YOU! benefit from the orders which are visio: 
starting to flow out of the rearma- acros 

ment office in Bonn. no ¢ 

a servi 

° than 

Midget Autos Boom a tel 


N SWITZERLAND there seems 

to be a great deal of interest 
in the flood of the German mini- 
cars, those cars smaller than 
Volkswagen. In an effort to pro- 
vide a weather-protected vehicle 
for persons of modest income, a 
number of small cars have 
appeared. 


The class of the very small 
ears starts with the Fiat 600, 
then comes the Lloyd, the BMW- 
Isetta, the Isard of Hans Glass 
in Bavaria, Maico’s Champion, 
Victoria’s Spatz, Professor Hein- 
kel’s small car, soon two types 
by Zuendapp, by NSU and by 
DKW. 

While Fiat and Lloyd are pro- 
duced by car builders, most of the 
others are switch-over products by 
the old-time motorcycle producers. 
They have found that a new age 





Here’s the machine that makes proper tune-up and engine adjustment a snap! has come in which everybody (and 
The right distributor setting is essential to insure peak power and economy especially in these last rainy sum- 
from your customers’ car engines. With the Allen Syncrograph, it’s easy, mers and severe winters) wants 
always correct. You make more profit on every tune-up because it takes so the protection of a motorcar, but 


some at the same time need the 





it 
i 
a 
a 
§ little time... the quality of the job insures volume repeat business, |economy of a motorcycle. 
8 With this equipment, a mechanic can tell at a glance the exact mechanical Perhaps not all of these new 
Available for [ and electrical condition of the ignition distributor. A brilliant indicating arrow: SS a nee dle tee 
§ within a 360° protractor ring shows, with complete accuracy, the firing point good enough, not every firm ite. 
115 and 230 volts— § and automatic advance of each cam lobe. Distributor cam angle is shown on cially strong enough — but this 
i the precision meter calibrated in cam angle degrees. Available with cabinet, as trend needs attention. 
60, 50, and shown, or as a bench model. The September show in Frank- 
i : ; a ‘ oo furt for bikes, motorcycles and 
25 cycles i Like all Allen testing and servicing equipment, the Syncrograph Distributor small cars should show some more 
: Tester features easy, fool-proof operation and rugged, trouble-free performance. and I will report on them. 
See your distributor for the facts on Allen testing and servicing equipment eae 
: ... find out how easy it is to buy these time-saving, money-making machines, Denver Receipts Rise 
DENVER. — Total cash receipts 
t A L L & ing of the Denver motor vehicle de- 
z partment for the first seven months 
of the year are up more than 3 The 
5 ELECTRIC ee ane COMPANY percent for a total of $4,557,683, Traini 
a Canadian Branch: Walkerville, Ontario according to _Maldon V. Adcocok, mode 
Uni-Tuners © Syncrograph Distributor Testers © Regulator-Generator Servicers - eee a tee er ann ternary ~ Z 
¥ ” . ,567, ercent. 
. MANUFACTURERS OF Motor Analyzers ® Spot Welders © Dyna-Chargers ® Uniiron Siow Chargers A cut in truck tax pot oh wnt ac- tades 


counted for most of the decrease. attitu 
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Service Management 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 


Increasing Complexity of Devices Points Up Training Problems ics 


"07 Advances to Push Need for Specialists 


S THE industry nudges into 

new engineering improvements, 
many of which will appear on 1957 
ears and trucks, the need for more 
intensive training of servicemen by 
dealers becomes apparent, 

Not only service officials but 
many dealers are beginning to 
realize that much of the customer 
illwill toward dealers has been 
created not so much by what the 
dealer did to the customer but 
by what the dealer’s shop did not 
do for him. 

They feel strongly that a consid-| 
erable part of this dissatisfaction 
is due to lack of knowledge on the} 


Backshop 


part of many mechanics. They just 
did not know how properly to ad- 
just or repair the new devices that 
appeared on the new cars. 

This year it is indicated that 
servicemen will have to delve into 
realms of hydraulics, pressures and 
temperatures that will be entirely 
new to them. 


* - * 
Retarders Seen 
S AN example, a retarder is 


|ments and repairs, 
| have to recognize when trouble is 


more than likely to appear on| 


one or more automatic transmis- 


that the average serviceman has 
not had to deal with to any great 
extent and that is the creation of 
extremely high temperatures. 

All dealer servicemen working 
on these transmissions will have to 
be thoroughly familiar, not only 
with the units involved in the 
transmission and how to do adjust- 
but they will 


caused by excessive use of the re- 
tarder and what to do about it. 
ad * + 


sions. This device works well and| Wealth of Ideas 


will be acclaimed by buyers. 


It has one element, however, | 


.- + by Jack Weed 





I two dedicated and farsighted 
service executives come into being. 
It seems years ago, but really it) 
was but yesterday, as measured in 
terms of automotive industry 
accomplishment, that Merle St. 
Aubin, of General Motors, and 
Phil Hopkins, of Chrysler, en-| 
visioned a string of training centers | 
across the nation, so spaced that} 
no dealer would be without the 
services of a mechanic for more 
than a day while he was taking 
a refresher course. 

The General Motors program 
has come to full fruition. Merle 
and Paul McDonald, who is 
charged with the operation of the 
centers, have been able to push 
their program along until now 
there are some 30 centers 
located so that 80 percent of all 
GM dealers are within driving 
distance of a training center. 
In other words, in most centers 
fewer than 20 percent of the} 
mechanics that come in for train- 
ing require overnight lodging. 
This means that all the dealer 
has to invest in his mechanics to 
keep them fully informed on the 
latest practices, procedures and en- 
gineering advancements is the 


mechanic’s wages and his earning 


| quately 





* * * 





— 


Key to Proficiency— 


The entrance to the deluxe 


Chrysler 
Training Center gives a hint both to the 
modern design of this structure devoted 
to giving dealers’ employes more knowl- 
edge of their particular jobs in this great 
industry as well as to the corporation's 
attitude toward training programs. 


NOW have seen the dreams of power, while he is away from the 


shop. 


* * * 


Chrysler Unit Opens 


OTH Merle and Phil realized 

fully the many shortcomings of 
trying to train mechanics ade- 
in hotel rooms or some 
dealer’s shop. 

They knew from long experience 
the futility of trying to keep the 
mechanic’s attention during train- 
ing classes when other things were 
happening around them, They knew 
about the loss of efficiency when 
the instructor wasn’t set up with 
the latest tools and could not have 
his students work on assemblies 
that had developed the very trouble 
that the training was to overcome. 

And, too, they realized fully 
that a good sound training job 
could not be done by using their 
field service travelers, regardless 
of how good and thorough they 
might be. They looked ahead 
to when the training work could 
be done by what might be called 
professional teachers who had 
only one job to do, that.of train- 
ing mechanics in the newest and 
most efficient techniques. 

And now Phil is glorying in the 
first center built by Chrysler for 
this purpose. 

The key unit, located on Law- 
rence St., one block off Van Dyke 
Ave. between Ten and Eleven Mile 
roads just north of Detroit, is an 
elaborate affair. Even the impres- 
sion one gets as he enters the 
spacious lobby is more that of 
entering the lobby of a modern 
first-class hotel than the lobby of a 
workshop. And the same impres- 
sion prevails as one tours the 


spacious aisles of both fioors. 
x x * 


Building Is Showplace 


UT as Charlie Jacobson, dealer 
relations vice-president of 
Chrysier, explained, as he and I 
were conducted through the build- 
ing by Phil and Les Piot, who has 
been named director of the Chrys- 
ler Training Center and Chrysler 
Conference of Sales Training, this 
building will serve a dual purpose. 
It will be a shop for the actual 
training of mechanics and sales 
personnel and also a show place 
for the corporation to demonstrate 
in no uncertain terms that Chrysler 
is behind training programs whole- 
heartedly and for the long pull. 


No one is more convinced than 
(Continued on Page 41, Col. 1) 


ie FACT as we look into the 
wealth of new ideas that will be 


_ introduced in one or more 1957 cars 








—developments like new transmis- 
sion controls, torque-bias differen- 
tials, new power steering control 
pumps, glass changes, fuel pumps 
in the gasoline tank, combined disc 
and drum brakes, wasp-type 
frames, new three-speed forward 
automatic transmissions, new dual 
windshield wipers, new applications 
of torsion bars and shocks and re- 
tractable hard tops to name but a 
few—it becomes apparent that in 
most shops the dealer will have to 
develop a crew of specialists. No 
longer will he be safe in sending 
but one man to the schools. 
Technical service trainers and 
executives are beginning to think 
in terms of the dealer shop be- 
coming a series of highly spe- 


cialized departments. They feel 
= x 


White's Mobile School— 





that this must come if the cus- 
tomer is going to be able to get 
the service he is entitled to and 
needs. 

These men know there has been 
a definite swing on the part of a 
great many independent shops 
away from being an “all service to 
all cars” shop toward the owner 
specializing on one type of work 
because he just could not keep up 
with the changes coming so fast. 
The independent shop does not 


have access to training and infor- 
mation that is furnished franchised 
dealers. 

* * * 
Specialized Service 


 peesnd is happening is that these 
shops are going in for spe- 
cialized service. They will develop 
their entire shop as the medium- 
sized dealer shop will develop a 
department. 


They may go in for front end 
(Continued on Page 38, Col. 1) 


House Probers Briefed . . 


Upkeep Cal led Vital 
To Motoring Safety 


oo extremely important part 
that the dealer and the dealer's 
service department plays in the 
role of automotive safety has been 
outlined in a talk given by Myrle 
St. Aubin, director of the service 
section, distribution staff of Gen- 
eral Motors Corp., to the House} 
subcommittee on traffic safety vis-| 
iting the GM Technical Center on | 
their round of Detroit automotive) 
plants. 

He pointed out that regardless 
of how well a car or truck was 
designed and built or how high 


oe 


Shown above is a class held by instructor with White's mobile training unit which in 
effect puts the factory training school on the road. The unit contains two wide Mus- 
tang engines, three truck axles, three truck transmissions along with the latest special 
teols and includes several work benches, said F. L. Snyder, of White's service division. 
lt will be in San Francisco, Los Angeles and Dallas in September and October. 


Makers List Schedules .. . 


Service Schools in Field 





DETROIT. — Here is the sched- 
ule of field service schools for the 
next month — a regular feature of 
the monthly Service Management 
Section of AuTomMoTivE News. 

FOR MAKE SERVICEMEN 

AMERICAN MOTORS — During 
the month of September zone parts 
and service personnel will be con- 
ducting refresher schools with 
dealers on American Motors’ V-8 
engine, Flashaway transmission 
and other phases of product as 
circumstances warrant. 

CADILLAC — Carburetion — 
Dallas, Sept. 17-20. Engine Test & 
Tune-up — Omaha, Sept. 17-20. 


Power Brake — Kansas City, Sept. 
17-19; Milwaukee, Sept. 18-20. 
Power Steering — Denver, Sept. 
17-19. 


GMC TRUCK & COACH DIV. — 
Hydra-Matic — Atlanta, Oct. 1-15; 
Charlotte, N. C., Oct. 8-15; Union, 
N. J., Sept. 24-Oct. 1; Tarrytown, 
N. Y., Oct. 15. Dana Axle — Jack- 
sonville, Fla., Sept. 17. Carburetion 
— Dedham, Mass., Sept. 17; Golden 
Valley, Minn., Sept. 24. Standard 
Power Steering — Dedham Mass., 
Sept. 24. Preventive Maintenance— 
Dedham, Mass., Oct. 1. Diesel — 
Dedham, Mass., Oct. 15; Houston, 


(Continued on Page 40, Col, 1) 


the quality of materials that 
went into its construction, all 
moving parts do wear and if 
dealer service wasn’t there to ad- 
just and replace these worn parts 
any car eventually would become 
unsafe. 

Reference was made to the re- 
sults of the 1956 May safety cam- 
paign which demonstrated that at 
least 195 percent of all cars 
checked were unsafe in one or 
more points and needed service to 
bring them into safe driving condi- 
tion. 


While the talk was given by a 
factory executive in the interest of 
both factory and dealer, it just as 
well could have been given by any 
dealer who does a better than or- 
dinary job of servicing the vehicles 
he sells and who loans cars to pub- 
lic schools for driver training. It 
was that basic. 

* o * 

a” HIS preamble, St. Aubin 

brought out that GM (and the 
rest of the makers in the indus- 
try) recognize that efforts to pro- 
vide safe transportation should 
extend beyond design, engineering 
and construction of vehicles. 

Emphasis was placed on many 

checks made by “quality-control” 
in each factory on important 
safety points to make as certain 
as possible that cars coming off 
the assembly lines are in a safe 
condition. 

Further emphasis was placed on 
the “make ready” checks made by 
dealers to further make certain 
that the car is safe for its new 
owner. Mentioned, too, was the 
extent to which factories go in 
specifying checks as well as in 
printed procedures supplied dealers 
and mechanics to assure, as far as 
possible, that the proper tech- 
niques would be maintained in 
“make ready.” Special emphasis 
was given brakes, head lamps and 
steering. 

Attention of the subcommittee 
also was called to the fact that for 
years automotive vehicle makers 
have published very complete man- 
uals for owners covering essential 
mechanical points and tips on how 
the owner can become a safer 
driver. 

* * - 
HEN the committee was in- 
formed about field training pro- 
grams carried on by various com- 
panies to insure that every dealer 
mechanic is trained to do:the work 
properly and thoroughly. 


Of course, in the case of GM, St. 
(Continued on Page 39, Col. 3) 


New Products 
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New Devices Affect frites ews 


57s to Spur Training Need 


(Continued from Page 37) 





work for instance. The owner and 
his helpers will become experts in| 
power steering, fron 
including types of ornamental 


* * * 


wheel discs in current production,| Time Is Short 


front end designs, shock absorber | 
design and placement and frame) 
construction. 

He will be a frame straight- 
ener, a wheel balancer, front-end 
aligner and steering specialist. 

Already we have seen the swing 
to shops that specialize on auto- 
matic transmissions alone and not 
only do a good business but build) 
a reputation for doing good work. 
The same is true of the electrical | 
shops. 

It may not be necessary even in| 
the larger dealer shops for the) 
dealer to have a separate specialist | 
on each assembly but he certainly 
will have to have more men trained 
on two or three related subjects. 

= = + 


Training Needed 


SMALLER dealer will have to 

get men trained on more sub- 
jects and may find that, in propor- 
tion to the amount of service work, 
his training expense may be some- 
what higher. 

But it is believed that it is going 
to be necessary even this year to 
have more trained men on more 
new things than for a number of 
years past. 

In the offing are such things as 
solid fuel injection, new types of 
air conditioning and trends toward 
a central hydraulic system that 
will be more compact and no doubt 
cost much less which in turn will 
mean that their use will be much 
more widespread. 

Then there are developments in 
greased-for-life ball stud bearings, 
plastic fabric bearings and other 
forms of bearing application that 
will tend to minimize the impor- 
tance of the lubrication depart-| 
ment as it now is in the average 
dealer’s shop. 

Along with the need for greater 
and more intensive training is a 

phase of car maintenance in 
which some factories have not 
kept pace, especially in the early 
weeks or months of new model 
introduction, and that is in the 
realm of parts availability. 

It doesn’t do any good for a 
dealer to have trained men and 
have his shop equipped with the 
latest in tools and testers if he can- 
not get the parts to put the new 
owner's car back on the road as it} 
should run. 





| 


> * > 


Tool Packs Normal 


te all the new things that 
are supposed to appear on the 
1957 models it is indicated that spe- 
cial tool packages will be less than) 
normal or about normal in most) 
instances. 

In one or two factories, where 
there have been major changes, 
the tool package this year may 
be a little more than what has 
been considered normal but much 
less than what used to be more 
or less common 10 or more years | 
ago. | 

Current training programs trend| 
toward using actual assemblies that | 
have developed faults that instruc-| 
tors are most anxious to have the) 
servicemen well grounded on. This! 
particularly can be done in service 
training centers designed and used | 
only for this purpose. 

One phase of training that many| 
dealers overlook is that it is more | 
important for a serviceman to 
know the car more thoroughly 
than it is for salesmen or any other 
employe. 

This is particularly true in 
these days when new designs and | 
improvements are finalized as late | 
as they have been. Factory serv- 

ice men rarely have sufficient | 
time between the finalizing of a 
new assembly and its introduc- 
tion to produce all the manual 
information that the mechanic 
needs to do a proper job of 
service. 
Sometimes this time element is 


Cooper Buys Timmerman | 
Lynn W. Cooper sr., Clinton, S. 
C., has purchased Timmerman | 
Motor Co. (Oldsmobile) there. 
Name of the firm has been changed | 
to Palmetto Oldsmobile Co. | 





N THESE instances, too, the fac- 
tory service crews haven’t had 


Dealer Parts Sales 
Skyrocket in Canada 


OTTAWA, — Dealers’ sales of 
automotive parts and accessories 
at the wholesale level are con- 
tinuing to rise, according to the 
Canadian Government, 

Dealers’ sales jumped to an 
estimated $78,853,000 in June from 
$32,276,000 in June, 1955, for a 
gain of 144.3 percent. In the first 
half of 1956, such sales totalled 
$331,274,000, compared with $162,- 
228,000 in this period of 1955, for 
a gain of 104.2 percent. 





cut so short that a month or more| sufficient time to know what will 
elapses before this information can | 
be sent to the field even in a brief 
t wheel design | and elementary state. 


| be apt to cause the most and earli- 
est trouble. 


As a result it is of greatest im-| 


portance that the dealer and serv- 
icemen to send to the factory as 
much product information on the 
new models as possible, especially | 
as to operating difficulties. 

And all early training atten- 
tion can no longer be given on 


the production car alone, so 
man new power accessories 
have been added that it is 


| equally important for the dealer 


to get at least one man into the 
first training classes so that his 
shop, at least, will know what to 
do if any of these accessories do 
not work right. 


Many times a car is blamed for} 
accessory faults that never is put! 


on as standard equipment. 


Then, in the phase of glass, there 
is a whole new field in which the 
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“Have we got a service depart- 
ment?! Boy, have we got a serv- 
| tce department—!! Hey, Joe, 
show us where we got a service 
department, huh?” 





| servicemen will have to become 
| well grounded. 
* * * 


| Tempered Glass 


_ instance with tempered glass 
scheduled to appear in doors 








and side windows on some cars, 
considerable trouble can be experi- 
enced from causes which would not 
give the same effect with either 
straight or safety glass. 

While it is claimed that the new 
tempered glass is much stronger 
against most impacts than straight 
glass and will not crack as easily 
as safety glass, it is subject to shat- 
tering with a pin-point blow. 

Thus, a tempered glass in a 
door where a screw head or nib 
on a channel works through the 
felt retainer the slamming of a 
door could shatter the entire 
glass. 

Unless the serviceman knows of 
this characteristic and knows 
where to look for the trouble such 
an instance could cause not only 
considerable trouble for the shop 
and the owner but result in higher 
than ordinary warranty and policy 
adjustments. 

Dealers who wish to preserve 
customer goodwill and build an 
early reputation for their new cars 
should not be lax in seeing that 
their servicemen are _ thoroughly 
grounded in the new features that 
will appear with the new models. 
Early instruction may save many a 
headache and customer, 


Gives you complete — of cars with overhead-valve 


V-8 engines. 


Chevrolet Chrysler 


=—2 82 222 & 


De Soto 


Seeeeaeahen aes 


Your biggest volume for top spark plug profits is in 
overhead-valve engines. The new 18 mm. BRF82 fits 
all 1955-56 Ford 6’s and 8’s and all 1955-56 Mercurys 
and Lincolns. You need only 8 numbers of Auto-Lite 
Resistor Spark Plugs with Power Tip for complete 
coverage of the big overhead-valve V-8 passenger car 
market, as well as the market for most cars with over- 
head-valve 6-cylinder engines. Your customers get top 
satisfaction from Power Tip’s better performance and 


economy at all speeds. 


Power Tip was tested and proved in the laboratory 
and in road tests on 17 makes of cars. Many hours 
and thousands of miles in heavy stop-and-go traffic 


Packard Plymouth 


Pontiac Studebaker 


and at turnpike speed limits proved the outstanding 
performance of Power Tip at all speeds. Original equip- 
ment on all new Chrysler, Imperial, De Soto, Dodge 
and Plymouth V-8’s, Power Tip already offers you a 


giant replacement market. 


Stock up on Power Tip now. Be sure you have plenty of 
Auto-Lite Resistor Spark Plugs with Power Tip, in both 
the 14 and 18 mm. sizes. Serve your customers with 
the only spark plug ignition-engineered for today’s 
engines and today’s driving—Auto-Lite Resistor Spark 
Plug with Power Tip. Order from your wholesaler today! 


THE ELECTRIC AUTO-LITE COMPANY 


TOLEDO 1, OHIO 
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Trevellyan Opens New Facilities— 

. J. E. Trevellyan, right, president, Trevellyan Oldsmobile Co., San Diego, is con- 
, gratulated by S. B. Hoffman, left, Oldsmobile Los Angeles assistant zone manager, 
: and E. J. Bigley, Pacific regional manager, upon the opening of his new facilities. The | 
: two-level dealership features a three-sided, picture-window display floor, and a parts 
1 and service department containing 23,000 square feet. Trevellyan formerly operated 


and Missouri. 


GM dealerships in lowa 
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| safety assemblies. 


House Probers Briefed .. . 
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Upkeep Called Vital 
To Motoring Safety 


(Continued from Page 37) 


Aubin emphasized the importance| 
of the 30 service training centers | 
now operated by the corporation to| 
do this training work. 

The committee was told that 
factories furnished this training 
to dealer mechanics at no cost 
to the dealer except the cost he 
may incur in sending personnel 
to instruction classes. 

In St. Aubin’s presentation of 
this phase of training activity, 
slides were used to illustrate typ- 
ical training classes on_ several 


Then the field of “on-the-job” 
mechanic training was explained 
and illustrated with views of train- 
ing sessions in dealer shops to- 
gether with a picture of the vari- 
ous pieces of training literature 
that are furnished dealer mechan- 





ics, not only for reference in actual 
repair work but to keep them con- 
stantly advised of the newest and 


most efficient methods of doing in-| 
dividual service work. 


7 


T WAS pointed out that in 1955 
over 6,000 Chevrolet dealers re- 


+ 


| ceived a total of more than 92,000 


meeting kits for this training. 
Then it was pointed out to the 

committee that GM and its dealers 

take an active part in the vehicle 


safety check program carried out| 
Inter-Industry | 


each May by the 
Highway Safety Committee. 

A well-deserved pat on the back 
was given GM dealers for their 
participation in this effort. It was 
claimed that of the 13,000 who par- 
ticipated in the last program ap- 
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RESISTOR SPARK PLUG WITH 




































































POWER TIP GIVES UP TO 5 ADDITIONAL 


TYPE SPARK PLUGS! 


5 additional 


under identical conditions 


tion of combustion. 


speeds to prevent fouling, 


driving conditions. 










ORDER FROM YOUR 
WHOLESALER TODAY? 


HORSEPOWER COMPARED TO NEW STANDARD 


Dynamometer tests ‘prove 
that Power Tip gives up to 
horsepower 
compared to NEW stand- 


ard t spark plugs op- 
seaten in the same engine 
Gain in horsepower is due 


to protruding tip that pro- 
vides more effective initia- 


In addition, the Auto-Lite 
Resistor Spark Plug with 
Power Tip is hotter at low 


and cooler at high speeds 
tocheck pre-ignition. Power 
Tip is the only spark plug 
ignition-engineered for to- 
day’s engines and today’s 
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proximately 10,000 were GM 
dealers. 

A review was made of posters, 
banners and other promotional 
pieces furnished dealers to iden- 
tify the dealer as participating 
and to encourage as much of the 
driving public as possible to avail 
themselves of the Safety Check 
program. 

Additional 


efforts to reach own- 


|}ers of motor vehicles by mailing 


pieces, service promotional pro- 
grams and “followup” cards were 


| given a good display in the talk. 


St. 


71% 


Aubin said that more than 
million direct mail pieces were 


|sent to owners of GM cars and 


trucks during the past year. 

In addition to these mailings, 
owner magazines carrying service 
maintenance messages were sent to 
more than 45 million owners, Thus 


| total mailings urging proper main- 


|tenance of GM vehicles reached 
more than 116 million pieces. 
* * * 





T ALSO was pointed out that GM 

automotive divisions recognize 
their responsibility in the area of 
used-cars and used-trucks. All divi- 
sions have established procedures 
for used-vehicle reconditioning by 
dealers in order that they may be 
sold in safe operating condition. 

One of the 16 Chevrolet mobile 
units was shown which, equipped 
with tools and accompanied by 
instructors visit dealerships to 
conduct used-vehicle recondition- 
ing classes. It was explained that 
these usually are of four days 
duration with classes limited to 
four men. 

St. Aubin wound up his talk with 
a thought that every dealer should 
always keep in his mind: “We are 
confident that our twin programs 
of education—safety maintenance 
education of the driver and me- 
chanical training of our dealer 
service personnel--will result in an 
improved safety record for all 
drivers of GM cars.” 


Mufflers Tested 
For Noise Rate 
At Calif. Station 


RICHMOND, Calif._-Willingness 
of muffler manufacturers to take 
part in noise tests showed their 
desire to cooperate with law en- 
forcement agencies, according to 
the University of California engi- 
neering field station here which 
conducted the tests. 

Aftermarket mufflers were tested 
against stock mufflers to deter- 
mine, the station said, whether 
aftermarket mufflers emitted a 
greater sound than 78 decibels. 

The station said the aftermarket 
mufflers produced very little more 
sound than original equipment muf- 
flers. In no instance did they ex- 
ceed 78 decibels, the station said. 

The National Automotive Muf- 
fler Assn. has indicated that it is 
prepared to introduce a uniform 
muffier code in all the 48 states. 

This will standardize muffler laws 


in the U. S., if adopted, and end 
the chaos which the association 
said now results from existing 


varied and contradictory laws. 


Passaic (N. J.) Police 
Design Unique Cruiser 

NEW YORK. A specially de- 
signed police car, classified as an 
accident-prevention and safety-con- 
trol vehicle in the service of Pas- 
saic, N. J., contains several innova- 
tions. The car, called the Voice of 
Safety, has 110-volt generators, 
emergency lights, four loudspeakers 
for accident prevention, a tape re- 
corder for on-the-scenes testimony 
and, interestingly, an unusual set of 
seat covers. 

To protect the car’s interior from 
the constant abrasion of emergency 
equipment, the Passaic police con- 
sulted W. B. Gavitt, manager of the 
Passaic division of Howard Zink 
Corp., who recommended a three- 
dimensional saran fabric, Lum-Puf. 

Police Chief Edward Boyko re- 
ports that 11 months and 8,000 miles 
later, under exposure to police and 
fire lines, and police equipment such 
as pistols, heavy belts, billies, and 
the like, the seat covers are unim- 
paired. 


Reo Builds in Dallas 


DALLAS. Reo Motors, Inc., is 
building a new sales and service 
building here. It will be of brick, 
concrete and plate glass construc- 
tion and will have 24,000 square 
feet of floor space. 
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Service Schools in Field 


(Continued from Page 37) 
Tex., Sept. 24-Oct. 1; Shawnee, Kan.,; Range Axle, Spicer Axle — Golden 


Oct. 8-15; Tigard, Ore., Oct. 8-15. 
New Process Transmission—Golden 
Valley, Minn., Oct. 8; Tigard, Ore., 
Sept. 17-24; Jacksonville, Fla., Sept. 
17; Omaha, Sept. 24; Pittsburgh, 
Oct. 1; Charlotte, N. C., Sept. 17. 





| Sept. 17-Oct. 15, for both zone and | 


V-8 Engine Tune-Up — Pittsburgh, | 


Sept. 24; Golden Valley, Minn., Sept. 
24. In Line Power Steering — 


| 


Omaha, Neb., Sept. 24; Pittsburgh, | 


Oct. 1: Golden Valley., Minn., Oct. 
8: Hinsdale, Ill., Sept. 24; Union, 
N. J., Sept. 17: Tarrytown, N. Y., 
Sept. 17. Service Management — 
Omaha, Sept. 24; Houston, Oct. 8- 
15; Golden Valley, Minn., Oct. 15. 
Diesel Tune-Up — Detroit, Sept. 24; 
Jacksonville, Fla., Sept. 17; Omaha, 
Sept. 24; Clarence, N. Y., Oct. 15; 


Tigard, Ore., Sept. 17-24. Spicer & | 


Timken Wide Range Axle—Omaha, 
Sept. 24. Stromburg and Holley 


Valley, Minn., Oct. 8, 
STUDEBAKER - PACKARD 

Classes in carburetion and auto- | 

matic transmission will be held | 


dealer personnel, Contact zone serv- 
ice managers for dates and loca- 





tion of schools. 

UNITED MOTORS SERVICE— 
Classes are held continuously at 30 
United Motors classrooms at Gen- 
eral Motors training centers) 
throughout the country. Contact| 
the United Motors service distribu- | 
tor for training center locations | 
and classroom schedules. Instruc- | 
tion in factory approved service 
methods, using the latest equip- 
ment, is available in (1) automotive 
electricity (Delco-Remy), (2) car- 
buretion (Rochester), (3) elec- 


Carb. — Pittsburgh, Sept. 24. Wide | tronics (Delco auto radio and guide 








autronic-eye), (4) transmission 
(Hydramatic). 

WHITE — Mobile training unit, 
equipped to set up a class in any 
service shop, will visit San Fran- 
cisco (590 Brannan St., see R. D. 
Schmitt) on Sept. 17-20; Los 
Angeles (400 E. Washington Blvd., 
see H. Greve) on Sept. 25-28, and 
Dallas (2000 S, Ervay St., see C. C. 
Lagadinos) on Oct, 15-18. 

FOR ALL SERVICEMEN 


ALLEN ELECTRIC & EQUIP- 
MENT CO., Kalamazoo, Mich. — 
Allen Power-Tune course is being 
conducted throughout the U. S, and 
Canada by Allen wholesalers and } 
authorized field stations. Additional A 
information can be obtained by| 
writing directly to Allen Electric, | 
2101 N. Pitcher St., Kalamazoo, | 
Mich. 

AMMCO TOOLS, INC., North 
Chicago —- Instruction on engine 


repair and brake service. No set : : : 
schedule but three to five-day | Straightening. New classes will 


classes started when needed. No| begin Sept. 24 and Oct. 8. Write 
instruction charge. Contact Rich- | Mrs. Mildred T. Clark, registrar, 
ard D. Stevenson, Ammco Tools, | 2103 5th Ave., Rock Island, IIl. 

Inc., 2128 Commonwealth Ave., BINKS MFG. CO., Chicago, Ill.— 


a 
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“Does Circle Motors give a 


square deal?” 








North Chicago, Il. |Classes are held for a period of 
BEAR MFG. CO., Rock Island,|one week once a month, Anyone 
Il., — Classes cover training in| interested in spray painting and 


alignment, balancing, and frame|spray painting equipment may 


“I’m sorry — we’re doing our best. 


We just don’t have enough mechanics 


to finish your job today.” 


can help you beat 


the mechanic shortage 


No miracles — no magic formula for get- 
ting more mechanics in your shop — but 
the Snap-on man can help your present 
mechanics finish more jobs each day. How? 
By furnishing each mechanic with all the 
latest and best timesaving tools he needs to 
service today’s modern cars and trucks and 


buses. 


It’s a fact. Your Snap-on man can fur- 
nish the latest ignition, brake and automo- 





SNAP-ON TOOLS CORPORATION 


tive transmission tools that can do a job 
in much less time than it would take with 
outmoded equipment. Snap-on tools pay for 
themselves over and over — and they mean 
more money for both the shop and the me- 
chanic. 


Here’s more good news. With Snap-on’s 
easy payment plan, your men can equip 
themselves completely, now . . . it will pay 
you to encourage them to do so. In addi- 
tion, you can get needed shop equipment 
the same way. Ask your Snap-on man 
for details the next time he calls. 








8082-1 28th Avenue ® Kenosha, Wisconsin 


*Snap-on is the trademark of Snap-on Tools Corporation. 





attend. Next class will be held 
Oct. 1-5. No tuition. Contact W. 
Beachan, instructor. 


CARTER CARBURETOR CORP., 
St. Louis — Classes are limited to 
a maximum of 12 men, and stu- 
dents must stay for the full three- 
week training period. All applicants 
must be regularly employed by an 
authorized Carter service outlet, 
Next classes start Sept. 24, Oct. 1, 
8, 15. 

DEVILBISS CO., Toledo — One- 
week classes of limited size cover- 
ing theory, maintenance and serv- 
icing of spray painting equipment. 
A course in automotive refinishing 
and preventive maintenance starts 
Oct. 1. The subject of spray paint- 
|ing is broken down into four cate- 
gories, industrial, auto refinishing, 
automotive jobber, portable equip- 
ment jobber. No instruction charge. 
Applications may be obtained by 
writing DeVilbiss Co., 300 Phillips 
Ave., Toledo 1, O. 

ELECTRIC AUTO-LITE, Toledo 
— Courses open to anyone in the 
automotive trade. No fee for tui- 
tion or materials. Students learn 
| basic information and funda- 
|mentals of electricity, magnetism 
;and testing equipment; the battery 
jas related to electrical system; 
component parts of electrical sys- 
|tem, circuit by circuit, and wiring. 
Next class, Oct. 8-26. Write William 
|B. Selb or H. M. Riddle, instructor 
|}in charge, 511 Hamilton St., Toledo. 

INLAND MFG, CO., Omaha - 
Classes start each Monday morning. 
Time required to complete course 
varies from one to two weeks. No 
tuition if equipment is purchased 
— $100 otherwise. Course teaches: 
|All aspects radiator cleaning, 
repairing and recoring; use and 
| maintenance of equipment; funda- 
mentals of merchandising, adver- 
|tising and pricing. Write J. V. 
| Grasso, 1108 Jackson St., Omaha, 
| for reservation or further informa- 
| tion. 

RAYBESTOS DIV., Bridgeport, 
| Conn. — Complete five-day courses 
|extending from 8 a.m, Monday to 
5 p.m. Friday are to be held in the 
| Raybestos brake service school and 
| work shop located in Stratford, 
|Conn. First course will be held 
| the week of Oct. 8, second the 
week of Oct. 15. Training covering 
|all phases of brake service work, 
|including major and minor adjust- 
ments and complete brake over- 
hauls on all types of brake systems, 
| will be given. Personal instruction 
|}is augmented by a color, sound 
motion picture for a well-integrated 
training program. Write J. Kane 
for further information. Courses 
| will be conducted by A, D’Andrea. 


STEWART WARNER (Alemite 
Div.) — School is for the training 
of Alemite Depot servicemen and 
is held in factory service training 
school at 1826 W. Diversey Park- 
way, Chicago. Depots represented 
are from all distributors’ territories 
throughout U. S. Normal classes 
include a maximum of 14 trainees. 
Next class Oct. 8-12. 


SUN ELECTRIC CORP.—Classes 
in service merchandising, Sept. 24- 
28; test equipment operation, Oct. 
1-5; principles of electrical testing, 
Oct. 8-12. Classes will be held at 
Chicago technical training center. 
Instructors will be G. A. Lane, R. 
C. Heidrich, A. E, Evenson, and G. 
A, Buhr. 

THERMOID CO., Trenton, N. J. 

No definite school schedule. 
Classes are held whenever there 
is a demand from students for 
brake service information, and are 
held by J. A. McLaine in the Ther- 
moid engineering dept. test garage. 
There is no tuition, but students 
are expected to pay own living 
expenses. Session takes approxi- 
mately five days. Text book 
furnished to students at no charge. 














Chemical Group Offers 
Brake-Fluid Survey 


NEW YORK. — A nationwide 
summary of state regulations per- 
taining to brake fluids has been 
compiled by the Chemical 
Specialties Manufacturers’ Assn. 
It also includes a list of state 
enforcement officials. 


The summary consists of 36 
Pages, 8% by 11 inches, in a 
three-ring binder. It is available 
for $3.50 plus postage from 
Chemical Specialities Manufac- 
turers’ Assn., 50 E. 4ist, New 
York 17, N. Y. 
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(Continued from Page 37) 


Jacobson that much ot the suc- 
cess of some companies can be 
laid directly to the fact that they 
were better able to provide 
dealers’ employes with more in- 
formation and vital “know how” 
than their competitors. 

Charlie also is keenly aware of 
the lasting value of first impres- 
sions. He knows that if Chrysler 
had been content to build a plain, 
efficient workshop for training it 
would not have had the effect on| 
either dealers or Chrysler’s own 
people that this pretentious build- | 
ing will have. 

Then, too, the building will be 
the fountainhead of many training 
activities that are not now in the 
curriculum of other training pro- 
grams. 

These include dealership manage- 
ment conference, retail sales mana- 
gers conference, business and| 
financial management, used-car 
merchandising and management, 
service merchandising and manage- 
ment, parts merchandising and 
management, retail automotive 
accounting, effective public speak- 
ing and the science of effective sell- 
ing. 


* * * 


More Centers Planned 


._ the new building and its 
training facilities will be not 
only of benefit, but available, to| 
the entire dealer body. 

And it is but the start of what 
is expected to be a string of 
similar structures placed strategi- | 
cally to be of greatest value to the | 
greatest number of dealers. Of | 
course, it is not planned that the | 
buildings located in the field will be | 
other than plain, efficient training | 
centers, long on facility but perhaps | 
lacking some of the glamour of the 
home plant. 

The first-floor layout provides 
separate class-rooms for each 
division of Chrysler, separate 
classrooms for trucks and for 
export and a utility classroom 
equipped with everything needed, 
including a dynamometer and 
front-end aligning pit that any 
division can use on occasion. | 

There is a large auditorium that} 

can be split into two fairly large | 
rooms by a movable partition. The | 
auditorium has a full-size stage. | 
There’s also a room for flat-rate | 
study and a conference room, 

While no sleeping quarters are 
maintained at this center, there is| 
a large cafeteria and a hotel-size— | 
and hotel-appearance—kitchen. And | 
I can vouch for the fact that the} 
food that comes out of that facility | 
is equal to that one can obtain} 
in few like spots. 

* 





* * 
Comfort and Efficiency 
aA of the first-floor training | 
rooms is so situated that it 
opens up on a paved ramp that 
runs around three sides of the 
building so that vehicles can be 
driven into the classrooms at} 
ground level. Even the vehicle body 
classroom with its modern spray 
booth is equipped to work on the 
largest car or truck. 

In addition to 10 training 
rooms, a large library, two large 
conference rooms and a projec- 
tion room on the second floor, 


Pacific Show 


Gaining Backers 


LOS ANGELES. — The response 
from automotive wholesalers asked 
to sponsor the 1957 Pacific Auto- 
motive Show has been encouraging, 
according to the exposition com- 
mittee. 

The 1957 event will be the ninth 
annual Pacific show. It will be held 
March 7-10 in the Civic Audito- 
rium, Seattle. Eight western 
Booster clubs are cooperating and 
national associations have planned 
preshow sessions, the committee 
said. 

The show is open to wholesalers 
in Arizona, California, Colorado, 
Idaho, Montana, Nevada, New 
Mexico, Oregon, Utah, Washington, 
Wyoming, Alaska, Canada, Hawaii 
and Mexico. Only sponsors from 
those areas will be eligible for 
entry during closed hours of the 
show. 








| ing 


there are offices for the directors 
and instructors as well as a large 
general office and art file room. 
Twenty small offices are provided 
for the training personnel as well 
as an office for the building man- 
ager. 

Thirty-one motels within a radius 
of a few miles provide adequate 
housing for those students who will 
be in training more than one day 
and a large parking lot is provided 
for those who drive their own cars. 


The entire 84,500-square-foot build- | 


is air conditioned, walls are 
soundproofed and most ceilings are 
of sound deadening material as 
well. 


greatest amount of comfort possi- 
ble. 

So now Chrysler is marching 
ahead in its long range program 
bent on providing its dealers and 


their employes with the data, the | 


training and the instruction that 
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Even the chairs were} 
designed to give the student the | 





|He has a recess die cut 


will keep them in a profitable oper- 
ation. 
+ * + 


‘Necessity Is the...” 


A FRIEND sent me a clipping 
from the Providence Journal 
the other day with a story headed, 
“Doesn’t Fly but Works Like a 
Charm.” It told of a guy who dur- 
ing World War II needed a die 
cutting press and proceeded to 
make one using a Chrysler engine, 
a Ford rear end and a Cadillac 
flywheel. Fram bought the plant 
in which the first one was installed 
and it has been working in the 
Fram Pawtucket plant ever since. 

The story went on to say that 
Fram has models one and two 
and both are working. The third 
one still is sitting in the inven- 
tor’s shop. 

Ben Audette who makes license 
plate frames out on the West Coast 
has come up with a new and much 
less costly version of the frame 
that incorporates the dealer’s name. 
in the 
bottom of the frame and has 
developed a plastic band carrying 
the dealers name that will 
fit in the recess. 

Thus, he has to make only one 
die for the frame and the cost 








just | 
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Underwriters Tour Mack Plant— 


Underwriters, representing 36 New York investment houses, look on as a truck 
chassis begins to take shape on the assembly line at the Mack Allentown (Pa.) plant 
during a one-day tour of Mack facilities. The Underwriters also toured Mack facilities 
at Plainfield and Somerville, N. J. 


frames from stock and has to carry 
sufficient embossed strips to cover 
his needs, 


of producing the dealer’s name on 
the embossed strip is much less. 
The dealer can obtain the standard 
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Where performance counts most 


GIVE THEM Fm QUALITY! 


Whether your customer is plowing fields, matching wits with traffic 
lights or working a truck for profit, he’s interested in top performance! 
Longer engine bearing life means dollars saved. Give your customers 
Fm quality in replacement engine bearings. Federal-Mogul 
engine bearings have led the field in quality and sales for 


more than 30 years! 


FEDERAL-MOGUL SERVICE 


Division of Federal-Mogul-Bower Bearings, Inc. 


RESEARCH e 


DESIGN e 


METALLURGY 








© PRECISION MANUFACTURING ee SERVICE 
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Service Briefs 





SACRAMENTO, Calif. — The 
average automobile owner’s habit 
of delaying service on his car costs 
him hard-earned dollars, reduces 
ear value and increases possibility 
of accident damage. 

These conclusions are drawn 
from the experiences of E, W. 
Scammon who, as chief of the 
Automotive Management Section of 
California’s Department of 
Finance, directs operations of a 
large preventive maintenance pro- 
gram. 

It covers 16,000 vehicles, includ- 
here. Since inception, Scammon 
said, not one accident involving 
cars has been traced to mechanical 
failure. Here’s what the program 
has done for California and its 
taxpayers. 

Number of cars required has 
dropped from about 1,120 under in- 
dividual agency operation, to 700; 
per mile costs reduced to 4.75 
cents; expensive major overhauls 
















have been all but eliminated, and 
used cars sell (at 100,000 miles) for 
as much as $200 over wholesale 
book value, at dealer auctions. 

od * * 


Wholesalers Organize 


BURLINGTON, Vt..— (UTPS)— 
A new trade organization, Automo- 
tive Wholesalers of Vermont, has 
been formed here. Chairman is G. 
Norman Herberg, vice-president and 
sales manager, Herberg Auto Serv- 
ice, Inc., Burlington. 

+ * + 


|Engine Rebuilders Offer 


ing a 700-unit passenger car pool | 


Revised Shop Catalog 


INDIANAPOLIS. — The Auto- 
motive Engine Rebuilders Assn. 
has revised its machine shop cata- 
log “Custom Machining Enables 
You to Offer Complete Engine 
Service.” 


It first was introduced at the 


| convention of five years ago, ac- 
|cording to R. G. Patterson, execu- 
tive vice-president of the group. 
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Flow Tests Prove ARO Superiority! 
The AL-207 ren by hast outper- 


forms—as shown 
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| Data includes changing compres- 


sion ratios, engine specifications, 
valve lift dimension, crankshaft 
listing by forging number and car 
model and how to grind V-8 over- 


| head valve cylinder heads. 


* * * 


Canadian Bureau Admits 


|Error in Parts Statistics 


OTTAWA, — In answer to an 
inquiry from the Canadian Au- 
tomotive Wholesalers’ and Man- 
ufacturers Assn., the Dominion 
Bureau of Statistics has admitted 
that its figures on automotive 
parts and accessories sales are 
incorrect, 

The bureau said the figures 
would be revised. It had reported 
parts and accessories sales by 
wholesalers in the first six 
months as 104.2 percent ahead of 
1955. The trade group objected, 
declaring that while sales are up, 
“such high percentages hardly 


seem feasible.” 
ok * * 


Canadian Jobber Group 
Tells of Member Services 


OTTAWA. — The Canadian Au-| 
tomotive Wholesalers’ & Manufac- | 
turers’ Assn. has published a} 







‘THE ARO 








warrants the AL-207 Air 





purchase. 


This is the Lube Pump that does such a remarkable 
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“10,000 LUBE JOB’ WARRANTY 


The Aro Equipment Corporation 


be free from defects in workmanship 
and material for 10,000 lube jobs or 
for a period of thirty-six months, 
whichever occurs first, from date of 


We warrant the remainder of our 
lubricating equipment, including 
hose, against defects in workman- 
ship and material for a period of 
twelve months from date of purchase. 
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pamphlet describing services avail- | 
able to members. 

CAWMA is recognized as the as- 
sociation representing the Canadian 
| automotive aftermarket industry. 

* * + 


Grover Mfg. Announces 
‘National Sales Setup 


Mfg. Co, has announced that its 
line of automotive lubrication | 





nationally. The jobber force was set | 
|up by Lyle C. Randles jr., sales | 
manager, 
, tour. 

Randles said many jobbers told 
| him they could not push lubrication 
equipment profitably because they 
|were in competition with their | 
| suppliers who sold direct to oil| 
| companies. 
Grover does not sell directly to oil 
exe 


* * & 
Opinion Sought by MEWA 


|On Tie to Local Groups 

| CHICAGO. — The Motor & 
Equipment Wholesalers Assn. has 
mailed questionnaires to determine 
ways and means of “better coordi- 





AL-207 
LUBE PUMP 


Performance of this new 
Pump is so outstanding, 
ARO backs the AL-207 
Air Motor with an ex- 
clusive 3 Year Warranty! 
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job—in extreme heat or frigid cold. It’s one of 
many trend-setting features in the great new Aro- 


lube line that’s sweeping ahead 


in popularity every- 


where! See your Automotive Wholesaler now for 


full details. 





Also.. 
Products . 


THE ARO EQUIPMENT CORPORATION 
Bryan and Cleveland, Ohio 
Aro of California, 3141 S. Grand Ave, Los Angeles 7 
Aro Equipment’of Canada, Ltd., Toronto 15, Ontario 
Offices in All Principal Cities 


LUBE EQUIPMENT 


. Air Tools . . 
. - Grease Fittings 


. Aircraft 


SAN GABRIEL, Calif. — Grover 
equipment now is represented | | 


ri cross- -countr paki 
during a Y | associations for wholesalers. They 


He emphasized that) 


nation of its activities with local, 
| state and regional associations.’ 
The study was undertaker, 
MEWA noted, in “this era of mer- 
ger discussions. ” MEWA also com 
mented that other industries in th 
| cuuntry have effectively organize 
/on a national-to-local level basis.’ 
The questionnaire, MEWA said, 
indicates both advantages and dis- 
| advantages in such a program. 
“Obviously,” said MEWA, in an- 
|} nouncing the study, “there is a 
| place for both local and national 





have a natural affinity with one 
another.” 

The study, MEWA said, is to de- 
termine whether a formal tie-in 
|with local, state and regional 
groups may be preferable to 
MEWA’s current policy of infor- 
mal cooperation. 

* * * 


Brake-Lock Company 


‘Formed by Marino 


MANKATO, Minn. — Mark L. 
Marino has formed Autostop, Inc., 
here. The company’s principal prod- 
uct will be a hy- 
draulic brake lock 
to be marketed 
under the name 
of Autostop. 

The device, for- 
merly manufac- 
tured and dis- 
tributed by the 











hydraulic brake 
division, Wico 
Electric Co., West 
Springfield, Mass., , 
is mounted on the M. L. Marino 
shift lever and is said to apply 
holding power without interfering 
with the vehicle’s braking system. 
Marino formerly was sales manager 
for the industrial division of Minne- 
sota Automotive, Inc. 

* . ” 


Salsbury Expands 


LOS ANGELES.—Because of the 
recent price cut on the Salsbury 
Cam-Lok Tiremaster and the re- 
sultant increased demand for the 
tire-changer, Salsbury Corp. has 
doubled its production space by 
leasing an adjoining building. 

* * 


Power Steering Chart 


DETROIT. — Chrysler’s Mopar 
division is offering a 35-by-45- 
inch reference wall chart for 
servicing the power steering units 
of all the corporation’s vehicle 
divisions. It is designated Chart 
D-15180 and is available from the 
sales department, Chrysler Corp. 
Parts Division, Box 1718, Detroit 
31. 


> + > 


Chek-Chart Publishes 


Tractor Lube Guide 

CHICAGO. — Chek-Chart Corp. 
has announced the publication of 
the eighth edition of its Farm 
Tractor Lubrication Guide. 

Incorporated in the ninety-six 
pages, Chek-Chart said, are eighty- 
eight tractor lubrication charts, the 
rules for safe tractor operation and 
five pages of special instructions 
providing illustrated service pro- 
cedures. 

- 


Goodrich Completes Move 


Of L. A. Distribution Center 


LOS ANGELES. — B. F. Good- 
rich Co.’s new distribution center 
here has opened at 3525 Garfield 
Ave. 

L. T. Greiner, Pacific zone man- 
ager of the company’s replacement 
tire sales division, said the move 
is a step in the company’s master 
distribution program, aimed to 
speed customer service through 
more efficient warehousing facil- 
ities. 


* * * 


Black & Decker Opens 


Phoenix (Ariz.) Branch 


PHOENIX, Ariz. — Black & 
Decker Mfg. Co. has announced 
opening of a new sales and service 
branch here. 

The new branch will furnish 
repair and service facilities for 
users of Black & Decker portable 
electric tools. Barry R. Agenbroad 
has been appointed service mana- 
ger, Ralph L, Millie will continue 
as sales representative for the area, 
and will .be joined by Robert J. 

urway, formerly in ‘Los Angeles. 
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Dealer Likes the-Personal Approach . . . 





Manceuso’s Stunts Build Sales 


By W. M. McCarty 
Staff Correspondent 
CHICAGO. An _ automobile 
dealer who can boast of a sales 
increase over last year is a little 
unusual these days. 


One who can add, cheerfully and 
honestly, “I’m happy with the auto- | 
mobile business, the factory and 
the car I sell,” and who can hit 
consistently with a clever and suc- 
cessful advertising idea, is even 
more of a rarity. 

Such a dealer is James V. Man- 
cuso, of Mancuso Chevrolet in sub- 
urban Skokie, lll. He has been in 

| 
| 


the automobile business 22 of his | 
40 years and has developed some | 
ideas of his own about how a 
dealership should handle its pro- | 
motion and — more important— 
its public relations. 


Judging from the success of his 
dealership in the 2% years he has 
been in Skokie, his ideas are more 
than all right. 

His 1956 record is a good ex-| 
ample. May and June were tough 
for many dealers, but they were | 
Mancuso’s best months. July was 
down a bit, but still better than 
last year, and 1956 volume to date 
is 15 percent ahead of 1955. 


The instruments he uses to bring 


his story to the public are| 
“direct advertising” ‘promotions, 
etc.), direct mail and advertising 


in the weekly newspaper which 
serves the five cities surrounding 
his dealership. In all media, Man- 
cuso uses a “personal” approach 
aimed at his audience in a conver- | 
sational tone rather than a pitch. 

One of his Jatest ideas in news- 
paper advertising is a column en- 
titled “The Motorist’s Corner.” In 
these columns, he discusses sub- 
jects of interest to anyone who 
drives a car. One column was 
titled “Confidence In Your Repair 
Man.” Another dealt with used-car | 
buying. 

Mancuso writes the columns and 
occasionally quotes some _ recog- 
nized source, such as AUTOMOTIVE 
News, 

The weekly columns are part 
of an extensive one-man cam- 
paign to keep the public in- 
formed of what's going on in the 
automobile business. He believes 
the public likes to know about 
the business and, what’s more, 
he believes, “they become better 
customers when they're in- 
formed.” 

Mancuso feels “there’s a lot of 
misinformation about the car busi- 
ness floating around.” He believes 
that if more dealers use this “in- 
formative” approach, they would 
offset some of the “Beware When 
You Buy A Car” type stories 
dealers complain about. 

However, he does not believe that 
the public’s confidence in the au- 
tomobile business was particularly 
jolted by the recent Congressional 
hearings and developments. 

Mancuso has an excellent loca- 
tion northwest of the Loop in an| 
area undergoing a_tremendous| 
boom in housing and industry. The 
area’s population is about 58,000 
and growing daily, and competition 
fér auto sales is keen. That’s why 
the “Motorist’s Corner” is just one 
of the outlets he uses in reaching 
the public, 

Recently, he outfitted a house 
trailer with signs advertising 
“Mancuso Chevrolet” and a 
phonograph playing “See The 
U. S. A. In A Chevrolet.” The 
trailer, along with some demon- 
Sstrators and models, formed a 
caravan, which visited the many 
new industrial plants in the area 
at lunchtime and closing time. 


When the plant employes came 
over to see the attraction, they were 
invited to take a demonstration 
ride. 

A year ago, a beauty queen 
representing Mancuso Chevrolet 
visited the factories and asked 
everyone, from top management on 
down, whether they knew of the 
dealership, what they thought of 
the service department, etc. 

This plan worked fine. A _ per- 
sonal contact was established 
and invaluable information was 
acquired, 

Among other promotions Man- 


cuso has used are imprinted news- 
paper wrappers. On rainy snore | 
ings, the local newspaper is 
delivered enclosed in a wrapping | 
which proclaims in big red letters: | 
“Your paper is delivered dry this | 
morning, courtesy of Mancuso) 
Chevrolet.” 
In the _ service department, 
imprinted brown paper bags in- | 
form the customer that inside 
the bag he will find the old parts 
which had to be replaced in his 
car. The message advises that 
although the parts are no longer 
usable, it was thought the cus- 
tomer might like to see them. 
One of Mancuso’s favorite adver- | 
tising media is direct mail, and | 
this, too, is a little different. Every 
newcomer in the area receives a 
letter of welcome from Mancuso. 
He invites them to visit the dealer- | 


| Mancuso on owning a Chevrolet. If 


chased their cars elsewhere receive 
a letter of congratulations from 


they need service, he is in the area, 

Each 1955 customer receives a 
“birthday card” on the anniversary 
of his car purchase. (“After a 
year, a car may be due for some} 
service.”) 

At the present, a mail survey is 
being conducted among the com-| 
pany’s service customers. If there 
are any complaints, they are 
checked immediately. 

The outside public is not the 
only target of Mancuso’s “in- 
formative” approach. He has in- 
formation programs, complete 
with charts and graphs, which 
keep his office and shop em- 
ployes informed as to “just what 

is going on and how we’re doing.” 
Prefering quality to quantity, 


|new respect for the Hudson uni- 
| tized body. 
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Best by Test 


Salesman’s Enthusiasm Up 


After Accident 


DICKINSON, N. D. — Peter 
Privratsky, a Hudson salesman, is 
selling the safety features of his car 
with new enthusiasm since he be- 
came involved recently in an un- 
scheduled safety test. 

Coming to the top of a hill about) 
five miles south of here at about 45 
miles an hour, Privratsky slammed 
on his brakes to follow a sharp} 
turn in the road just over the crest| 





|}and his Hudson Wasp rolled over} 
| twice into a culvert, coming to rest| 


upside down. 

He climbed out of the car and 
found he had acquired a bruised} 
foot, a couple of facial cuts and a} 


tinued that. Now, he says, he has} 
good salesmen applying for jobs | 


| regularly. He wants his salesmen | 


to feel as he does about the busi- 


| 
| ness. | 


“That’s why I’m never open on} 


ship and offers any help he can|Mancuso employs a small sales| Sundays,” he said. “Normally, the| 


give them. 


| Staff. At one time he trained the 





drifters don’t care whether they’re 


my men to enjoy their church and 
their families on Sunday.” 

The question of what the public 
thinks of Mancuso was answered 
by several citizens who consider 
him nothing short of “fabulous.” 
Some commented on his general 
“know-how.” 

That “know-how” didn’t come by 
accident. Mancuso started in the 


|automobile business with his fam- 


ily, which has been in the business 
45 years and now operates three 
GM dealerships in Batavia, N, Y. 
He attended General Motors Insti- 
tute and worked on the Cadillac 
line before opening his own dealer- 
ship, 

Mancuso’s activities are not 
limited to the dealership. He’s 
active in civic affairs, is presi- 
dent of the Skokie Chamber of 
Commerce and works with a 
Little League. 

He’s always on the lookout for 
a good promotional idea. 

“What are you going to do with 
that 1927 Chevvie on the lot?” he 
was asked. 

“I don’t know yet,” he replied 
with a laugh, “but we'll use it in 


New Chevrolet owners who pur-|!men himself, but he has discon-|open on Sunday or not, I want] some project or other.” 





Right under his nose 
but does he see it? - 





LaFlam-Jentsch, 


Z 
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* Joe Radano, 


Inc., Runnemede, N. J. 


saw ut and made a distributor sale! 


Enroll your lubrication men in Socony Mobil’s lubri- 
cation training program. Experienced salesmen will 
teach them how to point out the need for parts and 
services to your customers. Qualified instructors will 
show them proper lubrication and inspection tech- 
niques, with emphasis on the make of car you sell. 


They'll learn on the job 


. .. be more valuable to you in 


increasing your service absorption ratio. 


ONLY SOCONY MOBIL 
OFFERS ALL THREE: 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 
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The customer didn’t know it, but 


the automatic advance on his 


a” 5 


a 


distributor was faulty. Joe spotted 


it, though! Socony Mobil’s 
training program had taught him 
the importance of noticing worn 
or damaged parts. Result? The 


customer asked him to replace the 


automatic advance... increased 
absorption ratio for LaFlam- 
Jentsch, Inc. 


® America’s Favorites—Mobilgas and Mobiloil 
® World’s Greatest Lubrication Experience 


® Exclusive “On-the-Job” Training 



















Concentrate Your 


New York Auto Sho 
Your New York Dea 





Sell the Largest, Most Concentrated City and 
Suburban Audience of Any Standard-Size 
New York Newspaper in the 

Journal-American’s National Automobile 
Show Section-Sunday, December 9th 
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HE most exciting automotive news of 

1956 is the New York National Auto- 
mobile Show—first in 16 years—which opens 
at the new Coliseum on December 8th. 

This will be a gala event in the world’s 
greatest new car market, but local in influ- 
ence. Few families will travel from Oshkosh 
to view the spectacle at the Coliseum. Other 
cities have their own automobile shows. 
Even fewer out-of-towners will buy from 
your New York dealers. For maximum sales 
results from the New York Auto Show, con- 
centrate your promotional efforts in the area 
this exhibition will serve. 

The Journal-American will take new 
car advertising home to the largest family 
audience, concentrated within the New York 
market, of any standard-size newspaper. 

On Sunday, December 9th, the Journal- 
American’s National Automobile Show Sec- 





tion will spark nearly 900,000 families into 
thinking about 1957 models. It will feature 
photographs of every make exhibited at the 
Coliseum show...news...ideas...articles by 
leading figures in the automotive industry. 
Copies will be placed in the hands of all 
major dealers in the New York market... 
all major executives in the industry...zone 
and regional managers. 

For a bigger 1957 in the New York 
market, concentrate your automobile show 
advertising where it will help your dealers 
most—in this special section of the Journal- 
American. Advertising will be accepted in 
black and one color as well as black and 
white. Regular Journal-American rates and 
contracts apply. Make your reservation to- 
day by calling or writing your nearest Hearst 
Advertising Service representative. Forms 
close Friday, November 30th. 





Represented Nationally by Hearst Advertising Service Inc. Offices in 15 Principal Cities 
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Wins Ford Industrial Art Award— 


Tom Dixon, second from left, announcer on KNXT's Panoramic Pacific program, 
discusses with Jerry Schwartz, Los Angeles high school student, the prize-winning 
casting Schwartz entered in Ford Motor Co.'s industrial arts award competition. 
Looking on is Don Healas, Ford representative. 
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Auto Personnel 


The following officers have been 
elected by the directors of Park 
Chemical Co.: 

H. D. Kitchen, executive vice- 
president and secretary; C. R. Fore- 





|lace Barnes Co., Ltd., Hamilton, | 
Ont., supplier of component parts | 


|to the automotive industry. 
* * = 


\NSPA Appoints Nix 


man, sales vice-president, and) To Field Post in South 


Robert J. Mitchell, treasurer. 


* * * 


Fruehauf Picks Plumpe 


A. H. Plumpe has been named | 
manager of Fruehauf Trailer Co.’s 


plant at Delphos, O. He has been 
with Fruehauf for 20 years. 
* * * 


Ethyl Promotes Ball 


Henry K. Ball has been appointed 
manager of safety for Ethyl Corp., 
with headquarters in New York. 

John M. Rollins has been named 
to Ball’s former position as chief 
safety engineer of the corp.’s south- 
ern region. 

* + 2 


Buchanan Appointed 


Robert M. Buchanan has been ap- 
pointed general manager of Wal- 


The National Standard Parts 
Assn. has appointed Robert W. 
Nix as an additional field secre- 
tary with headquarters in Albany, 
Ga. 


tion of his time to serving 
automotive wholesalers in the 
Southeast. 


* x * 


McCartney Retires 
H. H. McCartney has retired 
after 29 years as district manager 
at Portland, Ore. for Auto-Lite 


batteries. 
+ + = 


Buick Promotes Hibbs 


Ralph Hibbs has been named 
zone manager for Buick in Omaha 
to succeed Erv Tallberg, who has 





If you're particular about your service 





Be an accurate weather fore- 

caster with WoLFr’s HgEap 

“GUIDE TO THE WEATHER” 

Folder.Writefor yourcopy now. 

WOLF’S HEAD OIL REFINING CO., Inc. 
OWL CITY, PA. 

New York Office: Glendale 27, N. Y. 


Dependable products bring customers back. 


Selling nationally advertised WoLFr’s HEap Oil is smart 
service, for your customers know it is the “finest of the 
fine.”” Specially refined from nature’s best crude oil, 
Wo r’s HEap delivers the most dependable “‘all-around’”’ 
protection money can buy. It cleans as it lubricates . . . 
prevents unnecessary wear. Superior Premium Quality 
in every respect. 





Sell WoLF’s HEAD and you provide your customers with 
the extra protection their modern motors require. 


100% PURE PENNSYLVANIA 


* Longer Lasting 
* Superior Protection 


* Keeps Engines Clean 


* Keeps Power High 


WOLF’S HEAD MOTOR OIL AND LUBES 


100% Pure Pennsylvania—Scientifically Fortified Member, Penna. Grade Crude Oil Association 


Nix will devote a major por- 


| of the City 


| appointment 
| Melville G. 


| duties of general 





| RR, E, Fidler 





| been appointed zone manager in 
|Cleveland. Hibbs formerly was 
| assistant zone manager. 

| » * * 


|Hollingshead Moves Kupris 


To Merchandising Post 


Anthony C. Kupris has been 
named merchandising and market 
development manager of R. M. Ho! 


| lingshead Corp. 


| The newly created position carries 

| responsibility for sales research 

|and planning to determine product 
markets, channels of distribution 

|and profit potentials. 

| * + * 


Ingersoll on Bank Board 


Roy C. Ingersoll, chairman and 
chief executive of Borg-Warner 
| Corp., has been elected a director 
National Bank & 
Trust Co., Chicago, succeeding 
James J. Nance, president of 
Studebaker-Packard, who re- 
signed. 

* = * 


McCaffrey Adds to Duties 


John L. McCaffrey, chairman of 
International Harvester Corp., has 
been elected a trustee of Ejisen- 
hower Exchange Fellowships, Inc. 

* * * 


Dr. Lighton Retires 


Electric Storage Battery Co., 
Philadelphia, has announced that 
Dr. L. E. Lighton, vice-president 
and director of research, has re- 
tired after more than 35 years with 
the company. Capt. Clifton G. 
Grimes, USN (ret.), retired deputy 
chief of naval research will replace 
Lighton. 


* * * 
Automotive Spring Picks 


Kennedy for Sales Post 
Automotive Spring Corp., Detroit, 
has announced 
of 
Ken- 
nedy as vice- 
president 
in charge of sales. 
H. L, Heuer has 
been elected 
chairman of the 
board and also 
has assumed the 


manager. Ken- 
nedy formerly 


M, G, Kennedy 
was associated with Ferro Stamp- 
ing. Co. 


L-O-F Promotes Morgan, 


Carney at Rossford Plant 


Delmar Carney has been named 
general superintendent of glass 
making at the Rossford (O.) plant 
of Libby-Owens-Ford Glass Co. 

In another Rossford promotion, 
J. Glenn Morgan was named plant 
production manager. Carney joined 
the company in 1934, and Morgan 
has been with L-O-F since 1938. 


* * * 


Thompson Products Lifts 


Fidler, Pearson in Sales 


Robert E. Fidler has been pro- 
moted to the position of sales man- 
ager of the Michi- 
gan division of 
Thompson 
Products, Inc. 

Fidler came to 
Thompson 
Products as a 
sales representa- 
tive in 1946 fol- 
lowing service in 
both the Canadian 
and American Air 
Forces as a pilot. 
He wasnamed 
manager of sales for Portland 
Works in 1953 and a year ago was 
promoted to assistant sales mana- 
ager for the division. 

Earl N. Pearson has been ap- 
pointed assistant sales manager of 
the Michigan division. He came to 
Thompson Products as a sales 


representative in 1953. 
* * * 





Maremont Picks Buck 


John P. Buck has been promoted 
to manufacturing vice-president of 
Maremont Automotive Products, 
Inc. Succeeding him as manager of 
the company’s Harvey (IIll.), plant 
is Tom Browne. 

a * * 


Welborn Named Director 


Of Rubber Roads Lab 
J. York Welborn has been ap- 
pointed director, Natural Rubber 
Bureau research laboratory, Wash- 
ington. He formerly was assistant 
(Continued on Page 47, Col. 1) 
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(Continued from Page 46) 


head, bituminous material labora-| Chrysler division. He joined the | 


tory, Bureau of Public Roads. | 


In his new position, Welborn will | transferred to Chrysler division. | been elected chairman of the Cleve- 
direct the rubber road research | Richard G. Kvitek has been ap-| !@nd section of the Society of Auto- 
program initiated by the rubber | pointed manager of the cost and|™otive Engineers. Others officers 


bureau in 1949. Harry K. Fisher | 

continues as engineering consultant | 

to the bureau. 
* * a 


L-O-F Names Strow, | 
Guthrie and Hemley 


Lucien C. Strow is new plant 
engineer of the Libby-Owens-Ford 
Glass Co. factory at Ottawa, IIl. 

New plant production manager of | 
the Ottawa factory is Albert N. | 
Guthrie. John D. Hemley is new} 
superintendent of the safety glass | 
laminating plant at Ottawa. 

* + aa 


Ford Chooses Andrews 


To Replace Eybye 
Retirement of Thomas G. Eybye | 


as Ford International’s regional Ww 


director for Latin America and the | 
Orient and appointment of John S. 
Andrews to suc- 
ceed him have 
been announced. 
Eybye’s re- 
tirement and| 
Andrews’ appoint- | 
ment were effec- 
tive March 1. Ey- | 
bye will continue 
to be available for 
special assign- | 
ments as a con- 
sultant to Ford}! 
International for 
some months, He began his career | 
in international trade in 1917. He| 
joined Ford Motor Co. in 1947 as 
assistant to the executive vice 
president, transferring to Ford In- | 
ternational as regional director in 
1948. Andrews joined Ford Inter- | 
national in 1950. 
* * * 


IH Appoints Foley 


To Dallas District Post 


D. H. Foley has been named 
assistant district manager at the 
Dallas International truck dis- 
trict, M. D. Dean is district man- 
ager. 

J. P. Kaine succeeds Foley as 
manager of the International 
truck branch at Dallas. Kaine 
formerly was manager of the 
company’s McCormick farm 
equipment store at Wichita Falls. 
Walter Martin has been made 
manager of the Wichita Falls 
store. 





J. S. Andrews 


Chevrolet’s Collins 


Retires After 22 Years 


Retirement of P. A. Collins as/| 
executive assistant chief engineer 
of Chevrolet has been announced. 

Collins, 65, has been with Chevro- 
let since 1934 and in his present 
post since February, 1952. He began 
his career with Reo Motor Co. in 
1915 and became head of experi- 
mental engineering for Chevrolet | 
after experience with Bendix and 
the Muncie products division of 
General Motors and Oldsmobile. 


+ * * 


Drake U. Elects Reith 


To Board of Trustees 


F. C. Reith, general manager of 
Mercury, has been elected to a 
three-year term on the board of 
trustees of Drake University. 

Reith, who majored in account- 
ing and finance before his gradua- 
tion from Drake in 1936, returned 
to the campus in Des Moines last 
February to deliver the main ad- 
dress in observance of the univer- 


sity’s 75th anniversary. 
* am * 





Joy Appoints Hanson 

Joy Mfg. Co., Pittsburgh, has an- 
nounced appointment of William 
Hanson jr. as manager of conveyor 
products at the New Philadelphia 
(Pa.) plant. Hanson joined Joy in 
1951. 

ot * * 


Chrysler Names Zelten, 


Grimmelsman and Kvitek 
Chrysler division has appointed 
Arthur J. Zelten staff assistant to 
the comptroller. He joined Chrysler 
in July, 1954. 
William F. Grimmelsman has 
been appointed ‘budget director for 


corporation in 1954 and in 1955, 


financial analysis department of 
Chrysler division, He joined Chrys- 
ler in 1953 and in 1954, was trans- 
ferred to Chrysler division. 

* * * 


Oldsmobile Ups Corbin 


Elmer O. Corbin has been ap- 


pointed general superintendent in | 


charge of operations at the Olds- 
mobile forge plant. He joined 
Oldsmobile in 1931. 


x x * 


Dodge Mfg. Appoints 
Petersen, 3 Others 

Carl W. Petersen has been elected 
executive vice-president of Dodge 
Mfg. Corp., Mishawaka, Ind. He 
formerly was works manager. 
Other appointments include Earl 


edlake, production and purchas- | 


ing vice-president; Karl D. Jahnke, | the southwestern region, with head- 
secretary-treasurer, Chicago Thrift-| quarters in Dallas, and Orin C. 
Etching Corp., a Dodge subsidiary, | Goodrich, regional field engineer 
}and Lloyd F. Lamm, president,|}in Kansas City, has been trans- 
| Chicago Thrift-Etching Corp. | ferred to San Francisco. 


* * * * *® x 


| SAE Picks Gilchrist | Crawford and Wood 


A. D. Gilchrist, vice-president of | Elected by Colonial 


| Leece-Neville Co., Cleveland, has! ection of Charles H. Crawford 
and W. W. Wood as vice-presidents 
of Colonial Broach & Machine Co. 


|are: E. J. Manganiello, of Lewis | "9 been announced. 


Flight Propulsion Laboratory of| Crawford joined Colonial several 
| N.A.C.A., vice-chairman; L. L. Bald-| Years ago as plant manager after 
win, Firestone Tire & Rubber Co.,| more than 30 years with Mack. 
vice-chairman representing Akron- Wood is general manager of 
Canton district; J. H. Dunn, Alumi- | Colonial Bushings, Inc., an affiliate 
num Co. of America, treasurer, and | °f Colonial. 

E. H. Scott, Standard Oil of Ohio, a PF 

secretary. Shay Reps Auto-Lite 


Harold J. Shay has been ap- 
pointed territorial representative in 
the Spokane, (Wash.) area for Elec- 
tric Auto-Lite Co.’s Spark plugs. 

+ 





* * * 
Eaton Shifts Axle Division, 


Goodrich; Promotes Vollmer 


Transfer i axle wo ce 
southwestern field service center| 
from Kansas City to Dallas and Wehde Joins Four Wheel 
reassignment of a field engineer to| Louis A. Wehde has joined Four 
San Francisco have been announced! Wheel Drive Auto Co. as assistant 
by Eaton Mfg. Co. |sales manager, it was announced 

George W. Vollmer, field engineer| by G. W. DeCoprsin, FWD sales 
in Cleveland, has been promoted to/| vice-president. He formerly was 
regional field engineer in charge of | midwest zone manager for Dodge 








MODELS For EVERY SERVICE REQUIREMENT 
With UNITS FROM 3 to 30 TON CAPACITY 


If your shop is in need of a new source of profits then here is 
an easy way to step-up its earning capacity. Put a new Holmes 
Wrecker to work in your community and watch this service unit 
bring a steady flow of new and profitable business into your shop. 


Modern Holmes Wrecker Service will broaden your service 
operation by enabling your shop to actually pick-up profitable cus- 
tomers it could not otherwise obtain. Through such service you earn 
extra profits from towing and all types of shop work, but REMEM- 
BER — these Big Profit Jobs NO NOT Drive-In — They have to 


be TOWED-IN 


stands little chance of getting such work. 


Why not Step-Up your Earnings with a New Holmes Wrecker? 
There are 6 New and Improved models to fit your needs . . . each 
varying in price, size and capacity. Write factory today for full 
details including name of Distributor in your territory. 
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HOLMES 330 MODEL, 3 TON CAPACITY 





and any shop not equipped to render such service 


Le 


HOLMES 460 MODIEL, 3 Tons Each Boom 


and also has been a zone manager 


for Hudson, 
* + * 


Champion Names Gilbert 


Champion Spark Plug Co. has ap- 
pointed J. B. Gilbert as district 
sales manager for its newly created 
Portland (Ore.) sales zone. 

* cd + 
Mercury Boosts Tigue 


Joseph J. Tigue has been ap- 
pointed industrial relations man- 
ager for Mercury division’s new 
station wagon plant at Wayne, 
Mich. He has been manager of Mer- 
cury’s salaried personnel depart- 
ment since 1950. 

+ * * 


Mack Appoints Moore 


And Gullion in Atlanta 


Lloyd W. Moore, Atlanta, has 
been promoted to Mack southern 
division service manager, succeed- 
ing Tom Turney, retired after 20 
years’ service with Mack. 

James A. Gullion, Oklahoma City, 
has been appointed assistant south- 
ern division service manager, the 
post vacated by Moore. Other Mack 
personnel changes include appoint- 
ment of William P. Bernard, Rich- 
mond, Va., to replace F. Earl Small 

(Continued on Page 48, Col. 3) 





HOLMES 400 MODEL, 3 Ton Capacity 


















ERNEST HOLMES COMPANY 


Chattanooga 7, 
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Progress Noted 
In Standardization 
Of jobber Sheets 


NEW CASTLE, Ind.—Substantial 
progress was reported at a recent 
meeting of the Automotive Adver- 
tisers Council on the standardiza- 
tion of manufacturers’ stock check 
sheets used by jobber salesmen in 
checking their customers’ stocks. 


A survey has indicated that 75 
percent of the manufacturers would 
be willing to provide their whole- 
salers with a stock check guide 
standardized as to format, size 
and punching. The size recom- 
mended by the council is 6% inches 





by 4 inches and six-hole punching 
for an inexpensive pocket binder. 
The new program to accelerate 
jobber sales with a modern, light- 
weight, easily-carried selling tool, 


has the backing of both the Na-| 


tional Standard Parts Assn. and 
the Motor and Equipment Manufac- 
turers Assn. 

Manufacturers who have been 
furnishing the new forms for 
several months report ready accept- 
ance by jobbers who find it a most 
effective and handy selling tool to 
quickly check customers’ fast- 
turnover stocks. 


DeSoto Names Vogt 


Richard L. Vogt has been named 
DeSoto regional manager in Seattle. 





Auto Personnel 





| (Continued from Page 47) 


as service manager of the Rich- 
mond branch and Stanley T. Smith, 
|as service manager of the Pitts- 
burgh branch. He succeeds E. H. 
Kanarr, transferred to the Mack 
sales force. 


} * + * 

| 

| Couture Elects Deatrick 
Robert W. Deatrick has been 

| elected assistant treasurer of Cou- 

|ture National Car Rental System, 

|Ine., Deatrick fromerly was a cost 

and budget analyst with Burroughs 

Corp., in Detroit, and was internal 


auditor for the overseas and domes- 
tic departments of Burroughs, He 
joined Couture in 1955. 

* * > 


Hyster Promotes Greer 


To District Manager 


Jack P. Greer, Hyster Co., has 
been promoted to district manager 
of the mid-central district. He re- 
places Walt St. Clair, recently pro- 
moted to assistant sales manager, 
eastern division. 

Greer joined Hyster in 1954 and 
has been assigned to retail sales in 
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satisfactory seat cover performance 


FOR THE LIFE OF THE CAR! 


Gives you and your customers a written, 


Division of Golding Bros. Company, Inc. * 
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CLINCH THE NEW CAR MARKET—with “picture-window clear” 
Vinalon. Seven million people, starting now, will buy new 1957 


cars .. . and they’ll want only clear plastic seat covers! Only 


Vinalon is wear and beauty proved .. . in laboratory tests . . . in 


road tests on millions of cars. Only Vinalon guarantees seat 


covers will give trouble-free performance for the life of the car! 


USE THESE POWERHOUSE SALES AIDS—Huge window banner! Set 
of 6 hard-selling posters! Newspaper ad mats! Guarantee 


folders to mail out or give away! 


Plus—exclusive Southbridge Vina- 
lon “PATCHBOOK”. Supplied 
with each set of covers made of 
Vinalon. Sensationally new. Per- 
mits instant, invisible repairs of 
accidental cuts, punctures, burns. 





Call, wire, write your seat cover supplier or jobber today! 


SOUTHBRIDGE /-“@tco 


241 Church Street, New York 13, N. Y. e 


Telephone: CAnal 6-5432 








Chicago. He previously was as- 
sociated with Sears Roebuck & Co 
* a a 


Voss Names Lindsley 


As Sales Manager 


Lester R. Lindsley has been ap- 
pointed sales manager of P. W. Voss 
& Associates, franchised Chicago 
representative of Automatic Trans- 
portation Co. 


Lindsley joined Edison Storage 
Battery Co. in 1915, and from 1923 
to 1929 managed that firm’s Chicago 


district. 
> * = 


Segerstrom Heads Sales 


In L-O-F Products Div. 


Fred W. Segerstrom, former man- 
ager of transportation sales for 
L-O-F Glass Fibers Co. has been 
appointed general sales manager of 
the company’s general products 
division. 

Segerstrom succeeds R. W. Capaul, 
who has resigned. Before joining 
the firm, Segerstrom had been man- 
ager of super fine sales for the fiber 
glass division of Libbey-Owens-Ford 
Glass Co. He joined the firm in 1939. 


Timken Names Benach 


Timken Roller Bearing Co. has 
announced appointment of Michael 
J. Benach as superintendent of 
warehouse and shipping. He will be 
in charge of Timken’s shipping cen- 
ter east of Bucyrus, O. Benach 
started with Timken in 1934. 


Briggs Names Woodward 


Briggs Filtration Co., Washing- 
ton, D. C., has announced the pro- 
motion of H. K. Woodward to gen- 
eral sales manager. With Briggs 
since 1945, he has served as general 
industrial sales manager, regional 
manager and in various sales, sales 
development and research capaci- 
ties. 

* * * 
Vickers Names Mortenson 


To Fill Engineering Post 


Paul C. Mortenson has joined 
Vickers, Inc., Detroit, as chief engi- 
neer-ground mobile products. 

In his new ca- 
pacity. Mortenson 
will be responsible 
for development, 
design and test 
operations in 
three product line 
sub-groups within 
the ground mobile 
product classifica- 
tion. The groups 
are: Farm ma- 
chinery and ma- 
terial handling, 
earth moving, 





P. C. Mortenson 
heavy trucks and 


buses, and cars and light trucks. 
a” * * 


GE Names Steenrod 


Richard A. Steenrod has been ap- 
pointed a materials engineer in De- 
troit for the silicone products de- 
partment of General Electric Co. 
Steenrod joined the department in 
1950 and has had assignments in 
manufacturing engineering, sales 
development and field engineering. 

> = 


Dodge Promotes Shugg 


|'To Sales Promotion 


Promotion of Richard L. 
Shugg jr. to the position of sales 
promotion manager, Dodge cars 
and trucks, has been announced. 

Shugg formerly was assistant 
regional manager in Pittsburgh, 
and a district sales manager in 
several Florida locations, in- 
cluding Tampa and Jacksonville. 
He joined Dodge in 1947 as a spe- 
cial equipment engineer at the 
Dodge truck plant in Detroit. 

x ~ 


DeSoto Appoints Fisher 


In Los Angeles Zone 


Frank C. Fisher has been ap- 
pointed executive assistant man- 
ager of DeSoto’s western zone. 

Fisher replaces Richard L. Vogt, 
promoted to Seattle regional man- 
ager. Fisher has had 10 years’ ex- 
perience in the auto business on the 
Coast, including seven years with 
James F. Waters Co. (DeSoto- 
Plymouth), San Francisco. 

* * * 


Ford Promotes Canterbury 
To New Administrative Job 
J. S. Canterbury has been named 
to the newly created post of admin- 
istration manager for Ford division. 
He had been organization depart- 
ment manager since May, 1955. In 
(Continued on Page 49, Col. 1) 




















AUTOMOTIVE NEWS, SEPTEMBER 17, 1956 











49 





oo Mitchell-Bentley Corp. For the past | -Corp., in 1934, has been appointed | presented him with an engraved 
| five years, Allie has been assistant) its general manager of sales. clock, 
| plant manager of Ionia Mfg. Co., a Millard will supervise activities Climer joined the company in 
division of Mitchell-Bentley Corp.,| of the wire division’s sales offices | 1917. 
located in Ionia, Mich. in Boston, Buffalo, Chicago, Cin- Pr on 
»- * * * cinnati, Cleveland, Dallas, Denver, Gillon Takes Post 
con (Continued from Page 48) Oakley Transferred a rk Philndei a Paul N. Gillon, formerly in charge 
: ew Yor e - 
9 his new assignment, he will direct| in 1989 as a college graduate in |_ Metal & Thermit Corp. has an-| pun St. Louis and St. Paul. Se eS eee: See 
ns- the activities of the organizati “a ; | nounced that Donald W. Oakley has ’ Duke University, has been ap 
ganization,| training with the Saginaw malle- | ; e's «& : 
a ‘ ‘ to.8 s dial | been transferred from assistant pointed manager of the basic re- 
systems integration and adminis-| able iron division, Saginaw, Mich., | ; ; . ’ . . search branch of Carborundum Co.’s 
ge trative services departments. He) starting with a factory job. He oo manager to 5 rapes Goodyear’s Climer Retires, cesearch laboratory, Niaeass Pale 
923 also will handle special assignments| became a foreman in 1940 and a Savesse 52 Se ae 2 Honored at Farewell Fete N Y _ » : 
1Z0 for the general manager and assist-| safety engineer in 1941. Later in — A. James Fisher, who has 7 a ‘ eis = 
ant general manager of the division.| 1941 Darnton transferred to Olds- | °®€" "amed general sales manager.| Fred W. Climer, retiring vice- S Appoints Wirsi 
The new post replaces that of as-| mobile, beginning as a heat treat a re. president in charge of industrial re- Speer Appoints irsig 
sistant to the general manager. operator in the forge plant. | American Steel & Wire lations for Goodyear Tire & Rubber| Stanley S. Wirsig has been made 
* * * . s Names Millard in Sales Co., has heen honored at a farewell manager of graphite development 
Raybestos-Manhattan Ouse A ints Alli yg ; | ; and customer technical service of 
ne : so Appoints te | Maxwell D. Millard, who started Clime: received numerous gifts| Speer Carbon Co., St. Marys, Pa. 
for Announces Appointments | Alex A. Allie has been named fac-! his steel sales career as a tech- | from Goodyear-Akron personnel as| Prior to joining Speer, Wirsig was 
en Raybestos-Manhattan, Inc., has| tory manager of Owosso (Mich.)| nical apprentice with American | well as from Goodyear-worldwide| assistant to the president of Kor- 
of announced appointment of H. H.| Manufacturing Co., a division of| Steel & Wire division, U. S. Steel | personnel. E. J. Thomas, president, (Continued on Page 50, Col, 1) 
cts Burrows as senior vice-president, 
rubber sales division and R. B. 
ul, Hazard as vice-president and sales 
ng manager, rubber and packings. 
in- S. J. Synnott has been named 
er assistant sales manager, rubber 
rd products and C. V. Vetell is mana- 
39, ger, rubber product sales. 
* + * 
Rish Appoints Anderson 
2 H. D. Anderson jr., Charleston, 
sel W. Va., has been named assistant 
of manager of Rish Equipment Co., 
b Cleveland. Anderson has been em-| 
=" ployed by Florida-Georgia Tractor 
oh Co. His father is president of Rish, 
which has 14 plants in West Vir- 
ginia, Virginia and Ohio. 
+ * * | 
Mercury Names Burke 
-4 In Washington, D. C. 
n- J. Basil Burke has been named 
gs sales manager of Mercury’s Wash- 
‘al ington (D. C.) district. Former sales 
al manager of the Los Angeles dis- 
les trict, Burke suc- 
ri- ceeds W. S. Venn, 
director of dealer 
development, Ford | Whether it’s a cut, dent, tear or rust First rough out damaged area with Apply compound based on Bake.itEe 
oe — damage—body repairs take a lot of time, hammer and dolly. Here, No. 16 grit Epoxy Resin (1 part hardener to 5 parts 
with Mercury| materials and money the conventional abrasive disc was also used. Surface is resin). Shaped roughly to damaged 
ed since 1952. He had | way! now ready for patching. area, it’s easy to form needed contours. 
zi- been regional} 


sales manager for 
Willis - Overland 
in Atlanta. Burke 
began his career 
in Oregonasa 
later was a 
Packard dealer. He operated his 
own Lincoln-Mercury dealership in 


Oregon from 1946 to 1950. 
= 7 * 


L-O-F Ups Atkinson 


Joseph P. Atkinson, who has been | 
in charge of purchasing and stores 
at L-O-F Glass Fibers Co. plant in 
Parkersburg, W. Va., has been pro- 
moted to general purchasing agent 
and transferred to Toledo. He suc- 
ceeds Robert E. Ansted who has 





J. B. Burke 
used-car salesman, 








resigned. 
p- . = 
e- Chevrolet Picks Johnson 
e- 


Dwight Johnson has been ap- 
A. pointed Chevrolet district manager 





= in southwestern Minnesota and will 
headquarter in Worthington, Minn. : 
8s Sechaaen, former business ange: Heat lamp 1 foot from patch hardens Finish sanding is final step. Even a No. Patch ready for painting. Extreme hard- 


ness yields superior finish, no special 


50 disc won't “load.” Baketire Epoxy 
paints needed. Treat as any metal 


mixture in 15 minutes. Shrinkage is no 
Resin machines and drills beautifully. 


problem. Feathered edges hold fast! 


g.- ment clerk in the Minneapolis Chev- 
rolet zone office, is the son of a/| 
Chevrolet dealer at Rice Lake, Wis. | 


® * * 


Rochester Names Kallas 







s To Field Post in Southeast | W h l . h 
: Erving W. Kallas has been ap-| in new P astic P aic 
t pointed Southeastern carburetor 
field service engineer for the Roch- © 66 e 99 
“ ester Products division of General 
es Motors. His headquarters will be at} 
: Charlotte, N. C. 
cE 2 *” * 
e Dealer Stafford Named 
LACONIA, N. H— (UTPS) — 
sneer ee Figure your own savings with BakELITE Brand Epoxy Resin. Even 
the Governor’s Council, has been a green apprentice, with little or no supervision, can do the job! 
ii ee ee + Mgeeeas When hard, this amazing resin resists moisture, corrosion and ) 
~~ | ra. eee weathering. Resin holds tight enough for rough or finish sanding, (e*®) 
i Matousek Is Appointed machining and drilling—there’s no time lost “adjusting” feathered 
on | John A. Matousek has been named edges. 
—< | a re _—— oo The compound, mixed with its hardener, sets at room tempera- 4) Tangs 
a ; ttees “sina ton oe ture. If a solder torch is used, hardening takes place in as little as BRAND 
- | plant manager. = one minute; an infra-red heat lamp will harden patch in 15 minutes ! EPOXY RESINS 
| Oldsmobile A a The photos above, taken at Mac’s Body Shop, Revere, Mass., show 
/ “ a n vated the steps in patching a fender by this fast, simple method. Write 
arnton tn rurchasing to Dept. QJ-10 for list of suppliers. 
Thomas E. Darnton, 39, since 
1953, manufacturing manager of 
od ; 
“a Seca Seen einer mee BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation [{§ 30 East 42nd Sticet. New York 17, N. Y 
n. of Oldsmobile. He succeeds Har- The term BAKELITE and the Trefoil Symbol are registered trade-marks of UCC 
t- old J. Hidlay, who has retired in 
In May after 36 years. 
Darnton joined General Motors 
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(Continued from Page 49) 


were promoted to product repre- 
sentatives at the plant, as was E. F. 


dite Co., and, previously, technical 
director of the roaster plant of the 
zine smelting division of St. Joseph | Minyard jr., formerly service man- 
Lead Co.,. Monaca, Pa. ager for Buick’s Omaha zone. 

* * + * oa * 


GE Appoints Kotnik Lawton, Milton Promoted 


Edward A. Kotnik, former train-| In Chrysler Comptrolling 
ing program leader for General Mo- . S. Lawton, who has been comp- 





tors Institute, Flint, has joined asta ; 

’ cm” : troller of Chrysler division since 
a eee * "Seen an May, 1954, has been named an as- 
ee oe |sistant comptroller of Chrysler 


training specialist. Corp 


* od * 
i D. A. Milton will succeed Lawton 
Mack Truck Appoints at Chrysler division. 


Bush in Allentown * * 
Harvey W. Bush has been named Allegheny Ludlum Names 
assistant manager of operations at Hemphill in Forging 


Mack Trucks, Inc. 
Bush will headquarter Marlin R. Hemphill has been ap- 


Allentown : ; tertat 
Prior to joining Mack, Bush was, forging and casting division of Alle- 


manufacturing vice-president at Sheny Ludlum Steel Corp. Fern- 


Morgan Engineering Co., Alli- %le, Mich. — 
ance, O. Hemphill is now general manager 


of the carmet division of Allegheny 


at the 


* * * 


Army Appoints Hickox 


Dr. George H. Hickox, former 
program director for engineering 
sciences with the National Science 
Foundation, has been named direc- 
tor of research at the Army Corps 
of Engineers Research and Develop- 
ment Laboratories, Ft. Belvoir, Va. 
His appointment completes a three- 
man civilian directorate which in- 
cludes a technical director and a 
director of development. 

* * x 
Van Norman Changes Name; 


3 Appointments Told 

Charles R. Crowder, former ex- 
ecutive vice-president of Van Nor-| 
man Co. has been elected president 





P. D. Moulton 


8S. F. Greer 


of the newly-formed Van Norman 
Machine Co., subsidiary of Van Nor- 
man Industries, Inc. 

Selby F. Greer former sales 
manager of the former Van Norman | 
Co. has been elected president of 
the newly-formed Van Norman 
Automotive Equipment Co., also a 
subsidiary of Van Norman In-| 
dustries. Philip D. Moulton, former) 
eastern sales manager for Van Nor-| 
man Co. is vice-president and| 
general sales manager of Van Nor-| 
man Automotive Equipment. | 

+ ” * 


Webster Electric Elects 


Munroe as President 


David J. Munroe has been 
named president of Webster Elec- | 
tric Co. He succeeds Preston G. 
Crewe, who was elevated to the 
newly created post as vice-chair- 
man of the board. 


J. O. Mithus was promoted to 
the combined position of secre- 
tary-treasurer and O. F. Hansche 
was appointed assistant secretary. 
Crewe previously had served as 
treasurer as well as president. 

” * + 


L-O-F Glass Fibers 


Ups Fox to Planning 


Herbert A. Fox, technical man- 
ager of the L-O-F Glass Fibers Co. 
plant in Parkersburg, W. Va., has 
been promoted to director of the 
future planning division of the 
company. 

He was technical manager of the 
Parkersburg plant of Libbey- 
Owens-Ford’s fiber glass division 
before its merger in 1955 with Glass 
Fibers Inc. Before that he was as- 
sociated with Owens-Corning Fiber- 
glass Corp. for eight years. 

e *. ” 


B-O-P Promotes 4 
At Kansas City Plant 


Ed Winegar has been promoted | 
to senior product representative at| 
the Buick-Oldsmobile-Pontiac as-| 
sembly division plant in Kansas) 
City. 


Dave Smith and Bob Anderson. 








(Pa.) assembly plant.| Pointed general manager of the| 





Ludlum at Ferndale, and will retain 
his existing position along with his 
new duties. T. A. Moormann, who 
was plant manager at F & C, died 
recently. Hemphill joined Allegheny 
Ludlum in 1934. 


* * * 
AC Appoints Steward 
Quality-Control Chief 
Lloyd M. Steward has been ap- 


pointed director of quality control | 


for AC Spark Plug division of Gen- 
eral Motors. 

Steward, who has been manager 
of AC national account sales, suc- 
ceeds Sydney N. Lyttle, who held 
the quality-control post 16 years.| 
Lyttle has been granted an extended 
leave of absence for health reasons. 

* ea * 





Quaker State Picks Koontz 


F. O. Koontz, a director and 
former vice-president of Quaker 
State Oil Refining Corp., has been 
appointed to the new position of 
executive vice-president. He has| 
been with Quaker State 28 years. 


* * * 


Meehan Appointed 


divisional comptroller of General| 


Motors’ United Motors Service divi- stockholders at the firm’s annual’ 


| been used-car manager there. 








17, 1956 


sion. Assistant comptroller since meeting following a five-week proxy 
1951, Meehan. succeeds M. H. Col-| contest, reelected all other officers, 
lins who is on a leave of absence. | including J. P. Seiberling, president 
2 Se |} and chairman. 
* * * * 


Ford Appoints Bash 


Howard M. Bash has been named 
industrial relations manager of Ford 
Motor Co.’s new manufacturing | 
plant now being constructed at In- 
dianapolis. 








* oa 
Kaiser Aluminum Names 
Hershey to Styling Post 


Kaiser Aluminum and Chemical 
Corp. has named Franklin Q. Her- 
shey to head a new styling section 
|in its product development depart- 
’ . | ment. 

Chevrolet Moves Coffyn Hershey formerly was a styling 
To Los Angeles Zone | official for both General Motors and 

C. L. Coffyn, truck manager for| Ford. While with Ford he helped 
Chevrolet’s Portland (Ore.) zone, | design the Thunderbird. 
has been assigned to the same posi-| et 


tion in Los Angeles. | Robertson Joins Ramsey 
Succeeding Coffyn in Portland Ramsey Corp. has appointed J. R. 
will be Donald W. Dayton, who has Robertson as special field represent- 
| ative. 
* * 
Seiberling Elects Schrank | Ford Appoints Huber 


| 1 ° 
Executive Vice-President In Special Products 


Harry P. Schrank, production | Ford Motor Co.’s special products 
vice-president of Seiberling Rubber | division has announced appoint- 





* * 


* * . * 


|Co. since 1936, was elected execu-| ment of William H. Huber as sales 
| tive vice-president at the organiza- 
| tional meeting of the new board of 
M. C. Meehan has been appointed | directors. 


promotion manager. 

Huber joins Special Products from 
Mercury, where he was assistant 
district sales manager in Oakland, 

(Continued on Page 51, Col. 3) 








The 15-man board, picked by 


TIE IN YOUR OWN WINTERIZING SERVICE WITH 
“ANTI-FREEZE WEEK” AND YOU WILL PROFIT 
FROM DU PONT’S ADVERTISING AND PUBLICITY 





~ 


soe Davis of Peoria, Ulinois, is shown with some of the parts, chemicals, and accessories 
he sold during “‘Anti-Freeze Week" for an extra $1,000 profit. This is the kind of business 
you can do when you tie in with “Anti-Freeze Week.”’ 





“ANTI-FREEZE WEEK” SELLING SLANTS 


1. Put up your “‘Zerone”’ and Qerctual driv eway tests provethat 3. when a motorist agrees to have 
“Zerex"’ display pieces now. It's the 1 sale can be made 6 out of 10 times _ his anti-freeze installed, he’s a per- 
most important thing you can do if the dealer will just ask for the fect prospect for a complete winter 
to make all of Du Pont’s powerful order. Remember, the more you checkup, plus a lube job or oi) 


advertising pay off for you at your 
own service station, 


GET READY FOR THIS BIG, PROFITABLE PROMOTION. PUT UP YOUR COLORFUL} DU 


change. Plan now and get yourshare 
of this extra business. 


sell—the more you profit. So ask 
for the job every time! 
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been named industrial relations 
manager of Mercury’s new station 


Auto Personnel [wagon plant. 


|Mack Promotes Moore 
| As Turney Retires 


Lloyd W. Moore, formerly assist- 
Calif. Previously, he had served as|was promoted to manager of the| ant Southern division service man- 
Mercury’s regional sales promotion | department in 1953. |ager for Mack Trucks, Inc., has 





(Continued from Page 50) 


al 














on manager in Los Angeles. i ee pea ™ Southern division 
t- ‘ ae * Clevite Elects Rose He maceenls Tom Turney, who 
Mack Appoints Schlients H, Chapman Rose, Cleveland at-|has retired after 20 years with 
4 In Portland, (Me.) Branch aww egg mong os : ents pe | Mack. 
: : o evite Corp. Rose return oO oo 
7 district manager of the Portland | Private practice earlier this year Ike Named Sales Chief 
| after servin Z sens 
— branch office of Mack Trucks, | the Treasury. Of ACCO’s Chain Division 
Schlientz succeeds Stanley Boyn-| . =e William B. Ilko has been named 
a ton, who asked to be relieved of| Allen Picks Larracuenta a teaie Gave ee ttaee —— 
" ones © wd Allen Electric & Equipment Co.,| division, York, Pa, He succeeds W. 
health. a gee on the! Kalamazoo, Mich., has announced) D. Kirkpatrick who has retired 
Portland staff as wholesale repre-|the establishment of an export after 41 years service 
sentative. . i division. The new division is| “tio formerly was administrative 
G al P Weirath headed by Robert | Larracuenta, | assistant to Henry Ervin, ACCO 
ts ee a with offices at 2126 Mishawaka Ave.,| .aies vice-president. Before joining 
t- Art Frost Victory Party— In Commercial Sales South Bend. e-sé | the company, he was general sales 
°S With sales up 18.5 percent over the same period of 1955, the Art Frost DeSoto- General Tire & Rubber Co. has M Picks H ‘ manager, Simonds Abrasive Co., 
Plymouth organization, which includes dealerships in Culver City, Glendale and High- | announced the appointment of Wil- ercury ficks Haggerty Philadelphia. — ae 
land Park, Calif., threw a “victory” dinner for members of its sales and service de- | liam C. Weirath as assistant man- William J. Haggerty has been ap- : 
ut portments. Congratulating Art and Henry Frost, second and fourth from left, are D. H.| ager of commercial sales. pointed manager of the salaried Tube Reducing Promotes 5 
d, Copeland, DeSoto western zone manager; R. R. Reynolds, Plymouth western zone man- Weirath joined General in 1944/ personnel department of Mercury. 


ager, and Y. M. Posthuma, right DeSoto Los Angeles regional manager. 


ANTI- FREEZE WEEK 












one ama 
SEPTEMBER 24 
<= _ ' aiaams 


-———= ~ 








Billboards In more than © am. war co.—11699 
1,800 local communities, giant post- 
ers will keep reminding motorists to 
* “buy “Zerone” and “Zerex"’ from you. Life Magazine The big 
“Zerone”-“Zerex’’ ad in LIFE is part 
of a big anti-freeze promotion that will 
result in window displays in your lead- 
ing local stores. 


Radio Local radio commercials, in town and 
on the farm, will tell your customers it's “Anti- 
Freeze Week” and time for ““Zerone”’ or “‘Zerex.” 


J Publicity In local newspapers, on 4 

: tional radio and television shows, Du Pont pub- 

Newspapers Daay ads in your licity will be proraoting “‘Anti-Freeze Week” 
- $ 


local newspapers will be selling your cus- © aaleeiruisiineaneln 
tomers on early winterizing and a Du Pont ah 


anti-freeze. 
( BE SURE TO 


ORDER ENOUGH OF BOTH 


ZERONE* & ZEREX" 
ANTI-FREEZE 









SETTER THINGS FOR BETTER UVING 


THROUGH CHtausTey 
i 


UL} DUPONT“ZERONE” and“ZEREX” DISPLAY PIECES zee snes vet recived you tt, ct your super ter 


as a Kraft System engineer and'He replaces J. J. Tigue, who has 


To Executive Positions 


Directors of Tube Reducing Corp., 
Wallington, N. J., have promoted 
Arthur J. Williamson to executive 
vice-president. 
| Other promotions announced were 
the elevation of Graham B, Brown 
to operations vice-president, Alvin 
R. Almquist to secretary-treasurer, 
C. L. Megargle to general sales man- 
|ager and Walter W. Breden to 


assistant secretary-treasurer. 
+ * = 


Ford Advances Doherty 


Appointment of Gordon W. 
Doherty as purchasing agent, 
stampings department, for the 
Special Products division, Ford 
Motor Co., is announced by J. 
Richard Hallock, general purchas- 
ing agent. 

* ” = 


Wooster Names Fredericks 


Assistant Sales Manager 


Edward J. Fredericks has been 
named assistant sales manager of 
ithe automotive 
division of 
Wooster Rubber 
Co., Wooster, O. 

William 
Fr. Coulter 
division sales 
Manager, said 
Fredericks will 
concentrate on 
outside marketing 
activities. Frede- 
ricks, prior to 
joining Wooster’ E. J. Fredericks 
served as sales manager of 


Bessemer-Stanton Co., Wooster. 
” + * 








Hensal Joins Seiberling 


Earl A. Hensal has been named 
production vice-president of Seiber- 
ling Rubber Co. Hensal had been 
factory superintendent of B, F. 
Goodrich Co. tire and equipment 


plant in Akron since 1954, 
. = 2 


Johnson Aids Reese 


Samuel G. Johnson has been 
|named assistant manager of engi- 
neering, motor truck division, Inter- 
national Harvester Co., it is an- 
nounced by W. C. Schumacher, 
vice-president. As assistant to W. D. 
Reese, manager of engineering, 
Johnson will concentrate on opera- 
tional problems at the International 
Truck engineering laboratories at 
Fort Wayne, Ind. a 

* ” 


Roll-Bond Booklet 


Manufacture and uses of Roll- 
Bond—six-page booklet, free. Metals 
| division, Olin Mathieson Chemical 
Corp., East Alton, Ill. 

ca * * 
Anderson Moves Up 

A. E. Anderson has been elected 
vice-president and technical direc- 
tor of Plastic Film Corp., Plainfield, 
Conn. He joined the firm in 1945. 

* * ae 


Estabrook to API 


E. L. Estabrook, a pioneer in 
petroleum engineering, has been en- 
gaged by the American Petroleum 
Institute as editor of the Division 
of Production’s “History of Petro- 
leum Engineering” and has estab- 
lished an office in the Meadows 
Building, Dallas. Estabrook will co- 
| ordinate historical data assembled 
| by a special committee, headed by 
|D. V. Carter, Magnolia Petroleum 
| Co. 


| 
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Bulletin Board... 


A catalog revealing the latest 
design and production advances in 
spindle bar automatic screw ma- 
chines — free. Gear Grinding Ma- 
chine Co., 3901 Christopher, Detroit 
11, Mich, 

am + * 


Plant Maintenance 
“Techniques of Plant Mainten- 
ance & Engineering — 1956”—248 
pages, including 110 illustrations, 
charts and tables, $10. Clapp & 


Poliak, Inc., 341 Madison Ave., New 


York 17, N. Y. 
* * * 
Display Fixtures 
Display fixture equipment cata- 
log (No, 57-D)—64 pages, free. Re- 
flector-Hardware Corp., Dept. FP-D, 
Western Ave. 
Place, Chicago 8, IIl. 
* * * 
Properties of Copper 


“Elevated - Temperature Proper- 
ties of Coppers and Copper-Base 





at Twenty-Second | 


A SPACE MAN 





Alloys” (No. 181)—248 pages, $5.50. 
American Society for Testing Ma- 
terials, 1916 Race St., Philadelphia 
3, Pa. 


* * 


Tandem Axle Bulletin 


Bulletin (No. 502) on RT-series 
tandem axle units—four pages, free. 
Hendrickson Mfg. Co., 8001 W. 
Forty-Seventh St., Lyons, IIl. 

* * + 


12% Chromium Steel 


| (PB-121226)—26 pages, 75 cents. 
Office of Technical Services, U.S. 
Department of Commerce, Washing- 
| ton 25, D.C. 


Guided Pallets 


Mechanized conveyance of mate- 
| rials in production of goods requir- 
|ing a number of processing steps 
|}and careful handling is detailed in 
|“Guided Pallet Brochure” — free. 


. 
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Investigation of Modified 12) 
| Percent Chromium Steels Inter-| 
| mediate Temperature Applications | 











Rapids-Standard Co., Inc., 342 Rap-| 
istan Bldg., Grand Rapids, Mich. F 
* * 


How to Specify 


| “How to Specify Corrugated 
| Boxes”—free. Hinde & Dauch, San- 
dusky, O. | 


+ * * 
Where’s Shickshinny? 
“Easy Reference Business Man’s 
Atlas’-264 pages, $17.50. George F. 
Cram, Co., 730 E. Washington St., 
Indianapolis 7, Ind. 


* * * 
Axle Bulletin 
A bulletin describing the new K-B| 
“18” lightweight truck-trailer high- | 
way axle, with brake sizes 17% by) 
8-inch, 16% by 9-inch, and 16% by 
10-inch—free. Kay-Brunner Steel 








owner, Ray P. Stansbury, has been associated with Buick for 30 years. 
operated Stansbury Buick in Burbank since 1946. 





Stansbury Opens New Building— 


Stansbury Buick has opened this modern building in Costa Mesa, Calif. 


The 
He has 








Products, Inc., 999 S. Meridian Ave. | 
Alhambra, Calif. 
+ 


tags, plates, signs, badges and simi- 

- Te miei lar products for identifying items| 

Paint Removing of all kinds—free. Jas. H. Matthews} 

An illustrated folder containing! & Co., Inc., 3942 Forbes St., Pitts- 
instructions on how to remove paint, | burgh 13, Pa. 

varnish, enamel, lacquer and shellac 

—four pages, free. X-Cell-All, 3617) 


|S. May St., Chicago 9, IIl. 
€ * * | 
| Fractures Caused by Wedge Ac- 
Checks and Tags | tion”—12 pages, 50 cents (Order PB 
“Checks & Tags by Matthews,”| 111975), and “Notch Ductility of 
|a catalog describing metal checks,| Malleable Irons’—22 pages, 75 cents 


* * + 
Steel, Iron Studies 
“Strain Energy Release Rates for 





| 








VISITS YOUR PARTS MANAGER 


“The modern Parts Manager who stocks 
windshields . .. who worries about storage 


space, breakage, 


or obsolescence of auto 


glass is as out-dated as a saucer that doesn’t 
fly,” proclaims this man from Mars. 


Save money... time and space. . 


. “Let 


your SHATeRePROOF Distributor — a 
trained ‘space man’ with an eye to the 
future — stock your auto glass needs for 


CONSULT YO 





Shat:R: Poo F 


“BEST KNOWN NAME IN SAFETY GLASS” 


you. He’ll solve your Parts Manager’s 
problems, because he promptly services 
your Parts Department with the finest 
quality replacement glass, in all tints 
and shades, for every automobile.” 


“If YOUR Parts Manager is ‘out of 
space’ and wants to turn his overhead 
dollars into profit dollars, contact your 
SHATeRePROOF Distributor for auto 
glass service that’s ‘out of this world’.” 


DISTRIBUTOR TODAY! 








For further information or the name of your local Distributor write to: 


SHATTERPROOF GLASS CORPORATION 


4815 Cabot Avenue « 





Detroit 10, Michigan 


(Order 121,033). Both available 

from Office of Technical Services, 

U. S. Department of Commerce, 

Washington 25, D. C. 
* * * 

Store Modernization 


“Basic Guide for Store Moderniza- 
tion,” covering 10 basic steps of 
modernization of stores—$10. Store 
Modernization Institute, 20 E. 55th 
St., New York 22, N. Y. 

* + * 
Broaching Machines 


A bulletin detailing horizontal 
guided-ram-type surface broaching 
machines—four pages, free. Colonial 
Broach & Machine Co., P. O. Box 
37, Harper Station, Detroit 13, Mich. 

* « * 


Restrictor Tubing 


“Wolverine Capilator—It’s Pre- 
cision Controlled,” a leaflet cover- 
ing the use of capillary tube for 
restriction purposes—free. Wol- 
verine Tube, Division of Calumet 
é Hecla, Inc., Guardian Towers, 


Guardian Building, Detroit 26, 
Mich. 
* * * 
Highway Axle Bulletin 


Bulletin describing No. 18 light- 
weight truck trailer-highway axle— 
four pages, free. Kay-Brunner Steel 
Products, Inc., 999 S. Meridian Ave., 
Alhambra, Calif. 

* * * 


Garbage Body 

Catalog LL-3509, describing the 
Hydro E-Z Pack garbage and refuse 
body—free. Hydro E-Z Pack Divi- 
sion, Hercules Galion Products, Inc., 
Galion, O. 

* * * 
Insulation 


Brochure WML-5 describes Micro- 
lite insulation, its performance and 
uses—four pages, free. L-O-F Glass 
Fibers Co., 1810 Madison Ave., 
Toledo 1, O. 


Electrical Equipment 


Electrical products for trucks, 
trailers and buses—40 pages, free. 
Catalog D-188, Cole-Hersee Co., 20 
Old Colony Ave., Boston, Mass. 

= * * 


Signal-Light Chart 

“Pathfinder Wall Chart”—17 by 
22 inches, free. Auto Lamp Mfg. 
Co., 2909 S. Indiana Ave., Chicago 
16, Ill. In Canada, Canadian Ra- 
diator Mfg. Co., Ltd., 267 Niagara 
St., Toronto 3, Ont. 

* 7 


Noise-Control Aids 


“Noise Control Personal Protec- 
tive Equipment”—free. Sigma Engi- 
neering Co., Los Angeles 28, Calif. 

7 * 


* * 


- 
Titanium-Alloy Reports 

Three reports of research on 
titanium alloys are available 
through the Office of Technical 
Services, U. S. Department of Com- 
merce, Washington 25. 

They are: “Evaluation of High- 
Strength Weldable Titanium-Base 
Alloys”—62 pages, $1.75, (Order PB 
121069); “Scaling of Titanium and 
Titanium Alloys”—110 pages, $2.75, 
(Order PB 121219), and “Titanium 
Alloys for Analytical Standards”— 
26 pages, 75 cents, (Order PB 121- 
107). 

* * 
Marking Machines 

A brochure illustrating equip- - 
ment, ranging.from bench- 
mounted units to automatic ma- 
chines, for marking round, flat 
and contour-surfaced products— 
free. Jas. H. Matthews & Co., 3942 
Forbes St., Pittsburgh 13, Pa. 

* * * 


Davidson to Coast 


Appointment of Donald E. David- 
son as West Coast manager for 
Bendix International division is an- 
nounced by Bendix Aviation Corp. 
Davidson, with headquarters in 

(Continued on Page 61, Col. 1) 








Lighting 


In a few weeks, 1957’s cars will make their 
appearance in showrooms. In the next year, 
millions more of them will be on tne nation’s 
highways. This opens new business. horizons 
for you—for each of these cars is powered by a 
high compression motor. . . the kind for which 
years-ahead Quaker State Super Blend was 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


the way to new Super Blend sales |! 


specifically developed. These new cars need 

Super Blend . . . they run best on Super Blend. 

To you, that means satisfied customers, greater 

profits—with this all-weather 10W-30 HD oil 

super-refined entirely from the finest pure 

Pennsylvania oil stocks. Recommend Super 

Blend—for super sales! 

CRUDE 


MEMBER PENNSYLVANIA GRADE 


OIL 


ASSOCIATION 
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Technical PERSONNEL CHANGES 





Appointment of James Vincent 
Huebner as assistant manager of 
the application engineering depart- 
ment of Formsprag Co., Van Dyke, 
Mich., has been announced. 

« : * 


Smith and Ryan Named 

George A. Smith, former presi- 
dent of the American Materials 
Handling Society, has been named 
production manager of the Yale 
materials handling division of Yale 
& Towne Mfg. Co. At the same time, 
Yale & Towne announced promotion 
of Michael F. Ryan to manufactur- 
ing assistant to the general man- 
ager. 


* + * 


Sinclair’s Larson Retires 

Clifford M. Larson has retired 
after 37 years with Sinclair Refining 
Co. and has entered private busi- 
ness as a consulting engineer. 

Larson began his career with 
Texas Co. in Chicago and in 1915, 





established a night class at Armour 
Institute on lubrication for his fel- 
low workers. He joined Sinclair 
after World War I. 

. 


+ * 


Wiegand Heads Plant 


Glenn W. Wiegand has been ap- 
pointed manager of Fisher Body’s 
Los Angeles plant. He formerly was 
assistant manager. 

* * * 


Mulholland Appointed 


W. Edgar Mulholland has joined 
Formsprag Co., Detroit, as execu- 
tive sales engineer and special rep- 
resentative to the automotive indus- 
try. He formerly was sales manager, 
Magnus Products Corp., Detroit. 


* * * 


B-W Names Haefner 


Col. Earl W. Haefner has been 
named assistant to the president, 
Borg-Warner International Corp. 
He formerly was attached to the 
general staff, U. S. Army, where he 
supervised activities in engineering 


standards, specifications and stand- 
ardization for the Department of 
the Army. 


FMSI Elects Sullivan 


As °56-57 President 


The Friction Materials Standards 
Institute, Inc., has elected Leo S. 
Sullivan, Russell Mfg. Co., as its 
president for the coming year. 


Other officers are William J. 
Vachout, Carlisle Corp., vice-presi- 
dent, Vincent A. Spina, Scandinavia 
Belting Co., treasurer, and ‘Harriet 
G. Duschek, secretary. 


* * * 


Breeze Names Strunk 


Kenith G. Strunk has been named 
administrative director of engineer- 
ing, Breeze Corps., Inc., Union, N. J. 
He formerly was president of Proc- 
esses Research, Inc., engineering 
consultants. 

* + o 


Rinshed-Mason Picks 3 


Roscoe F. Johnson has been ap- 
pointed to the technical staff of 
Rinshed-Mason Co.’s West Coast 
division, Anaheim, Calif., and Ar- 
thur G. Grey has joined Rinshed- 
Mason’s Coast sales staff. Keith 
Muller has been transferred from 
Rinshed- Mason headquarters in 








“Goes like a bat outa h—— 
and is completely equipped with 
crash pads and safety belts—” 





Detroit, to the California plant as 
| industrial sales-service representa- 
tive. 

* + = 


European Post to Clayton 

Leigh Clayton has been appointed 
European area engineer for Logis- 
tics Research, manufacturer of 











Just what is an “adjustable” shock absorber? 


In one sense, every first-quality shock absorber 
made today is “‘self-adjusting.’”’ Because, today, vir- 
tually all shocks incorporate spring-actuated valv- 
ing. Within a pre-calibrated range of control, these 
spring-loaded valves compensate for varying hy- 
draulic demands created by road and load condi- 
tions. In that sense, all Gabriel shock absorbers 


are “adjustable,’ 


? and have been for years. 


But it was not until Gabriel perfected and 


marketed the 


AjustOmatic that you could 


offer your customers adjustable ride control 
—in a choice of three ranges. 





MAKE $30-$40 A DAY! Geta 
new, Gabriel Shock Tester. Tie in 
with powerful national advertising 
featuring AjustOmatics this month. 
Show the need—sell the deal! 


© 1956 The Gabriel Company 


Cmabrie! j 


AJUSTOMATIC 


The Gabriel AjustOmatic is 


different from any 


other shock absorber on the market today. 


You can, in less than a minute, select and set for 
every customer his kind of ride—for his kind of car 
and his kind of driving. You do the adjusting: 
“soft’’ for ultimate comfort, “‘medium”’ for greater 
stability than with standard equipment, “‘firm”’ for 


utmost stability. 


There is a ready, steady market for adjustable 
shock absorbers today. Don’t be misled into giving 
your customers something less! Ask your Gabriel 
jobber for new fact folder giving full details. 


aeei 
rN 


ONLY GENUINE 
DJUSTABLE 


SHOCK ABSORBER 








ALWAC electronic digital comput- 
ers and data processing systems. 
His headquarters will be at the 
| Autronic Computing Center, Stock- 
holm, Sweden. 

7 * * 


Porter Names Garber 


Lawrence L. Garber has been ap- 
pointed production vice - president 
for H. K. Porter Co., Inc. Garber, 
former general manager of the Al- 
loy metal wire division, will super- 
vise production for the 13 divisions 


of the company. 
+ * * 


Union Carbide Plans 


2 Polyethylene Plants 


NEW YORK. — Construction of 
two new plants for production of 
low-pressure polyethylene has been 
announced by Union Carbide & Car- 
bon Corp. 

The two plants located at Insti- 
tute, W. Va, and Seadrift Tex., with 
a combined rated annual capacity 
of 55 million pounds, are scheduled 
for completion next year. They will 
be equipped to produce polyethylene 





by a number of new techniques, 
Union Carbide said. 
* * * 


Milliken Heads Division 


Of Cornell Aero Lab 


William F. Milliken has been 
named director of a new Cornell 
Aeronautical Laboratory Inc. divi- 
sion into which the flight research 
department and a newly-created 
vehicle dynamics department are 
consolidated. It will be called the 
Full Scale division. 

One of the functions of the new 
vehicle dynamics department will 
be research in handling character- 
istics of automobiles under a “ma- 
jor’ contract from General Motors 
Corp. Milliken also will be acting 
head of this department. 

* * . 


American Bosch Picks 
Riggleman in Chicago 


Ernest M. Riggleman, associ- 
ated with Studebaker for nearly 
34 years, has been appointed divi- 
sion manager of the American 
Bosch Arma Corp.’s new Chicago 
division. 

Riggleman, who joined Stude- 
baker in 1922, was plant manager 
of the Chicago plant when it was 
acquired by American Bosch 
Arma under a U. S. Air Force 
facilities contract. 

aa * * 


Sparks Is Appointed 


Great Lakes Stamping, Toledo, 
has appointed Dean Sparks as sales 
representative for the state of Wis- 
consin. Sparks will maintain his 
office in Milwaukee. 

* . * 


Goodrich Names Bosworth 


Appointment of Edward Bos- 
worth as plant engineer of B. F. 
Goodrich Co.’s Los Angeles plant 
has been announced. He replaces 
Thomas J. Cook, assigned to the 
Akron plant. 

* 


Werlein Heads SAE 


Ed E. Werlein, truck and fleet 
sales nager, Francis Motor Car 
Co. (Ford), has been elected 
chairman of the Oregon section 
of the Society of Automotive En- 
gineers. The election was held 
during a joint meeting with the 
student section at Oregon State 
College, Corvallis, Prof. W. H. 
Paul of the college faculty was 
named a vice-chairman of the 
section. 

* x * 

Vickers Names Dupuis 


Russell Dupuis is new plant man- 
ager of the Omaha production divi- 
sion of Vickers Inc. Dupuis, associ- 
ated with Vickers for 20 years, for- 
merly was production control man- 
ager in Detroit. 

* t *” 


Goodyear Promotes Wolfe 


Merritt W. Wolfe has been ap- 
pointed chief engineer, tube and ac- 
cessory design, for Goodyear Tire & 
Rubber Co., Akron. He succeeds 
Boyd C. Eberhard, who retired fol- 
lowing more than 43 years with the 
company. 

cd - 


Wagner Elects Keyes 
As Vice-President 


Wagner Bros., Inc., Detroit, has 
announced election of Jack Keyes 
as vice-president in charge of west- 
ern Michigan sales. 

It also was announced that a fac- 
tory branch has been established in 
Grand Rapids to service the area. 
Keyes has been a sales engineer 


with Wagner for eight years. 
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The BIG 3 magazines, Life, LOOK, Post, have recently announced rate bases for 1957. (These 

















— bases are circulation averages upon which advertising rates are set.) The changes in rate bases, 
ne 
avs year by year, since the end of World War II, tell an interesting story of magazine growth. 
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ro | CIRCULATION RATE BASES* 
LOOK POST LIFE 
ci- 
ly 4 
- 1946 2,100,000 3,700,000 5,200,000 
E 1947 2,310,000 3,800,000 SAME f | 
S 1948 2,700,000 SAME SAME a 
ch i 
ce 1949 2,850,000 SAME SAME : 
4 1950 3,000,000 SAME SAME A 
y > e 
ise 1951 3,100,000 SAME SAME iS 
1s 
- 1952 3,250,000 SAME SAME 
h : B 
os: L 1953 SAME 4,200,000 SAME . 
ant a 
1955 3,900,000 SAME SAME 
at 1956 4,000,000 4,650,000 5,600,000 
-d 
a 1957 4,200,000 4,850,000 SAME 
5 : —_— 
te ; 
H. ee TOTAL INCREASE 
» . SINCE 1946 2,100,000 1] 50,000 400,000 
- | K In any given year where there were two or more increases, the largest figure has been shown. 
: | 
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All businessmen understand the growth factor in judging the indus- 
Ap- Ist Six Months 1956 is the . . . try in which they are engaged. The growth factor for LOOK has been 
'& BIGGEST SIX MONTHS IN LOOK’S HISTORY outstanding, continuous, compelling. Based on a continuously growing 
- Compared to 1946: acceptance by the American people, LOOK’s growth is solid, indeed. 
e Circulation is up 82% Change is constant in all busi- 
Advertising Pages are up 78% ; 
ness, and magazines are no excep- 
Advertising Revenue is up 455% : 
tion. What would be your guess as 
as By far, LOOK has the greatest rate of growth % p = 
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HAND CLEANER—A waterless, liquid 
cream hand cleaner, said to remove the 
most difficult stains, has been introduced 
by American Detergent Co., Inc., 370 
Seventh Ave., New York 1, N. Y. Called 
Mighty Kleen, the cleaner incorporates 
special skin conditioning lubricating oils 
and lanolin, as well as hexachlorophine, 
a healant and antiseptic, it is claimed. 
The product is available in one and five- 
galion cans, 15-20-gallon drums and in 
12 and 32-ounce dripless spout cans. 

* * * 


Bellford Introduces 


Fastening Device 


A fastening device called 
Spherelock has been marketed by 
Bellford Metal Products, Inc., 5900 
Maurice Avenue, Cleveland 27, O. 

It is said to present many pos- 
sibilities as a substitute for con- 
ventional staking or fastening de- 
vices as nuts, bolts and cotter pins 
used in assemblies. 

* * * 





RUBBER-REPAIR MATERIAL — Pang, a 
cold, self-vulcanizing, rubber-repair ma- 
terial, is now being imported from Ger- 
many by Automatic Vulcanizers Corp., 16 
Hudson St., New York, N. Y. The line 
includes tubeless tire and tire-tube 


patches, tubeless tire repair kits. conveyor | 


belt repair material, and rubber com- 


pound that cures into resilient rubber in | 


about 20 hours at room temperature. The 
materiais are used for all synthetic and 
natural rubber products, it is claimed. 


Soluol Develops Skin Cream 
For Industrial Application 


Solucone, a heavy-duty, protective 
skin cream, developed specifically 
for industrial use, has been intro- 
duced by Soluol Laboratories, Inc., 
Natick, R. I. 

When applied, Solucone is said 
to maintain a silicone protective 
barrier that prevents skin contact 
with external irritants normally en- 
countered in industry. It is equally 
effective for wet or dry work and 


PORTABLE GARAGE—On-the-spot 








protection for automobiles against 
weather, dust, and bugs is said to be provided by portable ‘‘garages” manufactured 
by Budge Mfg. Co., Inc., Tenth and Ontario Sts. Philadelphia 40, Pa. These ‘‘Rolia- 
Cloth” garages are made from cotton coated on both sides with DuPont “Alathon"” 
polyethylene resin, resulting in a strong, waterproof material, it is claimed. The unit 
can be tossed over the top of the car and drawn closed with a laced-rope drawstring; available in a 12-ounce, self- 


retains its protective powers even 
when skin is immersed in liquids 
for long periods, it is claimed. 





SAFETY KIT—A kit, which is said to in- 
crease automobile driver's “margin for 
safety,”’ is being introduced by the Elec- 
trical Division of Olin Mathieson Chemical 
Corp., 460 Park Ave., New York 22, N. Y. | 
Developed with the aim of providing 
light in an emergency, the kit, called the 
Olin Winchester Safety Signal Kit, con- 
sists of an Olin two-cell flashlight, two 
flares, two Olin flashlight batteries, and 


a flare stand. 
a 


Spray Cleaner, Degreaser 
Introduced by Krylon 


A spray cleaner and degreaser 
for engines, grilles, textiles and 
other surfaces soiled by grease or 
oil is being produced by Krylon, 
Inc., Norristown, Pa. 

The Krylon product is said to cut 
down both the cost of maintenance 
and the speed and efficiency of re- 
moving greases and oils from any 
surface. After application, deposits 
may be rinsed away with water. 

* * +. 








FEATHER EDGER—Said to be ideal for 
all types of body and fender repaint work, 
the Black & Decker Feather Edger is light 
and compact, with a weight of 6% 
pounds. Requiring a minimum of skill from 
the operator, the tool is prevented from 
digging in the work by a special com- 
bination of features that causes the abra- 
sive discs to slip when excessive pressure 
is applied. Black & Decker Mfg. Co., Tow- 
son 4, Md. 








inclement 
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NEW PRODUCTS 





DUAL MIRROR—The Dual Field mirror 
is said to be a patented rear vision mir- 
ror with two fields of vision. One field 
is used as a standard rear vision mirror, 


| while the second field is angled to allow 


the car driver to see out to the side of 
his car, it is claimed. The mirror is 
mounted on a chrome jet base for in- 
stallation on either fender or door. Safety 
Mfg. Co., 2011 Truman Rd., Kansas City, 
Mo. 





TIMING LIGHT — A _ deluxe 


DELUXE 
timing light, called Powr-Timer, automati- 
cally operates on six or 12-volt ignition 
systems, and provides a usable brilliant 


light even under direct lighting, it is 
claimed. The plastic unit's pistol grip and 
light weight is said to make it easy to 
handle. Allen Electric & Equipment Co., 
2101 N. Pitcher St., Kalamazoo, Mich. 

2 2 


Stonfil Flooring Compound 


Hardens in 40 Minutes 

A quick-setting flooring com- 
pound, called Stonhard Stonfil, 
which is said to harden within 30 
to 40 minutes, has been developed 
by Stonhard Co., Inc., 1306 Spring 
Garden St., Philadelphia 23, Pa. 

Recommended for filling small 
ruts, holes and cracks in concrete 
floors, the product is double the 
strength of concrete patches, and 
is of concrete color, it is claimed. 
Also used for anchoring bolts, hand 
rails or ornamental iron work in 
concrete bases. 




























SCREWDRIVERS — Multiple screwdrivers 
and nut setters designed specifically for 
torques less than 11 foot-pounds have 
been introduced by Keller Tool Division, 
Gardner-Denver Co., Grand Haven, Mich. 
Two sizes of offset gear arrangements 
make allowable distances between bolt 
centers as low as 1 3/16-inch with stand- 
ard parts. An offset attachment with a 2- 
to-1 gear ratio makes it possible to at- 
tain up to 27-foot-pounds of torque from 
nut setters, it is claimed. Tool speeds 
range from 225 to 2,800 r.p.m. 


Dry Graphite Film Lubricant 


Available in Hand Sprayer 


DGF-123, a dry, graphite film 
lubricant for use in service sta- 
tions .and repair shops, 


pressurized sprayer, 











now is) 
| warning glow from the sides and a white 
according to} 





Miracle Power Division, AP Parts 
Corp., Toledo 1, O. 

The aerosol container features a 
release button that can be pushed 
in any direction to direct a con- 
trolled spray. The dry lubricant 
is said to be a dispersion of pure 
colloidal synthetic graphite in 
Fluron, a compounded volatile car- 
rier. 


* * * 


ELECTRIC TYPEWRITER An electric 
typewriter that offers a wide selection of 
type styles, os well as many colored rib- 
bons to harmonize with letter heads, has 
been announced by Remington Rand 
Division, Sperry Rand Corp., 315 Fourth 
Ave., New York 10, N. Y. Interchangeable 
type provides specialized typing of any 
kind plus “everyday” typing, it is claimed. 

. ws 


Rubber Mats for Cars 
A rubber mat for auto floors, 
called the Strato-Mat, is being 
marketed by Ace Rubber Products, 
Inc., Akron, O. The 17% by 15%- 
inch mat is offered in 10 colors 
for front or rear floors of all cars. 


| PROPER FRONT END ADJUSTMENT Cam CURE Set Mt ae Gon we 
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WHEEL ALIGNMENT SET — A wheel 
alignment tool set and display stand for 
front-end alignment work on cars and 
light trucks is being offered by Snap-On 
Tools Corp., Kenosha, Wis. According to | 
the manufacturer, the set enables work | 
to be done on any level area in the! 
shop and does not tie up valuable space | 
permanently. Easy-to-follow illustrated in- 
struction booklet is also included in the 
set. 

























FLASHLIGHT KIT—A “Home and Road” 
safety kit containing two flashlights, one 
for use around the house and another for 
the family car, and four flashlight batter- 
ies in a reusable container is being 
marketed by Ray-O-Vac Co., Madison 10, 
Wis. One flashlight, especially designed 
to carry as standard equipment in the 
car glove compartment, has a red, high- 
impact plastic lens ring which casts a red 


beam directly ahead. 
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Meacing elements surrounded 
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Temperecure gauge 


Unbeaced paint enters here 
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Meaved paint exists bere. 
— . Removeble paint treet. 


Paint temperature is re 
a0 it opicels through be 
PAINT HEATER — The above picture 


shows the working parts of the Binks 
Dualheet paint heater, which features a 
removable paint tract to facilitate sery- 
icing and inspection. The paint tract is a 
heated chamber within the unit where the 
temperature of the paint is raised. The 
heaters are available in two models. The 
heavy-duty unit is capable of raising tem- 
peratures to between 160 and 180 de- 
grees at the rate of 15 gallons per hour, 
and operates on either 220 or 110 volts. 
The standard heater is designed to raise 


temperatures to between the same de- 
grees at eight gallons per hour, and 
operates on 110 volts. Binks Mfg. Co., 
3122 Carroll St., Chicago 12, Ill. 
* * * 
«< 
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ROCKER PANEL 
rocker panels are die-cut to fit over old 
rusted panels. No cutting or welding is 


GorDag snap-on 


required, and only two operations are 
necessary for installation, it is said. First 
the moulding and scuff plates are re- 


moved. Then with scuff plate for a tem- 
plate, screw holes are punched for its re- 
placement. The panels snap right over the 
rusted panel, and holes for clips to re- 
place sill moulding are already punched, 
it is claimed. GorDag Rocker Panel Corp., 
2215 Foshay Tower, Minneapolis 2, Minn. 
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SNOW PLOW WAX—Snow-Ram liquid 
snow plow wax has been made more ef- 
fective by the addition of a new chemi- 
cal ingredient, according to the manufac- 
turer, Speco, Inc., 7308 Associate Ave., 
Cleveland 9, O. The element, a specially 
formulated essential oil, is said to increase 
both the adhesion and hardness of the 
wax. Because snow slides off the waxed 
surface of the plow, piling is prevented 
and motor fuel savings are effected, it is 
said. Snow-Ram is available in one and 
five-gallon cans and 55-gallon drums. 

: 2 @ 


Check Valve for Brakes 


Developed by George 

George Mfg. Co., Philadelphia, 
has .announced development of 4 
check valve that it said will pre- 
serve reservoir air pressure in air 
brake systems in the event of a 
broken or leaking connecting line 

(Continued on Page 57, Col. 1) 
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(Continued from Page-56) 


between the reservoir and the com- 
pressor. 

The valve was developed in ac- 
cordance with the ICC regulation 
which requires operators of 
vehicles with air brake systems to 
attach check valves to the en- 
reservoirs on or be- 
the firm said. 


trance to air 
1957, 
* 


fore Jan. 1, 





BIN STRIP, SPLICE RS—tThe latest 
development in binning of bandrail 
counters and shelves has been announced 
by Reflector-Hardware Corp., Western 
Ave. at Twenty-second Place, Chicago 8, 
Ill. Special splicers with clip attachments 
fit into a continuous row of slots in %- 
inch binning strip. Unique basket weave 
is said to provide a slot every ‘13-inch. | 
Binning strip available in 49'%2, 60% 
and 71'%-inch lengths, finished in nickel. 
Splicers are available in 2 and 3-inch 
heights for end, channel or corner | 


splicing. 
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TRAILER HITCH — The Foote Custom 
trailer hitch features a deep saddle de- 
sign that is said to provide proper road 
clearance and evenly distributes the 
weight and pull. The solid machined ball 
tests to 13,000 pounds, while the hitch | 
will take a 2,000-pound “down thrust" 
without concentrating at the middle of the | 
bumper, it is claimed. A sturdy chain 
bracket is used for greater safety, and 
hex-nuts for speed wrenches permit faster 
installation, it is said. Foote Industries, 


P. O. Box 688, East Lansing, Mich. 
* * « 


SPEED CONTROL — The Key-Matic 
automobile speed control kit is designed | 
to put an automatically governed speed | 
control on any car without disturbing 
normal operation. Installed on the dash- | 
board, the system is controlled by a key, 
and can be set to any desired speed 
limit. Once the speed limit is set and 
the key removed, the car cannot be 
driven at excessive speed until the limita- 
tion is released, it is claimed. Minnesota | 
Automotive, Inc., Mankato, Minn. 

a oe 


S. D. Firm Introduces 


Valve Guide Reamer Set 

Valve guide reaming sets, de-| 
signed to service late-model en- 
gines which have valve guides cast | 
as part of the cylinder head, have | 
been introduced by K. O. Lee Co., 
Aberdeen, S. D. 

Since the valve guides are not} 
replaceable in this new-type head, | 
the company said, it is the valves | 





themselves which must be replaced, 
This is done, Lee explained, by 
reaming out the valve guides for 
oversize stem valves. 
* * * 
Glass Cleaners Introduced 


A new cloth, 
for keeping windows clear and free 
of fog and condensation, has been 
announced by Riverbed Chemical 
Research Co., Cleveland. The cloths 
are packed six in a car visor pack. 
According to the manufacturer, 
just one application keeps car 
windows, kitchen windows or bath- 
room mirrors fog- free, 


Flashlight ‘Bec hone’ 


By Glowing in Dark 


A flashlight that glows in 
dark is being 


the 
introduced by the 


electrical division of Olin Mathie- 
son Chemical Corp. 
“Night Pilot,” its 


Called the 






















ALSO 
AVAILABLE 
IN 2-POST 
MODELS 


Only Gl 


And it has a place no other Hoist can fill... 
on upper floors, in temporary locations... 
where excavation is impractical. 
Installation is quick and easy . 
mum cost. It’s all above floor level and meets 
every essential of automotive lifting. How 
many places in your operation can be made 
more profitable with a Globe 4-Post Elec- 


tric Hoist? 


called Fog-Bond, | 


action is similar to the radiant dial 
on a wrist watch yet does not con- 
tain any phosphorus or harmful 
elements. It is made of aluminum 
and the lens is designed so that 
the flashlight cannot roll, the com- 
pany said. 





MIRROR—The Vista-Vision body-mount 
mirror is designed for use on all cars and 
is adaptable to either right or left side, 
it is claimed. The unit includes solid brass 
4Y,-inch replacable head, die cast ‘‘V” 
visor and base, and double-strength glass 


mirror. It also features a ball-joint ad- 
justment with lock screw. Mirrors are 
available in either round, left, No. 530, 


No. 520, design. Norlipp Co., 
Chicago, 21, Ill. 
* * 


or octagon, 
5925 S. Lowe Ave., 


Leather, Plastic Cleaner 


Preserves Car upholstery 
A cleaner for leather, leatherette 


.. at mini- 


17, 1956 re 
and plastic upholstery is being of- 
fered by Mac’s Super Gloss Co., 


Inc., Los Angeles, Calif. 

Called Mac’s Leather and Plas- 
tic Cleaner, the product is said to 
contain lanolin, neat’s-foot oil and 
silicone to soften and preserve, as 
well as clean, upholstery. 

‘ ’ * 


Williams Extends 


Its Wrench Line 


J. H. Williams & Co., Buffalo, 
has announced that it has extended 


the range of opening sizes of its 
midget wrenches to include 9/16 
and *%% inch sizes. 

The line now carries 13 sizes 
with openings from 3/16 to % 
inches. Both heads have the same 
opening size, Williams said, 

P .* ~ 
Catalin Produces 
Two Anti-Oxidants 
Manufacture of an anti- 


oxidant, under license from Gulf 
Oil Corp., which is said to pre- 
vent harmful oxidation in petro- 
leum products, rubber, plastics 
and foods, has been started by 
Catalin Corp. of America. 

The product is offered in two 
grades, technical and food, desig- 
nated as anti-oxidants AC-1 and 


57 
AC-3 respectively. It is an alky- 
lated cresol which has applica- 
tions in such varied products as 
aircraft fuel, white sidewall tires, 
food wrappers, pressure sensitive 
tape, insecticides, lipsticks and 
lard, the firm said. 


Everhot Display Helps 
Dealers Buy Heater Parts 


A heater parts display board for 
automotive jobbers has been intro- 
duced by Everhot Products Co., 
Chicago. 

A broad assortment of Everhot 
heater parts are mounted on the 
red, yellow and black board to as- 
sist customers in ordering hard- 
to-describe parts. 


+ + * 


Federated Metals Develops 
Solder Fluxes for Copper 
Noncorrosive, quick-wetting sol- 
der fluxes designed primarily for 
use on copper and copper-base al- 
loys have been developed by Feder- 
ated Metals division, American 
Smelting and Refining Co. 
Marketed as Federated H-Series 
Solder Fluxes, they utilize safe-to- 
handle derivatives of the war-born 


(Continued on Page 58, Col, 1) 





profits. 


per hour. 


Developed, patented and pioneered by 
Globe, the ““Frame-Kontact” principle has 
revolutionized the entire concept of Hoists 
in the automotive field. 

Today’s cars are designed closer to the 
ground and more and more parts are acces- 
sible only to undercar servicing. Not only is 
it necessary to lift a car to service it, but 
nearly the entire underbody must be quickly 
and readily accessible for economical servic- 
ing. Globe ““Frame-Kontact”’ 
this accessibility ...save time and increase 


Hoists provide 


Car service and repairs, when done on a 
“‘Frame-Kontact”’ Hoist, are 25 to 60% faster. 
Mechanics do a better job standing up with 
lots of “elbow room.” 


More jobs are handled 


FOR EVERY AUTOMOTIVE NEED! 
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WORLD’S MOST COMPLETE LINE OF AUTOMOTIVE 
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GLOBE HOIST COMPANY 
East Mermaid Lane at Queen Street 
Philadelphia 18, Pennsylvania 
[_] Please send me complete information on “Frame-Kontact” Hoists. 
[_] Please send me complete information on 4-Post Electric Hoists. 
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AND HEAVY-DUTY TRUCK HOISTS 
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New Products 


(Continued from Page 57) 


chemical, hydrazine, the company | 
said. 


+ * +. 
Nic-L-Silver Battery 


Offers Cap With Water Well 


Nic-L-Silver Battery Co., Santa | 
Ana, Calif., has introduced a bat-| 
tery cap which, according to the) 
company, eliminates the danger of | 
acids spilling or boiling from the} 
battery. 

Called the Nic-L-Cap, it also 
includes a water well which meters 
fluid to the electrolyte solution as) 
necessary, the company said. 

+ * + 


Cleaner, Glaze Contains 
Special Imported Resins 


Ease of application plus unusual 
durability are claimed for an auto 
glaze, “Mac’s It New Car 
Finish,” announced by Mac’s Super 





Gloss Co., Inc., Los Angeles. It 


is said to clean and glaze in one 
operation, 

The product is a paste that is 
said to contain all the glazing in- 
gredients for a long-lasting shine, 
including carnauba wax and special 
imported resins. During introduc- 
tory, Mac’s is offering dealers its 


No, 2 deal in which the dealer pays | 


for 11 cans of the product and 


receives 12, 
* + + 


Automobile Washer Designed 


For One-Man Operation 

A low-priced car washer, said to 
automatically control the spray of 
water so that it does not impede 


|the work of the operator, has been 


introduced by Wohlert Corp., Lan- 
sing 5, Mich. 

Operation is as follows: The 
spray makes a complete circuit 
around the car in 2% minutes 
while the attendant is cleaning out 











the inside. A second trip is made 
with the attendant washing just 
ahead with detergent. A third trip 
is made for touching up and rins- 
ing. 

* * a” 


Leather Cleaner-Conditioner 
Marketed by Liquid-Glaze 


Super Leather Cleaner- 
Conditioner, an emulsion of oils, 
waxes and chemicals, is said to 
prevent stains, waterproof leather 
and keep it soft and flexible. 

Producer of the cleaner, Liquid 
Glaze, Inc., 704 Sheridan St., 
Lansing 6, Mich., also claims the 
product will protect automobile 
leather that is exposed to rain, 
dew, or excessive sunshine and 
will not stretch the leather. 

+ 


* * 
High-Strength Masking Tape 
Developed by Permacel 

A new high-strength pressure | 
sensitive flatback masking tape 
has been developed by the Perma- 
cel Tape Corp., New Brunswick, 
N. J. 

The new tape, designated Perma- 


| closures 





cel 728, has a 4-mil rope paper 
backing in an off-white color. 
According to Permacel, the back- 
ing has been especially treated to 


give the tape high tear resistance 

coupled with thinness and high 

tensile strength. 
* 


x * 





LIGHTING FIXTURE — The Guardian 
Royal-T service station lighting fixture is 
designed to permit maximum passage of 
the light generated by the RS lamps, it is 
claimed. The acrylic resin plastic en- 
incorporate a ‘“‘sine-wave,”’ or 
fluted form to deliver optimum diffusion, 
it is said. The extra surface and the 
additional angles in this form are said 
to assure wider dispersion of light. 
Guardian Light Co., Dept. AND, 500 
North Bivd., Oak Pork, > 


Addressograph Brings 


Automation to Letters 
An Addressograph machine that 


Sell every car you service the 


RAYBESTOS 7-POINT BRAKE CHECK 


and watch your brake service profits grow 


THESE RAYBESTOS QUALITY PRODUCTS 


HERE’S ALL YOU DO 


ie Pull front wheels and inspect linings 


Inspect front 


Check brake drums 


wheel bearings 


Clean brake assembly 
Check hydraulic system 
Adjust brakes or recommend a reline 


Road test brakes 


You get paid for every car you check 


HARD-HITTING SALES AIDS AND 
NATIONAL ADS WILL SUPPORT YOU 


BRAKE 
CHECK 


Ltt 2 id ee 


Doors | 728g”) 


o* 7 





WILL SATISFY ALL YOUR CUSTOMERS 





Raybestos "Contour Ground” Lined Shoes—the answer to all 
fixed anchor brake problems—are perfect for adjustable anchor brakes, 
too. Raybestos “Contour Grinding” assures true shoe radius—perfect 
lining-to-drum contact. It permits no high spots—no spongy pedal 


action due to excessive belly contact. 





Raybestos PG Sets— All Raybestos brake linings are Proving Ground 
tested for greater highway safety. And only Raybestos linings are made 
by 7 different manufacturing processes to provide factory-packaged 
lining combinations for every make and model car. They stop faster— 


last longer. 


MAKE WHEELS OFF PAY OFF! SEE YOUR RAYBESTOS JOBBER TODAY! 






AMERICA’S BIGGEST 


Reline with 


SELLING BRAKE LINING 


RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., BRIDGEPORT, CONN. 


RAYBESTOS-MANHATTAN, INC., Brake Linings ¢ Brake Blocks © Clutch Facings 
Fan Belts © Radiator Hose Industrial Rubber, Engineered Plastic, and Sintered Metal 
Products « Rubber Covered Equipment ¢ Asbestos Textiles © Laundry Pads and Covers 


Packings © Abrasive and Diamond Wheels ¢ Bowling Balls 


ou 





will write a complete letter fron 
blank paper in one run — nami, 
address, salutation, letterhead in 
color, date, text, and signature 
has been announced by 
Addressograph-Multigraph Cory, 
Cleveland. 

This machine will produce a 
personalized letter for less than 
one cent each, enabling any busi- 
ness to capitalize on the advan- 
tages of personalized mailings, the 
firm said, 


* * * 
National Produces 


LGP Fuel Injector 


National Products Mfg., Inc., 
Lubbock, Tex., has announced it is 
engaged in manufacture and distri- 
bution of a new device as a re- 
placement for the conventional car 
buretor. 

The McClain LPG fuel injector 
is deltvered in a single compact 
unit. The fuel is carried through 
the unit under two pounds pres- 
sure and injected into the air flow 
as demanded by the engine. Fuel 
and air are mixed before entering 
manifold by a _ specially-designed 
mixing chamber, the firm said. 
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ARMATURE-STARTER TESTER — Electro 
Products Co., 445 East 189th St., New 
York 10, N. Y., has introduced a unit, 
known as model GR2 Growler, that accu- 
rately tests all types of starters and gen- 
erator armatures, including the modern 
alternate-wound armatures found in high- 
output generators. Available for both 115 
and 220 volts, 50 or 60 cycles, the unit 
will detect opens, shorts reversed wind- 
ings, high resistance connections, incorrect 
number of turns and insulation break- 
downs, as well as continuity and grounds 
in field coils. 





VALVE SEAT GRINDER—Cedar Rapids 
Engineering, Cedar Rapids, Ia., has an- 
nounced the addition of the Kwik-Way 
Midget to its line of valve seat grinders. 
The model is said to be especially 
adapted to grinding seats in small, air- 
cooled engines. Wheels as small as one- 
inch diameter with a 7/16-inch hole are 
available for use with the unit. 





WATER HEATER — Altwood Co., Inc., 
1123 Broadway, New York 10, N. Y., has 
marketed a water heater that can be used 
both in the car and in the home. The 


unit can be used for making instant 
coffee, tea, soup, or for heating the 
baby’s bottle, it is claimed. Equipped 


with 12 and 110-volt cords, the unit con- 
tains a hot cup, two cups, two food con- 
tainers and two spoons. 
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DETROIT. — Kelsey-Hayes 
Co. has purchased a manufactur- 
ing site at Falsington, Pa. and 
will construct a plant for the 
manufacture of passenger -car 
wheels for its customers’ eastern 
assembly plants. 

Bd * * 


Goodrich to Build 


KITCHENER, Ont. — Plans 
for a new $1,225,000 headquarters 
building for B. F, Goodrich Co. 
of Canada, Ltd., have been an- 
nounced. The office and ware- 
house will be on a 12-acre site 
on the boundary line between 
Kitchener and Waterloo. 


x x * 


Steber Adds to Plant 

BROADVIEW, Ill.—C. L. Steber, 
president, Steber Mfg. Co., here, 
has announced completion of 
new factory addition of 17,000- 
square-feet. This brings the Steber 
plant to 100,000-square-feet of pro- 
duction space. 


Cleveland Ignition Begins 
Operations in New Home 

CLEVELAND. — Cleveland Ig- 
nition Co., has moved into new 
quarters at 10646 Leuer Ave. 

The new building includes serv- 
ice and repair sections, a ware- 
house and training facilities for 


mechanics and salesmen. 
* . * 


Westclox Detroit Office 

DETROIT, — Westclox division 
of General Time Corp, has opened 
an office here to handle the in- 
dustrial automotive business, ac- 
cording to John Bruce, Westclox 
industrial sales manager. The new 
office, headed by Don Hale, is at 
18932 W. McNichols Road, Detroit 
19. 


Miami Scrap Dealer 


Arrested Over Titles 


MIAMI, — Frank Wood, Over- 
Pass Auto Parts, has been charged 
with 44 counts of failing to sur- 
render motor vehicle titles when 
cars were junked. 

Officers said the arrest was the 
first following an investigation of 
several months into junk dealer 
operations with respect to title 
violations. In July, they said, 24 
stolen cars had turned up in junk 
yards. Members of the Scrap 
Dealers Assn. have agreed to make 
weekly reports to the sheriff's of- 
fice of all cars bought for junk, 
keep complete records and buy only 
cars with valid titles. 


x * * 


Fleet to Get Belts 


MOORHEAD, N. D. — The 40- 
car fleet of Mutual Service In- 
surance Companies will be 


equipped with safety belts next 

year, according to J. Paul Johnson, 

Fargo-Moorhead manager for the 

firm. He added that safety belts 

would also be offered to the com- 

Ppany’s 400 employes and 600 agents. 
. = 2 


Checks Bounce, Buyer 


Indicted by Grand Jury 


CINCINNATI, O. — Indictments 
charging fraud and issuing insuf- 
ficient fund checks have been re- 
turned against John B,. Wedge, 31, 
here, who is alleged to have used 
a non-existent bank account to buy 
or rent high-priced cars. 

The grand jury indicted Wedge 
on charges of defrauding Avis 
Rent-A-Car System, Inc., of $484, 
and issuing a $4,236 check against 


insufficient funds to Thompson 
Brothers Cadillac, Inc., for pur- 
chase of a car. 

: 2&2 


Traffic Manager Gets 
New Emphasis in Book 


PHILADELPHIA.—The traffic 
manager has been characterized as| 
“the newest member of the manage- | 
ment team” by John H. Frederick 
in his new book, Traffic Department 
Organization, which Chilton Co. 
here will publish Sept. 19. 

Dr. Frederick, professor of trans- | 
portation, University of Maryland, | 
said that the traffic manager and_| 
his department all too often have! 


Auto World in Brief 


been viewed as over head expenses 
which are necessary, but undesira- 
ble. However, this attitude is chang- 
ing and the traffic manager has 
achieved new status in most for- 
ward-looking organizations. He 
writes “transportation generally 
looms as the largest single cost item, 
often taking 27 cents out of every 
|sales dollar.” These costs are con- 
trollable to a large degree and 
business has found that it can make 
a substantial profit from the traffic 
department, he said. 
* ~ * 


Key Finance Purchases 


| Auto Club in Cincinnati 
CINCINNATI.—Sale of more than 
60 percent of the assets of Auto 
Club Finance Corp. for more than 
| $323,000 to Key Finance Corp., St. 
| Louis, has been disclosed. 
Involved in the sale were some 
of the notes and mortgages held 





|by Auto Club, which provides 
| financing for some members of the 
Cincinnati Automobile Club. 

The remaining assets of the con- 
cern will be liquidated and dis- 
tributed to stockholders, Value of 
the notes and mortgages purchased 
by Key Finance was approximately 
$323,000. 


* * * 


Air Force Order for AC 


FLINT. — A $9,849,784 Air Force 
order for the repair and modifica- 
tion of bombing navigational com- 
puters has been announced by the 
AC Spark Plug division of General 
Motors. 


* * » 


Police Buy 6 Fords 


BEVERLY HILLS, Calif. — Bev- | 


erly Hills Ford Co., owned by Dan 
Ashcraft, has delivered six new 
Fords to the police department 
here. 

* * * 


Hupp Acquires Control 


Of Netherlands Company 
CLEVELAND. — Hupp Corp. has 

acquired a controlling interest in 

a Dutch manufacturing company— 


Apparatenbouw Nedalo NV, Hen-| 


(Continued on Page 60, Col. 3) 
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Plymouth Prepares for Sales Drive— 


In a concentrated drive for more sales, “Operation Manpower" regional sales 
clinics throughout the country are currently offering intensive three-day training pro- 
grams to Plymouth sales recruits. The Detroit-area clinic is shown above in a tele- 
phone practice session. On completion of their course, graduates go to work for 
Plymouth dealers in their respective home communities. 








A greater market is building for every GMC truck dealer! 


HE new national highway program is a giant 
lh cece in itself. And it’s only part of the 
nationwide building activity — in homes and factories, 
dams and power plants — booming as never before. 


That’s the great and growing market that GMC has 
planned for — and built for. The Blue Chip line of 
tandem models is designed to breeze through the tough- 
est in-a-hurry jobs with record-low operating costs. 


And they’re more than filling the bill! The proof: dozens 
of close-bidding contractors in every part of the country 
have put these GMC’s on their biggest jobs. Perform- 
ance and cost records have been phenomenal. 


So have the repeat orders. For GMC truck-users are 
cashing in on Blue Chip advantages in every size 
and type of truck — from hustling pickups right up to 
mammoth tandems in the 63,000 GVW-90,000 GCW 
class. 


In short, the truck need has never been greater. The 
GMC’s have never been so ready to meet it. Now, as 
never before, it’s great to be a GMC dealer! 


GMC TRUCK & COACH 
-A General Motors Division 





The Better You Know GMC—The Better The Truck Business Looks 































New York Pontiac Dealers Honor Hay— 


George |. Hay, retiring organizational 


manager of Pontiac's New York zone, 
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Auto World in Brief — 


(Continued from Page 59) 


gelo, The Netherlands—according | 
to Don H. Gearheart, Hupp presi- | 


dent. 

The purchase gives Hupp its first 
manufacturing facility in Europe. 
The Dutch plant will initially pro- 
duce oil space heaters for Euro- 
pean markets. 


x ok * 
Studebaker for O’Farril 
MEXICO CITY, — Studebaker 
products are being distributed in 


the Federal District by Automotriz 
O’Farril. President of the firm is 


Romulo O’Farril sr. 


* * * 


Brewer Notes 30 Years 


BURLINGTON, Vt. (UTPS) 
—The Burlington branch of Brewer 


accepts the good wishes of 150 dealers who assembled at a dinner honoring him.| Bros., Inc. (DeSoto-Plymouth-Reo- 
Seated, from left, are Harry Reiman, toastmaster at the New York dinner; J. L. Malone,| Mack) has celebrated its 30th an- 


Pontiac zone manager, and M. Bock dinner committee co-chairman. 


iniversary with a four-day open 


house. The parent firm started 45 
years ago in Canaan, Conn. There 
are branches in North Adams and 
Pittsfield, Mass. 


a7 * * 


Insurance Firm Slapped 


AUSTIN, Tex.—The Texas State 
Insurance Commission has refused 
to renew the license of the National 
Automobile Insurance Assn. which 
has 40,000 policyholders. The com- 
mission contends that the company 
is insolvent. 


* bs * 
White Mobile Generators 


Shipped to Venezuela 

SPRINGFIELD, O. Two mo- 
bile generators permanently housed 
in tractor-trailer units have left 
here for South America. 


The 500-kilowatt generators, ca- 








FOR SAFER, SURER STOPS IN EVERY WEIGHT CLASS— 
Beadix Yfeslnghouse GIT) COMPRESSORS! 


Power . . . Capacity . . . Dependability—the things that 
count most in air brake performance—are unsurpassed 
in Bendix- Westinghouse Tu-Flo Compressors. Not only 
do these mighty compressors produce more air at low 
and medium speeds where it is needed most, but their 
efficiently designed automatic inlet valves provide lower 
discharge temperatures and superior oil control. As a 


result Tu-Flo Compressors assure more road time, less 


shop time—longer service life at 


lower cost. Make sure 


your truck customers get Tu-Flo performance by 
recommending Bendix-Westinghouse Air Brakes — it’s 
one sure and easy way to add extra profits and customer 
satisfaction to every truck sale. There is a Tu-Flo 
Compressor to fit every make and model truck. 





BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY «¢ General offices and factory—Elyria, Ohio. Branches—Berkeley, California and Oklahoma City, Okichoma 





| ealihe of furnishing the normal 
| power needs of a town of 2,500 
people when combined, are the first 
purchased for use in Venezuela. 
| They were engineered and pro- 
|duced by the White diesel engine 
|division of White Motor Co. Both 
sets will be’ used by the Corporacion 
Venezolana De Fomento (Vene- 
zuela Development Corp.) as re- 
| placement power for areas where 
power lines and systems are being 
re-routed and expanded. 
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Alcoa Becomes Affiliate 


Of Traffic Engineer Group 

PITTSBURGH.—Aluminum Co. 
of America has accepted an invi- 
tation to become a sustaining or- 
ganization of the Institute of 
Traffic Engineers. 

The Institute was founded in 
1930 to promote highway safety 
and improved standards in the 
profession of traffic engineering. 
Alcoa becomes the 27th sustain- 
ing organization, 


* * * 


Clark Controller Sets Up 


New Facilities in L. A. 


CLEVELAND. Clark Control- 
ler Co., manufacturer of industrial 
electrical control equipment, has 
established new engineering and 
manufacturing facilities in Los An- 
geles. 

The new facilities, as well as 
the company’s Los Angeles district 
sales offices, will occupy a new 
building at 4755 E. 49th St. 


* * * 


McQuay-Norris Expands 
ST. LOUIS. Construction will 
soon begin on an addition to the 
Toronto plant of McQuay-Norris 
Mfg. Co. that will add 40 percent to 
the plant's floor space. 
| » * * 


Canada Zinc Output Up 


OTTAWA. — Heavy demands by 
the automotive industry boosted 
| Canada’s output of zinc 13 percent 
|in 1955 to 853,931,000 pounds, the 
|Canadian Government reported. 
| British Columbia accounted for 
nearly half the year’s output. 

j = * * 
Camp-Burdette Builds 

| CHARLESTON, W. Va. — Scott 
|Camp sr., president of Camp- 
| Burdette Motor Co. (Oldsmobile), 
| has announced that his company 
| will erect a new dealership build- 
ling on Virginia St. and Pennsyl- 
|vania Ave. here. 


| * > > 

| Griffith Oldsmobile Moves 

| KANSAS CITY. — Griffith Olds- 
|mobile Co., headed by Max Grif- 
| fith and George H. Welsh, a former 
| Ford dealer, is in its new quarters 
| here at 6200 Troost Ave. 

| = ms = 


| Synthetic-Rubber Plant 


Escapes Sale by U. S. 


| LOUISVILLE. Action of the 

U. S. in rejecting the proposed 
sale of the Government-owned 
| synthetic-rubber plant in West 
| Louisville was a popular decision 
| here. 

The plant is leased by Publicker 
Industries through April, 1958.A 
few weeks ago, when the Rubber 
| Disposal Commission acted to di- 
| vest itself of its last holdings, 
|Publicker bid on the plant. Its 
bid was topped by Union Carbide 
& Carbon, but Publicker objected, 
indicated that it was willing to 
meet the higher bid. The commis- 
sion will continue study as to what 
should be done with the plant, 

£ . a2 


Hughes Reelected 


LITTLE ROCK, Ark Roland 
Hughes, Lincoln-Mercury dealer at 
Jonesboro, Ark., has been re- 
| elected to a second three-year term 
as Arkansas state director of the 
| National Automobile Dealers Assn 
|He is chairman of NADA’s public 
| relations committee. 


* * 





Polio Shots for Employes 


| SKOKIE, Il. During the polio 
outbreak in the Chicago area, Peter 
| Epsteen, Epsteen Pontiac, had all 
| his employes begin their polio in- 
j}oculations at his expense. Epsteen 
Pontiac has opened a new show- 
room at 7501 Lincoln, Skokie. 
* *# 


Bynum & Jones Builds 


| SILOAM SPRINGS, Ark. By- 
num & Jones (Dodge-Plymouth)? 
has started construction of an 
|ultramodern new building at the 
corner of East Main and Gunter. 


| 
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(Continued from Page 52) 


Burbank, Calif., will 
equipping and licensing of Bendix! 
products sold to foreign commercial 


and military customers, 
* * ad 


5-Minute Safety Talks 


Driver Supervisors”’—$1.70 to Na- 
tional Safety Council members, 
$3.40 to nonmembers. National 
Safety Council, 425 N. Michigan, 
Chicago 11, Ill. 


* * * 


The Parking Problem 
“Parking—A Businessman’s Ap- 
proach” — 24 pages, 40 cents or 
three for $1. Transportation & 
Communication Dept., Chamber of 
Commerce of the United States, 
Washington 6, D. C. 


* * * 


Rollway Catalog-Manual 

“Precision Radial Roller Bear- 
ings” (catalog-manual) — 56 
pages, free. Rollway Bearing Co., 
Inc., 541 Seymour St., Syracuse, 
N. Y. 


* 4 * 


Metallic Powder Folder 

Folder (ADC-839A) describing 
metallic powder cutting equipment 
for stainless and other high alloy 
steels and cast iron—four pages, | 
free. Air Reduction Sales Co., 150) 
E. 42nd St.. New York 17, New 
York. 

* * + 
Plating-Bath Equipment | 
“ROHCO Test Equipment for 

Plating Baths’—eight pages, free. 
R. O. Hull & Co., Inc., 1306 Par- 
sons Court, Rocky River 16, O. | 

* * 7 | 





ASA Directory 
“Directory of Members of the 
American Standards Assn.” — 63 
pages, free. Dept. PR, American 
Standards Assn., 70 E. Forty- | 
fifth St., New York 17, N. Y. 
. * 


Facts About Eyes 
“Industrial Vision” — 187 pages, 
$10. Chilton Co. Chestnut and 
Fifty-Sixth Sts. Philadelphia 39, 
Pa. 


> * * 


Plating Machines 


“Automatic Plating and Process- 
ing Machines”-—four-page bulletin, | 
free. Udylite Corp., Detroit 11, Mich. | 


* * *~ 


Tractor Bulletin 
Bulletin on LTWE industrial 
tractor—free, Automatic Transpor- | 
tation Co., 149 W. Eighty-Seventh | 
St,, Chicago 20, Ill. | 
7 


* * } 


Wire and Cable Catalog 
Wire and cable catalog (No.| 
C-541) for car, truck, tractor and| 
marine use—24 pages, free. Auto-| 
Lite wire and cable wholesalers. 


Wall Chart Offered 


How to install Valve Spring Shims 
—wall chart, 17 by 22 inches, free. 
Houser Engineering & Mfg., Inc.,| 
Bluffton, Ind. 

* * + 


Fluid Drive Bulletin 


Bulletin (No. 9719) on size 126, 
Type T Gyrol fluid drive for general 
industrial application — two pages, 
free. American Blower Corp., De- 
troit 32, Mich. 

x 





7 + 
Resins to Acids 


Brochure on forms, properties 
and uses of fluorocarbon products | 
from plastic resins to acids and | 
dielectric fluids—eight pages, free. 
M. W. Kellog Co., Jersey City 3, | 
N. J. 


~ * 
Alcoa Offers Handbook 
“Alcoa Aluminum Handbook’— 
176 pages, free. Aluminum Co. of 
America, 781 Alcoa Bldg., Pitts- 
burgh 19, Pa. 
* 





* * 
Automatic Counting 


Pneumaticount automatic coun- | 
ters — one page, free. Pneumati- 
count, 3400 N, E. Fifty-fourth Ave., | 
Portland 13, Ore. 


* * 


* 
Dust-Collecting Data 


Cyclo-trell multiple tube dust col-| 
lector--12 page bulletin, free. onal 


coordinate search-Cottrell, Inc., Bound Brook, 
operations relating to engineering, N. J. 


machines — bulletin, free. Colonial 
Broach & Machine Co., 
“Five-Minute Safety Talks for | Harper Station, Detroit 13, Mich. 


cellulose wadding — eight-page 
folder and six-page folder, both free. 
Cel-Fibe division, Personal Products 
Corp., Milltown, N. J. 
| * + 
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* * * 
Broaching Bulletin 
ElectroGear dual ram broaching 


Box 37, 





+ * * 
Design Catalog 
Design and in-plant engineering P 
service — six-page catalog, free. 
Parmeco Engineering Co., 8129 E. 


| 


Nine Mile, Van Dyke, Mich. , 


| 
* * * | 


Cellulose Wadding Uses | 


Properties and uses of Cel-Fibe 


Folding and Stacking 


Folding and stacking Hamlin-|the World”—2,000 pages, 


We can 


9 Perfect Undercoating Jobs at the Cost of 6... 
50% More Cars Coated from Every Nokorode Drum 


chure, free, Industrial Truck divi- 
sion, Clark Equipment Co., Battle | 
Creek, Mich. 


Advertising Dept. 
| Trailer Co., Detroit 32, Mich. 


| & 
| 4150 E. Fifty-Sixth St., Cleveland 
oO. 


specification guide - 
Wells Mfg. Corp., Fond du Lac,| American Petroleum Institute, 50| 
Wis. 


'tainer pallet-type steel boxes—eight-| Bureau of National Affairs, Inc., | 
page catalog, free. Hamlin Metal) 1231 Twenty-Fourth St., 
Products Co., Akron 19, O. 


* * * | 


‘Clarklift Features’ 
“Clarklift Features—16-page bro- | 


* * * 

Volume Van Data 
“Volume Van Brochure” — free. | 
Fruehauf | 


| 


* x * | 


Color Chart Folder 
Color chart folder for inorganic | 
igments—free. R, Duncan, Mana- 
er, Color Division, Ferro Corp., 





| 


+ * * 


Tune-Up Chart 


Ignition tune-up chart and parts | 
24 pages, free. 


* * * 


Copyright Laws, Treaties 


“Copyright Laws and Treaties of 
$97.50. 








Lion’s patented process results in a coating so dense... 
so uniquely tough that heavy applications, such as are 
recommended for other nationally advertised brands, are 
absolutely unnecessary. The thinner coat recommended 
for Nokorode gives added protection . . . better sound dead- 
ening for the life of the car. The thinner application 
gives you 50% more satisfied customers with each drum. 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 2.393.774 







LION OIL 


A Division of Monsanto 
Chemical Company 


an 


SN 


LION. 


| Oxides,” “Jig and Fixture Design” 


COMPANY 


EL DORADO, ARKANSAS 


61 


| num & Chemical Corp., Consumer 


N. W.,| Service Division, Room 1056, 1924 
Broadway, Oakland 12, Calif. 


* * * * * * 
Servicing Tubeless Tires | Tool Steel Handbook 
| “Tool Steel Handbook,” fourth 


“How to Service Tubeless Truck) ..°. Apr 
Tires” — 12 pages, free. Rubber | edition—204 pages free. Advertising 


: |Dept.. Allegheny Ludlum Steel 
Manufacturers Assn., 444 Mad , y 
New York 22. NY.” aS" | Corp,, 2020 Oliver Building, Pitts- 


. ss | burgh 22, Pa. ; 


+ + 
Tool Engineers Publish Binks Nozzle Catalog 
Three Reference Books Binks 5600 nozzle catalog — 28 
The American Society of Tool | P@8es, free. Binks Mfg. Co. 3122 
Engineers will publish in the fu-|C4troll Ave., Chicago 12, IH. 
ture “Machining with Carbides and | 


Washington 7, D. C. 


Directory of Hotels 
and “Tooling for Powder Metal | 1956-57 Directory of Hotel Sys- 
Parts.” | tems—$1.50. American Hotel Assn. 
Contributors who would like to| Directory Corp., 221 W. Fifty-Sev- 
submit manuscripts or engineering | enth St., New York 19, N. Y. 
* + * 


data may write ASTE Books Dept., | x 
10700 Puritan Ave., Detroit 38, Mich. | Tool Room Grinding 
“Handbook on Tool Room 


* + * 
| Grinding” (Form No. 781)—222 


Fire Protection . : 
. 2 | pages, free, Norton Co., Worces- 

Fire protection manual—$l1. ter 6. Mass 

* * 


* 
> a a Oil-Cooler Information 
. Air-type and water-type hy- 
Aluminum Alloy draulic oil coolers—eight pages, 
Aluminum alloy No. 5005 booklet! free.—Buliletin 55-69, Vickers, Inc., 
—eight pages, free. Kaiser Alumi-| Box 302, Detroit 32, Mich. 


W. Fiftieth St., New York 20, N. Y. 


OOO 


> 
eta 
. 


a 


. 







* 





LION Oll COMPANY 

A Division of Monsanto Chemical Company 
Dept. AN-! 

El Dorado, Arkansas 


Please send me complete information about Lion 
Nokorode, and how it can increase underbody coating 
profits. No obligation, of course. 


Name_ saints decent —_— 


Street 
City 
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Highways and Safety... 





Off-Street Parking 


Gains Importance 


NEW YORK. — New develop- 
ments affecting the financing and 
construction of off-street parking 
facilities have been reported from 
various states and municipalities. 

They include the following: 

COLORADO: A proposal that 
Denver lease its City-owned 
parking lots and garages to pri- 
vate operators to get the off- 
street parking program out of the 
red was submitted to Mayor 
Nicholson by the Downtown Den- 
ver Improvement Assn. 

No immediate comment was 
made by the mayor or other City 
officials on the suggestion. City 
administration leaders earlier re- 
ported the garages were losing 
money and the lots were either in 
the black or breaking even. 

Detaware: Wilmington Parking 
Authority announced plans to start 
construction of its Ninth and Ship- 





ley Sts. parking facility during the 
first two weeks of 1957. It will 
have space for 500 cars. 

INDIANA: Indianapolis Off-Street 
Parking Commission awarded a 
40-year lease. to Maryland Street 
Garage Co., Inc., of Indianapolis 
to operate the proposed City- 
constructed parking garage at| 
Maryland and Illinois Sts. 

Cost of the proposed 525-car, | 
four-story garage is estimated by 


the commission’s engineers at $878,- | 
000. It will be constructed for self | 


parking. 

Kansas: Topeka city commis- 
sioners voted 
Ramp Buildings Corp. of New York 
to make a $9,000 overall survey of 
Topeka’s central business district 
parking situation. 

The study will include a review 
of all previous studies, determina- 
tion of parking demands, inven- 


in favor of hiring | 


} 


|Parking Co. will receive the com- 
|mission’s loan, which includes the 











tory of existing curb and off- 
street parking, a study of daily 
parking habits, origin and desti- 
nation survey and recommenda- 
tions for new parking facilities 
with estimates of costs, income 
and operating expenses, 
Marytanp: The Baltimore Off- 
Street Parking Commission 
approved a City loan of $304,000 to 
construct a 265-car garage at 310- 
314 Guilford Ave. The Central 


architect’s fee as well as actual 
building expenses. 

Missouri: A schedule of reduced 
parking rates for Kansas City’s 
Auditorium Plaza garage was filed | 
with the city clerk by Louis L.| 
| Layton, city commissioner of 
| property and insurance. 





The move is intended to attract | 
more customers in an effort to| 
earn sufficient revenue to make 
payments on interest and principal 


Conn. Cites Value 
Of Driver Courses 


Connecticut’s safest high-school 
drivers are the youngsters who 
have had driver-training courses 
in school, according to John J. Ty- 
nan, motor vehicles commissioner. 

He told the State Legislative 
Council that only 20 of 1,767 such 
drivers (about one percent) were 
involved in accidents in 1954-55. In 
comparison, some 9 percent of the 
State’s 17,547 licensed 16 and 17- 
year-old drivers were involved in 
accidents. 

Also, Tynan declared, girls in the 
16-20 age group have a better traf- 
fic record than the boys. Only 2 
percent of the girls were ticketed 
for violations in the past 12 
months, compared with 25 percent 


| of the boys. 





of $4,100,000 in revenue bonds which |T. Wiley informed the City Plan- 
financed construction of the garage. ning Commission in submitting his 


New York: 
gram of the New York City Traffic | 
|Department to provide off-street 
|parking spaces for 40,000 cars is 
scheduled to be more than 25 per-| 
cent complete by the end of next} 


| year, City Traffic Commissioner T. | 


A long-range pro-| request for capital funds. 


The parking program calls for 
spending $94,600,000 to provide 
the spaces. Wiley said that by the 
end of next year, $24,910,000 
would have been spent to provide 
11,190 spaces. He asked $10,000,- 














Made of 
Electalloy 
Finest Electric 
Furnace Process 






e Balanced for positive control ¢ For less blow-by 


Altinized Quick- 
Seating Top 
Fire Ring 







Com Shaped 
Chrome Armored 
Steel Roils 


Reverse Loop 
Expander 





















— Made to Fit on Entire 
Resists Corrosion Cylinders Circumference 
and Weer Perfectly of Ring 


e For quicker seating e For quicker profits 


GUARANTEED 


to out-perform any other ring set in the hard 
to hold jobs regardless of kind, design or price! 


COMPARISON PROVES IN 
A PISTON RING TOO 


Uniform Pressure 

















The new 
DUO oil-compression 


ting with Chrome-Armored A 
steel segment. 


The new “400” oil ring 
—the most efficient oil ring 
on the market — with Chrome- 
Armored steel segments. 






PISTON 
RINGS 


000 in new funds to advance thi: 
program during 1957. 

In another development report: d 
from New York, Chairman Ken- 
neth R. Miller of the White Plains 
Parking Authority recomended a 
program that would increase par<- 
ing meter collections to $400,000 a 
year, compared with the preseat 
$210,000. 

An expansion program would aid 
576 off-street parking spaces to the 
present 1,800 exclusive of 1,590 
street meters, 

Ou10: Statehouse Underground 
Parking Commission is considering 
the possibility of asking for do- 
nations from Columbus merchants 
and funds from the State Legisla- 
ture and the City of Columbus to 
aid in financing its projected 1,100- 
car multimillion-dollar parking 
facility beneath the Statehouse 
grounds in Columbus. 

In another Ohio development, the 
Newark City Council, as the start 
of a long-range program expected 
eventually to give the municipality 
an off-street parking program, 
authorized plans for the purchase 
of 821 parking meters, of which 
421 would be additional meters and 
400 would replace others now in 
use. 


Orecon: A proposal for the crea- 


|tion of a new commission with 
















The famous Torsion-Tight 
aviation fire ring. hp 
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McQUAY-NORRIS Ndi edb i 





Louis. 


-TORONTO 


LARGEST PRODUCER OF SMALL RINGS IN THE AUTOMOTIVE INDUSTRY 


| broad authority to build municipal 
| parking facilities was approved by 


the Portland (Ore.) City Council 
for submission to the voters in 
November, 

The seven-member commission 
would be set up to plan, locate 
and build new parking facilities, 
financed through revenue bonds. 
The facilities could be operated 
by the commission or leased to 
private operators. 

The council would retain author- 
ity to issue the revenue bonds, 
which would be payable solely from 
revenues of the new facilities or 
other City-owned parking facilities. 

PENNSYLVANIA: Philadelphia's City 
Council appropriated $35,000 for an 
economic feasibility study of pro- 
posed construction of a parking 
garage under Independence Mall. 
Such an underground parking 
| project was recommended by a 
| Greater Philadelphia Chamber of 
| Commerce committeé, With a capa- 


city of 1,000 cars, it would be 
erected between Commerce and 
Arch Sts. 


Ruope Istanp: State Public Works 
Director Joseph M. Vallone said 
that if legal complications could be 


| resolved the State will make avail- 


jable to the City of Providence 
| parking space under freeway bridge 
ramps. 

He pointed out, however, that the 
making of such land available for 
parking would require approval of 
the Federal Government and pos- 
sibly State legislative action. 

Suggesting another possibility for 
creating additional parking spaces, 
Vallone said the State might be 
able to return to its previous 
owners some land acquired along 
the freeway and that the City 
might then condemn it and take it 


lover for parking space. 
| * ~ > 


Oregon Lifts Licenses 

Warne H. Nunn, Oregon’s motor 
vehicle administrator, believes the 
state’s driver-improvement pro- 
gram will help cut the accident 
toll. Drivers who have had three 
or more accidents in 10 months 
are called in for interviews. About 
About 100 licenses are suspended 


each month. 
* * * 


| AAA Cites North Dakota 


For Pedestrian Safety 

The American Automobile Assn. 
has presented an award to North 
Dakota for achieving the lowest 
rate of pedestrian deaths in the 
nation. 

Twelve cities ranging in popula- 
tion from 2,000 to 17,000 have had 
no pedestrian deaths for a year to 
14 years. The 14-year mark is held 
by Mandan, population about 7,000. 

* *x a” 


Vermont Conducts Meetings 


For Vehicle Inspectors 


The Vermont motor vehicle de- 
partment is conducting regional 
meetings on auto inspection pro- 
cedures in an effort to obtain state- 
wide uniformity in semiannual in- 
spections. 

Representatives of 650 official in- 
spection stations will attend the 
sessions, according to Bryce J. Kin- 
ney, supervising inspector. 
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Practice Pays Off 





District Manager Applies Own Preaching 
In Dealership; Business Booms 


ASHEVILLE, N. C, — In four 
months, Dodge market penetration 
in Asheville jumped from 0.6 per- 
cent to 5.8 percent. 

That’s the record of good 
methods, good management and 
good salesmen compiled by Robert 
C. Perkins, former Dodge district 
manager for lower South Carolina 
and now general manager of Wayne 
Thompson, Inc., in this city of 53,000. 

“No gimmicks, no magic for- 
mula, nothing sensational, except 





that now I have the job of prac- 
ticing the things I used to preach 
as a district manager,” says Per- 
kins. 

“I can’t think of any single thing 
we've done that deserves any large 
share of credit for our success—or 
anything which I didn’t previously 
recommend to my dealers. It’s just 
been a case of doing lots of little 
things right. 

“More good salesmen were 
needed. Maybe we got them a little 
differently from other dealers. We 
went to television, so we could sell 
and tell—sell our product at the 





same time we were telling prospec- 
tive salesmen (and their wives) 
about the opportunities we offered. 

“We now have a new car-truck 
salesmanager with four salesmen 
and a used car-truck manager with 
two salesmen, We’re up from re- 
tailing less than 10 units per 
month, new and used, to a rate 
of well over 40 per month, so it 
doesn’t look as if our manpower 
requirements have leveled out yet.” 


One of the first changes in- 
stituted by Perkins was the daily 
operating control system that 
provides figures which are sim- 
plified, accurate and realistic. 
“We'd really be operating in the 
dark, and in no position to increase 
our business with any degree of 
safety, without this operating con- 
trol,” says Perkins. 


“We establish a washout figure 
on every deal, and our salesmen’s 
earnings are based on a percentage 
of this figure (less provision for 
new-car make-ready, warranty and 
salesman’s commission on the 
trade), plus a bonus on time deals 
figured on the regular chart rate.” 

Used cars are no problem for 
Perkins, in spite of an increase in 
the number of units handled, From 
seven units sold in February, the 
number jumped to well over 40 
units for May, yet there has been 
no backing up of units in inven- 
tory; because “they’re taken in 
right, then wholesaled or recondi- 
tioned and retailed immediately.” 


A big reason for the used-car 
increase can be found in his new- 
car prospecting and trading poli- 
cies. 

“Our new car department is out 
to trade for older cars,” says Per- 


Air Conditioners 
Enjoy Sales Boom; 


Volume Up 40% 


BUFFALO.—The automotive air- 
conditioning business is growing at 
an almost fantastic rate and West- 
ern New York, home of General 
Motors’ Harrison Radiator division, 
considers itself the capital of the 
air-conditioning industry. 

Harrison has plants in Buffalo 
and Lockport. 

Despite a sag in auto sales this 
year, sales of air conditioners are 
40 percent ahead of 1955. Harrison 
predicts its volume will jump an- 
other 50 percent in 1957, and a divi- 
sion source believes that in a few 
years, air conditioners may become 
almost as important as radiators 
to Harrison. 

It is estimated that 250,000 to 
280 air conditioners will be in- 
Stalled in cars this year, and Har- 
rison is said to take care of about 
half the market. As recently as 
1953, the industry turned out only 
28,000 units. 

In the 1957 model run, Harrison 
will supply air conditioners for all 
five GM lines, Formerly, Frigidaire 
made them for Cadillac and Chev- 
rolet. From now on, Frigidaire will 
make compressors for the Harri- 
son units. 


kins, We trade proportionately 
longer, and find deals easier to 
make on older units; and they 
move more quickly out of our 
used-car department. 

“Planning ahead in promotional 
activities has played a big part in 
our market penetration. We review 
our performance once a month, as 
to deals made and prospects sold. 
Then we plan on what to promote 
for the next 30 days as to types of 
prospects to concentrate on, 
methods of contacting them, and 
kinds of advertising. 

“Once we decide on what appeal 
we're going to make, we’ve found 
that a two-day saturation of radio 
or television advertising does the 
job for us. I make a deal with the 
TV station for a flat price on every 
unsold spot they have. They like 
the idea, and with the smash im- 
pact I get, it’s cheaper than buying 
regularly scheduled spots.” 












The Winner— 


J. Ll. Nathan, sales manager, Abeles- 
Lewit Co., Inc., New York, looks on as 
Zahra Norbo, Miss Sweden of 1955, com- 
pletes drawing for door prize at Abeles- 
Lewit's biennial trade show. The two-day 
show featured demonstrations by 50 man- 
ufacturers, and attracted 2,500 spectators. 








Synthetic Rubber 
Found to Resist 


Acid Corrosion 


AKRON. — As protective linings 
or coverings against chemical cor- 


rosion, crude rubbers have until 
now been in a class by themselves. 
Easy to prepare and apply, they 
have been versatile in resisting 
chemical corrosion. 

Now, however, there is evidence 
that Ameripol SN—the man-made 
rubber that duplicates tree rubber 
—is equal, and in some cases supe- 


rior, to crude rubber as a barrier} 


to chemical corrosion, according to 
Goodrich-Gulf Chemicals, Inc. 

Clyde O. DeLong, president, re- 
ports that tests reveal the reaction 
of Ameripol SN to concentrated hy- 
drochloric acid is the same as crude 
rubber. In both cases, the rubbers 
form a hard, continuous surface 
film, considered the key to the suc- 
cessful performance of crude rub- 
ber linings in contact with hydro- 
chloric acid. 

Chemical resistance tests run on 


le! 
it 





FOR A BETTER PARTS DEPARTMENT 


See Your Lyon Automotive Distributor 


Experience pays off in planning and install- 
ing parts departments. That’s why you'll save 
time, space and money by letting your Lyon 
Automotive Distributor do the job for you. 
He will make a complete floor plan, utilizing 
your space to the best advantage—dismantle 
and refinish present units—erect and install 
present and new equipment—label all bins— 
place identifiable parts in proper sequence 
throughout the entire system. Your Lyon 
Automotive Distributor is familiar with every 
car manufacturer’s requirements. 


A PARTIAL LIST O 


LYON 


METAL PRODUCTS, INC. 
General Offices: 

990 Monroe Avenue 

Aurora, lilinois 

Factories: 

Aurora, Illinois 

York, Pennsylvania 
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LYON METAL PRODUCTS, INC. 
990 Monroe Avenue, Aurora, Illinois 


O Please send me a copy of the new Lyon Catalog 
OO Please send me name of nearest Lyon Automotive 


Name 
Address 
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LYON STANDARD PRODUCTS 
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pure gum compounds, including 
some chemicals for which pure gum 
is not recommended, showed that 
Ameripol SN may be used as a re- 
placement for crude rubber. DeLong 
said the tests indicated that Ameri- 
pol SN may prove superior to crude 
rubber in some types of this 
service. 


Dayton Installs Machine 


To Produce Polyurethane 


DAYTON, O. — A giant machine 
capable of producing eight million 
pounds a year of the new synthetic, 
polyurethane, has begun operation 
at the Marietta (O.) plant of Day- 
ton Rubber Co., according to A. L. 
Freedlander, president. 

The unit, said to be the first of its 
kind in America, spews out 22 
pounds of pure foamed polyure- 
thane slabs every minute. The syn- 
thetic foam, to be marketed under 
the name of Poly-Koolfoam, is pro- 
duced as a “bun” that can be cut 
to any length and fabricated into 
many different products. Dayton 
Rubber said it will supply slab 


| stock to many industries for fabri- 


cation. 









FOR AUTOMOBILE DEALERS 


Mail Coupon for NEW CATALOG 


which illustrates and describes Lyon’s complete line of automotive storage equipment 
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On the Financial Front 


H. I. Thompson Fiber Glass Co., 
nine-month report (period ended 
Aug. 30) 1956 vs. 1955: earnings, 
$340,346 and $150,904. 

oa * Bo 


ACF Earnings Seen Rising 


In November-April Period 


James F., Clark, president, ACF 
Industries, Inc., has predicted that 
earnings for the fiscal year ending 
next Apr. 30 will show “a substan- 
tial improvement” over the preced- 
ing year. However, first-half earn- 
ings probably will be slightly below 
fiscal 1956, he said. 

Sales for the three months ended 





July 30, he said, were $67.9 million 
compared with $60.8 million a year 
earlier. Earnings were $2,004,000 
compared with $2,062,000. 

* * * 


General Acceptance Hits 


Record Profit of $974,336 


F. R. Wills, president, General 
Acceptance Corp., has reported the 
high level of first-quarter opera- 
tions was maintained in the three 
months ended June 30, raising re- 
sults for the first half of the year 
to an alltime record. 

Net income amounted to $974,336, 
which compares with the $740,247 
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reported for the first half of 1955. 
Volume totalled $88,182,336 in the 
six-month period, 33 percent ahead 
of the same months of 1955, when 
volume totalled $66,170,144. 


GM Welcomes Its 
639,509th Owner 


The number of General Motors 
Corp. shareowners reached a new 
high of 639,509 in the third quarter 
of 1956, Harlow H. Curtice, presi- 
dent, has announced. 

The new figure, recorded Aug. 16, 
1956, reflects continuation of the 
gain in GM shareholders that began 
in the first quarter of 1955 when 
the half million mark was reached, 
Curtice said, The 600,000th share- 
holder milestone was passed March 
16, 1956. The new total represents 





@ SAVE TIME in re-arranging (re-working) shelves, dividers 


and trays. 


@ SLIDING SHELVES—adjustable without bolting—they slide 
in and out instantly, on 12” centers. 

@ ADJUSTABLE DIVIDERS—snap into position any place you 
want them .. labels travel with dividers. 

@ SHELVES ARE 18 GAUGE and do not require side flanges 
..can be adjusted loaded, with dividers in place. 

@ FRAME IS STRONGER because Borroughs Bins have a 
separate base and top which are bolted to uprights and 


back to give utmost rigidity. 


e@ CHOICE OF 6 COLORS—electrostatic baked-on enamel in 
green, gray, buff, white, cascade, and tile. 


Borroughs delivers the goods’ from survey to installation 





Prompt delivery service 


Efficient installation service 


there’s NO Bin like the 
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a gain of almost 2,000 per week in 
the last five months. 
& * cd 


Lee Rubber & Tire 


| Lee Rubber & Tire Corp., Con- 
shocken, Pa., nine-month report 
(period ended July 31), 1956 vs. 
|1955: Sales, $33,726,284 and $31,522,- 
914; earnings, $1,162,375 and $1,- 
142,408. 
* = = 
Kaiser Aluminum Reports 


| $43,200,000 Yearly Profit 
| Net earnings of Kaiser Alumi- 
|num & Chemical Corp. were $43,- 
| 293,295 for the fiscal year ended 
| May 31, according to the 1955-56 
| annual report. This included $2,655,- 
152 non-recurring income. 
Earnings increased 52 percent 
over the $28,565,377 reported for the 
previous fiscal year. Net sales were 





Any of these Borroughs 
warehouse distributors 
will gladly furnish you 
FREE layout service. 


LOUIS A. ALEXANDER 
264 WN. Beacon St., Watertown, Mass. 


AUTOMOTIVE BIN SERVICE CO. 
10040 Freeland, Detroit, Mich. 
20 East North St., Buffalo, N.Y. 
1220 Richmond, Cincinnati, Ohio 
54 West 30th St., Indianapolis, Ind. 
204 Builders Bidg., Louisville, Ky. 
8905 Loke Ave., Cleveland, Ohio 


BINS & EQUIPMENT CO. 
1918 Buford Highway N.E., Atlanta, Ga 
1723 Harkisheiner, Jacksonville, Fla. 


BORROUGHS MFG. CORP. 
121 Varick St., New York, N.Y. 


W. W. CANNON CO. 
9739 Denton Dr., Dallas, Texas 
1901 Winter St., Houston, Texas 


EAST COAST DISTRIBUTING CO. 
327 Hopkins Rd., Baltimore, Md. 
1580 N. 52nd St., Philadelphia, Pa. 


GREEN-PENNY CO. 
421 E. Washington, Los Angeles, Calif. 
WM, A. GORE CO. 


1834 Adeline St., Oakland, Calif. 
408 8th Ave. N., Seattle, Wash. 


FELIX F. LOEB CO. 

8810 South Vincennes Ave., Chicago, Ill. 
MILLS-MORRIS CO. 

171-187 S. Dudley, Memphis, Tenn. 


MODERN BIN EQUIPMENT CO. 
734 N. Fourth St., Minneapolis, Minn. 


SIGGINS CO. 
704 Broadway, Kansas City, Mo. 
1236 S. 13th St., Omaha, Neb. 
906 Hubbell Bidg., Des Moines, lowa 
‘SIGGINS EQUIPMENT CO. 
901 S. Boyle Ave., St. Louis, Mo. 
SPARKMAN-BARKER CO. 
550 Santa Fe Dr., Denver, Colo. 
WICKWARE-STACKBIN, LIMITED 
Box 220, Billings Bridge, Ont., Canada 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK all 


KALAMAZOO, MICHIGAN 


@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes: 











$330,712,209, a 23 percent increa:e 
over the previous year’s $268,13:,- 
162. New records were established 
in production, sales and earning:s, 
said Henry J. Kaiser, president. 

ue * a 


Parts Industry’s 
Performance Laid 
To Diversification 


Auto parts suppliers, in general, 
successfully weathered the 1956 
drop in auto production because 
of a “lessening dependence on car 
manufacturers,” according to Value 
Line Investment Survey, published 
in New York. 


The survey estimates auto pro- 
duction this year at six million 
and in 1957 at 6,500,000. The factor 
which “contributed: to their . 
favorable performance” in 1956 
probably will “preclude any signifi- 
cant improvement... in 1957,” the 
survey said. 

It added that sales of original 
auto equipment parts in 1957 are 
expected to fall well short of the 
1955 record volume. 


Diversification into other lines 
has not relieved the Big Five tire 
companies from their dependence 
on tire sales “for their bread and 
butter,” the survey said. 

It looks for auto tire production 
of 98,500,000 units in 1956, about 9 
percent below 1955. 

ok +. o 


Goodrich Sales, Earnings 


Decline in First Half 


Consolidated net sales of B. F. 
Goodrich Co. for the first six 
months of 1956 amounted to $364,- 
374,921, compared with $372,355,401 
for the same period of 1955. 

Estimated net income amounted 
to $21,507,367, compared with $22,- 
291,357 in the 1955 period. 

” = * 


Armstrong Cork 


Armstrong Cork Co., Lancaster, 
Pa., six-month report, 1956 vs. 1955: 
Sales, $123,289,000 and $122,569,000; 
earnings, $6,848,000 and $7,025,000. 


Bausch & Lomb 
Developes New 


Interferometer 


ROCHESTER, N. Y.— An experi- 
mental alignment interferometer to 
measure changes in angle of arc 
to 0.000001 (one millionth) inches 
accuracy has been developed by the 
Bausch & Lomb Optical Co. 

It was demonstrated for the first 
time at the American Society of 
Tool Engineers Exposition held re- 
cently in Chicago. 

According to L. B. McKinley, 
vice-president of the scientific In- 
strument division, “B&L is plan- 
ning to build several prototypes so 
that demonstrations can be made 
for companies that feel they have 
practical commercial applications 
for the high order of accuracy we 
are seeking to pioneer.” 


The instrument is a double-beam 
interferometer built to detect small 
changes in angle through a total 
range of 30 seconds of arc. In oper- 
ation, light beams from within the 
main body are reflected back from 
a mirror that can be located as 
much as 14 feet away. 


The interferometer can be rested 
on its base, side, or end to measure 
the alignment of jigs, fixtures or 
flat bed surfaces. The 30 seconds 
of arc range is graduated as plus 
or minus 15 second intervals 
around a central zero point. The 
least scale reading is 0.2 second 
of arc. 


Towmotor Tells 
Auto-Drive Rise 


CLEVELAND.—A trend in favor 
of fork lift trucks featuring a new 
type of automatic transmission is 
under way among purchasers of 
materials handling equipment, ac- 
cording to officials of Towmotor 
Corp. here. 

“More and more users of fork lift 
trucks are discovering that Tow- 
motor’s new drive represents a new 
concept in automatic transmis- 
sions,” said Ed Smith, president. 
“The future for this type of ‘op- 
tional’ unit looks very promising.” 
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May we introduce you to the richest concentration of 2-or- 
more car families in America? 


They’re the 650,000 active SPORTS ILLUSTRATED families 
whose love of cars is matched only by their ability to buy and 
enjoy ’em. (Median income—$9,550.) 


Some more vital statistics from a recent national study of the 
SI market by Alfred Politz, Inc: 
44.5% of SPORTS ILLUSTRATED families buy convertibles, 
hard tops or station wagons. 
64.9% of SPORTS ILLUSTRATED families own cars less 
than three years old. 
79% of SPORTS ILLUSTRATED families buy their cars new. 


If any other magazine on your media list can match these fig- 
ures, we will personally eat an entire press run of the magazine 
in Hudson’s window at high noon. 


For here—in SPORTS ILLUSTRATED— is the very top of the 
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41% of SPORTS ILLUSTRATED families own 2 or more cars 


new-car market. A prospect list of people who buy more new cars 
—and who are more important in setting style trends—than any 
other magazine readers, anywhere. 


And you can talk to all of them for just $3,660 a page, black 
and white, one-time rate. 


Why not call Bill Curran or Pete Ross at SPORTS ILLUS- 
TRATED’s Detroit office—TRinity 5-1212? 


SPORTS 
ILLUSTRATED 


650,000 families at the top 


of the new-car market 
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Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


$915 


Market Trend 


After two consecutive weeks 
of losses, overall average prices 
of used cars sold at wholesale 
auction turned upward last week, 
according to Automotive News’ 
index. 

The gain of $3 pushed the aver- 
age to $816. 

The five oldest models on the 
index contributed to the gain. 
Only models on which prices fell 
were the three newest: ’56s fell 
$2, °55s declined $31 and ’54s 
were cut back by $9. 

Advances were: $37 on ’51s, $18 
on ’50s, $7 on ’53s, $4 on ’52s and 
$2 on 49s. 

The new price established for 
56s represented the year’s low 
for that model. 

At a group of representative 
auctions last week, the sales ratio 
was 68.1 percent of an average 
consignment of 194.9 units. A 
week earlier, the average con- 
signment was 199.4 units and the 
sales ratio was 72.2 percent. 

Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) denotes power steering. 


JENISON, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of Sept. 4.) 
(Net many cars just after the holiday 
but prices held steadier than was ex- 
pected. Sold 36 cars out of 67 offerings.) 
BUICK—’55 Special 4-dr., $1,910°, $1,775*, 
$1,445. °54 Century Riviera, $1,390°; Su- 
per Riviera, $1,345°. 
CADILLAC—'54 (62) 4-dr., $2,600° (ps). 
CHEVROLET—'56 Bel Air (6) 4-dr., $1,- 
925°. ‘54 One-fifty station wagon, §$1,- 
150; Bel Air 4-dr., $895*. ‘53 Two-ten 
station wagon, $850; club — 
$655°. '52 SL Deluxe 4-dr., 
CHRYSLER—'53 NY 4-dr., 
DODGE—'54 Coronet 4-dr., 
onet 4-dr., $505*. 
FORD—'56 Custom 
Fairlane (8) conv., 


$855° (ps). 
$765. '53 Cor- 


(8) 4-dr., $1,590. ‘55 
$1,590°; Custom (8) 
4-dr., $1,240, $1,240°. "54 Crest (8) 2-dr., 
$1,050; Custom (8) 4-dr., $920°. '51 Cus- 
tom (6) 2-dr., $210. "50 Custom (8) 2- 


dr., $200. 

MERCURY—'55 Monterey 2-dr., $1,975°; 
Montclair sedan, $1,755°; Custom sedan, 
$1,530 

NASH—’53 Statesman sedan, $535. 

OLDSMOBILE—'56 (88) Holiday, $2,300*. 
‘55 (88) Super 4-dr., $1,925° (ps). 

PLYMOUTH—'55 Savoy (8) station wagon, 
$1,775* (ps). ‘53 Cranbrook 4-dr., $465. 
INTIAC—'55 Star Chief (8) conv., $1,- 


775°. ‘54 Chieftain (8) station wagon, 
$1,200. 

STUDEBAKER — ‘53 Commander club 
coupe, $540. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale of Sept. 4.) 
(Market off here this week as Labor 
Day holiday affected sale, ‘Sold 83 cars 
out of 127 offerings.) 

BUICK—'53 Super Riviera, $910*; Special 
4-dr., $725*. '52 RM conv., $525*, ‘51 
Super 4-dr., $330*; Special 4-dr., $200. 
‘50 RM 4-dr., $165°; Super 4-dr., $130°*. 

CADILLAC—'54 (62). conv., $2,900° (ps). 
"53 (62) conv., $1,600*. 

VROLET 


—'56 Two-ten (8) 4-dr., $1,- 
780°; Two-ten (6) 4-dr., $1,400. '55 Bel 
Air (8) conv., $1,525°; Two-ten (8) 4- dr., 


$1,245", $1, 105, 
$1,065, $1,055; 2-dr., 
105, $1,070. '54 Bel Air 4- dr., 
ten 4-dr., $820. "52 SL Deluxe conv., 
$510°; 2-dr., $345°. '51 SL Deluxe 2-dr., 
$310. '50 SL Deluxe 4-dr., $200°. 

CHRYSLER—'56 Windsor Nassau, $2,200*. 
"51 Imperial 4-dr., $200. 

DeSOTO—'52 4-dr., $160 (ex-taxi). 

DODGE—’'53 Coronet 4-dr., $500*. '50 Cor- 
onet 4-dr., $200°. °49 Meadowbrook 4- 


q $135. 

FORD—'56 Country sedan, $2,100*; Fair- 
lane (8) conv., $1,800*; Custom (8) sta- 
tion wagon, $1,500; 4-dr., $1,600*. °55 
Fairlane (8) Victoria, $1,625, $1,450°; 
Custom (8) 2-dr., $1,070, $1,030. ‘54 
wo (6) 4-dr., $525°. '53 Custom (8) 

$590; Main (8) 2-dr., $500. ’51 
Custom (8) Victoria, $300°; 4-dr., $210; 


$275° 

maneon cs Hornet 4-dr., $385. °51 se- 
dan, $165. 

MERCURY—'56 Custom 4-dr., $1,510°. 55 
Montclair Hardtop, $1,700*; station wag- 
on, $1,410. '54 Monterey station wagon, 
$1,300°; 2-dr., $950. °51 2-dr., $190°. 

NASH—'’52 Ambassador 4-dr., 
Rambler station wagon, $295. 
man 4-dr., $100. 

OLDSMOBILE—’'53 (88) 4-dr., $900°; 

$850°. °52 (98) Holiday, 

$565°; 2-dr., $580°; (38) 4-dr., 

"S51 (88) 2-ar., $265*°. "50 (88) 

"49 (88) conv., $120°, 


$1, 100, $1,095, $1, 075. 
$1,200, $1,140, $1,- 
$900; Two- 


conv., 
conv., 
$395°. 
4-dr., $160°. 


1956 


$880 = $873 


dan. Feb. 


* Prices of '56s added; 


PACKARD—’53 
PONTIAC— 
on, $1,765*, 
Star 


$873 $874 


March Apr. 


’48s dropped. 


Clipper 4-dr., $400*. 


'55 Chieftain (8) station wag- 
$1,530°; 
Chief (8) Catalina, $1,200*; conv., 


4-dr., $1,350°. '54 


$1,190*. ‘53 Chieftain (8) conv., $1,010*. 
"51 2-dr., $350. 

STUDEBAKER — '52 Commander conv., 
$250; 4-dr., $200. 

WILLYS—’'52 Aero Ace 2-dr., $160. 

MISCELLANEOUS — ‘55 Hillman-Minx 


Hardtop, $700. 


’54 Jaguar conv., $1,785. 


MASON CITY, IA. 


(Central States Auto Auction, Sale every | 
Wednesday. Prices are for sale of Sept. 5.) | 





May 


| 
| 





(Consignments down as prices are still 
holding. We lack new cars here. Sold 108 
out of 139 offerings.) 

BUICK—’56 Special 4-dr., $2,085*. °55 Cen- 
tury Riviera, $1,870*; Super 4-dr., $1,- 
790* (ps). '54 Super 4-dr., $1,365* (ps). 
’53 RM Riviera, $895*. 
$490*. '51 RM conv., $300. 

CADILLAC—'56 (62) 4-dr., 
"55 (62) coupe de Ville, $3,490°* 
coupe, $3,195* (ps); 4-dr., $3,005* (ps). 
"54 (62) coupe de Ville, $2,940° (ps), $2,- 
875* (ps). '52 (62) 4-dr., $1,245* (ps). 

CHEVROLET 
$2,210* (ps); 
ten (8) 4-dr., 


$3,940* (ps). 


conv., $2,120* 
$1,940°, 


(ps); Two- 
$1,910; One-fifty 


a £ 


"52 Special 2-dr., | 


(ps) ; | 


56 Bel Air (8) Sport coupe, | 


(6) 4-dr., $1,550. '55 Bel Air (8) Sport 
coupe, $1,640*%; Two-ten (6) 4-dr., $1,- 
150, $1,140. ’54 Bel Air 2-dr., $1,120, 
$1,005; Two-ten 4-dr., $840; Carryall, 
$800. ’52 SL Deluxe 2-dr., $505, $400. 

CHRYSLER—’55 NY Hardtop, $2,100* (ps). 
54 NY 4-dr., $950*. ’°53 Windsor coupe, 
$635. 51 NY 4-dr., $330*. 

DeSOTO—’55 Fire Dome (8) 4-dr., $1,495°*. 
’54 Fire Dome (8) 4-dr., $1 ,060°*, "53 
Fire Dome (8) 4-dr., $690°. 

FORD—’56 Fairlane (8) Victoria, $2,030*; 
4-dr., $1,945, ’55 Fairlane (8) Victoria, 
$1,505* ;4-dr., $1,450*; Main (8) Ranch 
Wagon, $1,440*; Custom (8) 4-dr., $1,- 
400°. '54 Crest (8) 4-dr., $940*. '53 Crest 
(8) 4-dr., $940*; conv., $745; 2-dr., $740, 
$700; Custom (6) 4-dr., $720*; Main (8) 
2-dr., $685*. '51 Custom (8) 4-dr., $220; 
Deluxe (8) 2-dr., $215. 

MERCURY—’56 Monterey station wagon, 
$2,470* (ps). '55 Monterey Hardtop, $1,- 
550°; 4-dr., $1,490*. '53 Monterey 4-dr., 
$920*. °52 Custom Hardtop, $695*. °51 
Custom 2-dr., $330. 

| NASH—’55 Rambler station wagon, $1,395; 

Statesman 4-dr., $1,250*. '54 Statesman 

4-dr., $1,050*. °53 Rambler Hardtop, 

$595. "52 Rambler Hardtop, $505*; conv., 
$285°*. 





| OLDSMOBILE—’56 (88) Super Holiday, 
$2,630* (ps); 4-dr., $2,420° (ps). ‘55 
(88) Super Holiday, $2,125* (ps), $2,080*, 
$2,030*, $2,025*; (98) 4-dr., $2,015* (ps). 
’54 (88) Super Holiday, $1,645* (ps); 
4-dr., $1,525*. °53 (88) 4-dr., $980*.° ’52 
(98) 4-dr., $740°. °50 (88) Super 4-dr., 
$200°*. 

| PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
395*; Savoy (8) 4-dr., $1,205. '54 Belve- 


dere 4-dr., $920*. °53 Cranbrook 4-dr., 
| $545. 

PONTIAC — '56 Star Chief (8) Catalina, 
$2,120*; Chieftain (8) Catalina, $1,940. 
"55 Star Chief (8) Catalina, $1,640*; 
4-dr., $1,545* (ps). °54 Chieftain (8) 2- 


| dr., $850. °53 Chieftain (8) 4-dr., $545*. 





ALABAMA 








JOHNSON AUTO 


AU 


CTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—wNo Registration Fee 


CALIFORNIA 


SACRAMENTO AUTO AUCT.—4304 
W. Capitol Ave., West Sacramento, 
Ph. HU. 1-4076 (Thurs. 12 noon). 


COLORADO 





COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 


Sale Every 


Monda 11:00 a.m. 
—— 


Francis 8. Cassell 
Carroll Kopfer 


Phone Denver, SUnset 1-7821 
Wire Colorade Auto Auction FAX 
Denver, Colo. 


’ 


Auctioneers: 
is Johnny Wood and Dean Devis 


Colonel 
All = paid for 


our own check a 


the Fist Netfondl Bank of Englewood 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


4595 S. Santa Fe 
Ph. SU 1-6673 — 


Littleton, Colo. 
Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 


We Issue Auction 


Checks and Guarantee Titles 





ILLINOIS 





CHICAGO — Greater Chicago Auto 
Auction, 7750 S. Cicero, 1 mile S. 
Midway Airport (Thurs. 12 Noon). 





QUINCY—Quincy Auto Auct., 3202- 
3220 Broadway, Every Fri. since 
1947, 12 noon. No Fees on No Sales. 





MICHIGAN 





EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 


Phone: 


ARdmore 6-4720 





MICHIGAN 








Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 








MISSOURI 








ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
* ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 








NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto 
Albany 5, N. Y. 


Monday — II O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Eve 





Crossroads 


and sellers . . . new and used-car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 
You will reach both groups through 
an ad in Automotive News. 





NEW YORK 


| LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.). 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Rovte 20A Phone 5-9535 








PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—10:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





EMLENTON — Emlenton Auto Auc- 
tion. Every Tuesday, 12 Noon. 


s 
* TENNESSEE ° 
anise lcasceme 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 








— 





—- 


.Model Breakdown 
Of Auction Averages 








Model Sept. 1956 Aug. July 
to Date 1956 19.6 

$2,153 $2,163 

1,522 1,565 

1,090 1,097 

728 738 

467 477 

314 335 

224 245 

166 178 

Average $ 816 $ 833 $ 850 





WILLYS—’53 station wagon, $600*. 

MISCELLANEOUS — '55 Chevrolet \% 
pickup, $815. '54 Chevrolet % 
up, $800. 


LITTLETON, COLO. 


(Denver Auto Auction, Sale every Friday, 
Prices are for sale of Aug. 31.) 

BUICK—’ 54 Century Riviera, $1,525* (ps); 
Super Riviera, $1,470* (ps). '52 Special 
4-dr., $500, $485*. ‘50 Super Riviera, 
$220*; RM 4-dr., $210*. 

CADILLAC—’'56 (62) sedan de Ville, $4,- 
500* (ps), $4,375* (ps). ‘55 (62) 4-dr., 
$3,025* (ps). '54 (62) 4-dr., $2,730* (ps), 
$2,595* (ps); coupe de Ville, $2,725* 
(ps). ’53 (62) 4-dr., $1,495* (ps). ‘48 
(62) 4-dr., $325*. 

CHEVROLET—'56 Bel Air (8) 4-dr., $2,- 
180°, $2,175*, $2,125*, $2,050°%, $2,010*; 
Two-ten (8) 4-dr., $2,000. '55 Bel Air (8) 
Sport coupe, $1,795*, $1,780*, $1,775*; 
Two-ten (6) 2-dr., $1,310*, $1,305*; One- 
fifty (6) 2-dr., $1,025. °54 Two-ten sta- 
tion wagon, $1,230; Bel Air 4-dr., $1,080*, 
$1,030*, $980. °53 One-fifty Handyman, 
$850; Bel Air 2-dr., $670*. "49 FL De- 
luxe 4-dr., $205; 2-dr., $150. 

CHRYSLER—’56 NY 4-dr., $3,185* 
’51 Windsor 4-dr., $225*. 

DODGE—’56 Coronet 2-dr., $2,200. 

FORD — °'56 Custom (8) 2-dr., $2,050; 
conv., 2 at $1,675; Fairlane (8) Victoria, 
$1,875*; 4-dr., $1,815*, $1,675, $1,650. 
"55 Country sedan, $1,700*; conv., $1,- 
445*. °54 Custom (8) 4-dr., $980; 2-dr., 
$875. 

HUDSON — ‘52 Hornet 4-dr., 
Hornet 4-dr., $290*. 

MERCURY—’'54 Sun Valley coupe, $1,335; 
Monterey 4-dr., $1,170*; Custom 4-dr., 
$985. "53 Monterey Sport coupe, $1,090*, 
$1,065. °51 club coupe, $360*, $300. '50 
4-dr., $320, $280. 

NASH—’'55 Rambler station wagon, 
700°. 

OLDSMOBILE—'56 (88) 
(ps). "55 (98) Holiday, $2,350* (ps), 
240° (ps); (88) Holiday, $1,895°*; 
$1,655*. °53 (88) Holiday, $1,160* 
$1,005°. 

PACKARD—’'48 conv., $105. 

PLYMOUTH — ‘55 Belvedere (8) Sport 
coupe, $1,675; Savoy (8) 4-dr., $1,315*, 
$1,200. °54 Belvedere 4-dr., $890, $740°; 
Savoy 4-dr., $740. '51 4-dr., $275. 

PONTIAC—'56 Chieftain (8) Catalina, $2,- 
190* (ps); 4-dr., $1,785*, $1,750°. ‘55 
Star Chief (8) 4-dr., $1,650°. ‘53 Chief- 
tain (8) 4-dr., $700*. "52 4-dr., $285*. 

STUDEBAKER—’'55 Champion 4-dr., $930. 

WILLYS—’55 station wagon, $1,075; Jeep- 
ster, $990. "54 Jeepster, $950. 

MISCELLANEOUS—’'51 Frazer Vagabond, 
$320. 


-ton 
-ton pick- 


(ps). 


$215*. '51 


$1,- 


Holiday, $2,545* 
$2,- 
4-dr., 
(ps), 


FLINT 


(Flint Auto Auction. Sale every Wednes- 

day. Prices are for sale of Sept. 5.) 

(Considering the time of year we feel 
that prices are still high but we can look 
for steady declines in the market during 
the next few weeks. Sold 62 cars out of 
121 offerings.) 

BUICK—'56 Special Riviera, $2,270*. ‘55 
Super Riviera, $1,975* (ps); Special 
Riviera, $1,750°; 4-dr., $1,615*, $1,500°. 
’54 Super Riviera, $1,465*, $1,350°; Spe- 
cial Riviera, $1,400*; 4-dr., $1,145. ‘53 
RM Riviera, $1,035* (ps); Super Riviera, 
$925*; Special 2-dr., $800*; 4-dr., $690. 
"51 Special 2-dr., $350°. 

CADILLAC—’53 (62) club coupe, $1,605* 
(ps). 

CHEV ROLET—'56 Bel Air (8) conv., $2,- 
110° (ps); club coupe, $1,915*; Two- ten 
(8) station wagon, $2,050*. 55 Bel Air 
(8) 4-dr., $1,435*; Bel Air (6) station 
wagon, $1,370*; Two-ten (8) 4-dr., $730. 
’54 Two-ten station wagon, $1,195; 4-dr., 
$865; Bel Air club coupe, $1,100. ‘53 
Two-ten 4-dr., $665; One-fifty 4-dr., 
$505. "52 SL Deluxe 2-dr., $310. '51 SL 
Deluxe station wagon, $375; Bel Air, 


$390. 
DODGE—’53 Coronet 4-dr., $400*. 
FORD—'56 Thunderbird, $2,505; Fairlane 
(8) Victoria, $1,885*; 4-dr., $1,735°*; 
Custom (8) 2-dr., $1,655*, $1,350°. ‘55 
Fairlane (8) club coupe, $1,560*; club 
sedan, $1,250; Custom (8) 2-dr., $1,175*. 
"54 Custom (8) 2-dr., $825*; Main (8) 
2-dr., $675. '53 Custom (8) 4-dr., $685*; 
om (8) 4-dr., $640. '51 Custom (8) 4- 

$355*. 

MERCURY.-’S5 Monterey 4-dr., $1,335. 
NASH—'55 Statesman 4-dr., $1,495*. '54 
Rambler station wagon, $925. 
OLDSMOBILE — (88) 4-dr., 
club coupe, $2,315*. °55 (88) 2-dr., 

660° 


$2,355*; 
$1,- 


PACKARD—’51 Clipper 4-dr., $260*, $180*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
240°; Savoy (8) 4-dr., $1,220*. '53 Cam- 
bridge Suburban, $535; Cranbrook club 
coupe, $400. 

PONTIAC—’55 Chieftain (8) 2-dr., $1,195. 
’53 Chieftain (8) club coupe, $790*. ‘51 
Silver Streak (8) station wagon, $360*; 
4-dr., $355. 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 

nesday. Prices are for sale of Sept. 5.) 

(Exceedingly short sales this week with 

clean units in very top demand, Sold 112 
cars out of 132 offerings.) 

BUICK — ’'56 Special Riviera, $2,505. ‘55 
Special 4-dr., $1,405. '53 Super 4-dr., 
$900. '51 Super 4-dr., $535. °49 Super 
conv., $135. '48 RM 4-dr., $125. 

CADILLAC—’53 (62) 4-dr., $1,655%, °49 
(62) 4-dr., $405°*. 

CHEVROLET—’'56 Corvette 2-dr., $2,355*. 
‘55 Bel Air (8) 2-dr., $1,275; Two-ten 
(8) 2-dr., $1,265°. °54 Bel Air sedan, 
$965*; Two-ten 2-dr., $955*. °53 Bel Air 
2-dr., $790*; Two-ten 2-dr., $740; 4-dr., 


(Continued on Page 67, Col. 1) 
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One-fifty 4-dr., $330. '53 Two-ten 2-dr., | MISCELLANEOUS—’54 Ford %-ton piek- | dr., $2,195, $1,860*; Main (8) Ranch 
$690. |} up, $830. | Wagon, $1,800. ‘55 Main (8) Ranch 


CHRYSLER — '55 Windsor 4-dr., $1,500* | Wagon, $1,620°, $1,605, $1,515; Fairlane 


(ps). '51 NY Hardtop, $400*. 46 NY| LITTLETON, COLO. neta gt Ea Mh 
| 


club coupe, $100*, Wagon, $1,180, $1,020. °53 Country 
(Colorado Auto Auction, Sale every Mon- Squire, $970". '52 Custom (8) 4-dr., 





Used-Car Auction Prices 


DeSOTO—'53 4-dr., $400*. '51 4-dr., $155*.| gay, Prices are for sale of Sept. 3.) | $425, $345. 
DODGE—'53 Coronet 4-dr., $525*; 2-dr., (Sold E80 cars out of 300 offerings.) | HUDSON—'55 Hornet 4-dr., $1,625*. 





$550*. '50 2-dr,, $173*. 














2,163 (Continued from Page 66) FORD—'56 Fairlane (8) 2-dr., $1,743*, $1,- | BUICK "56 Century Riviera, $2,675° (ps) ; KAISER—’52 (6) 4-dr., $310. 
1,565 a ae eo 640, $1,578*. '55 Fairlane (8) conv., $1,-| Special station wagon, $2,665°; Riviera, | LINCOLN — "56 Premiere coupe, $3,510° 
$715. °52 SL Deluxe 4-dr., $555, $550, mander 4-dr., $195*. '48 Commander 4- 595*: © 5 5 seq | $2,575*, $2,400*. °55 Century Riviera, (ps), $3,440* (ps), '54 Capri coupe, $1,- 
1,097 I - ; | 595*; Custom (8) 4-dr., $1,345*, $1,280. | oe 4ene 3 ans ° ' ps). P pe, : 
a 370; 2-dr., $475. '51 SL Deluxe 4-dr.,| dr., $110. 54 Main (8) 2-dr.. $683. °53 Crest (8) | $2:175* (ps), $1,965*, $1,655°, $1,585°; 795* (ps). '53 Cosmopolitan coupe, $955*. 
? $445, $355. (50 SL, Deluxe 2-dr.. $380; | MISCELLANEOUS—'53 GMC %-ton pick-| Victoria, §875, $775; conv., $875*; Cus-| RM 4-dr., $1,995° (ps); Super Riviera.) +52 Capri Hardtop, $850°. 
477 i-dr., $340, $255, $180; club coupe, $325./ up, $710. °51 GMC %-ton pickup, $510.| tom (8) 4-dr., $688; 2-dr., $730, $653. | ,965° (ps); Special 4-dr.. $1,430, $1,/ seRrcuRY — °56 ‘station wagon, $2,400° 
335 49 SL Deluxe 2-dr., $330, $325, $190;/ +50 Dodge %-ton pickup, $400. '49 Chev-| $602; Main (8) 2-dr., $510, $458*, ’52| 115. °54 RM Riviera, $1,530° (ps). ‘55 Montclair coupe, $2,035"; conv., $1,- 
a SL Special 2-dr., $215. '47 FM 2-dr., rolet %-ton pickup, $245. '47 Dodge %-!| Main (6) 2-dr., $355. CADILLAC—'56 (62) conv., $4,650* (ps); 900*, °54 Monterey Sport coupe, $1,250, 
245 $105. | ton panel, $130. °46 Chevrolet %-ton| HUDSON—’51 4-dr., $135". sedan de Ville, $4,600* (ps). '55 (62) $1,145; 4-dr., $1,245*, $1,180*. °53 Mon- 
178 CHRYSLER—’51 Imperial 4-dr., $530*, pickup, $150. cas a 53 4-dr., $525*. State teen (ps); 4-dr., $2,975* (ps), terey Hardtop, $1,020". '52 Monterey 
pean ‘SOTO—'52 Fire Dome (8) conv., $390. | 4AINCOLN—’50 4-dr., $208*. = PS). coupe, $650°. 
= r 50 Custom 4-dr., $165. '49 Custom far. | ST. LOUIS | MERCURY—’56 Monterey sedan, $2,350*| CHEVROLET — '56 Two-ten (8) station) yasn-'54 station wagon, $1,310; Ambas- 
850 $385. es . | (PS); 2-dr., $1,958*. '54 Monterey Hard-| wagon, §2,480%; 4-dr., $1,925, $1,985*;|~ sador 4-dr., $1,125* (ps). ’53 Statesman 
— .NGE —'54 C t 4-dr.. $1,020°. °53 (St. Louis Auto Auction Barn. Sales} top, $1,350. "53 Monterey Hardtop, $1,-| Bel Air (8) 4-dr., 2 at $2,050*, $1,995./ 4 ar. $505. °52 Rambler club coupe 
got * "$708 255° *89 -Coronet | °ve". Wednesday and Friday. Prices are 250* (ps). ‘52 4-dr., $465°. ’51 4-dr., $1,985", 2 at $1,930*%. '55 Two-ten (8) $435. ier ? 
an a ae a6. 92 Coronet | for-sales of Aug. 28-31.) $385; 2-dr., $333. station wagon, $1,700*, $1,565*, $1,530; ae _—— : 
‘ i-dr., $300. =Gr., . (Percentage of sales continues good; | NASH '53 station wagon, $600; 4-dr.,| Bel Air (8) Sport coupe, $1,600, $1,550; OLDSMOBILE- 56 (98) Holiday, —$3,200° 
2-ton | FORD—'56 Fairlane (8) Victoria, $1,935.| gemand especially good on °51 and °53 | $218. °52 2-dr., $378; 4-dr., $325. '51| Two-ten (6) 4-dr., $1,100, $1,050. ’54| (PS). $2,865* (ps); (88) Super Holiday, 
| Pick. ‘5S Fairlane (8) 2-dr., $1,380, $1,330;| models, Sold 240 cars out of 326 offer. | __2-4t., $180. Two-ten station wagon, $1,205* (ps); 2,645° (ps); Deluxe Holiday, $2,435° 
Custom (8) 2-dr., $1,235, $1,175. '54/ ings.) OLDSMOBILE—'55 (98) Holiday, $1,943*.| Bel Air 4-dr., $1,020. '53 Bel Air Sport) {PS). ss 100" ae ae car ene 
Custom (8) 4-dr., $1,005; 2-dr., $955; x "54 (98 y., $1,850* ‘ 53 (5 975*; Two- 2-dr. 325. *49 4-dr., $2, (ps); S) 2-cr., 409. 
Main (8) Sar. $790. '53 crest is) Vie. | BUICK — ‘53 Special Riviera, $750*. *52 adr. geese teat” "81 138) Holiday, SL Dotene 4-d0 rsea8 dr, $325. °49) 154 (98) 4-dr., $1,775° (ps). °53 (88) 
. toria, $825*; Custom (8) 4-dr., $755;| Super 4-dr.. $525; 2-dr., $480; Special|  ssog*; 4-dr., $428*. '47 (88) coupe, $128*. | CHRYSLER—'55 NY station wagon, §2,-| ., Super 2-dr., $990°. 
riday, 2-dr., $670. '52 Crest (8) 2-dr., $615; $208°: postal sar. 4000 Gat0 "86 Ene. PACKARD — "53 4-dr., $518*. 51 4-dr.,| 915* (ps); 4-dr., $2,105* (ps), $2,100+| PAC es = =. eres, BA 
i-dr., $615". ‘51 Custom (8) Victoria, mt “GF., 9285", 920, OF = $195*. (ps); Windsor 4-dr., $1,800* (ps), $1,- (ps). °S SSCS SCE, 115°. 
(Pm; $505, $480; 4-dr., $360, $240; 2-dr., $450, —” $180. "49 Super 4-dr., $260°,| pLYMOUTH—'54 Plaza 4-dr., $773. °53 4-| 795°. °53 Windsor 4-dr., 2 at $845* (ps). rivnounee. faa th iad 8) Mare 
pecial $230*; club coupe, $385; Deluxe (8) 4- ete". dr., $295. '52 4-dr., $425; 2-dr., $298, °51 "51 NY 4-dr., $255* (ps). PLY! 56 Belvedere (8) ardtop, 
iviera, dr., $325; Custom (6) 2-dr., $385. '50| CADILLAC—'56 (62) coupe, $3,865* (ps).| 2-dr., $248. ’50 4-dr., $135; 2-dr., $210. | DeSOTO—'54 Fire Dome (8) Hardtop, $1,-, $2:100*; Savoy (6) Hardtop, $1,860*; 
Custom (6) club coupe, $335; 4-dr., '$230;| 55 (62) coupe, $3,198*' (ps), $3,193*| ‘49 2-dr., $130. 355° (ps). ‘52 Fire Dome (8) 4-dr.,) Plaza o. e1.498" ar 61.908", Sa eee 
>, $4,- 2-dr., $295; Custom (8) club coupe, $320; (ps). '52 (62) 4-dr., $1,175*. PONTIAC—'55 Chieftain (8) Catalina, $1,- $400* (ps) Saat tan tn aan” ae ee ee ; 
4-dr., 2-dr., $165. "49 Custom (6) 4-dr., $275;| CHEVROLET—’56 Bel Air (8) conv., $2,- 825*, $1,500*, '54 Chieftain (8) Cataiina,| DODGE—'56 Coronet (8) 4-dr., $1,805. '55 Savoy (8) 2-dr., $1,200, $1,150. '53 Bel- 
(ps), Custom (8) 2-dr., $270. 058"; 2-dr., $1,885*; 4-dr., $1,875*. '55| $1,250*; conv., $1,205*. '53 Chieftain (8), Custom Royal 4-dr., $1,540*. ‘54 Royal beeen 6-de gant $700, $575. '52 Cran- 
2,725" nMeONW ’ . . Bel Air (8) Sport coupe, $1,673*, $1,615*; 4-dr., $750. ‘52 Chi (i -dr. 8 lut $910*, °53 C (8) TOO “ar., 9210, 
“ ro 50 Commodore 4-dr., $115, a. 1200; aan, ae $1,308, ll onnes: ra guns, hieftain ) 4-dr., euee wom eae a Sn tear PONTIAC—'56 Star Chief (8) 4-dr., $2,- 
NCOLN—’56 Capri 2-dr., $2.855* (ps).| tM. (8). station wagon, $1,540, $1,500; | STUDEBAKER—'55 Commander conv., $1,-| Hardtop, $470*. Sr tdes tan nde Ge, fas 
, $2. PLEINCOLN—"56 Capri 2-dr., $2,855° (PS).| 4-dr., $1,215*, $1,193; 2-dr., $1,013. 54) 368°. '51 Champion 4-dr., $193°. '49| FORD—'56 Fairlane (8) Victoria, $2,295%,, $2.195° (ps); 4-dr., $1,915*. ’53 Chief- 
0108: MERCURY—’'52 Custom 2-dr., $680, $630*. Two-ten Delray coupe, $955; 4-dr., $923°; Champion conv., $148, $108. | 2,270*; conv., $1,790%; Custom (8) 4- (Continued on Page 68, Col. 1) 
ir (8) ‘51 Custom 4-dr., $400, $340*. ‘50 Cus- . _ on a srcticthaessmeomeennineneemnsme meme enema aia ei a 2 
775°: tom 2-dr., $310, $265; coupe, $200. 
- One- OLDSMOBILE "56 (88) 2-dr., $2,160* ; nolan 
nh sta- (ps). "53 (98) Holiday, $900* (ps). ‘52 e : r —— a 


080° (88) 2-dr., $655*. °51 (S88) 4-dr., $300 : ‘ — 
yman, "50 (88) 4-dr., $425*, $190; 2-dr., $355. ( 

L De- PACKARD—'56 Clipper 2-dr., $2,315* (ps). 

PLYMOUTH—'53 Cambridge 4-dr., $460. 
'51 Cranbrook 2-dr., $360; 4-dr., $350; 
Cambridge 4-dr., $255. ‘50 club coupe, 
$325. "49 4-dr., $165. ‘41 4-«dr., $105 


PONTIAC —'54 Chieftain (6) 2-dr., $685. g 
2,050; ‘52 Chieftain (8) 4-dr., $700*, "50 Silver 





(ps). 





‘toria, Streak (8) 4-dr., $305, $255. ‘49 Silver 

1,650. Streak (8) 4-dr., $155. 

, $1,- STUDEBAKER ’53 Commander 4-dr., 

2-dr., $500*. °51 Commander 4-dr., $265 °50 . s 

Commander Land Cruiser, $130*; Cham-| 

. - pion 4-dr., $120. | fi urin 
WILLYS—'52 2-dr., $305. | 

1,335; MISCELLANEOUS "54 Chevrolet ‘'-ton) 

4-dr., pickup, $720. ‘51 Henry J 4-dr., $155. 

,090°, "49 Dodge ‘%-ton panel, $150. 


“S| _ PORTLAND, one, ‘em close... 


(Portland Auto Auction. Sale every Tues- 
day. Prices are for sale of Sept. 4.) 


ane 

“— BUICK—'55 Super Riviera, $2,100* (ps); 

4d. 4-dr., $1,730* (ps). '54 Century Riviera, 

(ps), $1.650° ps); Super Riviera. $1,620* 
: (ps); 4-dr., $1,305. °51 RM 4-dr., $300°. | 


"50 Special 4-dr., $195*; 2-dr., $145; Su- 
per 4-dr., $170*. '48 conv., $125°*. | 
Sport CADILLAC—'54 (62) coupe, $2,945* (ps). 


315°, "53 (62) coupe de Ville, $1,765* (ps); 4- 
740°; dr., $1,660° (ps). '51 (62) 4-dr., $930*. 
"BO (62) 4-dr., $950°, $675°*; (75) 4-dr., 
, $2,- $835*. ‘49 (62) 4-dr., $365*°. ‘48 club 
, "SS sedan, $315*. | 
‘hief- || CHEVROLET—'56 Two-ten (8) 4-dr., $2,-| g 
5°. 015*; station wagon, $1,910. ‘55 Bel Air| i an a 
$930. (8) Hardtop, $1,800*; conv., $1,665*| 
Jeep- (ps); Two-ten (8) Delray, $1,500; 2-dr., 
$1,375*, $1.320, $1,305, $1,295; Two-ten 
bond, (6) 2-dr., $1,140, $1,120. "54 Bel Air 4- 


dr., $1,215*, $1,000; 2-dr., $1,030; Two- 
ten 4-dr., $950. '53 Bel Air 4-dr., $975; 
conv., $960*; station wagon, $845; Two- 
ten conv., $835; 4-dr., $785*; club coupe, 
ines- $740. '52 SL Deluxe 4-dr., $610*, $600. 
"51 SL Deluxe Bel Air, $610*, $520°; FL 


feel Deluxe 2-dr., $400; club coupe, $340. '50 


- 
jook SL Deluxe sedan, $360; 2-dr., $220; club 
ring coupe, $210; FL Deluxe 2-dr., $295. ‘49 
t of SL Deluxe 4-dr., $290. '47 FL Aerosedan, 


$150. °46 club coupe, $110. 
"55 DeSOTO—'48 4-dr., $230°. 
ecial DODGE—'55 Royal (8) Lancer, $1,605*. 








00°. "53 Coronet (8) club coupe, $815. '52 Cor- 
Spe- onet club coupe, §420*; 2-cdr., $305; Way- 
"53 farer 2-dr., $300. "51 Meadowbrook 4-cr., 
iera, $255. "50 Coronet club coupe, $370". 
5690. FORD—'55 Country sedan, $1,860*; Fair- 
lane (8) Victoria, $1,700*; conv., $1,660*; 
605* 4-dr., $1,600*; Main (8) Ranch Wagon, 
$1.675, $1.435; Custom (8) 2-dr., .§1,260, 
2,- $1.100*. °54 Cust 8) 4-dr., $1,030°, ? : 2 ° ° ° 
= $935: 2-dr.. $940; Main (6) Ranch Wag: You’ve got to figure with a sharp pencil in _ stations automatically with a touch of the bar 
Ai on, $1,110; Custom (6) 4-dr., $950. "53 +3 : . : 
e. ee: eon Siozs;" Creat these days of tough, competitive selling. —as well as pushbutton and manual-models. 
730, (8) Victoria, $935*; conv., $750*; Cus- - . ° ° 
“a; tom (6) 4-dt., $795°; Custom 8)" 4dr. And Motorola Custom Car Radios give you Motorola custom designed car radios fit any 
° 0. ‘51 Crest (8) 4-dr., 70°; ic- . ° 
dr., @ toria, $490; Custom (8) club coupe, $370; | that extra margin of profit you need to make customer’s pocketbook, too—retail from 
SL 4-dr., $350°. '50 Custom (8) 4-dr., $370, 
Air, $230; 2-dr., $270; Custom (6) 4-dr., $250; | better deals. $39.95 to $99.95. And even so, there’s a deep 
club coupe, $180. ‘49 Custom (8) 4-dr., - " ° 
$140; club coupe, $130. ith Motorola, you’re rofit margin that leaves you plenty of room 
lane HUDSON _ ‘1. Hornet 4-dr., $250*, °'49 WwW i P y selling the most Pp 8 ° y P y 
35%; J | Commodore 4-dr., $145. popular car radio in the country. (Sales are _—‘ to deal around in. 
q SE 5 -dr., 0. . “-* . 
club J LINCOLN—'49 coupe, $120. 3 30% ahead of last year . . . and still rising.) Installation can be handled by your 
75°. MERCURY 54 Monterey Hardtop, yg 5 M 1 di ib t h ] 
8) 4-dr., $1,325° ( , $1,305* (ps), ° : 7 7 
5°; ff Custom 2-dr., $1,380; 4-dr., $1,250. °52| And with the ’56 Motorola line, you get otorola distributor, OF Fee greta See 
) + Sa ieaaee  titeae tases ease such exclusive features as: Volumatic® circuit can install a Motorola® Car Radio in a matter : 
5. 2-dr., $720. °51 Monterey club coupe, . * i 
bes fe See that plays even under bridges and beside tall of minutes. 
4-dr., $135. 143 ° ; " : : / 
5°; | NASH 'SS, ‘Ambassador Hardtop, $950°; | buildings; Transistor-Powered car radios that So get the facts on this plus-profit Motorola ) 
$1,- Rambler Hardtop, §840*, $575. '52 States- | 7 ; . . : : : ; : 
an oie. Sek Gh Aumbnender 5-4, cut battery drain in half and virtually never Car Radio business. Simply mail this coupon 
80*. $380; Rambler stat wagon, $295. ‘50 . ; mV ; : : s 
~s ee eee ee Soe wear out; Station-Finder tuning that finds today. No obligation, of course. 
am- $170. | 
rlub OLDSMOBILE—'55 (98) Holiday, $2,320* H 
(ps); (88) Holiday, $1,950*. °54 (88)| } 
195. Holiday, $1,500*, '53 (88) Super 4-cr., seated cesta ttn in emai at nee ee eee erate ; 
‘51 $985*. °51 (98) Holiday, $800*; 4-dr., “ 
0%; $725*. °50 (88) station wagon, $540; 2-/| | 
dr., $285*, $150*. | 
PACKARD — '50 4-dr., $115*. "49 4-dr., | MO 7 OROLA 
$115. 
PLYMOUTH ‘55 Savoy (8) 2-dr., $1,235; Ps J : 
red- Plaza (8) station wagon, $1,050. '54 World’s Largést Exclusive Electronics Manufacturer 
) Savoy Suburban, $1,105; 4-dr., $910; | : 
th Plaza 2-<r., $750, $620, "53 Cambridge Attn: Car Radio Dept., Motorola, Inc., Dept. AN-9 


Concord 2-dr., $165. '50 Deluxe 2-dr., 








| 
| 
| 
! 
| 
12 sedan, S580. '51 Cranbrook 4-dr., $290; | 4545 Ww. Augusta Bivd., Chicago 51, i. 
| 
| 
| 
| 
! 
| 
! 


| 

, $195. ; i i 
dats ie eeaditaet dai anata. $1.-| Please give me all the facts about the Motorola Car Radio business. 
per 690*, $1,675*. °53 Chieftain (8) Catalina, | Thank you. 

$915*; 4-dr., $750; Chieftain (6) 2-dr.., | 
"49 $620. ‘51 Silver Streak (8) ‘Catalina, 

$580*, $540*; 2-dr., $520*; conv., $470°*; Name 
5*, 4-dr., $295*. '50 Silver Streak (8) Cata- - 
ten lina, '$390*; 4-dr.,°$215*. '49 Sitver Streak Firm ‘ 
an, (8) 4-dr., $250; 2-dr., $135*. 
Air STUDEBAKER ‘53 Champion Sport Street City State 











ar., coupe, S705*; Commander 2-dr., $470. | aes 


‘51 Champion 4-dr., $355*, ‘50 Com- | 


ce ee ee ee ce ee ce ee me em ce ce me ee ee ee ee ee ee oe ed 

































Used-Car Auction Prices 


(Continued from Page 67) 


r tain (8) 4-dr., $765* (ps); 2-dr., $720. $740, $660*, $620. '52 SL Deluxe 2-dr., 
0, 


q ‘51 2-dr., $200. '50 2-dr., $18 $565, $480, $430°, $420, $370. '51 SL 
I STUDEBAKER — '56 Power Hawk coupe, Deluxe 4-dr., $460, $410, $315, $310, 
$2,175*. °51 Commander Land Cruiser, $290°, $225°. 
$250. ’50 conv., $220, CHRYSLER — '56 Windsor 4-dr., $2,380* 


WILLYS—’56 station wagon, $1,720; Jeep, 

A $1,675. '55 station wagon, $1,225. 
t MISCELLANEOUS — '56 International 2- 
ton pickup, $3,335; GMC %-ton pickup, 


(ps). °55 Windsor coupe, $1,805*. °53 
station wagon, $810* (ps). '51 NY coupe, 
$335*; Windsor club coupe, $235*. ‘50 
station wagon, $300; Windsor club coupe, 


$1,700; Chevrolet %-ton panel, $1,375. $145. 
DeSOTO —'56 Sportsman coupe, $2,640* 
DYER, IND. (ps), '52 Fire Dome (8) 4-dr., $255. 


FORD—’'56 Main (8) Ranch Wagon, §$2,- 
250° (ps); Fairlane (8) Victoria, $1,995", 
$1,965* (ps), $1,910*%; 4-dr., $1,990° 
(ps); Custom (8) 2-dr., $1,560. '55 Coun- 
try sedan, $1,860°, $1,850*; Fairlane (8) 
Crown Victoria, $1,820*; conv., $1,685*; 
Victoria, $1,595*; Custom (8) 2-dr., $1,- 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Aug. 31.) 
(We had another consignment of sharp 
cars and the market continued strong. 
7 Sold 251 cars out of 351 offerings.) 
; BUICK—’55 Special 2-dr., $1,675*. '54 Spe- 


cial 4-dr., $1,415* (ps); Riviera, $1,180. . , i 
'53 Super Riviera, $1,045*, $935*; Special te $1,080. "54 Custom (8) 2 
: 9. . a . 4 : 

Cony Bo AM dud? 9550" (pe), ‘Special | DODGE—'53 Coronet 2-dr., $730*, $600, 

4-dr., $475 a "I | $545*, $460°; Diplomat, $580*. '52 Cor- 
CADILLAC—’54 (62) conv., $2,640* (ps),| net 2-dr., $325, $225; Wayfarer 2-dr., 

$2,405° (ps); 4-dr., $2,295° (ps), '53| $220. '51 Wayfarer 2-dr., $175. 

(62) coupe, $1,640* (ps). ‘49 (62) 2-dr., HUDSON — ‘54 Super Wasp club coupe, 


$330°, $325°. $425. '53 Super Wasp 4-dr., $205°*. 





CHEVROLET—'56 Corvette, $2,700; Two-| LINCOLN —'53 4-dr., $800*. ‘50 4-dr., 
ten (8) Delray, $1,710; Two-ten (6) 2- $125°. 
dr., $1,550; Bel Air (6) 2-dr., $1,330*°,| MERCURY—'53 station wagon, $1,035°. | 
$1,150. '55 Bel Air (8) Sport coupe, $1,-| ‘51 2-dr., $390*, $375*, $350°. '50 2-dr., 
360° (ps); Two-ten (6) 4-dr., $1,200; $265 
One-fifty (6) 2-dr., $1,015, $990. '54 Bel| NASH—'56 Rambler 4-dr., $1,945°; States- 
Air 4-dr., $1,040°. '53 Bel Air Sport man 4-dr., $1,560. ‘54 Metropolitan 


coupe, $855; 4-dr.. $745; Two-ten 2-dr., coupe, $545. '52 Ambassador 4-dr., $700°*; 





The shortest distance between 


NOW! 
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Statesman 4-dr., $305*, $225. '51 Ram- 
bier station wagon, $500°. 

OLDSMOBILE —’'56 (98) 4-dr., $3,125* 
(ps); (88) Super 4-dr., $2,235°. °55 (98) 


4-dr., $2,375* (ps); (88) Super 4-dr., 
$1,975*, $1,875*; Deluxe Holiday, $1,- 
885*, $1,735°. °54 (98) 4-dr., $1,630° 
(ps); (88) Super 4-dr., $1,525*; Deluxe 


2-dr., $1,275°. 


PACKARD—’53 Clipper 4-dr., $830*. '52 
Clipper 4-dr., $420*°, ‘51 (400) 4-dr., 
$260. 


PLYMOUTH—'55 Savoy (8) 4-dr., 2 at 
$1,100. '54 Belvedere conv., $885*; Plaza 
station wagon, $860; 4-dr., $750; Savoy 
2-dr., $725. '52 Cambridge 2-dr., $300. 
’51 Cranbrook 4-dr., 2 at $185. '48 Spe- 
cial Deluxe 2-dr., $175. 

PONTIAC—’55 Star Chief (8) conv., $1,- 
500* (ps). ‘54 Chieftain (8) conv., $1,- 
190°; Star Chief (8) 4-dr., $1,095* (ps), 


$1,025*. °53 Chieftain (8) station wagon, 
$1,100* (ps): Chieftain (6) 2-dr., $520. 
'52 Chieftain (8) Catalina, $510*; conv., 
$435°*. 


STU DEBAKER—’55 Commander coupe, $1,- 
250°; 2-dr., $1,120*. '53 Commander 2- 
dr., $650*; Champion 2-dr., $500*, $415*. 
’52 Commander 2-dr., $650°; Champion 
conv., $400*. 

WILLYS — ’'53 station wagon, 
station wagon, $325°. 

MISCELLANEOUS—’'53 Dodge %-ton pick- 
up, $580. 


$315. ‘51 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Sept. 4.) 
(Sold 115 cars out of 223 offerings.) 


BUICK —'56 Super 2-dr., $2,550° (ps); 
Special 2-dr., $2,300°, '55 Century 2-dr., 
$2.045* (ps); conv., $1,800* (ps); Spe- 


cial 2-dr., $1,695*; 4-dr., $1,670°. '54 RM 
Riviera, $1,925* (ps), $1,610* (ps); Spe- 


and BUY is 


SELL THEM THE EXACT 


{ Suan | WASHER THEY WANT! 


Dual Jet No. 745 





Get Big Profit Volume 
with the New 
CLEARVIEW 


PLASTIC RESERVOIR 
WINDSHIELD WASHER 






AVAILABLE IN DUAL JET AND SINGLE JET MODELS! 


Cut Costly Installation Time 


Install in Less Than Twenty Minutes! 





















Single Jet No. 741 





BRAND NEW! 


12 VOLT 
FULLY AUTOMATIC 
CIGARETTE LIGHTERS! 


Eye appeal that means 
buy appeal in gleaming 
chrome or “glow in the 
dark” lucite! A full 
line of 6 volt 

lighters is also 
available. 


351 N. CRAWFORD AVE. 


Immediate cleaning action! A toe-touch on the 
foot control instantly shoots water against the 
windshield through clog-proof jets. Less than twenty 
minutes to install . . . no cutting into manifold. 

One model fits every car and truck . . . even 
foreign and sports cars. Eliminates lost sales 
and the multi-model inventory problem. 
Compactly designed and durably 

made from brass, plastic and neoprene 
rubber. Doubly sealed plastic reservoir 

is shock-proof and freeze-proof .. . 

no more bottle breakage. 


For extra fast selling, get 
this customer operated counter 
display with assortment No. 742. 
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EVERY CAR OWNER IS A 
PROSPECT FOR THESE 


BOL) 


SALES PRODUCING EXCLUSIVES! 
/' SANTAY CORPORATION 


e CHICAGO 24, ILL. 

















cial 4-dr., $1,275*, "53 
Super Riviera, $890°*. 
CADILLAC—’55 (62) coupe de Ville, $3,- 
380° (ps); coupe, $2,960* (ps); 4-dr., 
$2,900° (ps). ‘54 (62) coupe, $2,875*° 
(ps), $2,750* (ps); 4-dr., $2,300*° (ps). 
’51 (62) 4-dr., $896". 
CHEVROLET—’ 56, Be® Air (8) sedan, $2,- 
175*. '55 Bel Air (8) 2-dr., $1,775* (ps); 


$1,200°, 





$1,080. 


Sport coupe, $1,580°; Two-ten (8) 2-dr., 
$1,105; Two-ten (6) 2-dr., $1,055. °54 
Two-ten 2-dr., $845, $725*; One-fifty 2- 


dr., $655. '53 Two-ten 2-dr., $750*° (ps); 


4-dr., $725, $620; Bel Air sedan, $650; 
One-fifty 4-dr., $430. '51 SL Deluxe 2- 
dr., $200°. 


CHRYSLER—’55 Windsor Newport, $1,920* 
(ps). 53 Windsor Newport, $800*, '52 NY 
4-dr., $390°. 

DODGE—’'55 Royal (8) 2-dr., $1,680°. °53 
Coronet station wagon, $755*; Meadow- 
brook 4-dr., $535*; 2-dr., $360. '50 4-dr., 
$250*. 

FORD—'56 Fairlane (8) conv., $1,960*. 
’55 Fairlane (8) Crown Victoria, $1,750*, 
$1,740*; Victoria, $1,500; Custom (8) 
2-dr., $1,590*, $1,425. °51 Custom (8) 
2-dr., $395, $325. 

HUDSON—’'56 Rambler station wagon, $1,- 


905*. °55 Wasp Hollywood, $1,345*. ‘54 
Wasp 4-dr., $700*; Hornet 4-dr., $665°*. 
MERCURY — ’55 Monterey 2-dr., $1,960* 


(ps), $1,680*, '54 station wagon, $1,415; 
2-dr., $900*. '53 Monterey 2-dr., $730. 
'52 4-dr., $580; 2-dr., $480°, $450. 

NASH—’55 Statesman 4-dr., $1,325*. °53 
Statesman 4-dr., $730*, $650*°. ‘52 2-dr., 
$430. 

OLDSMOBILE—’56 (88) Holiday, $2,125* 
(ps). "55 (98) conv., $2,350* (ps); Holi- 
day, $2,330* (ps), $2,250* (ps); (88) 
Holiday, $2,090* (ps), °54 (98) Holiday, 


$1,990* (ps), $1,740* (ps); 4-dr., $1,680*° 

(ps); (88) 4-dr., $1,620° (ps), $1,460°. 

"53 (88) 4-dr., $1,165*° (ps). 
PACKARD—’'53 Clipper 2-dr., $615*. 
PLYMOUTH—’54 Savoy 4-dr., $930; Bel- 


vedere 4-dr., $650. °53 Cranbrook 4-dr., 
$540°. 

PONTIAC—’'55 Star Chief (8) 4-dr., $1,- 
560°. '54 Star Chief (8) Catalina, $1,490; 
2-dr., $1,400*; conv., $1,115*; 4-dr., $1,- 
110* (ps); Chieftain (8) 4-dr., $1,030°. 
’53 Chieftain (8) 4-dr., $675*. '52 Chief- 


tain (8) Catalina, $600. 
STUDEBAKER '53 Commander club 
coupe, $605*, $555. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. ‘Sale every 
Thursday. Prices are for sale of Sept. 6.) 

(Prices continuing strong on clean 
units. Dealers are holding stocks and are 
not too anxious to unload inventories. 
Sold 60 cars out of 83 offerings.) 


BUICK—’54 Special 4-dr., $920. "53 RM 
Riviera, $1,020* (ps). ‘52 Super 4-dr., 
$370*. '51 Special 2-dr., $265; Super 4- 
dr., $240*. 

CADILLAC—’52 (62) 4-dr., $1,290°. °50 
(62) 4-dr., $640°. 

CHEVROLET—'55 Bel Air (8) 4-dr., $1,- 


385°; Two-ten (8) 2-dr., $1,230°. '54 Bel 
Air 2-dr., $880° (ps). '53 Two-ten 4-dr., 


$800; 2-dr., $750. "51 SL Deluxe club 
coupe, $360. ‘50 SL Special 4-dr., $205; 
club coupe, $180. "49 SL Deluxe 2-dr., 
$240. 


CHRYSLER—’'50 NY 4-dr., $270. '47 Royal 
4-dr., $110°. 

DeSOTO—’51 Deluxe club coupe, $320*. 

DODGE—'53 Meadowbrook 2-dr., $325. '49 
Wayfarer coupe, $145. 

FORD —'56 Fairlane (8) 2-dr., $1,725; 
Country sedan, $1,490. ‘55 Thunderbird, 
$2,.300°; Fairlane (8) 2-dr., $1,330; Cus- 
tom (8) 4-dr., $1,325*, $1,260. ‘54 Crest 
(6) Victoria, $1,100°. "52 Crest (8) Coun- 
try sedan, $635. ‘51 Custom (8) Victoria, 
$450°, $320°; 4-dr., $335°; conv., $310; 
Deluxe (8) 2-dr., $295. "50 Deluxe (6) 
2-dr., $290, $100; Custom (6) 2-dr., $210. 
'49 Deluxe (8) station wagon, $145. 

MERCURY—'S4 2-dr., $925. “52 Hardtop, 
$675; 4-dr., $475°. '51 4-dr., $320°, $290°. 

NASH—’'52 Statesman 4-dr., $420°. 

OLDSMOBILE—’51 (88) 4-dr., $300°. 

PACKARD—'52 2-dr., $340*. 

PLYMOUTH—'53 Cranbrook 2-dr., $510. 

PONTIAC—'52 Chieftain (8) 2-dr., $475°*. 
"50 Silver Streak (6) 2-dr., $125. '49 Sil- 
ver Streak (6) 2-dr., $205. 

STUDEBAKER—'56 Champion 2-dr., $1,- 
280. °55 President 2-dr., $1,430°. ‘52 
Champion 4-dr., $290*°. "51 Commander 
Land Cruiser, $265*; Champion 2-dr., 
$135. 

MISCELLANEOUS — '54 Chevrolet %-ton 
panel, $520. ‘42 Ford %-ton panel, $100. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Sept. 6.) 
BUICK—'55 Special Riviera, $1,745°. ‘54 

Super Riviera, $1,405*. '53 Super 4-dr., 

$850*. ‘50 Super 4-dr., $155°. 
CHEVROLET—’'56 Bel Air (8) Sport coupe, 

$2,380°, $2,195*; Hardtop, $2,175*; sta- 
tion wagon, $1,950*; Two-ten (8) 2-dr., 
$1,695*°. °55 One-fifty (6) 2-dr., $1,055. 

’54 Bel Air 4-dr., $1,090*, $995; Two-ten 

2-dr., $885; 4-dr., $745*. ‘53 Two-ten 2- 


dr., $750, $720°. '52 SL Deluxe 4-dr., 
$560, $485. "50 SL Deluxe 2-dr., $275. 

CHRYSLER — '55 NY Newport, $2,430*° 
(ps). °53 Windsor Hardtop, $750, °'51 
4-dr., $420°. 

DeSOTO—’52 4-dr., $305°*. 

FORD—’'56 Fairlane (8) Crown Victoria, 


$2,350* (ps); 4-dr., $2,195* (ps); Custom 
(8) 4-dr., $1,750°; 2-dr., $1,585*; Cus- 
tom (6) 4-dr., $1,695*; Main (8) 2-dr., 
$1,485. '55 Fairlane (8) Victoria, $1,665°; 
4-dr., $1,455*, $1,255; Main (8) Ranch 
Wagon, $1,315; Custom (8) 2-dr., $1,- 
295°. '54 Crest (8) 4-dr., $1,110° (ps); 
club coupe, $1,000*; Custom (8) 4-dr., 
$940*; Custom (6) 2-dr., $565; Main (6) 


Courier, $605. ‘53 Custom (8) 4-dr., 
$790*; Main (8) 2-dr., $635. '52 Crest 
(8) conv., $625*; Custom (8) 4-dr., $475; 
Main (8) 4-dr., $505*; 2-dr., $410. ‘51 


Custom (8) Victoria, $450*; 2-dr., $295°*. 
HUDSON—’54 Hornet 4-dr., $800* (ps). 
LINCOLN—’51 Sport coupe, $350*. 
MERCURY—’'54 Monterey Sun Valley, $1,- 

430° (ps), $1,300*; 4-dr., $1,150*; Cus- 

tom 4-dr., $1,265* (ps). °53 Monterey 
4-dr., $955", $845. "51 4-dr., $340°*. 

NASH—’'55 Rambler Cross Country, $1,- 
540°. ‘52 Statesman 4-dr., $415*. ‘51 
station wagon, $355; Rambler conv., 
$260°*. 

OLDSMOBILE—’53 (98) Holiday, $1,305* 
(ps); (88) Super 2-dr., $1,035. °51 (88) 
Super 4-dr., $540*°. '50 (88) 2-dr., $230°. 

PACKARD—'55 Patrician 4-dr., $2,070* 
(ps). '54 coupe, $1,680* (ps). 

PLYMOUTH—'56 Savoy (8) 
675. °53 Suburban, $700*; 

PONTIAC—’56 Star Chief 
$2,350°. ‘55 Star Chief 
$1,875* (ps); 4-dr., $1,700* (ps). ’53 
Chieftain (8) 4-dr., $970*. '50 Silver 
Streak (8) 4-dr., $215*; conv., $205*. 

WILLYS—’'49 Jeepster, $105*. 

MISCELLANEOUS—'56 Ford 


$1,- 
$545*. 
Catalina, 
Catalina, 


sedan, 
4-dr., 
(8) 
(8) 


%-ton pick- 








up, $1,295; GMC 1%-ton pickup, $1,650", 
’55 Chevrolet %-ton pickup, $1,085. ‘54 
Chevrolet %-ton pickup $720. '51 lord 


l1-ton pickup, $400. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sales every 
Thursday and Friday. Prices are for sles 
of Sept. 6-7.) 

(Prices were up and the demand 
good, clean cars was still strong. Con- 

signments off a little, but percentage 
sold, 223 out of 348, was good.) 
BUICK—’56 RM 4-dr., $2,790* (ps). ‘55 

Special Riviera, $1,870*; Century coupe, 

$1,840; RM 4-dr., $1,760* (ps). '54 Super 

Riviera, $1,400. '53 Super Riviera, $840, 

$800. '51 Super conv., $255°*. 


tor 


CADILLAC—'56 (62) coupe de Ville, $4,- 
325° (ps), $3,875* (ps). °54 (62) 4-dr., 
$2,300* (ps). ‘53 (62) club coupe, §$1,- 


425*. '52 (62) 4-dr., $1,250*. 
CHEVROLET—’56 Bel Air (8) Sport sedan, 
$2,150* (ps); 4-dr., $1,835, $1,800*; Two. 
ten (8) 4-dr., $1,900*; Delray coupe, $1,- 
715; One-fifty (8) 2-dr., $1,375. ’55 Bel 
Air (8) Sport coupe, $1,480*, $1,425*; 
One-fifty (8) station wagon, $1,100; Two. 


ten (6) 4-dr., $1,070; 2-dr., $1,025. "5 
Bel Air conv., $1,035; 4-dr., $975, $815*; 
Two-ten 2-dr., $940, $895. °53 Two-ten 
club coupe, $720. "52 SL Deluxe 4-dr., 
$500. '51 SL Special 4-dr., $240. 
DeSOTO—'56 Fire Dome 2-dr., $1,950* 
DODGE -—'55 Coronet 4-dr., $1,195. ‘54 


Meadowbrook 4-dr., $675. 
FORD—’56 Fairlane (8) 4-dr., $2,360, $1,- 


900*; Crown Victoria, $2,095*, $2,105*, 
$2,000*; Victoria, $2,025*, $1,915*; conv., 
$1,910*; club sedan, $1,705*; Custom (8) 
2-dr., $1.620*; Main (8) 2-dr., $1,350, 
$1,325. "55 Thunderbird, $2,175; Fairlane 
(8) Victoria, $1,600*; 4-dr., $1,430, $1,- 
350; Main (8) Ranch Wagon, $1,490*. 
'54 Main (8) Ranch Wagon, $1,030; 4- 
dr., $475; Custom (8) 2-dr., $925, $845, 
$820, $800, $750, $700. °53 Crest (8) Vic- 
toria, $860*°, $800*; Custom (8) 4-dr., 
$700; Main (6) 4-dr., $425. ‘52 Custom 
(8) 4-dr., $560°; 2-dr., $480; conv., $475*, 
‘51 Custom (8) 2-dr., $340*, $290. ’50 
Deluxe (6) 2-cdr., $140. 

LINCOLN—'56 Capri coupe, $3,400* (ps). 

MERCURY —'56 Custom Phaeton, $2,375* 
(ps). ‘55 Contclair 4-dr., $1,775* (ps). 


"54 Monterey 4-dr., 
Custom coupe, $650, 


$1,200; 2-dr., $1,150*; 


OLDSMOBILE—'56 (88) Holiday, $2,425* 
(ps), $2,350° (ps). "53 (98) conv., $860. 
"51 (88) Sport coupe, $300*; 2-dr., $220. 
"50 (98) 4-dr., $300*. 

PLYMOUTH—'55 Belvedere (8) Hardtop, 
$1,360; Savoy (6) 4-dr., $990. '54 Beive- 
dere 4-dr., $690. ‘52 Cambridge 2-dr., 
$295. ‘51 Cranbrook 4-dr., $295, $140. 

PONTIAC—’55 Chieftain (8) 2-dr., $1,250*. 
"54 Chieftain (8) 4-dr., $930*. °51 Silver 
Streak (8) 2-dr., $330*; conv., $180*, ‘49 
Silver Streak (8) 4-dr., $300*. 


STUDEBAKER 
$360. 

MISCELLANEOUS — '53 Chevrolet 
pickup, $580, $550, $535; Dodge 
pickup, $300. °50 Ford 
$190. 


"53 Commander 4-dr., 


1% -ton 
%-ton 
%-ton pickup, 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Sept. 5.) 

(Bidding brisk on ‘53s and ‘54s. ‘55s 
stronger today.) 


BUICK—’'56 Super Riviera, $2,670° (ps). 
"55 Special 2-dr., $1,640°. '54 RM Rivi- 
era, $1,425°; Century 4-dr., $1,325*. ‘53 


Special 4-dr., $745*. ‘51 RM 4-dr., $375°. 
CADILLAC—'55 (62) conv., $3,400*° (ps). 


"54 (62) 4-dr., $2,475° (ps). "47 (62) 2- 
dr., $125°. 

CHEVROLET — '56 Two-ten (8) Delray, 
$1,880°; 4-dr., $1,635. '55 Two-ten (6) 


4-dr., $1,130, $1,125. '54 Bel Air station 
wagon, $1,165; 2-dr., $960; One-fifty 2- 
dr., $640. "53 Two-ten 4-dr., $715, $665. 
"52 SL Deluxe Bel Air, $550; 4-dr., $515; 
conv., $460. "51 SL Special 4-dr., $300*; 
2-dr., $260°. "50 SL Deluxe Bel Air, $405. 
CHRYSLER—’'53 Windsor 4-dr., $685°. 


DeSOTO — ‘53 Fire Dome 4-dr., $650*; 
Powermaster club coupe, $590. 
DODGE—'53 Coronet (8) 4-dr., $570. "52 


Wayfarer 2-dr., $225. '51 Coronet 4-dr., 
$315°; Wayfarer 2-dr., $150. 

FORD—'55 Fairlane (6) 4-dr., $1,260; Cus- 
tom (8) 2-dr., $1,150. '54 Custom (6) 
2-dr., $1,115. "53 Custom (8) 2-dr., $675; 
4-dr., $650; Custom (6) 4-dr., $570, $405. 
"52 Crest (8) 2-dr., $585. °'51 Custom 
(8) 2-dr., $275. 

HUDSON—'51 Pacemaker 4-dr., $160. 


MERCURY—'55 Monterey 4-dr., $1,620°. 
"54 Custom 4-dr., $925. '50 2-dr., $175. 
"49 2-dr., $160. 

NASH—'51 Rambler 4-dr., $170. 

OLDSMOBILE—’56 (88) Super 4-dr., $2,- 
450° (ps). "55 Star Fire conv., $2,200° 
(ps); (88) 4-dr., $1,875° (ps). "54 (88) 


os sedan, $1,550. '50 (88) 4-dr., $295°, 

. 

PLYMOUTH—'55 Savoy (6) 2-dr., $1,065; 
4-dr., $1,050. "53 Cranbrook 4-dr., $575; 
Cambridge 4-dr., $485; 2-dr., $300. '50 
Suburban, $345; 4-dr., $180, $155. 

PONTIAC—'55 Chieftain (8) 4-dr., $2,050°. 
’54 Chieftain (6) 2-dr., $680*, '53 Chief- 


tain (8) 4-dr., $685*, °52 Chieftain (8) 
a $335*. '51 Silver Streak (8) 4-dr., 


STU DEBAKER—’54 Champion 2-dr., $535. 
MISCELLANEOUS "52 Dodge %-ton 
panel, $255. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Sept. 6.) 
(Active sale today as there is a definite 
shortage of cars. Sold 70 out of 92.) 
BUICK—’52 Special 2-dr., $550. 
CADILLAC—’'53 (62) 4-dr., $1,410* 
CHEVROLET—’'55 Bel Air (8) 4-dr., 
420* (ps); 2-dr., $1,320; Two-ten 
4-dr., $1,230; 2-dr., $1,100. ’54 Bel Air 
4-dr., $950; Two-ten 4-dr., $920; One- 
fifty 2-dr., $550. "52 SL Deluxe 4-dr., 
$475*; SL Special 4-dr., $330. '51 SL 
Deluxe 4-dr., $390; 2-dr., $350*, $345°; 
SL Special 4-dr., $270; FL Deluxe 2-dr., 
$390. '50 SL Deluxe Bel Air, $145*, 
CHRYSLER—'55 Windsor 4-dr., $1,660° 
(ps). '54 NY 4-dr., $1,455* (ps). '52 
Windsor 4-dr., $530* (ps). 
DeSOTO—'55 Fire Dome Hardtop, $1,760*. 
‘54 Fire Dome 4-dr., $905°*, 
DODGE—’52 Coronet Diplomat, $370. 
FORD—'56 Custom (8) 4-dr., $1,560, ‘55 
Fairlane (8) 4-dr., $1,525*, $1,175; Cus- 
tom (8) 4-dr., $1,375, $1,290. '54 Custom 
(8) 4-dr., $1,005; Crest (8) 4-dr., $L- 
125*; Main (8) 4-dr., $835. ’'53 Custom 
(8) 4-dr., $825; Main (8) 4-dr., $725; 
2-dr., $685, $630, $600, $590. '52 Custom 
(8) 2-dr., $585; Main (8) 2-dr., $425. 
‘51 Business coupe, $355. '49 4-dr., $135. 
MERCURY—'54 Custom 4-dr., $1,185*, '53 


(Continued on Page 69, Col. 1) 
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$1,- 
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— Auctions in Brief — 
$1,650", ora 
r a DALLAS A 15-Year ‘Revolution’ ... 
) ord 
Southwestern Automobile eetuse ~ 
every Wednesday (Sept. 5). We had a g > t St 
aa” this week as we sold 59 cars out e arm A u oO ory 
s every i 
+ * * 
wr sales (Continued from Page 68) 
SYRACUSE he 1954 th 
; P — autos are stronger than they were 
nd for Monterey 4-dr., $915; Custom 4-dr.,| NASH—’55 Rambler Country club, $1,390. Gyrecuse Aute Auction, Gale every Wet- TOPEKA, Kans. The 
. wane $876°. °62 Custom 2-dr., 9000". ‘49 4- ‘0 ag ot A Sub, oss"; nesday (Sept. 5). Today’s sale was ex-| Census of Agriculture has reported | a few years ago. 
en : -dr., , ; x ‘ ; . . : 
" ogee Statesman 4-dr., $765. '52 Rambler Coun- tremely active. There's simply no limit to|)that there are seven million cars| In June, 1953, 16 percent of all 
$585* , 
gS rt ey #1] nae ee what they'll bring if they're clean enough.| 4,4 trucks on U. S. farms and|cars owned by subscribers were 
coupe, J 9LDSMOBILE — ‘56 (98) 4-dr., $2.825°| 07 newORILE—’56 (88) Holiday, $2,465° 2 ne 7’s Farmer has reported that | 1952-53 models but in May, 1955, 
A Super J (ps). ‘53 (98) adr. $1 105e: oot | (ps), $2,365° (ps); 4-dr., $2,205° (ps); INDIANAPOLIS oe ae - the number owning 1954-55 models 
, $840 4-dr., $1,085°. '52 (88) 4-dr., $600°. -d 2,100*. '55 (98) conv., $2,420* : subscribers own e 
, ; , 2-dr., $2, each 1,000 of its 4 7 eaeut 
PLYMOUTH—’55 Plaza (6) 4-dr., $900. °53 (ps), $2,295* (ps); Holiday, $2,175* (ps), Ken Schaefer Auto Auction. Sale every 1.164 autos has increase to pe 
le, %4,- Cranbrook 4-dr., $445. °52 oe pe $2,135* (ps); (88) Holiday, $1,840°; 2- Thursday (Sept. 6). Prices remained firm. ’ au according to Victor Hawkins, re- 
3 et coupe, $350 "50 Deluxe ‘ ar. $215 ei (ps) wta., $1,515° (ps), $1,860° (pa); New-car dealers who have previously been The magazine noted that mo- | .oarch director. 
e, $1,- coupe, | ares . ps); 4-dr., $1, , : ; 
. ah \—’56 Chieftain (8) 4-dr., $1,805°. (88) Holiday, $1,720* (ps), $1,645*, $1,- | consignors were buying today, putting more tor vehicles, in addition to their In 1953. Hawkins said, about 30 
re cae m *. "GL *; 4-d 1,295*. | buyers on a market already short of clean 5 
, Sedan, 53 Chieftain = a oeT0. $675*. '5 a cane a hee ts a “en 7 a many uses on the farm, have percent of the cars owned by sub- 
'; Two- Silver Streak (8) 4-dr., . “Gr., , ; 7. : ted the in the 
pe, $1,- STUDEBAKER — ‘52 Commander coupe, dr., $365*, $305°. ion io * * * contribu oo ae hee certbere, were pantee & pA 
ee ES $200. gi7s, ‘1 | PACKARD, — 'S3 Patrician 4-dr.. 96 MANHEIM, PA. living standards o period Jan. 1, 1963, to June, 1968. 
); Two. I Seepeter, — ee PLYMOUTE 56 S: (8) 4-dr., $1,450 ae oe aeidis Bios ae ae . ban seal honed het een Jan 
Tw eepster, . , lesa javoy -dr., $1,450. lent sale with . i cars were purchase a A 
25. "54 J ’ a ; *« | day (Sept. 7). Another exce 4 with 
$515"; PM Oickup, $600; GMC 1%-ton truck, $505. $1,725"; Hardtop, $1,645°; Savoy (a) 2: |358 cars consigned. Buyers purchased 285 napereed nents ant caivey sys-|1, 1954, and May, 1955. 
eo : 7 ; E 7 *, 53 , ' - Imost 80 percent. The market was more 
dr., $1,090*. °53 Cambridge 4-dr., $395. | or almos pe , E é in ok ten- 
» 4-dr,, ALBANY '52 Cranbrook 2-dr., $355. 51 Cambridge | brisk due to a scarcity of clean, used cars.|tems, makes it possible for farm ‘The a, Pn > 
. station wagon, $430. There was a definite need for late-model | families to participate in the many| nage available for fa’ — 2 
8. crday. Prices are for sale of Sept. 4.) | PONTIAC—'S6 Chieftain (8) Catalina, $2.- | caditiacs. social, civic and other activites in| portation reflects the revolution 
D5. *54 Tuesday. Prices are for sale of Sept. 4.) 010*. ’55 Chieftain (8) Catalina, $1,600°. * e ° aeathy towne aaa acighboring a6 bee - place in the 
ia air. There re a lot of buyers — Chief “&)_conv., $720°. "52 Chieftain (8) BEL AIR, MD. communities,” Capper’s Farmer| character of farming during the 
’ " re we 9 ° ’ 
52,105*, — A used-cars, but prices = 4-dr., $430°. Bel Air Auto Auction. Sale every Thure- reported. past 15 years,” said Hawkins. 
ee -sided as many of the offerings broug' STUDEBAKER—’56 Commander 2-dr., $1,-| day (Sept. 6). In spite of a heavy down- : : 
om (8) a book while dingy models of the 675°. ‘55 President 4-dr., $1,380*. °53| pour of rain which lasted during the entire) A study conducted by the publi-| He said me ay spend eee 
$1,350, same year were difficult to sell at any Commander 2-dr., $590. sale period, the sale was hot and bidding | .ation indicated that both current | billion a year or goods an 
a price. Sold 82 cars out of 126 offerings.) | wigceLLANEOUS—'54 International %-|was strong as we finished with nearly 80 | del d current purchases of |ices used in farm production. 
0, $1,- 11CK—’ ial 4-dr., $2,350%. '55 Su- percent sold models an 
1.490° BUICK—’56 Specia ** ere ial ton pickup, $650. . 
* 4 per Riviera, $1,800° (ps). ‘52 Specia 
gene 2-dr., $670°:; Super 4-dr., $525*. '50 Spe- 
2 “agen” - 205. 
“ait, foapmtad : ith the times 
a CADILLAC—’50 (62) 4-dr., $860*; conv., P Pp ht eee 
comm $820°. "49 (62) 4-dr., $410*, $350°. ee mn ste 
$475° CHEVROLET — ‘56 Two-ten (6) Delray 
90. *50 coupe, $1,560*. '55 Two-ten (6) 2-dr., ks 
$1,130. 54 Bel Air 2dr. $960. 83 Bel . . . 
; Air 4-dr., $800* (ps); One-fifty 2-dr., | P| s re Fron Ss 
(ps). ; e* | 5 
» an 95. ‘52° SL Deluxe 2-dr., $440; 4-dr. i hb d Pi b bh ° 
2.375" Sos. 851 SL. Deluxe Bei ‘air, $525°, | with modern Pittsburg 
o sie $480*; 2-dr., $410; conv., $400; 4-dr., 
as $430: "50 SL Deluxe conv., $270°. 
CHRYSLER—’51 NY Newport, $290°; 4- 
—— dr., $150*. 
, oo DeSOTO—’ 52 Custom 4-dr., $275*. '51 Car- 
ya ryall, $330°; Custom 4-dr., $310*. '49 
ardto Custom club coupe, $110*. ; 
Belve. [| DODGE—'54 Royal 4-dr., $860*. '50 Way-| 
2-dr., farer 2-dr., $110. 
$140. FORD—'54 Custom (6) 2-dr. $720; Main) ‘ 
1, 250° (8) 2-dr., $690. ‘53 Custom (8) 2-dr., 
Silver 775, $620; 4-dr., $635. '52 Custom (8) | 
O*, "49 2-dr., $520, $400; Main (8) 2-dr., $305. | 
° ’51 Custom (6) 2-dr., $230. "50 Custom 
4-dr (8) 2-dr., $205. 
¥ HUDSON—'51 Hornet 4-dr., $290*. 
% MERCURY — ‘53 Monterey conv., $900*| 
a (ps); Custom 2-dr., $690. °51 station | 
ick - wagon, $260. '50 club coupe, $190. | 
pickup, | NASH—'54 Rambler 4-dr., $730*. '52 Am- 
bassador 2-dr. $350. } 
OLDSMOBILE—’52 (88) 4-dr., $650; Super 
every 4-dr., $410*. "51 (88) 2-dr.. $340°. 
pt. 5.) PACKARD—'52 Clipper 4-dr., $200. | 
. 55s PLYMOUTH—'54 Savoy 4-dr., $800. '53 
Cranbrook 2-dr., $535; club coupe, $520. 
(ps). "52 Cranbrook aes = ae nen 
= iin w<«_o. 
5°. '53 ‘ 
$375°. | PONTIAC — '55 Star Chiet {& catalina. 
: $1,860° (ps). ‘54 ieftain ) conv., 
62) 2. $1,030" (ps). ‘53 aoa (> ye Ng 
$850*, $700°. '52 Chieftain (8) 4-dr.. 
Delr $380. '51 Silver Streak (8) 4-dr., $270°*. 
mn ‘a "50 Silver Streak (8) ~~, yw HP 
$200. "49 Silver Streak (8) 4-dr., . 
station : 
$175*, $100. ; mA ; ae 
"Joes. | STUPEBAKER—'S6 Champion 4-dr., $1,- American people are very up-to-date in the way getter. Good display is given to all the a 
7315: te ae Seno Gee they live. They like modern homes, modern dress with the big Pittsburgh Polished “oe ass San 
$408. CHICAGO and modern cars. And they are attracted by stores dows. Other Pittsburgh vrata, including a 
$650°; gy ee and other places of business which have a modern rara® Structural Glass, Pittco® Store Front a 
every ursday. ces are or s ; . : . ® _ 
0. "52 | Sept. 6.) atmosphere. Take this lumber and building supply and Herculite® Plate Glass Doors, — this 
- (Sold 184 cars out of 291 offerings.) se : . ea : . be tion. 
—- BUICK—'56 Special Riviera, $2,350°. '55 dealer, The Jenkins-Essex Company, Inc., Eliza- attractive and on ane 7 . 
; ; St E isi thitect: Sons, Louisville 
5 te ai ie ae ne ees bethtown, Kentucky. Its modern, open-vision — Thomas J. Nolan : » 
$675; Riviera, $1,565*; Special Riviera, $1,- itts > Front is a real asset and attention- entuc cy. 
$405. 475*, $1,400°; RM conv., $1,355°" (ps). Pittsburgh Store 
‘ustom "53 RM Rivieria, $875* (ps). '51 Specia eet = 
2-dr., $445*. "50 RM Riviera, $280°. et a 
. CADILLAC—'56 (62) 4-dr., $4,000* (ps). ae eh eae 
ee "55 (62) Eldorado $3,700° (ps) —.. . 
? $3,220° (ps). "54 (62) coupe de > , r - . i 
$3.000° (ps); coupe, $2,650° ~ = Much of the business done in the average 5 and Polished Plate Glass set Se ge mat 
350° (ps); conv., $2,630° (ps). ’ (62) ee . ubelite 
» ee conv., $1,420°. "52 (62) conv., $1.275°; 10 cent store is impulse-selling. People are at- Metal. Carrara seen - an ; 
" -dr., 065°. "50 (62) conv., $775*, : ° ° a ° “Aa / is eye-appealin 
t (88) $650*; coupe, $725": 4dr, s5e0e,* tracted by some merchandise displayed in a win Doorways are used to comp ns : y ” " g 
— wae ee a AS, © os om, dow and are drawn right inside. For this reason, an open-vision store. Architect: Ken Fryar, Michigan 
° -120°; conv., ° ; ‘o-ten . 7 . ‘ ie ‘ 
"3575: yg ee ee - ye attractive, up-to-date front is especially important. City, Indiana. ; eit 
mA Air (8) 2-dr., $1,650*; Bel Air (6) conv., ‘ “ ° e : _ Store 
.? $1,340; Two-ten (8) 4-dr., $1,435°, $1.- Harvey’s Dime Stores, La Porte, Indiana, have For more _ a on ; — = 
*; 2-dr. 1,175; Two-t (6) 2-dr., ° e : . e ou a 
— $1,195"; ddr. $1,040; One-fifty (6) 2-dr. plenty of room to display a variety of merchandise a ee ; e ee = res ' send y 
ef- % a « e . s a es n 5 
$1,040. °54 Bel Air 4-dr., $1,100, $1,000; ; : SS ‘ttsburgh aan cote of cur Steve Wrent Deakin. 
re Two-ten station wagon, $990*. 53 Bel Air in their big show windows—glazed with Pittsburg py 
4-dr., 4-dr., $885*; 2-dr., $700; Sport coupe, 
$535 $650; Two-ten 2-dr., $775*, $625; coupe, 
= cumrecae Jee ’ue = ian $3,000* 
(ps); Windsor Nassau, $2,495* (ps). 
’54 NY 4-dr., $1,355* (ps). ’°53 Windsor 
Newport, $495*. 
eet i ee et Oy — ae | | 
re e -ar., , e 
finite DODGE—’55 Royal Lancer, $1,675*. °'54 | 
92.) Meadowbrook 4-dr., $655*. 
FORD—’56 Fairlane (8) Victoria, $2,000* | 
(ps). (ps), $1,965*; 4-dr., $1,890*. °55 ‘Thunder- 
, $L- bird, $2,475* (ps), $2,345" (ps), $2,255*, | 
n (8) $2,060*; Fairlane (8) Crown Victoria, g 
. $1,660*; Victoria, $1,630*, $1,525; Com- 
ir. Sde°; comv,, Sipee*: Scan” Quiver: in Pittsburgh Plate Glass Company | 
4-dr., 300*; conv., $1,500*; 2-dr., $1,470*; Main | 
1 SL (8) Ranch Wagon, $1,750*; 4-dr., $1,015; | Room 6382, 632 Fort Duquesne Blvd. | 
345°; Custom (8) 2-dr., $1,250) 2 at $1,215. | Pittsburgh 22, Pa. 
2-dr., $1,150. “54 Crest {8 ee Sa * | Without obligation ie eee 
| 250°; 4-dr., $935*; 2-dr., $650, $640. : . 
1,660° Crest (8) Victoria, $880*, $820*; 4-dr., | please send me a FREE copy of 
* > sies. 50 Cust 2s) 4cdr. $250. | your modernization booklet, Te | 
; DSO 3 yaar “ri [ Ss he Look 
,760°. HUDSON—'53 Wasp 4-dr., $280*. | ge —. Your tore T. 
KAISER—’54 Manhattan Darrin, $1,270. | at Sells. 
55 ’53 Manhattan 4-dr., $450*. | 
“Cus- LINCOLN — ‘56 Premiere 4-dr., $3,310° | | en ates eke ce eae os Wh | 
com (ps). S + FIBER GLASS 
usi- || MERCURY — '56 Custom station wagon, PAINTS + GLASS + CHEMICALS - BRUSHES + PLASTIC DAT oo rel cere eles) Loa | 
weet Be Sess, sisson Monee Earnce. G Were ex | 
725; , ° ’ ; oO . s 
inal Se ea ne i $1.- TTFSBURGH a Y OS) gc cicopaenes Rate ss isicks | 
'53' Monterey Sport coupe, $900*. '52 IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMI SR al oS eed te Ae Dae iia 
Monterey Sport coupe, $575*. ’51 Custom 
4-dr., $450, $250. 
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SOME DEALERS HAVE 10072 ABSORPTION FIGURES! 


{National Average is 65°) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . . 
your profits. 

For as little as $70.00 up per month, we can install a complete service production 


. eliminate non-productive and unapplied time .. . and increase 


program that will do this—or if costs you nothing. We will analyze your problems and 
tell you how to correct them . . . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of doing 
follow-up, so that they can have 8 hours a day to sell . . . eliminate duplicate handling 
of cars .. . and get away from single-item repair orders. 

If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 


Flash-A-Call Service Contro 


2170 South Canalport Avenue 
Dept. AN-128, Chicago 8, Ill. 


eee. eee 


| @ NOW...more than 
| ever—your SALES 
| 


leader in Oregon is 





| the Oregonian 


31,309 


TOTAL DAILY CIRCULATION 
LEAD OVER 2nd PAPER 





12,189 City Zone Lead 
19,874 City & RTZ Lead 


94,784 


TOTAL SUNDAY CIRCULATION 
LEAD OVER 2nd PAPER 


30,502 City Zone Lead 
42,236 City & RTZ Lead 


Oregonian 


Portland, Oregon 





LEADS IN SELLING FOR YOU! 


Largest Circulation | 233,219 Daily 
In The Northwest { 296,260 Sunday 


Represented Nationally by Moloney, Regan & Schmitt, Inc. 


| 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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152 Exclusives Since Jan. 1... 


Dodge Adds 31 Outlets 


DETROIT. — Dodge has added 


|253 new dealers so far this year, 


including 152 who handle Dodge 
exclusively, 
last week, 

The _ total 
dealers, dual 
as of July 19, Dodge officials said. 

Most recently added have been 
31 dealers, including the following 
11 exclusives: 

Bettenhausen Motor Sales, Tin- 
ley Park, Ill, Herbert Betten- 
hausen, owner; M. Verne Holmes, 
North Long Beach, Calif., William 


number of Dodge 


Singing Salesman 
Prefers Autos 


To Footlights 


MINNEAPOLIS. 3ill Carson, 
the singing salesman of Malkerson 
Sales Co, (Oldsmobile), has turned 
his back on the entertainment 
world. It’s just a sideline with him 
now. 

Carson, 34, once sang in Broad- 
way musicals and on network tele- 
vision shows. Among his stage 
credits are “South Pacific,” Seventh 
Heaven” and Oklahoma!” and he’s 
a former winner of the Arthur 
Godfrey “Talent Scouts” competi- 
tion. 

But he decided he’d like a job 
with greater stability and one that 
would permit him to spend more 
time with his wife and two sons. 
He chose Minneapolis because it’s 
his wife’s home town, and he’s been 
with Malkerson for a year. 

Carson’s still doing a bit of sing- 
ing. He appears five nights a week 
on “The Dave Moore Show” over 
WTCN-TV. But he insists it’s just 






a sideline—he likes the auto busi-| 


ness and intends to remain in it. 


Austin Develops 
New Truck for 
Export Market 


LONGBRIDGE, Birmingham, 
England.—Austin Motor Co., Ltd., 
has introduced a new truck which 
bears an “export-only” tag. 

Called the Austin 301, it has a 
120-inch wheelbase and weighs 3,080 
pounds in chassis-cab form when 
powered by a 2.2-liter, 46-British- 
horsepower engine. 

A 3.4-liter, 52-British-horsepower 
diesel engine also is available. The 
four-speed gearbox has provision 
for power takeoff. Maximum gross 
weight of the vehicle is 7,616 pounds. 

The 301 is available in several 
forms including chassis-scuttle, 
chassis-cab, chassis-front end or 
with a factory-built wooden drop- 
side truck body. Specially built 
bodies such as allsteel pickups or 
ambulances also may be ordered. 

Right-hand or left-hand drive) 
may be specified and the vehicles) 
are to be shipped both in built-up) 
and “completely - knocked - down” | 
packs, Austin said. 


Metal Exposition 
Expects 50,000 


CLEVELAND. — Nearly 50,000 
Persons are expected to attend the 
National Metal Exposition and Con- 
gress here Oct. 8-12. 

William H. Eisenman, general 
manager and national secretary of 
the American Society fer Metals, 
sponsor of the industrial show, said 
the exhibit roster already lists 465 
companies. 

The theme of this year’s “metal 
show” will be “Spend to Save.” It} 
will be staged in the Public Audi- 
torium and Exhibition Halls. 

All sessions of the National Metal 
Congress, with is program of 150 
technical papers, will be held in 
hotels. 

The four technical societies par- 
ticipating in the congress are the 
American Society for Metals; the 
American Welding Society; the 
metals division of the American In- | 
stitute of Mining, Metallurgical and | 
Petroleum Engineers, and the So-| 
ciety for Nondestructive Testing. 
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the auto maker said} 


and solo, was 3,622) 


| J. Holmes, owner; University 
| Dodge, Inc., University City, Mo., 
| George D. Vagen, president; Mid- 
town Motors, Inc., Williamsville, 
N. Y., Lucien Goszewski, president; 
Jim Foster Dodge, Reseda, Calif., 





Jim Foster, president; Mack’s Auto 
Body: & Fender Works, Chalmette, 
La., Mrs. Marie McInnis, president; | 
Cy-Ann Motors, Inc., Englewood, | 
N. J. Milton Grossberg, president; | 
| Grattans, Southampton, N, Y., John 
P. Grattan, owner; Wurtsboro 
Dodge, Wurstboro, N. Y., Joseph 
Angerami, owner; Hopkins oe 
Mason Branch, Mason, O., Morris | 
M. Hopkins, owner, and Watry’s | 
Inc., Fredonia, Wis., Kenneth D. | 
Watry, president. 


Handling Dodge cars and trucks, 
along with Plymouth, are: Buck 
Motor Co., Troy, O., Allan H. Buck- 
alew sr., owner; Emory Pritchett 
Dodge-Plymouth, Denton, Tex., 
Emory Pritchett, owner; Van Horn | 
Equipment Co., Inc., Van Horn, 
Tex., Sheldon Hall, president; 
Farmington Sales & Service, Inc., 
Farmington, Mich. Andrew F. 
Nadol, president; Handler Motors, 
Des Moines, Ia., Ben S. Handler, 
president; Gene F. Rahll, Oxford, 
Pa., G. F. Rahll, president; Stephen 
Butcher, Inc., Palmerton, Pa. 
Stephen Butcher, president; Beck 
Motors, Inc., Freeburg, Mo., W. A. 
Beck, president; Miller & Klinker, 
Inc., Dover, O., D. A. Miller, presi- 
dent; Carl Fisher Motors, Mason 
City, Ia. Carl Fisher, president, 
and Liendecker Motor Sales, Carth- 
age, N. Y., Edgar Liendecker jr., | 
owner. 

Other new Dodge-Plymouth 
dealers include F. T. Robinson 
Dodge Plymouth Co., Fort Lauder- 
dale, Fla. F. T. Robinson, presi- | 
dent; G. & A. Motors, Springfield, | 
Ga., A. S. Grovenstein and B. F.| 
Arnsdorff, partners, Fred Leem- 
| huis, Inc.. Maywood, Ill., Fred M. | 
| Leehuis sr., president; Jordan Mo- | 
|tors of Toledo, Inc., Toledo, O.,| 
| Jordan H. Kapson, president; Rob- 
| bins Sales & Service, Neosho, Mo., | 
| Jesse S. Robbins, owner; Adams 


Motor Co., Jackson, Tenn., Neal 
Adams, owner; Simpson County 
Motor Co., Mendenhall, Miss., 


| Hubert H. Ross and A. G. Sutton, 

| partners; Monroe Auto Mart, Inc., 
Monroe, La., J. E. Farmer, active 

| secretary, and Tag Galyean of 
Huntington, Inc., Huntington, Va., 

T. A. Galyean, president, 

| ED 


‘Repo Tactics Get 
$175 Fines for 3 


In Louisville 


| LOUISVILLE. — Marion G. 
| Driver, head of a repossession bus- 
| iness here, and two employes have 
been fined a total of $175 for tactics 
employed in repossessing an auto. 

A police officer testified that he 
saw the trio towing an auto from 
in front of a Louisville residence 
and he saw that a window in the 
vehicle had been broken. 

None of the men could produce 
official papers authorizing them to 
tow the car, the officer said. 

Driver was fined $100 for illegal 
possession of a short wave radio 
in his car and $25 for disorderly 
conduct. The latter charge was 
amended from tampering with a 
motor vehicle. Roy L, Rhoden- 
baugh and Ellis J. Burke were fined 
$25 each for disorderly conduct. 


| 
i 


Driver said that a finance com- | 


pany had ordered the car repos- 
sessed because its owner was be- 
hind in the payments. He told the 
court that he did not know that it 
was illegal to have a short wave 
radio in his car. The three will 
appeal, 


American Bosch Dedicates 


Mississippi Plant Addition 


COLUMBUS, Miss. — American 
Bosch Arma Corp. has dedicated 
a $1,164,000 addition to the plant of 
American Bosch Arma Mississippi 
Corp. here. The addition more than 
doubles the size of the plant, bring- 
ing it to 212,440 square feet. 

The Mississippi addition is part 
of a companywide expansion pro- 
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Macton Machinery Co. 
DYKE LANE 
Stamford 2, 





Better try the 
new, improved 


SOL-SPEEDI-DRI 


e GREATER. WATER RE- 
TENTION than ever be- 
fore! 


@ The most DUSTLESS oil T 
and grease absorbent you nev 
can buy! pec 

whi 
pen 
get! 

GET A FREE SAMPLE FROM Erv 


SPEEDI-DRI 
Menlo Park 


CORP 
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driQuik 
INFRA-RED BAKING OVEN 
that does every 


Spot and Panel Job 
Tee ae al) 


Cc 

gra 

3 EASY WAYS TO BUY of 

© CASH @ EASY TERMS © LEASE PLAN A 
iste 

Now there's no excuse for continuing § Ho 


to tie up valuable space slowly air dry- 
ing jobs. It’s actually cheaper to bake 
them quickly and get them out of the 
way so twice as much work can come 
into the shop. This new driQuik oven 


economically and quickly bakes fend- N 
| ers, hoods, after decks, complete panels. [to ” 
It teams up with our Model 16 to cut JSC 


overall baking times in half. Each sec- 
tion of the oven is controlled by an 
individual switch. It rolls on free 
wheeling casters. 


WRITE OR WIRE TODAY FOR A 
DEMONSTRATION 


amet 
LAMP CORP 


Greensburg, Indiana 





gram, American Bosch officials said. 


eee Mall This Coupon Today |.____. Vv 
: Dry Clime Lamp Corp., Dept. D, Greensburg, Ind. bak 
| C | wovkd like © demonstration on (dete) —______ Bro 
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SOUTH BEND. — Does the man, 
who likes the styling and perform-| 
ince of sports cars also like the com- 
fort and convenience of standard| 
American sedans? Is there a com- 
non planning and designing base 
for what the public wants in both 
sports cars and sedans? 

Studebaker’s answer is yes. 

Harold E. Churchill, general | 
manager, said a survey which 
analyzed tastes of Hawk buyers | 
showed that they wanted the same 
convenience, comfort, driving con- 
trol equipment and colors that 













| 














standard family sedan. 

a his information, from a planning 
tandpoint, is its support of the 
contention that sports car buyers 
do not want their sports cars to be 
different in terms of optional equip-| 
ment and color. 

The difference they seem to want, | 
Churchill said, seems to be: 

1. The type of styling it has and 
its different exterior appearance. 

2. Its superior performance and| 
handling due primarily to its high- 
horsepower-to-weight ratio, low 
center of gravity and favorable) 
front-rear weight distribution. 

Churchill said the research 


| “—_ Florida Law 
Urged to Protect 
Used-Car Buyers | 


TALLAHASSEE. — Florida needs | 
new legislation to protect unsus-| 
pecting buyers of used cars on 
which registration has been sus-| 
pended which prevents them from 
getting a title, according to Richard | 
f Ervin, attorney-general. 
Under the law, registration on a| 
mvehicle is suspended when the| 
Howner is unable to show evidence of | 
financial responsibility after being | 
involved in an accident. 

Ervin said the legislation should | 
prevent circumventing the law by) 
selling the cars on which registra- 
tions have been suspended. 

The attorney-general said this} 
happens too frequently. Ervin ruled | 
that the state insurance commis- | 
sioner does not have authority to} 
prescribe an affidavit to be executed 
by the seller to the effect that the | 
vehicle had not been involved in an 
accident that would subject the 
owner of the car to the financial | 
responsibility law. | 

Ervin commended the purpose of 
the affidavit but ruled that, in his| 
opinion, the relief must be found 
in legislation and “not a rule or} 
regulation of the commissioner.” 


| 
| 
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Rent-Lease Assn. 
Plans Expansion 
Into State Groups 


CHICAGO. — An expansion pro- 
gram aimed at bringing a number 
of state and regional organizations | 


Churchill said the importance of| 





found the average buyer of a 
sports model car is 39, married, 
has two children and owns one 
car. 

He said the “high correlation be- 
tween sports car and sedan pur- 





| Broker Signs Option 


On AMC’s Hudson Plant 
DETROIT. — A 90-day option to 
buy American Motors Corp.’s Jef- 
ferson Ave. plant here for $5 million 
has been taken by A. Shiffman, a 


they would be able to get in & | Detroit real estate broker. 


The agreement is said to provide 
for lease-back of 700,000 square feet 
of the plant for continued defense 
work operations. The plant, former 
main plant of Hudson, contains 
2,500,000 square feet. Hudson sold 
another Hudson plant in 1955 and 
there is another, operated by the 
special products division, on Har- 
per Ave. here. 





chase preferences” undoubtedly 
would be more close in Stude- 
baker’s case since the Hawks are 
five-passenger, family size models 
compared with the smaller, two- 
passenger capacity of most other 
American makes. 


Churchill said automatic trans- 
missions went on 62.2 percent of the 
Hawks; overdrive on 21.6 percent; 
heaters on 88 percent; radios on 45 
percent; white wall tires on 69 per- 
cent; power steering, 18.3 percent, 
power brakes, 12.5 percent. 


These percentages were within 
five percentage points of installa- 
tions on the sedan lines. 

In colors, 84.7 percent of the 
buyers ordered two-tone combina- 
tions with gold-white being the 
most popular. Black led the solid 
color choices. On the sedans, 90.6 
percent ordered two-tone with gold- 
white and green-white leading. 
Black again was most popular 
among solid colors. 


Davis Motors Burns 
TERRELL, Tex. — Fire has de- 
stroyed the building occupied by 
Bob Davis Motors (Studebaker- 
Packard) here. Three new cars 
were damaged by the flames before 





| ership. 


— 


they could be moved from the deal-| 
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Sport Car Vs. Comfort 


Studebaker Says Hawk Buyers Want Both; 
Tastes Analyzed by Survey 


Newberg Predicts 
8-10 Million Car 
Years in the ’60s 


MACKINAC ISLAND, Mich. — 
The American people in the 1960’s 
may be buying between 8,000,000 
and 10,000,000 cars 
a year and the 
annual scrappage 
rate for worn out 
cars will probably 
increase to some- 
thing like 5 mil- 
lion cars annually 
in the next 10 
years, William 
C. Newberg, vice- 
president in 
charge of Chrys- 
ler Corp.'s auto- 
motive group, has predicted. 

Speaking at the annual congress 
of the Alpha Tau Omega fraternity 
here, Newberg said he was speak- 
ing as “a Detroit automobile man” 
and basing his predictions on “a 
dynamically growing population 
which is the surest promise of good 
markets in the future.” 

Newberg told the fraternity dele- 
gates that since the end of World 
War II the automotive industry 





W. C. Newberg 





71 


had invested in the neighborhood 
of $6 billion in new plants and 
equipment, and that in the next 
five years it would probably “in- 
vest another $6 or $7 billion to get 
ready for the tremendous markets 
that are virtually certain to open 
up in the 1960's.” 

Newberg cited statistics to show 
that four-fifths of the country’s 
population growth during the past 
five years had taken place in sub- 
urban communities and that if 
such a trend continues “it means 
that 23,000,000 people will be added 
to the suburban population between 
now and 1965—and well over 50,- 
000,000 by 1975.” 

He discussed the increase in the 
number of families owning more 
than one car as another significant 
sales factor and confessed that “it 
came as a surprise to us in De- 
troit to find out how fast that 
increase has been taking place in 
the last few years.” 





Ratliff Merges Firms 
Bailey Ratliff, owner of Ratliff 
Chevrolet Co. and Ratliff Motor Co., 
Llano, Tex., has consolidated the 
two firms under the name of Rat- 
liff Chevrolet Co. with sales and 
service departments on E. Main St. 





AMERICA'S FIRST 
SILENT SNOW TIRE! 








Even on dry pavement—no droning—no moaning—no groaning. 
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New Exclusive Armstrong 


Design Does The Trick 


Multiple rows of staggered grip- 
blocks present a continuous 
smooth surface on dry pavement 
which eliminates road noise — 
yet this tread digs into snow and 
mud giving better traction than 
former snow treads. In fact, new 
Armstrong Silent Storm King 
Tires are so silent they can be 
left on the car all year round! 

































PLAN of car and truck lessors into ex-| 

geome has been announced by} 
nuing oward Willett jr., president, Car} ’ ae aes 
rdy- |and Truck Renting and Leasing| You'll never hear this tire . . . 
bake o Willett said emphasis of the| but you sure will 

phasis of the h | b Pr 
of the Fgroup’s activities during its first ear a lot about it! 
, two f life w tered on . 
come years of life was centere And ' 
oven | Washington but now is shifting to ne will your customers! Armstrong 
a the states. ae Storm King” tires are backed by 
F Newly-elected officers, in addition | ard-hitting advertising in leadi . 

anels. {to Willett, include Martha Dunlap, and on TV; 8 ag Sagemem, 
1o cut | Secretary; J. B. Heckert, treasurer; | . 
h sec- See eee ee dele aan Armstrong “Silent Storm King” is the first 
by a2 Hrenting: Armund J. Schoen, long] truly silent snow tire, with the highest level 









toi of safety ever developed. That’s what your 


customers want! 


term car leasing; D. S. Brookman, | 
truck renting, and Fred P. Baker, | 
truck leasing. 

As an example of state activity, | 
Willett pointed to Michigan. The)! 
Organization, he said, was set up| 
largely by telephone to prevent un-| 
fair legislation from going through 
the legislature. 


Stock amazing Armstrong “Silent Storm 
King” tires — place your order now! 


UNCONDITIONAL LIFETIME 


“SILENT 


ARMST STORM KING TIRES 


THE ARMSTRONG RUBBER COMPANY, HOME OFFICE, WEST HAVEN, CONNECTICUT 


Winerich Reorganizes 
Winerich Motor Sales Co. (Stude- | 
baker) has reorganized with S. P. | 
Brown being named sales man-| 
ager, according to William Winer- 
ich. Charles Quinn, former sales 
manager, has resigned. 
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Mambo Pays Off 
On Radio for 
Buick Dealer 


PHILADELPHIA. — An experi- 
ment on a specialized radio show, 
the “Mambo Party,” on station 
WPEN, has entered the fourth 
straight year for Kutner Buick. 

As first sponsor, Kutner, has de- 
veloped a patronage of its own, and 
is convinced that radio used con- 
sistently can bring returns, accord- 
ing to Jules Kutner, president. 


Kutner said he has been able to 






more than double every dollar in- 


vested in that show. 
Kutner bought time on other seg- 





local stations. Even though he was 
able to prove returns from the other 
commercials, the “Mambo Party” 
still brought in most buyers, he 
said. 

“Radio has been one of our most 
consistent buys in advertising,” said 
Kutner. “We feel that we have 
used it wisely, and that other 
dealers can benefit greatly from 
our experience of being identified 
with one specific audience segment.” 

Each year when the new models 
appear, Kutner Buick sponsors a 
complete two-hour “Mambo Show” 
broadcast live from its showrooms. 


Lake Adds Willys 


Lake Motor, Inc. (Dodge- 
Plymouth), Rice Lake, Wis., has 
been named a Willys dealership. 


ments on both WPEN and other! George Parent is head of the firm. 











HERE IS YOUR BEST SOURCE FOR 


Replacement Carpets 
FOR ALL MAKE CARS 


SAVE MANY DOLLARS ON THESE 
MUST ITEMS FOR DRESSING UP DE- 
LUXE and LATE MODEL USED CARS 


REPLACEMENT 


CARPETS 


FOR ALL MAKE CARS 


Duplicates Original Equipment 
At Much Lower Cost! 


FEATURES THAT EQUAL AND EVEN 
SURPASS ORIGINAL EQUIPMENT 





Leather insert under driver's foot 
Bound around all edges 

Rubber grommet at dimmer switch 
Thick jute felt underpadding 
Individually boxed and labeled 
All current colors 

High pile wool carpeting 

New type Nylon-Rayon carpeting 


IF NO JOBBER IS LISTED FOR 
YOUR AREA, WRITE DIRECTLY 
TO THE FACTORY 





Boston 20, Massachusetts 
Auto 


Company OEC Corporation 


Sales Company Arnco Supply 
> Madison 1359 Columbus Avenue P. O. Box 230 
Oakland 12, California Mattapan Mass. ladelphia, Penns 
Cc. P. Hunt C Steven > Sh ieee State Automotive Dist 
2406 Webster 912 Morton Street 2232 Christian Street 


tert hute’ Supply 


Jamesport, York, Pennsy 
Ballou Co. Ss: Auto Supplies 
Jacksonville, Florida P. O. Box 368 208 W. George 
= ee Geccby ate Badly & tein Shep Gehe doen tae 
a 2028 O 91 Broadway 
1900-24 South State Street Charlotte, North Carolina Corpus Christi, Texas 
Itinois Carolina Houdaille Co., Inc. Auto Center 
Dealers Supply Company 135 West First Street Port & Leopard 
pon os Ohio Lamesa, Texas 
ow Best A. G. Waugh Company 
305 North 5th 11227 Superior Avenve 1302 N. Dallas Street 
Borgenson Sales Miami Rubber Company Fred — 
626 - 16th Street N. E. 1022 Kenner Street 3308 Avenvus 


SEND YOUR ORDER NOW! 





TATUM ero 


Menufacturers of Seat Covers, Convertible Tops, Carpets 
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Used-Car Notes 


CLEVELAND.—Members of the 
Cleveland Independent Auto Dealers 
Assn. will have spent over a half- 
million dollars in a two-year period 
ending this year in improvements 
of their properties, according to 
Sam Messerman, president. 

“In the sense of new-car firms, 
this is not a large sum,” said Mes- 
serman, “but for the independent 
used-car dealer, these expenditures 
reflect a dynamic program. Improv- 
ing our properties constitutes one 
phase of our demonstration of sin- 
cerity and community investment.” 
Many of the 1956 improvements, 
totalling $200,000, said Messerman, 
including black-topping lots, build- 
ing new offices and salesmen serving 
rooms and improving lighting facili- 
ties. 

+ * * 


Wash. Dealers Protest 


Exclusion from C of C 


KENNEWICK, Wash.—In a pro- 
test against being ignored by the 
local chamber of commerce, 13 
used-car dealers on Kennewick’s 
“automobile row” have banded to- 
gether to gain the recognition they 
feel their $3 million business de- 
serves. 

Their organization has been 
named the Tri-City Independent 
Auto Dealers Assn. Its principal ob- 
jective is to get “the Kennewick 
chamber of commerce to admit that 
the 13 dealers exist.” None of the 13 
dealers has been asked to join the 
local chamber. 

* * * 


Heights Auto Moves 


MINNEAPOLIS, — Heights Auto 
Exchange in suburban Columbia 
Heights has moved to a new loca- 
tion at 4621 Central Ave. The for- 
mer location will be occupied by a 
new shopping center, according to 
Gordon Regenauer, owner of the 
firm. 

* ® * 


Tampa (Fla.) Dealers 


Close Firms on Sunday 


TAMPA, Fla—The Tampa Inde- 
pendent Automobile Dealers Assn. 
has announced that its members 
will close their establishments on 
Sundays. 


The move, the announcement 
said, was a voluntary one to all em- 
ployes to be with their families on 
Sunday. “We urge those who intend 
to buy an auto in Tampa on Sun- 
day to please do so during the 
week,” the association said. 

= 2 « 


Cheatham Drops New Cars 


KNOXVILLE, Tenn. — Thad 
Cheatham has opened a used-car 
business to be known as South 
Knoxville Motors, Inc., 3303 Chap- 
man Highway. Cheatham sold his 
new-car business here, Lyman 
Weaver will be manager. He was 


Cheatham’s new-car sales manager. 
7 = + 










Ontario Orders Compliance 


With Fitness Certificate Law 


OTTAWA. — The Ontario at- 
torney-general’s office has or- 
dered police throughout the prov- 
ince to enforce a 1955 law requir- 
ing dealers selling used cars to 
supply a certificate testifying that 
the vehicle is mechanically fit. 

The general order followed re- 
ports that some dealers have 
neglected to comply with the law. 

* + * 


South Knoxville Opens 


KNOXVILLE, Tenn. — (UTPS)— 
Thad Cheatham and Lyman Weaver 
have opened South Knoxville Mo- 
tors, Inc., here. Cheatham sold his 
Lincoln-Mercury dealership here to 
Cliff Pettit. Weaver, who was with 
Cheatham as Lincoln-Mercury sales 
manager, is manager of the new 
business. 

ea * + 


Thomas Opens Lot 
GREENSBORO, N. C. — L. E. 
Thomas, operator of L. E. Thomas 
Motor Co., has opened a used-car 
lot which will be operated in con- 
junction with his present business. 


Bonder Signs 45 Dealers 


TORONTO. — Universal: Auto 
Bonders, Ltd., here, insuring used- 
cars against mechanical failure, 
has reported it signed up 45 auto 
dealers in Canada, including 25 


dealers here, five in Hamilton, five 

in other Ontario cities and 10 in 

Montreal, Winnipeg and Vancouver. 
* * * 


Arrow Motors Opens 
AUGUSTA, Ga.—Harold Watson, 
former owner of State Line Motor 
Co. has opened Arrow Motors, Inc., 
at 305 5th St. here. 





Lander Backs 
*‘Healthmobile’ 
For Atlanta 


ATLANTA, — Dodge dealer John 
Lander, president of Lander 
Motors here, is a charter member 
of a new type “mobile” health serv- 
ice in Atlanta. 


Under the plan, a “Healthmobile” | 


Dodge station wagon, donated by 


Lander, rolls right up to the door | 


of member companies once a year. 


Everybody from president to jani-| 


tor receives a battery of tests, ad- 


ministered by five medical techni- | 
cians and a registered nurse, to de- | 


tect any major diseases or health 
problems. 

Employes and management at 
Lander Motors and other member 
companies of the program have 
praised the service, claiming that 
the nominal cost of five dollars per 


employe is more than compensated | 


for by better health and conse- 
quently better work. 

A non-profit community health 
service, the “Healthmobile” is con- 
ducted by the Industrial Health 
Council of Greater Atlanta and en- 


dorsed by the American Medical | 


Assn. 


Surroz Buys Nash Deal 


Marion Motors (Nash), Salem, 
Ore., has been purchased by Frank 
V. Surroz from William L,. Phil- 
lips sr., Alfred Loucks and Tyler 
Smith. Surroz has operated dealer- 
ships in Medford and Grants Pass. 


Here’s trucking A 





Machine With ‘Eyes’ — 


This Linder jig boring machine, used 
| by General Electric to manufacture pre- 
cision control parts for small gas turbine 
engines, has a built-in measuring system 
| which produces accurate spacing within 
5/100,000 of an inch or approximately 
1/40 the diameter of an average human 
hair. After determining the desired length 
between points where holes are to be 
drilled, the machine's optical measuring 
system takes over and measures accurate 
spacing, reflecting the measurements on a 
| screen by means of a photo-electric in- 
dicator. 








Loehmann Cites 
U.C. Operation 
In Sales Climb 


WATERBURY, Conn. — Fred G. 
|Loehmann, Loehmann Chevrolet 
|Co., has no complaints whatsoever 
|}about the 1986 auto market. Loeh- 
| mann’s first-half sales were 32 per- 
| cent ahead of 1955. 

| An excellent parts setup, “volume 
geared to service” and sound used- 
car policies are three factors in the 
|company’s success, according to 
Loehmann. 

Describing the used-car opera- 
tion, Loehmann explained that each 
unit is guaranteed unconditionally 

|for 30 days and that all major 
|points of the vehicle are guaran- 
| teed unconditionally for six months. 


UTOMATION that 





lets you combat High Cost Hauling 


Cost saving way to handle such items 











Model No. 144 handles loads up 
to 1000 Ibs. Cuts loading and 
unloading time 50%. 





Model No. 145 handles up to 2000 
Ibs. on 114-Ton and larger trucks 
and semi-trailers. 


3. 


4. 


as bottled air and gas, beverages, 
diapers, wet wash, etc. A Lift gate 
installed on one or both sides or end 
of semi-trailers gives great flexi- 
bility to many pickup and delivery 
operations. 


If high freight rates and costly delivery 
services are Cutting a swath out of your 
profit picture, here are five ways you 
can offset them. 


1. Speed up deliveries. 
2. 


Develop faster, easier ways of load- 
ing and unloading trucks. 


Systematize handling of bulky, awk- 
ward, heavy shipments. 


Prevent damage to goods, yet make 
it easier and safer for drivers to 
handle most shipments alone. 


Help drivers contribute to the satis- 
faction of the receiver. 


All of these advantages are yours when 
you install Lift Gates on your trucks. 
We will be glad to recommend the 
systems, the size and type of Gate best 
suited for your work. 


Write, wire or call us today—no obli- 


Model No. 146 handles up to 4000 
ibs. on heavy trucks and semi- 
trailers. 


iy 





gation. One of our representatives is 
nearby. 5603 


7 ANTHONY COMPANY 


Streator, Ilinois 
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A Full-Profit Deal Every Time 


| 
| 





By Ed Brown 

Staff Correspondent 

NEW YORK.—“We continue to 
311 our cars for full gross profit,” 
ys George Sauvigne. 


In a business where full gross 
‘profit has become the historical 

myth of a past decade, Sauvigne’s 
| statement stands out. 


} Sauvigne is the owner of Fine 
Ears Inc., one of the few exclusive 
nglish Ford dealerships in the 
country. He handles the Zodiac, 
Zephyr, Consul, Anglia and Prefect 
and a line of small commercial ve- 
hicles. 

In Sauvigne’s opinion, the average 
dealer, basing his conception on his 
own experience is inclined to look 
upon the foreign-car dealer as a 
poor relation. It is his experience 
that the foreign car dealer rela- 
tively speaking, is enjoying a better 
market than the average domestic 
dealer. He does not necessarily en- 
joy the volume, but he does enjoy 
the profit, Sauvigne says. 

Not only does the foreign-car 
dealer, and Sauvigne in particular, 
enjoy the heady wine of monthly 
statements which reflect a full 
gross on almost every new car sold, 
but his used cars also command full 
price. 

This phenomenon, Sauvigne 
feels is induced by a combination 
of factors, such as the small num- 
ber of foreign-car specialists, 
which acts to prevent extensive 
comparison shopping, plus an ex- 
cellent product. 


In his opinion, there is room in | 


Calendar 


(Continued from Page 12) 


General 


Oct. 414 — Auto Show, 
Palais, Paris. 


Oci. 8-i2—National Metal Exposition and 


Paris Grand 


Congress, Public Auditorium and Ex- 
hibition Halls, Cleveland. 

Oct. 10-12 — National Transportation 
Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 

Oct. 17-27 — International Motor Show, 
Earls Court, London, England. 

Oct. 21-26—Twenty-third annual conven- 
tion, American Trucking Assns., Waldorf 
Astoria Hotel, New York. 


Oct. 22-26—National Industrial Exposition 
& Management Conferences, Detroit 
Artillery Armory, Detroit. 

Oct. 22-26—44th National Safety Congress 
and Exposition, Conrad Hilton, Con- 
ress, Morrison and LaSalle Hotels, 
hicag °. 

Oct. 23- 1 ith Annual Nationa! Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St, Louis. 

Oct. 29-31—Annual Convention and Ex- 
hibit, Truck Body & Equipment Assn., 
Sherman Hotel, Chicago. 

Nov. 1I-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake. Chicago. 

Nov. 7-9—American 
Convention, Hotel 
York. 

. 8-9—National Fuels and Lubricants 
Meeting, Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 


Finance Conference 
Commodore, New 


Sherman Hotel, Chicago. 

Dec. 9-l1—Automotive Warehouse Dis- 
tributors Assn.. Inc., Membership Meet- 
ing ~ Conference, Palmer House, 
Chicag 

Dec. Ne i7th Anniversary Dinner, Auto- 
mobile Old Timers, Waldorf-Astoria 
Hotel, New York. 

Dec. 28-Jan. 6—Annual Upper Midwest 
Auto Show. Minneapolis Auditorium, 
Minneapolis. 

Jan. 14-18—Annua!l Meeting, Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 


Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn., Hotel Del 
Coronado, San Diego, Calif. 

Jan. 26-Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. 

Feb. 4-7—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 

March 11-12—Annual Convention, Cana- 
dian Automotive Wholesalers’ & Man- 
ufacturers' Assn., Windsor Hotel, 
Montreal. 

March 13-14—National Automotive Serv- 
ice Show, Show Mart Bldg., Montreal. 

May 9-12 — Midwest Automotive Trade 
Show, Kiel Auditorium, St. Louis. 

. + i -7—Southwest Automotive Show, 
allas. 


‘Trader’ Lane Buys Sikes 


Ed Lane, for several years ad- 
vertised on Miami television sta- 
tions as the “world’s wildest 
trader” while manager of Olin’s 
used-car business, has purchased 
half interest in Sikes Motors 
(DeSoto-Plymouth) dealership. 
Lane will be general manager of 
the Miami firm, which has been 
operated by Dozier Sikes. Sikes 
recently opened a used-car lot in 
Miami’s northeast section. 


Cars in Manhattan... 








More than 125,000 persons read AUTO-| 


MOTIVE NEWS every week! 
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the American market for a small| three classification, since these 
deluxe automobile, and he feels his}owners are more interested in 
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English Fords fit that particular) 


niche. 


Sauvigne is fond of referring to} 


them as “little Mercurys” and “little 
Lincolns.” 

This small deluxe automobile, 
Sauvigne theorizes, must have the 
combination of advantages of econ- 


omy of operation, maneuverability | 


and SAE replacement parts, as op- 
posed to the metric measurements 
found on most foreign automobiles. 

He appears to be confirmed in his 
smali-deluxe-automobile theory by 
the fact that a healthy chunk of his 
customers are owners of high- 
priced U. S. automobiles. 

Sauvigne says that the man 
who has been driving a luxury 
automobile, when looking for a 
new car, becomes infatuated with 
the smaller automobile because of 
its maneuverability and distinc- 
tive fashioning. 

Only a small percent of his cus- 
tomers come out of the low-price- 





How big 














“trading up.” The man on top has 
no place to go but down, Sauvigne 
says. 

There is relatively no factory ad- 
vertising of English Ford in the 
U. S. The greatest percentage of 
sales come through satisfied custo- 
mer recommendations, Sauvigne 
says. He estimates that his 1956 
sales will top 1955 by some 25 per- 
cent. 


In an effort to encourage recom-| + 
mendation sales, Sauvigne attempts Atoms for Peace Trailership 


to maintain a family atmosphere | Viewing a model of the atomic trailership which would carry a message of “Atoms 
in the dealership, particularly in| for Peace” to ports of the world are, from left, Elwood S. Quarngesser, Fruehauf 
the service ae Sg Trailer Co.; L. C. Allman, president, Allman Co.; R. M. Hays, Rockwell Springs & Axle 
— to ta to the me- Co., all of Detroit; William A. Burns, president, Trailmobile, Inc., Cincinnati; Rep. 
Th Seaghien of the used-car lot,| James E. Van Zandt, Pennsylvania Republican; Adm. W. W. Smith, Washington; R. 
y Frog R. King, president, American Body & Trailer, Inc., Oklahoma City; Ralph L. Veenema, 


near one of New York’s wealthiest | 
suburbs was a deliberate matter.) president, Veenema & Wiegers, Inc., Patterson, N. J., and John B. Hulse, managing 


Most sales of used foreign cars ane! director, Truck-Trailer Manufacturers Assn. 
completed to suburban commuters 
who buy the car for personal trans-| Wondering how new-car and truck production and sales are making out? AUTOMO- 
portation to and from the station.| TIVE NEWS gives you the entire story every week throughout the year. 





































































































Owens-Illinois... 


is the largest domestic glass company, with sales exceeding 
$370 million . .. produces about 40% of the industry’s 
output.* But these impressive figures cannot convey the 
extent of the firm’s contribution to our everyday life. 

Mere size is not always a full measure of value. Consider 
SuccEssFUL FARMING, with 1,300,000 circulation—but 
reaching 42% of all US farms earning $10,000 or more 
...an $11 billion market. 

The SF farm subscribers are big buyers because they 
are big sellers... sell 53% of all corn harvested for grain, 
57% of the hogs, 38% of the cattle and calves, 44% of the 
dairy products. With highly mechanized and efficient farms, 
they continue to make high incomes... averaged $10,260 
last year, from farming alone. 

SuccEssFUL FARMING with more than fifty years of service 
has an influence in its market no other medium can match 
...is the most effective means of selling the nation’s best 
farmers—needed by every national advertiser to balance 
national schedules, get maximum sales! Ask any SF office. 


*Source: Standard & Poor’s Industry Surveys, April 19, 1956 


MEREDITH PuBLisHING Company, Des Moines... 
with offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles. 
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Former Nurse 
Prefers Work 


As Saleswoman 


CINCINNATI. — Kathy Kees, a 
registered nurse turned auto sales- 
woman, has found that auto selling 
—compared to nursing—isn’t work 
at all, and it pays better. 

“I’ve always said that nurses 
were underpaid,” she said, “for 
the work that they do.” 

However, the hours are long in 
the auto sales field, she has found. 
“If my husband,” she said, “wasn’t 
so good about taking care of the 
children, I’d never be able to do it.” 

Mrs. Kees has upped her pay to 
$500 per month and expects to reach 
$800 this month. She sold two cars 
during her first two weeks at Hull 
Dobbs (Ford) here, one new and 
one used. 

Her four children, she said, can’t 
wait to hear what kind of a day 
mother’s had. “Sold any cars?” they 
chorus, if they’re still up. 

Mrs. Kees said she usually gets 





BLAKE'S CAR 
BE READY? 


Here’s how you can help increase 


ERVICE JOBS UP T0 50% 


with your present setup ! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


home by nine. “Except,” she 





added, “when I have a good pros- 
pect in the salesroom. It can hap- 
pen that I don’t get home until 
12.” 


The first time she sold two cars 


in one day, she said she was so ex-| 


cited she couldn’t sleep. “Quit tak- 
ing it so seriously,” her husband 
told her. 

“But I can’t relax about it. The 
excitement keeps me awake every| 
night,” she said. 

As customers, Mrs. Kees has| 
found what most male salesmen say 
—men are easier. “A man,” she said, 
“is chiefly interested in what’s un- 
der the hood. If you don’t have the 
color they ask for they'll take what 
you have.” 

She sighed. “But with women! 
If it isn’t baby blue they don’t 
want it! They don’t want to wait 
for you to order it, either,” she 
said. 

Kathy’s found, however, that her 
customers (male) stick strictly to 
business. “There was one,” she said, 
“who made me promise to buy him 
a steak dinner before he signed. 
But he’s never come around to 
collect.” 


More than 125,009 persons read AUTO- 
MOTIVE NEWS every week! 
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Sales Conditions in Various Areas... 





Auto Market Reports 


St. Louis 

New-car registrations in St. Louis 
reached a low point in the week 
ending August 17. The summary 
sheet by the local association shows 
736 new-car registrations, compared 
to 1,732 for the corresponding 
period of 1955. 


The year-to-date figures are off 


|from 43,605 for 1955 to 39,439 to 


date in 1956. In spite of low regis- 
trations, the cleanup appears to be 
progressing in orderly fashion, with 
few dealers reporting burdensome 
stocks. 


Even with the curtailed new-car 
sales those buying are moving a 
little faster than was the case 
earlier this year, impelled probably 
by the promise of substantially 
higher prices for the 1957 models. 

Used-car stocks are somewhat 
below normal for this time of the 
year, with sale holding up well. The 
supply of used cars stemming from 









‘Everywhere I 
Go, Folks Know 
I Sell Dodges’ 


CHICAGO.—Ed Mokrzycki, one of 
the top Dodge salesmen in the Chi- 





Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 





SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Leci/one 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS. 


Name 


EXECUTONE, INC., Dept. M-9 
415 Lexington Ave., New York 17, N. Y. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 
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cago area, follows a simple formula 
for success. Employed by Fred 
Gardner & Sons, Mokrzycki sold 400 
cars last year to rank sixth among 
600 salesmen in the Chicago region. 

How does he do it? “I send 50 
postcards every day,” he says. “I 
make five to 10 phone calls a day. 
And I have a lot of bird dogs work- 
ing for me. 

“Everywhere I go, people know 
I sell Dodges — whether it’s the 
barber shop, the grocery store, the 
clubs I belong to, or even if I’m out 
with my wife. The conversation is 
always about cars, It’s my living. I 
figure I work 14 hours a day selling 
automobiles. I like my work, and I 
like to get along with people.” 

When he sells a car, the buyer 
often recommends other prospects. 
Mokrzycki follows every lead. His 
repeat business is growing, his leads 
are multiplying and the bird dog- 
ging also is increasing, and so are 
his sales. 


Russell to Head 


| Southwest Show 


DALLAS.—Ralph E. Russell, of 
Ralph E. Russell Co., Dallas, has 
been named chairman of the South- 
west Automotive Show which will 
be held here Apr. 4-7. 

Other committeemen appointed 


| by H. B. Braden, show president, 


are Ben Abbott, Lawson-Abbott Co.; 
R. M. Pore, Terry Automotive Sup- 
ply; Yancy M. Robertson, Robert- 
son-King Motor Supply, and Ed 
Shipp jr. Shipp & Payne, all of 
Dallas, and L. W. Barnett, Cogdell 
Auto Supply, Fort Worth. 


Atomic Sleuths 
Radioactive Tracers Aid 


Corrosion Study 
PARMA, O. — Radioactive ele- 


| ments, sent from Oak Ridge, Tenn., 


in hermetically sealed containers, 


| are being used in corrosion studies 


of automotive cooling systems at 
National Carbon Co. laboratories 
here. 

The elements act as tracers and, 
according to company scientists, 
will be an important tool in the in- 
vestigation of new radiator mate- 
rials such as aluminum. 

The atoms of the materials are 
“tagged”—that is, they emit sig- 
nals in the form of radiation that 
can be detected by Geiger counters 
and other instruments. 


Fisher Buys Heuer 
William H. Fisher purchased the 
interest of W. O. Heuer in Fisher 
Motors (Pontiac), Mora, Ia. The 
two men had operated the firm as 
a partnership since 1946, when they 


new-car deliveries is, of course, 
greatly reduced. 

The profit picture shows little 
improvement with red ink evident 
on many statements, even in some 
of the most popular lines. Service 
and parts departments are doing 
well. Tourist trade is somewhat 
higher than in past years.—(Sam 
| X. Hurst.) 


’ 


* * * 


Minneapolis 

New-car business perked up 
somewhat last month and with this 
pickup there were increased signs 
of optimism among dealers here 
that the coming year will be a 
better sales year. The 1956 model 
year, however, will bring to an end 
a sales year that for many dealers 
has been disappointing. 

“My sales until last month ran 
about 30 percent less this year than 
last,” one dealer said. Another 
dealer also reported a similar drop. 

Although final August sales are 
not complete as yet, indications 
| are that the total will be 500 
| to 600 cars more than were sold 
| in Hennepin County (Minneapo- 
| lis) in June or July. 
| Dealers blame the slower selling 
pace this year on overproduction 
in 1955, “over-selling” the market 
that same year, too easy credit a 


1956 model was only slightly 
changed from the 1955 ones. These 
same factors now play a role in 
dealers’ optimism for 1957, how- 
ever. 

Dealers do not believe that they 





oversold the market this year as/| 


some believe they did in 1955. 
“Too many buyers were taken 
out of the market this year by 
the lack of credit restrictions 
in previous years when people 
were given terms they just could 
not turn down,” one dealer said. 


Or as another dealer pointed out, | 
“With 1955’s loose credit and fan-| 


tastic deals, we dealers pre-sold a 
tremendous amount of the market.” 
Indications here are that some 
buyers who bought in 1954 and 1955 
on easy terms now may be ready 
to enter the market again. On the 
other hand, sales can be affected 
by availability of credit, which 
shows signs of becoming more ex- 
pensive and harder to get. 

“Tighter credit will affect our car 
sales,” explained Kenneth Lind, 
sales manager of Anderson Dodge- 
Plymouth. “The higher the per- 
ceentage of interest, the more 
financing a car will cost our cus- 
tomers. 

“We haven’t felt it yet, but I 
think rates for the buyer will be 
going up in the next 90 days. 
It’s going to curtail our new-car 
sales. They'll be buying more 
late-model used cars instead of 
new cars.” 

| Another factor is an anticipated 
| price increase on 1957 models. 
Dealers indicate they are not con- 
cerned that this will affect sales, 
however.—(Donald M. Lyons.) 
~ * * 


Cleveland 


Greater Cleveland new-car sales 

in August slumped 1,369 units from 
August a year ago. Dealers regis- 
tered 7,388 units last month bring- 
| ing the 1956 cumulative total to 57,- 
| 069 compared with 64,396 cars in the 
| same period in 1955, 
Used-Car sales last month were 
8,12 against 9,028 in August, 1955; 
year to date, 63,003 vs. 68,939. 
Monthly total for new commercials, 
493 vs. 643 in August, 1955; year to 
|date 4,283 vs. 3,864; used commer- 
| cials, month, 292 vs. 329; cumulative, 
| 2,381 vs. 2,447.—(Al Rothenberg.) 


* * of 


Sioux City, Ia. 

A total of 211 new cars were 

registered in August in Woodbury 
| County (Sioux City), Ia. This com- 
| pared to 349 in the same month last 
year. 

Truck sales improved by one 
unit in the month, totalling 43 
this year and 42 last year. 

The August car sales tabulation 


year ago and the fact that the| 


Address. __City. 
In Canada—331 Bartlett Ave., Toronto 
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took over from S. S. Fisher, father showed: Chevrolet, 55; Ford, 41; 
of William. Under the new single Buick, 23; Oldsmobile and Plym- 
ownership the dealership will be outh, 21; Dodge, 10; Pontiac, 8; 
known as Fisher Pontiac. ‘Mercury, 7; Cadillac and DeSoto, 


5; Studebaker, 4; Chrysler, 3; Lin- 


|coln and Nash, 2, and Clipper, 





Hudson, Willys and Volkswagen, 1, 


* * * 


Paulding, O. 


New-car registrations put on a 


| spurt to outdistance both July and 


last August’s sales during the 
month just closed, according to 
Pauline Bitner, clerk of courts for 


| Paulding County, O. 


Forty-four new cars were regis- 
tered in August, compared to 
seven in July and 20 in August 
1955. Used cars jumped, too with 
237 being registered last month, 
as against 57 in July and 90 last 
August. 

Only one new truck was regis- 
tered, as against four in July and 
10 a year ago. Used commercial 
vehicles accounted for 20 registra- 
tions, as compared to one in July 
and 12 a year ago. 


= * * 
Manhattan, Kans. 
New-car sales in August in 


Riley County (Manhattan), Kans., 
showed considerable decline com- 
pared to July, according to the 
monthly report issued by the Riley 
county treasurer. 

There were only 89 new cars 
registered in August, compared to 
132 the previous month. The used- 
car department also slumped, with 
327 registered in August and 409 
in July. 

New-truck sales stood at only 
two in August against eight the 


| previous month. Used trucks also 


slumped slightly, with 29 registered 
in August, 31 in July.—(George M. 


| Hunholz.) 


* * * 


Cincinnati 

Vehicle sales in Hamilton County 
(Cincinnati) during the week ended 
Aug. 30 increased approximately 4 
percent over the sales in the previ- 
ous week. The 1,776 units sold 
represented a decrease of 527 when 
compared with the like week of 
1955. 

During the 1956 week, a total 
of 772 new cars and 48 new 
trucks were retailed, compared 
with 735 new cars and 52 new 
trucks in the week ended Aug. 23. 

Dealers sold a total of 961 used 

ears and 45 used trucks in the 
period, compared with 877 used 
cars and 48 used trucks in the 
previous week. 

Automotive repossessions during 
the week totalled 37 units, as 
against 40 in the week ended Aug. 
23.—(Frank Kappel.) 


x x * 


Defiance, O. 

No significant change in new-car 
sales in August over July, but a 
considerable drop over the totals of 
a year ago was reported for De- 
fiance County by Florence M. Pal- 
mer, clerk of courts. 

New cars totalled 89 for August, 
as compared to 88 for July, and 

129 in August, 1955. New commer- 
cial vehicles were two, July 5, 
and a year ago, 13. Used cars 
dropped sharply, 296 were regis- 
tered in August as compared to 
348 a month ago, and 392 in 
August of last year. 

Used trucks were fewer, too, 13 
as compared to 18 in July, and 31 in 
August, 1955.—(Raymond W. Derr.) 


* * * 


Indianapolis 

A total of 2,418 new cars were 
registered in the Indianapolis area 
during August, compared with 2,244 
in July. 

New-truck registrations also 
showed an increase, rising from 240 
in July to 265 in August. 

New-car registrations by make 
were: Ford, 616; Chevrolet, 472; 
Oldsmobile, 241; Buick, 237; Pon- 
tiac, 154; Plymouth, 153; Mercury, 
111; Dodge, 102; Cadillac, 71; 
Chrysler, 63; DeSoto, 54; Stude- 
baker, 39; Nash, 28; Lincoln, 17; 
Hudson, 14; Packard, 13; Jaguar, 
11; Volkswagen, 8; MG, 4; Alfa- 
Romeo, 3; Imperial, 3; Mercedes, 
1; Morgan, 1; Triumph, 1, and 
Willys, 1. 

Registrations of new trucks were: 
Ford, 70; Chevrolet, 65; Interna- 

(Continued on Page 75, Col, 1) 
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12-Month Program Adds 
30 Models to Reo Line 


Markets 


(Continued from Page 74) 


tional, 58; GMC, 26; Dodge, 20; 
Willys, 12; White, 9; Reo, 3; Auto- 
car, 1, and Divco, 1.—(C, L, Kern.) 


* 


Houston 
August registrations of new cars 
in Harris County (Houston) 
amounted to 4,733, a slight gain 
over the 4,712 recorded in the pre- 
vious month, 
New-truck 


registrations of 692 


: ae | 
also were up over the July total of | for the comparable period of 1955 | 


618. 

By make, registrations of new 
cars were: Chevrolet, 1,307; Ford, 
1,285; Buick, 447; Oldsmobile, 350; 
Mercury, 306; Plymouth, 277; 
Pontiac, 216; Cadillac, 145; Dodge, 
120; Chrysler, 63; DeSoto, 49; 
Nash, 35; Studebaker, 35; Hudson, 
28; Lincoln, 28; Packard, 10; Im- 
perial, 6; Willys, 2, and miscel- 
laneous, 24. 

New-truck registrations 
Chevrolet, 260; Ford, 210; 
tional, 85; GMC, 51; Dodge, 24; 
Ford Bus, 21; Mack, 17; White, 9; 
Studebaker, 4; Willys, 4; Diamond 
T. 3; Kenworth, 2, and Volkswagen, 
2.—(Ruby Fenoglio.) 


+ » 


Syracuse, N.Y. 


New-car sales in Syracuse and 
Onondaga County, N. Y., during 
July passed the 1,000 mark and 


sent the total for the first seven 
months of the year to 9,514, ac- 
cording to a report by the Automo- 
bile Dealers Assn. of Syracuse. 

For the first time this year, 
Syracuse-area sales of new cars 
were below those for the like month 
a year ago, July being down ap- 
proximately 50 percent. The total 
difference for the year to Aug. 1 


amounted to less than 5 percent.— | 


(George E. Toles.) 


* * * 


Birmingham, Ala. 
Registrations of new cars 
in Birmingham, Ala., gained 17 per- 
cent in August, when the total was 


1,389, compared with 1,189 in the} 


previous month. 

August sales by makes were: 
Chevrolet, 404; Ford, 373; Buick, 
134; Pontiac, 96; Oldsmobile, 89; 
Plymouth, 71; Mercury, 54; Dodge, 
36; Chrysler, 32; Cadillac, 30; De- 
Soto, 17; Studebaker, 13; Lincoln, 





Meeting to Brief 
Businessmen on 


Highway Program 


COLUMBUS, O. — What the 


multibillion-dollar Federal-aid high- | 


way program will mean to public 
and business will be outlined by 
spgakers at a regional busigess- 
men’s highway conference here 
Thursday (Sept. 20), according to 
the U. S. Chamber of Commerce. 


More than 400 businessmen from 
the north central states are ex- 
pected to attend the conference co- 
sponsored by the U. S., Columbus 
Ohio State Chambers of Commerce. 

Purpose is to explain how busi- 
ness and civic leaders can work 
with Federal, State and local offi- 
cials to obtain maximum benefits 
from the program and assure care- 
ful planning to meet the many 
problems certain to arise, such 
as route location, especially in 
crowded urban areas. 


Delmar G. Stafkey, general man- 
ager, Columbus chamber, 
describe what the business man has 
been doing and can do to obtain 
better streets and highways in his 
community and how he can better 
cooperate with street and highway 
officials to implement the new road 
building program, 

A, C. Clark, deputy commissioner, 
Federal Bureau of Public Roads, 
will review major aspects of the 
Federal highway law, explain how 
funds are apportioned to the states 
and the responsibility of the bureau 
in administering the law. 


O. E. M. Moves Offices 


CHICAGO, — O. E. M. Products| 


Co. has moved to new, larger quar- 
ters here at 2342 N. Cicero Ave. 
The expanded facilities will include 
over 8,000 square feet of space oc- 
cuping the entire building. 


were.| 
Interna- | 


will | 


13; Packard, 6; Anglia, 5; 
Hudson, 2; Prefect, 2, and miscel- 
laneous, 6.—(Stuart Riddle.) 


* a cS 
Louisville 
August sales of new cars in 


Louisville totalled 1,529 units, a de- 
cline of 5 percent from the July 
total of 1,606. 

Total for the first eight months 
was 14,392, compared with 17,756 


|}and 13,027 for the 1954 period. 
August registrations by makes 
were: Chevrolet, 508; Ford, 399; 
Oldsmobile, 162; Buick, 117; 
Plymouth, 77; Pontiac, 74; Mer- 
eury, 74; Cadillac, 25; Chrysler, 
21; Dodge, 21; DeSoto, 15; Hud- 

| son, 7; Lincoln, 7; Packard, 
Jaguar, 3; Studebaker, 


; 7; 
Nash, 3; 

3; Willys, 3; MG, 1; Mercedes, 1, 
and Volkswagen, 1. 

Truck registrations in August 
amounted to 181, down nearly 10 
| percent from the previous month's 
| total of 200. 
3y make, August truck registra- 
| tions were: Ford, 69; Chevrolet, 56; 
| International, 17; GMC, 10; White, 
|} 14; Reo, 6; Diamond T, 2; Willys, 
2; Diveo, 1; Dodge, 1; Studebaker, 

1, and miscellaneous, 3.—(A, 
Williams.) 


| 
| 


* * * 


Boise, Id. 


A setback of 21 percent marked | 


new-car registrations in Ada 
County (Boise), Id., during August. 


The month's total was 227, com- 
pared with 288 in July. 
New-truck registrations, on the 


| other hand, spurted 61 percent to 


total 87 in August, compared with | 


54 in July. 

August registrations of new 
cars were: Chevrolet, 57; Ford, 
42; Buick, 13; Oldsmobile, 13; 
Pontiac, 13; Mercury, 12; Hudson, 
10; Chrysler, 9; Dodge, 9; Nash, 
9; Plymouth, 9; Studebaker, 7; 
Cadillac, 5; Willys, 4; DeSoto, 2; 


Imperial, 1; Lincoln, 1, and 
Packard, 1. 
Truck registrations were: Ford, | 


58; Chevrolet, 14; International, 6; | 


Dodge, 5; Studebaker, 2, and mis- 


cellaneous, 2. 
* * 


Columbus, O. 


| New-car dealers in Columbus, O., 
| sold 2,234 units in August, com- 
| pared with 2,321 in July. 

Ford edged Chevrolet, 577 to 572, 
| for top sales honors. 


Other registrations were: 
| Buick, 203; Plymouth, 197; Pon- 
| tiac, 154; Oldsmobile, 144; Dodge, 
97; Mercury, 75; Cadillac, 40; De- 
Soto, 40; Studebaker, 38; Chrys- 
ler, 29; Nash, 20; Packard, 11; 
Lincoln, 8; Volkswagen, 8; Clip- 
per, 6; MG, 5; Hudson, 4; Mer- 
cedes, 2; Porsche, 2; Imperial, 1, 
and Willys, 1. 

Tax-paid used-car transactions 
amounted to 5,573, compared with 
| 5,690 in the previous?month. 


| New-truck registrations of 189 





Fashionable 
Continental Mark Il 


In Style Show 

DALLAS. — An American auto- 
mobile shared the spotlight for the 
first time in the 19-year history of 
Neiman-Marcus’ annual fashion ex- 
position here. 

The Continental Mark II pro- 
| vided a background for the show- 
| ing of latest creations in the store’s 
| two fashion show programs. 

A pearl-gray and a black Conti- 
nental, shipped to Dallas for the 
|fashion show had a role in the 
showings. Continentals in other 
|colors were displayed at Neiman- 
Marcus’ downtown store and Pres- 
ton Center store. 


Cutts Heads Gates 


Robert E. Cutts is the new 
president of Gates Pontiac, Inc., 
1104 West Main Street, Salem, 
Va. He succeeds James Gates. 
Sam A. Crumpaker is vice- 
president and sales manager of 
the firm. Both Cutts and Crum- 
paker were associated with the 
Pontiac agency in Roanoke, Va. 
before joining the Salem firm. 





Ww. 





fell somewhat below the July total 
of 203. By make, new-truck regis- 
trations were: Chevrolet, 60; Ford, 
52; International, 35; GMC, 14; 
| Dodge, 12; White, 6; Marmon- 
| Herrington, 5; Studebaker, 3; Divco, 
1, and Reo, 1. 

| Tax-paid used-truck sales in 


| 336 in July.—(Bert Strang.) 
| 


a * 


* 
Washington, D.C. 

August registrations of new cars 
in the National Capital area totalled 
1,800, compared with 2,364 in the 
previous month. 
| Commercial registrations of 
were identical to the June tally, 

New-car registrations by make 
in August were: Chevrolet, 488; 
Ford, 310; Plymouth, 187; Buick, 
156; Oldsmobile, 132; Pontiac, 123; 
Mercury, 90; Dodge, 87; Chrys- 
| ler, 55; Cadillac, 50; DeSoto, 31; 
| Lincoln, 18; Nash, 16; Stude- 
| baker, 8; Packard, 7; Imperial, 5; 
Hudson, 4, and miscellaneous, 33. 
Truck registrations were: Chev- 
rolet, 46; Ford, 44; GMC, 21; Dodge, 
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| 
| 
| 


20; International, 20; Mack, 5; 
Willys, 4; Divco, 3; Reo, 1; White, 
1, and miscellaneous, 7.—(William 


Ullman.) 


| 


LANSING.—In its largest product- 


Nash, 5; | August totalled 337, compared with | expansion program in more than 


20 years, Reo Motors, Inc., has 


|}added 30 new basic models to its, 
line of heavy-duty vehicles within} 


the last year, according to John C. 
Tooker, president. 

With the axle and transmission 
options available on the new basic 
trucks, the line actually has been 
expanded by more than 100 ve- 
hicles, Tooker said. 

The expansion included a line of 
turbodiesels, 
trucks, cab-over-engine tractors and 
several lightweight tandems. 

The final step in this program will 


be the addition of 200-250-and 300-| 


horsepower diesels, the first of 
which is expected to be in produc- 
tion within a few months, Tooker 
said. 


Reo’s current development pro- 


More than 125,000 persons read AUTO- 
MOTIVE NEWS every week! 


8RADFORD 
3 


75 


gram, Tooker said, began after the 
company was purchased by Bohn 
Aluminum & Brass Corp. late in 
1954, 


In addition to the expansion of 
the truck line, it has involved reor- 
ganization of the field sales organi- 
zation, construction and purchase 
of new branches, relocation of 
others and radical changes in the 


manufacturing process. 


“The engineering problems in- 
i|volved have been tremendous,” 


| Tooker said, “but we are well on 
eight off-highway) 


our way to accomplishing our ulti- 
mate purpose despite the handicaps 
that always beset a company under- 
taking rapid expansion.” 

He said Reo now has 50 basic 
truck models and plans more when 
it completes the engineering on the 
heavy-duty diesel line. “This will 
put Reo in a position to compete 

| with other companies which have 
had this field pretty much to them- 
| selves,” he declared. 


thu FORMULATION 
FOR LATEST MODELS 


APPROVED 


AQ-ATF-330 


Meets Manufacturers’ Most Recent 
and Exacting Specifications 


Greater natural lubricating properties and oxidation 
stability of Bradford Pennsylvania Crude. 


Improved iow temperature mobility and heavier 


lubricating body at operating temperatures 


Smoother automatic shifting. 


Compatibie with all approved fiuids 


Available 


in all 


size packages including the S-quart can 


PROMPT SERVICE FROM 


YOUR LOCAL KENDALL DISTRIBUTOR 


KENDALL REFINING COMPANY 


Bradtord, Penna. 
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‘Someone Will Be Hurt’... 
Tenn. Court Ponders 
‘Chain’ Sales Case 


CHATTANOOGA, Tenn.—“Some- 
body is going to get hurt and 
badly,” said Chancellor Clifford 
Curry as he took under advisement 
a plea to dismiss the first of some 
25 suits attacking a “chain” method 
of automobile sales used by Hix 
Motor Co. 


A 1956 car is involved in each 
case. Their sales prices totalled 
approximately $70,000. 


Attorney William W. Haynes, rep- 
resenting Manufacturers Accept- 
ance Corp., a codefendant in the 
suit, said the automobiles involved 
are depreciating rapidly during the 
litigation. 

Arguing there is no illegality or 
fraud in the sales plan, Haynes 
said the complainant William 
J. Kreis — knew the sales contract 
was to be sold to MAC and that 
he took possession of a car and is 
still driving it. 

“If the car is given to MAC, it 
still wouldn’t be the same car by 
many dollars because of the rapid 
depreciation on 1956 models,” 
Haynes asserted. 


Chancellor Curry suggested it 
might be advantageous to parties 
in the 25 suits to sell the auto- 
mobiles at the best price offered 
and then to pay the money into 
the court’s treasury pending out- 
come of the litigation. 

Meanwhile, Kreis and other com- 
plainants have obtained temporary 
injunctions restraining Milton D. 
Hix, Billy J. Hix and the other 
defendants from transferring the 
sales contracts and from selling 
cars traded in on the 1956 models. 

THEY CHARGE THEY WERE MISLED 
INTO A SCHEME WHICH THEY THOUGHT 
WOULD PROVIDE EACH WITH A NEW CAR 
WITHOUT COsT. 


Hix representatives explain the 
plan this way: 

A customer is sold a car “in the 
neighborhood of list price.” The 
purchase is to be financed through 
MAC. An agreement is_ signed 
under which the customer enlists 
others in the program, and receives 
$100 credit on the sale price for 
each customer he obtained and $50 
credit for each secondary buyer 
one of the latter brings in. 


i 


Attorney Keith Harbe r, repre- 
senting the plaintiffs, asked that 
Kreis’ tradein be returned, as well 
as the money he put into the trans- 
action and the sales contract. 

“There may be no statuatory vio- 
lation here, but a fraud has been 
practiced,’ Harber said. 

“A deal on a free buy is not new. 
It has been tried for 100 years on 
articles ranging from buggies to 
oil wells. And in no instance has 
a court of equity refused to put 
the parties on a status quo basis 
as nearly as possible. 

“If Hix Motor Co. can show that 
assurances to these people that they 
are purchasing a free automobile 
were true, then I will withdraw 
the suits.” 

Haynes argued that Kreis 
“wanted that car for nothing.” “If 
this suit hadn’t been filed, he might 
have got his car free,” Haynes 
added. 


“I wouldn’t recommend the sales 


plan as an advertising scheme, but 


AAA Convenes 
In Pittsburgh 


PITTSBURGH.—The 54th annual 
meeting of the American Automo- 
bile Assn, will be held here next 
week. 

Theme of the event will be “What 
is Ahead” and four speakers have 
been announced. 

They are Palmer Hoyt, editor 
and publisher, Denver Post; David 
Lawrence, mayor of Pittsburgh; 
Franlin Moore, president, Inte r- 
American Hotel Assn., and Edward 
R. Murrow, CBS commentator. Del- 
egates will discuss highways, traffic 
accidents, domestic and inter- 
national travel. 





I see nothing illegal about it,” he 
continued. 

“MAC is the party which is 
suffering. It is being prevented 
from forcing performance on the 
contract. A monetary settlement 
would be necessary to restore fully 
MAC to status quo.” 

Haynes concluded: “This suit 
is without equity to continue the 
injunction. If the court dis- 
agrees, it should appoint a 
receiver to take over these cars 
so that they not be operated 
pending a settlement.” 

Harber said his clients would 
agree to let the automobiles be 
stored if the defendants pay the 
storage fees. 

Chancellor Curry observed that 
the cars will depreciate in value 
regardless of whether they are 
stored or driven. 

“Our automobile manufacturers 
are going to make the new models 
more attractive,” he said. “Thus, 
the value of the security in these 
cases is being reduced merely by 
the passage of time.” 


By Stuart Griffin 
Staff Correspondent 

TOKYO. — A midget car, which 
will provide the basis for determin- 
ing whether a “people’s car” can 
be mass-produced in this country, 
will be completed here soon. 

Japan has long been seeking the 
Japanese equivalent of the Volks- 
wagen. 

The Ministry of International 
Trade and Industry first struck 
on the idea of manufacturing a 
small-size vehicle for popular 
consumption that would be capa- 
ble of a speed of about 62 miles 
per hour, seat four passengers and 
their baggage comfortably, re- 
quire no major repairs for the 
first 65,000 miles of operation 
over Japan’s admittedly inferior 
roads, and still be popularly 
priced—in the neighborhood of 
250,000 yen, i.e., about $650. 

The Technical Committee of the 
Automobile Industry Assn, stated 
at the time the MITI’s plan was 
first broached that the scheme was 
technically and economically im- 
possible. However, Yoshishige Ka- 
wai, president of the Komatsu Mfg. 
Corp., determined to explore the 
possibility and went ahead with 
plans for a trial production of a 
midget automobile with the tech- 
nological cooperation of the Toyota 


Chicago Meeting 
Of Warehouse 
Distributors Set 


KANSAS CITY. — The general 
membership meeting and annual 
conference of the Automotive 
Warehouse Distributors Assn. will 
be held in Chicago Dec. 9-11, 
according to A. P. Walter, Gabriel 
Distributing Co., Chicago, presi- 
dent. 

A meeting of the AWDA’s board 
of governors will be held Dec. 8, 
preceding the general meeting, he 
said. 

Conferences are scheduled Dec. 
10-11 permitting affiliate manufac- 
turer members to meet in private 
sessions with their various distrib- 
utors to present their 1957 pro- 
grams. 

Open meetings also will be 
arranged so that distributor mem- 
bers may have the opportunity to 
become acquainted with the affili- 
ate’s lines. 

Six new members were an- 
nounced. They are: Eastern Tool 
Warehouse Co., New York; Klayer 
Automotive, Cincinnati; Motor 
City Automotive, Inc., Detroit; 
William & Harvey Rowland, Inc., 
Philadelphia; Southwest Automo- 
tive Warehouse, Inc., Lubbock, 
Tex., and Sulco Sales Corp., New 
York. 


Auto News from Japan 


Midget ‘People’s Car’ Nearing Decision; 
Second Shift Added in 3 Plants 


Amvets Cite Dodge— 


M. C. Patterson, right, Dodge president, 
receives plaque from Rudolph G. Pesata, 


Amvets national commander, in com- 
mendation of Dodge's 
nationwide community service 


cooperation § in 
Amvets' 
program. The presentation was made at 
the Amvets national convention in Mil- 
waukee where Patterson was a featured 


speaker. 


Automobile Mfg. Co., one of the 
leading companies in this field. 
When the midget car is com- 
pleted by Toyota, Kawai and Presi- 
dent Shotaro Kamiya of Toyota 
Auto Sales Co. will meet to discuss 
whether it would be practical to 
put the automobiles on a mass pro- 
duction basis. 
~ aa aa 
UTOMOTIVE industry circles 
have just disclosed that the 
U. S. Army would shortly place 
trial orders for 16 trucks and cars, 
worth approximately $50,000, with 


four leading Japanese motor Com-| standard on Fireflite.) 


panies. 














Current Prices on New Cars 





The following advertised - delivered 
Prices include the suggested base fac- 
tery list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment. 

BUICK—Special—4-dr. sed., $2,416; 2- 
dr. sed., $2,357; 4-dr. hardtop, $2,528; 2- 
dr. hardtop, $2,457; conv., $2,740; 4-dr. 
2-seat stat. wag., $2,775. Century—4-dr. 
hardtop, $3,041; 2-dr. hardtop, $2,963; 
conv., $3,306; 4-dr., 2-seat stat. wag., 
$3,256. Super—4-dr. sed., $3,250; 4-dr. 
hardtop, $3,340; 2-dr. hardtop, $3,204; 
conv., $3,544. Readmaster — 4-dr. sed., 
$3,503; 4-dr. hardtop, $3,692; 2-dr. hard- 
top, $3,591; conv., $3,704. (Dynafiow 
standard on Century, Super and Road- 
master. Power steering standard on Super 
and Roadmaster.) 

CADILLAC — Series 62 — 4-dr. sed., 
$4,296; 2-dr. hardtop, $4,201; 4-dr. Sedan 
deVille hardtop, $4,753; 2-dr. Coupe deVille 
hardtop, $4,624; conv., $4,766; 2-dr. El- 
dorado Seville hardtop, $6,556; Eldorado 
Biarritz conv., $6,556. Series 60 Special — 
4-dr. sed., $5,047. Series 75—S-pass. sed., 
$6,613; 8-pass. lim., $6,828. (Hydra-Matic, 
power steering, power brakes standard.) 

CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add §99.) One-Fifty— 
4-dr. sed., $1,869; 2-dr. sed., $1,826; util- 
ity sed., $1,734; 2-dr. 2-seat stat. wag., 
$2,171. Two-Ten—4-dr. sed., $1,955; 2- 
dr. sed., $1,912; cl, cpe., $1,971; 4-dr. 
hardtop, $2,117; 2-dr. hardtop, $2,063; 2- 
dr. 2-seat stat. wag., $2,215: 4-dr. 2-seat 
stat. wag., $2,263; 4-dr. 3-seat stat. wag., 


$2,348. Bel Air—4-dr. sed., $2,068; 2-dr. 
sed., $2,025; 4-dr. hardtop, $2,230; 2-dr. 
hardtop, $2,176; conmv., $2,344; 4-dr. 3- 


| seat stat. wag., $2,482; 2-dr. 2-seat Nomad 


stat. wag., $2,608. Corvette—Hardtop cpe. 
or conv. (V-8 only), $3,149. 

CHRYSLER—Windsor—4-dr. sed.. §2,- 
870.25; 4-dr. Newport hardtop, $3,128.25; 
2-dr. Newport hardtop, $3,041.25; 2-dr. 
Nassau hardtop, $2,904.75; conv., $3,- 
335.75; 4-dr. stat. wag., $3,598. New 
Yorker—4-dr. sed., $3,779.25; 4-dr. New- 
port hardtop, $4,101.75; 2-dr. Newport 
hardtop, $3,951.25; 2-dr. St. Regis hard- 
top, $3,995.25; conv., $4,242.50; stat. wag., 
$4,523.25. 300-B—2-dr. hardtop, $4,419. 
(Powerflite and power brakes standard on 
New Yorker.) 


CLIPPER—Deluxe—4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custem—4-dr. sed., $3,069; 2-dr. 
hardtop, $3,164. 

CONTINENTAL -— 2-dr. hardtop, $9,- 


543.25. (Turbo-Drive, power steering, power 
brakes standard.) 

DeSOTO — Firedome — 4-dr. sed., $2,- 
677.75; 4-dr. Seville hardtop, $2,832.75; 2- 
dr. Seville hardtop, $2,733.75; 2-dr. Sports- 
man hardtop, $2,953.25; conv., $3,081.25; 
stat. wag., $3,370.75. Firefilte—4-dr. sed., 
$3,119; 4-dr. Sportsman hardtop, $3,431; 2- 


dr. Sportsman hardtop, $3,346; conv., $3,- 
544. Pace Car—conv., $3,615. (Powerfiite 
DODGE — Coronet 6 — 4-dr. sed. $2,- 


Automakers attach great im- | 267.25; 2-dr. sed., $2,194.25. Coronet V-8— 


portance to the anticipated or- 
ders as pointing towards a new 
off-shore procurement formula by 
the U. S. to supply equipment to 
various nations in the Seuth- 
eastern part of Asia. 

Japanese manufacturers eupested 
to receive these contracts are the 
Isuzu Motor Corp.; the Toyota Au- 
tomobile Mfg. Co.; the Nissan Mo- 
torcar Co., and the Hishiwa Motor 
Co. 


* * . 


ECENT favorable business in the | 


automobile industry has resulted 
in an increase in the number of Jap- 
anese automobile factories that 
have adopted a two-shift system 
for production boosts. 

The Nissan Motorcar Co. 
started its two-shift operation 
from July 1, in its heat treatment 
and casting plants. 

Hino Diesel and Minsei Diesel 
companies have followed suit. Toy- 
ota Automobile Mfg. Co. and Isuzu 
Motor Corp. are scheduled to put 
the same two-shift system into 
practice in every section of their 
plants shortly. 


” * * 


Y production of automobiles 

in Japan struck a new high of 

8,474 units, according to the Auto- 

mobile Industry Assn., which was 

an increase of 245 units over the 
preceding month. 

The output was for all types of 
automotive vehicles that were 
built with home-made engines 
and parts. 

Showing special output increases 
in July were midget passenger cars 
and trucks. These came to a total 
of 5,471 units, according to the 
report. 


Lightning Starts Fire 

WASHINGTON, Ind. — Watkins 
Motor Co. here has suffered an 
estimated $50,000 damage when 
lightning started a fire between the 
roof and showroom ceiling. The 
ceiling collapsed and spread fire 
into showroom, office and parts de- 
partment. Three new automobiles 
in the showroom and 25 new and 
used-cars were damaged. 





4-dr. sed., $2,375.25; 2-dr. sed., $2,302; 4- 
dr. hardtop, $2,551; 2-dr. hardtop, $2,- 
437.50; conv., $2,677.50. Reyal—4-dr. sed., 
$2,512.75; 4-dr. hardtop, $2,696.75; 2-dr. 
hardtop, $2,582.75. Custem Reyal—4-dr. 
sed., $2,623.25; 4-dr. hardtop, $2,807.25; 2- 
dr. hardtop, $2,693; conv., $2,912.50. 
Station Wagons—2-dr. 2-seat Suburban 6, 
$2,491; 2-dr. 2-seat Suburban V-8, $2.599; 
2-dr. 2-seat Custom Suburban V-8, §2,- 
728.50; 4-dr. 2-seat Sierra V-8, $2,716.25; 
4-dr. 3-seat Sierra V-8, $2,821.75; 4-dr. 
2-seat Custom Sierra V-8, $2,868.50; 4- 
dr. 3-seat Custom Sierra V-8, $2,974. 
FORD—(Prices are for 6-cyl. models. 
For V-Ss, add $99.98.) Mainiine—4-dr. 
sed., $1,895.20; 2-dr. sed., 62.988.68; 
business 2-dr., $1,747.94. 
dr. sed., $1,985.48; 2-dr. sed., $1,939. 30: 
2-dr. hardtop, $2,092.65. -dr. 
sed., $2,093.36; 2-dr. sed., $2,047.18; 4- 
dr. hardtop, $2,248.52; 2-dr. hardtop, $2,- 
193.70; Crown Victoria, $2,337.47; conv., 
$2,358.79. Station W 2-dr. 2-seat 
Ranch Wagon, $2,184.77; 2-dr. 2-seat Cus- 
tom Ranch Wagon, $2,249.32; 2-dr. 2-seat 
Parklane, $2,427.77; 4-dr. 2-seat Country 
Sedan, $2,296.59; 4-dr. 3-seat 
Sedan, $2,428.01; 4-dr. 3-seat 


Country 
Country 





Squire, $2,532.56. Thunderbird — Harcitop 
cpe. (V-8 only), $3,151.32. 

HUDSON — Wasp Super 6—4-dr. sed, 
$2,419.70. Hornet Special V-8—4-dr. sed, 
$2,629.70; 2-dr. hardtop, $2,744.70. Hornet 
Super 6—4-dr. sed., $2,774. Hornet Cus- 
tom 6— 4-dr. sed., $3,023; 2-dr. hardtop, 
$3,140. Hornet Custom V-8—4-dr. sed, 
$3,290.30; 2-dr. hardtop, $3,432.30. 
(Power brakes standard on Custom V-8.) 

IMPERIAL—Imperial—4-dr. sed., $4,- 
831.75; 4-dr. hardtop, $5,225.25; 2-dr. hard. 
top, $5,094. Crewn Imperial—s8-pass. sed., 
$7,602.25; lim., $7,736.25. (Powerfiite, 
power steering and power brakes standard.) 

LINCOLN—Capri—4-dr. sed., $4,211 50; 
2-dr. hardtop, $4,119. Premiere—4-dr. sed., 
$4,600.50; 2-dr. hardtop, $4,600.50; conv., 
$4,746.50. (Turbo-Drive and power steer. 
img standard.) 

MERCURY — Medalist—4-dr. sed., §$2,- 
313; 2-dr. sed., $2,254; 4-dr. hardtop, §2,-. 
458; 2-dr. hardtop, $2,388.50. Custom— 
4-dr. sed., $2,410; 2-dr. sed., $2,350.50; 
4-dr. hardtop, $2,555; 2-dr. hardtop, $2,- 
485; conv., $2,711.50; 4-dr. 2-seat stat. 
wag., $2,722; 4-dr. 3-seat stat. wag., $2,- 
819. Monterey—4-dr. sed., $2,555; 4-dr. 
hardtop, $2,700; 2-dr. hardtop, $2,630; 4- 
dr., 3-seat stat. wag., $2,977. Montclair— 
4-dr. hardtop, $2,834.50; 2-dr. hardtop, 
$2,764.50; conv., $2,899.50. 

METROPOLITAN — 2-dr. 
$1,551. 

NASH—Statesman Super 6—4-dr. sed., 
$2,384.70. Ambassador Special V-8—Super 
4-dr. sed., $2,594.70; Custom 4-dr. sed., 
$2,819.70; 2-dr. hardtop, $2,684.70. Am- 
bassador Super 6—4-dr. sed., $2,689. Am- 
bassador Super V-8—4-dr. sed., $3,001.30, 
Ambassador Custom V-8—4-dr. sed., $3,- 
240.30; 2-dr. hardtop, $3,383.30. (Power 
brakes standard on Custom and Special 
Custom models.) 

OLDSMOBILE—Sertes 88—4-<dr. sed., $2,- 
487; 2-dr. sed., $2,422; 4-dr. hardtop, $2,- 
671; 2-dr. hardtop, $2,599. Super 88—4-dr. 
sed., $2,640; 2-dr. sed., $2,574; 4-dr. hard- 
top, $2,881; 2-dr. hardtop, $2,808; conv., 
$3,031. Series 98—4-dr. sed., $3,298; 4-dr. 
hardtop, $3,551; 2-dr. hardtop, $3,480; 
conv., $3,740. (Jetaway Hydra-Matic and 
power steering standard on Series 98.) 

PACKARD—Executive—4-dr. sed., $3,- 
465; 2-dr. hardtop, $3,560. Patrician —4- 
dr. sed., $4,160. 400—2-dr. hardtop, $4,- 
190. Caribbean — 2-dr. hardtop, $5,495; 
conv., $5,995. (Ultramatic standard on all 
models. Power steering and power brakes 
standard on Caribbean.) 

PLYMOUTH — (Prices are for 6-cyl 
models. For V-8s, add $103.50 for Bel- 
vedere 4-dr. hardtop, Savoy 2-dr. hardtop 
and all station wagons; add $103.25 for all 


hardtop, $1,- 
527; conv., 


other models.) — Plaza —4-dr. sed., $1,- 
926.25; 2-dr. sed., $1,883.25; business cpe., 
$1,734.25. Savey— 4-dr. sed., $2,025.25; 2 


dr. sed., $1,982.25; 2-dr. hardtop, $2,129.50, 
Belvedere—4-dr. sed., $2,109.25; 2-dr. sed., 
$2,066.25; 4-dr. hardtop, $2,281.25; 2-dr. 
hardtop, $2,213.50; conv. (V-8 only), $2,- 
477.50. Fury—2-dr. hardtop (V-8 only), $2,- 
866. Station Wacons—2-dr., 2-seat Deluxe 


Suburban, $2,196.25; 2-dr. 2-seat Custom 
Suburban, $2,267.25; 4-dr. 2-seat Custom 
Suburban, $2,313.50; 4-dr. 2-seat Sport 
Suburban, $2,483.50. 
PONTIAC — Chieftain 860 — 4-dr. sed., 
$2,298; 2-dr. sed., $2,240; 4-dr. hardtop, 


$2,443; 2-dr. hardtop, $2,370; 2-dr. 2-seat 
stat. wag., $2,569; 4-dr. 3-seat stat. wag., 
$2,653. Chieftain 870—4-dr. sed., $2,413; 
4-dr. hardtop, $2,534; 2-dr. hardtop, §2,- 
480; 4-dr. 2-seat stat. wag., $2,749. Star 
Chief—4-dr. sed.. $2,527; 4-dr. hardtop, 
$2,735; 2-dr. hardtop, $2,665; conv., §2,- 
857; 2-dr. 2-seat Safari stat. wag., $3, 129. 

RAMBLER — Deluxe — 4-dr. sed., $1,- 
829.20. Super—4-dr. sed., $1,939.20; 4-dr. 
2-seat stat. wag., $2,233.20. Custom —4-dr. 
sed., $2,059.20; 4-dr. hardtop, $2,224.20; 
4-dr. 2-seat stat. wag., $2,329.20; 
2-seat hardtop stat. wag. $2,494.20. 

STUDEBAKER-—-Champion 6—4-dr. sed., 
$1,996.39; 2-dr. sed. $1,946.39; 2-dr. 
sedanet, $1,844.39. Hawk 6—Flight Hawk 
5-pass. cpe., $1,985.89. Commander V-8— 
4-dr. sed., $2,124.89; 2-dr. sed., $2,075.89; 
2-dr. sedanet, $1,973.89. President V-8— 
4-dr. sed., $2,234.89; 2-dr. sed., $2,187.89. 
President Classic — 4-dr. sed., $2,489.22. 
Hawk V-8—Power Hawk 5-pass. cpe., $2,- 
100.89; Sky Hawk 2-dr. hardtop, §2,- 
476.89; Golden Hawk 2-dr. hardtop, $3,- 
061.22. Station Waceons — Pelham 6-cyl. 
2-dr. 2-seat, $2,232.39; Parkview V-8 2- 
dr. 2-seat, $2,353.89; Pinehurst V-8 2-dr. 
2-seat, $2,528.89. (Overdrive standard on 
Golden Hawk.) 


4-dr., 


Chrysler Export School Moves... 


For Whom Bell Tolls 


DETROIT. 


— Chrysler Corp.’s| sign up for the entire 





23-week pro- 


Export Technical Training School,| gram, which occupies the entire 


which draws students from all over 
the world to learn automotive 
maintenance and servicing pro- 
cedures, has moved into a new 
85,000-square-foot building in 
Centerline, Mich. 


The building will be head- 
quarters for all the corporation’s 
service and sales training activ- 
ities. Although the new building’s 
facilities will not be in full oper- 
ation until late July, enough 
equipment has been installed to 
permit a new export class to 
begin its work on schedule. 

The present class roll includes 
students from Trinidad, Angola, 
Puerto Rico, Lebanon, Jamaica, 
Venezuela and Egypt. 

The training course runs seven 
weeks, after which the men may 
take as many as 16 weeks of addi- 
tional specialized instruction at 
various automotive parts and equip- 
ment supply companies. 


six-months’ residence in the United 
States that is permitted them as 
special industrial trainees. 

Students enrolled for the pro- 
gram are usually employed by a 
distributor or dealer in their 
native countries. Some of these 
overseas distributors have estab- 
lished their own service schools, 
and students who complete their 
Chrysler training in the U. S. often 
join the staffs of these schools. 

There are eight such full-time 
training schools now functioning 
in foreign countries, all of them 
employing “alumni” of the corpo- 
ration’s technical training school 
in Detroit. 

Full-time distributor-sponsored 
schools are located in Sweden, 
Brazil Mexico, Venezuela, 
Australia, South Africa, India, and 
Switzerland. There also are part- 
time schools in Indonesia, Japan, 


About 80 percent of the men | Thailand, and Belgium. 
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Affecting Factories and Dealers .. . 





Auto Advertising 


Juck A. Cairns has been named | 
supervisor of advertising and pro-| 
motion for Hyster Co.’s industrial 
truck division in Portland, Ore. 


He joined Hyster in 1944, and has 
been sales representative in Los 
Angeles, district manager in the 
southwest and sales engineer at | 
the Portland factory. 

Richard M. Erwin has been 
named district manager of the east 
central industrial truck division. 
He has been with the firm for five 
years. 





+ * * 


BBD&O Ups Weinrich 

Albert James Weinrich has been 
named a vice-president of Batten, 
Barton, 


Durstine & Osborn, Inc., 
according to Rob- 
ert E. Anderson, 
manager of the 
national advertis- 
ing agency’s De- 
troit office. 
Weinrich joined 
BBDO in 1941 as 
a copy writer in 
Buffalo. He trans- 
ferred to the De- 
troit branch in 
: 1952 following 10 
A. J. Weinrich years in BBDO’s 
Cleveland, O. office as a copy writer 
and account executive on national 
magazine, radio and television ad- 


STEMAC PAY! 


NAME PLATES 


Brings new business. Keeps old customers 
GET DETAILS NOW 


STEMAG, Ine. some 1 cow. 


DENVER 23, COLO. 














BLITZ 
BATTERY CHARGERS 


Are Money Makers For Any Shop 
mw ys me 
ic 
fon guaranteed 
A complete 
line of 
chargers. 
Fast & Slow. 
6 & 12 Volts. 
Battery Wheeler 
Battery Charging 
Jumpers 
Battery Carriers 
Battery Power 
Units 
Trickle Chargers 
Stands 
Warning Signals 
Emergency 
Starting Cables 
Write today for 


new catalog, 
prices and details. 


BLITZ ELECTRIC CO., Inc. 


5717 Wentworth Ave., Dept. D, Chicago 21, Ill. 











DEALERS! RE-FIT USED CARS WITH 


GOOD BATTERIES 
AT $1.00 EACH 


Give your used car customers many 
months of like-new battery service WITH- 
OUT investin in comparatively costly 
replacement Satteries! Those seemingly 
“shot"' batteries you get when you take 
in used cars are almost invariably me- 
chanically sound and can be restored to 
FULL, SIZZLING, LONG-RANGE SERVICE 
with the amazing chemical powder discov- 
ery, LIFETIME-CHARGE. It really works! 
Guaranteed. And the cost is only $1.00 for 
a 3-envelope pack, enough for a 6- or 12-volt 
battery. It's the same principle that makes 
batteries in Europe last the life of the 
car! But you be the judge. Send for FREE 
sample, enough for rejuvenating one bat- 
tery. You have nothing to lose, hundreds 
of dollars to gain, once you have made 
genuine LIFETIME-CHARGE a regular part 
of your Used Car operation. Send today. 


TRIAL OFFER 
































ee 
| LIFETIME-CHARGE 
Central Tower 
Youngstown 3, Ohio 
I tion, your free trial supply of LIFETIME- 
y rejuv: or. 
| CHARGE batter enat 
| Individual’s Name. 
l Street. 


| Division of Magnafio Co., 

Please send, without cost or obliga- 
| Company Name. 
eerie arctica aM aicacitian 





vertising for General Electric Co. 

In Detroit Weinrich has been 
closely associated with the DeSoto 
account, supervising DeSoto’s co- 
operative dealer advertising activi- 
ties. He also supervises media and 
marketing departments for BBDO, 
Detroit. 


* * 


| AFA Pamphlet Available 


The Advertising Federation of 
America has completed distribu- 
tion of 200,000 copies of its re- 
vised edition of “Some Questions 
and Answers About Advertising.” 


The publication and distribu- 
tion of the pamphlet is one of 
several AFA activities designed 
to help the public better under- 
stand advertising, said Elon G. 
Borton, general manager of the 
federation. 


Single copies may be obtained 
by writing Advertising Federa- 
tion of America, 250 W. Fifty- 
Seventh St., New York 19, N. Y. 


* + + 


Times Scores with Ads 


A record-breaking week in 
classified advertising was estab- 
lished by the Los Angeles Times 
with the publishing of 451,804 net 
lines during the period of Aug. 20, 
through Aug. 26, the paper an- 
nounced. This new mark exceeded 
the previous high of 446,961 net 
lines published during the week 
of the Times Diamond Jubilee 76- 
page edition. 

Figures released by Media Rec- 
ords for the first seven months of 
1956 show that the Times has 
published 13,334,151 lines of classi- 
fied advertising to lead the sec- 
ond paper in the nation, the Mil- 
waukee Journal, by almost two 


and a half million lines. 
= * ” 


Western 4-A’s Meet Oct. 7-10 


The 19th annual convention of 
the western region of the American 
Assn. of Advertising Agencies will 
be held at the Hotel del Coronado, 
Coronado, Calif., on Oct. 7-10. 

According to Trevor Evans, of 
Seattle, board chairman, the theme 


*|of the convention will be “What’s 


Ahead for the Advertising Busi- 
ness?” 
= = 


Band Trip on Oldsmobile 


Marching band musicians of 
Michigan State University will 
take two trips to out-of-town 
football games this fall as guests 
of Oldsmobile. The band will 
travel to the game with Notre 
Dame University at South Bend, 
Oct. 20, and the game with the 
University of Illinois at Cham- 
paign, Ill., Oct. 27. 

Arrangements for the trips are 
being made through J. F. Wol- 
fram, Oldsmobile’s general man- 
ager. 

. * 7 
Names 


Richard C. Looman, who has been 
assistant West Coast public rela- 
tions manager for Chrysler Corp., 
will succeed Byron Farwell as West 
Coast public relations manager. 
Farwell goes to Detroit as manager 
of the corporation’s community re- 
lations program. 

Robert F. Hussey, a vice-presi- 
dent of Foote, Cone & Belding ad- 
vertising agency, has been trans- 
ferred to the Detroit office of the 
agency to become media account 
executive on the account for the 
new Ford Motor Co. passenger car. 
Hussey has been in charge of 
FC&B’s media department in Chi- 
cago for nine years. 

Russell E. Baker has been ap- 
pointed manager of general adver- 
tising of the Washington Post and 
Times Herald. He formerly was 
with Sawyer-Ferguson-Walker Co., 
publishers’ ‘representatives. 


H. E. Ihrig, sales personnel devel- 
opment specialist for General Elec- 
tric’s metallurgical products depart- 
ment, has been appointed manager 
of marketing personnel develop- 
ment for the Detroit General 
Electric component. He joined Gen- 
eral Electric 9 years ago. 

Carter B. Cordner has joined the 
copy department of Geyer Adver- 
tising, Inc., as group head. He for- 
merly was with Compton Advertis- 
ing, Inc. 





Plan Chevrolet Ad Program for '57— 


The 12 regional Chevrolet account executives for Campbell-Ewald Co., national 
advertising agency, met at the firm's Detroit home office to discuss the 1957 Chevrolet 
advertising and sales programs and field activities. Campbell-Ewald executives partici- 
pating in the meeting were, back row, from left, Clarance Hatch jr., executive vice- 
president; H. G. Little, president; Colin Campbell, vice-president and Chevrolet 
account supervisor, and T. A. Tucker, field coordinator. 


AMC Keeps Bonus nae " 
For School Cars 


DETROIT. participated in the driver-education 


has announced continuance of its|PTostam for several years, Aber- 
program which gives dealers $125 | nethy, said. 
for each automobile loaned to a| 
school for driver education. 
“Value of training the nation’s | 
youth to drive properly cannot be | 
overestimated,” said Roy Abernethy, 
vice-president, distribution and | 


marketing. “Studies have shown 
that driver education reduces acci- 
dents by more than 50 percent.” 





American Motors 





Gre rant Park Opens 


Grant Park Motors, Inc. (Mer- 
cury), has opened at Tenth and 
Marquette, South Milwaukee, Wis. ' 
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* 
Truck Council 
* 
Takes Issue With 
. 9 - 
Arpaia’s View 

WASHINGTON. — An _ unwar- 
ranted attack on the right of 
American businesses to operate 
their own trucks in their own busi- 
nesses was made by ICC Chairman 
Anthony F. Arpaia in his letter of 
July 20 to Rep. J. Percy Priest, 
chairman, House Interstate and 
Foreign Commerce Committee, ac- 
cording to H. O. Mathews, presi- 
dent, Private Truck Council of 
America, Inc., in a letter to Priest, 
a Tennessee Democrat. 

Stating it was not a pleasant duty 
to disagree with a government of- 
ficial of Arpaia’s standing, the 
council told Priest that it could not 
permit Arpaia’s remarks to pass 
without comment. 

Mathews wrote: “In speaking of 
the ‘constant erosion of traffic 
which properly should be handled 
by common carriers or regulated 
carriers, Arpaia refers to ‘the 
growth of private transportation’ 
and states that the continuance of 


for-hire transportation taxes ‘offers 
a strong inducement to large ship- 


Nash and Hudson dealers have| pers who can afford it to engage 


in private transportation.’ 
“His statement would give the 


jimpression that private truck 


operation is a characteristic of 
large and predatory companies, in- 
stead of, what it is in fact, a basic 
and inherent right and character- 
|istic of all kinds of businesses, 
‘large and small,” ” the letter said. — 
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the colorful Lee package — 
filter with the 
REMOVE BOTH SLUDGE AND ACIDS! 


car! 


rite for catalog of car listing 
Wamapeas. a ce 


MADE EXACTLY TO REPLACEMENT SPECIFICATIONS 


PACKED IN NEUTRAL CONTAINERS OR IN THE 
NATIONALLY ADVERTISED LEE PACKAGE 


order LEE Oil Filter Replacement Cartridges, you're sure to make as 
EXTRA prefit over any other leading brand! 


y way you order LEE Oil Filter Replacement Cartridges — in the plain package or in 
— you're sure of getting the finest filter made — the ONLY 
built-in Feridium Anode — THE ONLY FILTER THAT'S GUARANTEED TO 


Anode 


LEE Filters are sold nationally and in market after market — with dealer after dealer 
Filter has been enthusiastically received. Why? Because no other filter 
match it in performance, in quality, in price or the handsome profits it creates. 
started today with LEE — the filter that’s better than the one that came 
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Business Signs Point 


Upward, Bank Says 


CHICAGO. 


are looking to the future with re-| 


newed confidence and current 


signs on the horizon support this | 


optimistic view, 


Insurance Expert 
Lists Merits of 
Disaster Policy 


NEW YORK. 
cent of the auto supply 
struck by fire this year never will 
be able to get back 
insurance executive George C. Pea- 
cock asserted in extolling the 
merits of business-interruption in- 
surance. 

Peacock 





is vice-president of 


Agricultural Insurance Co. and 
Empire State Insurance Co. 
When a merchant applies for 


such insurance, 






Nearly 50 per-|—“: 
od P | midyear. 
stores | ‘ 
|}set a new record in July, exceed- 


|ing the excellent year-ago results.” 


in operation, | The bank reported that the im-| 


according to the 


- Most businessmen | Federal Reserve Bank of Chicago. 


In its monthly business review, 
the bank states, “Despite con- 
tinued weakness in sales of farm 
machinery and homes, most 
measures of business activity 
have recorded notable showings. 
After adjusting for the immed@i- 
ate impact of the steel strike, 
employment and income were at 
record levels during the summer. 
“Total retail trade, somewhat 

sluggish in the early months of 
1956, moved 
Department 


store sales 


| pact of the steel strike, paradoxi- 


his business is/} 


analyzed, Peacock said, Then, if | 


disaster strikes, “To the extent that 
your business would have earned 
them, the policy will pay your pro- 
fits and continuing expenses as if 
your firm were still operating.” 


Ordinary fire insurance, he said, 
covers property and inventory loss, 
but does not include the other ex- 
penses that continue during the 
shutdown things like taxes, in- 
terest and salaries of key personnel 
whom the firm cannot afford to 
lose. 

Another feature of business- 
interruption insurance, he said, is 
that the insurance company has a 
financial stake in getting the 
policyholder back in business. 

“Every day saved reduces the 
loss to the insuror,” 
noted. “You have, therefore, a large 
organization helping you pull 
through your period of difficulty.” 


Henderson Builds 


C. G. Henderson, owner of Hen- 
derson Oldsmobile, which he has 


Peacock | 


operated since early this year at a} 


temporary location 


in Monrovia, | 


Calif. has opened in a new build-| 


ing at 333 E. Huntington Dr., Ar- 
cadia, Calif. 


cally, also has worked to bolster} 


business confidence. 
“A substantial portion of the 


Black's Back 


Brilliant Hues Fade, 


Says Chrysler 
DETROIT. Black, which has 


made a comeback as an automobile | 


finish after the rainbow splurge of 
1954, promises to be the most popu- 
lar shade in 1957, according to Rob- 
ert E. Bingman, chief stylist 
charge of interior and color studios, 
Chrysler Corp. 


Bingman added that black may | 


well carry over in 1958 as the most 
popular car color. He observed that 
the second quarter of 1956 was the 
first time since 1950 that 


spot on Chrysler Corp. cars. Black 
hit a low point in 1954 when it 
dropped to ninth place. 

Black climbed from third position 
to displace light blue which was the 
first quarter leader and now is in 
second place. Bingman said that 
black’s rise in popularity was note- 
worthy to color analysts because it 
occurred during the spring when 
special “sunshine” colors are intro- 
duced. Chrysler Corp.’s second quar- 
ter figures show that one out of 
every eight cars ordered from the 
company had black as a solid color 
or 
four cars was either black or gray 


| in some combination. 


up to new highs by| 


in | 


black | 
reached the No, 1 color preference | 


in combination. One of every | 


| 





| ture 


| ‘gentle’ 


large build-up of steel inven- 
tories in the first half had been 
wiped out by the temporary halt 
in steel production,” the review 
explained. “Yet few firms have 
found it necessary to curtail out- 
put because of insufficient steel. 


“The auto industry, the largest 
steel user, has enough steel on 
hand to complete the 1956 model 
run. Moreover, there is little appre- 
hension now as to the adequacy of 
steel supplies to take care of the 


cars.” 


The bank commented that in 
view of the current business pic- 
continued high demand and 
rising costs—-many firms have re- 
sorted to price increases in an at- 
tempt to improve profits. 

According to the bank, all ma- 
jor steel companies have raised 
prices an average of 6% percent 
while pig aluminum prices are 
up 4 percent and prices of type- 
writers, tires, beer and appliances 
are up 2-5 percent. 
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| ge to the mountain." 


| Coravan"” 


Predicting a rise in farm income} 


during the next year, the Federal 
Reserve Bank said, “Behind this 
improved outlook, lies a reduction 
in farm output and a continued 
expansion of demand for 
agricultural products. 


“The demand for farm goods 


will rise mainly as a result of an| 


increasing population and a pickup 
in disposable income per person. 


Over the past five years the U. S.| 


population grew about 10 percent, 
while average income after taxes 
was up even more. But the key 
factor in the prospective 
rise is the reduction 
which appears to be in the offing.” 

The bank also reported that 
money is changing hands at an 
increasingly rapid rate, picking 
up 16 percent since early 1954, 
as measured by checking account 
transactions. 

“Changes in the rate of money 
use,” according to the bank, “tend 
to mirror movements in overall 
business activity. When business is 
improving, firms use their funds 
more intensively.” 


Van Wert (O.) Dealers 


'Form Association 


VAN WERT, O. Dealers in 
the Van Wert area have formed 
the newest local dealers association 
in Ohio. 

They have named Carl 
ong, president; Frank Shumaker, 
vice-president, and D. Adlee Jones, 
secretary-treasurer. 








The 
PORTA-TRU 


combines 
all these 
features... 


—ORDER TODAY— 
CPU sem dd aa 


‘« PORTA .~ 


TIRE TRUER AND REGROOVER 


V Portable 





Try 








VON and OFF the car operation 
V Trues tires to original radius 
V Regrooves tires 
V Handles flat or round face treads 


21st & Cass 


See Your Jobber or Write Direct 


AD A-9 





St. Lovis 6, Mo. 


income | 
in output} 


Bush- | 





Door-to-Door Sales Campaign— 


Like Mohammed, the sales force of Hodges Motor Sales, Inc. (Dodge-Plymouth), 
Ferndale, Mich., is following the adage—''If the mountain won't come to you, then 
Kicking off a door-to-door campaign, a “Neighborhood Sales 
consisting of six new cars and a sound car paraded through nearby resi- 


dential areas to arouse interest and attention. A used-car appraiser traveled with the 


coravan. 


Legislative Roundup 





(Continued from Page 20) 


supplemental appropriation for the 
remainder of the current fiscal year 
j}and $9 million for the next two 
| fiscal years. 

A constitutional amendment 
relating to highway financing will 


AMC Borrows 
$6714 Million for 


2-Year Program 


| DETROIT. — American Motors’ 
| President George Romney last 
week announced signing of bank 
credit and long-term loan agree- 
ments totalling $67,570,000 to meet 
the corporation's anticipated finan- 
cial needs during the two years 
ending Sept. 30, 1958. 

| The new program includes ex- 
tension and amendment of the 
company's present credit lines with 
the same 27 banks that have 
handled American Motors’ credit 
requirements in the past, and re- 
scheduling a portion of the 1956 
and 1957 maturities of the corpora- 
tion’s $16,000,000 long-term in- 
| debtedness to Prudential Insurance 
|Co. of America. 

| He said that the company ex- 
|pects earlier introduction of its 
new models to help 1957 car sales. 
Nash and Hudson dealers will pre- 
view the 1957 Nash, Hudson and 
|Rambler cars Sept. 24-25 in Chi- 





cago. 
| “Acceptance of the company’s 
|}compact car — the Rambler — is 


growing, as evidenced by the fact 
that it is one of only three makes 
of American cars whose regis- 
trations in the first six months this 
year equaled or exceeded those for 
the like period a year ago,” Rom- 
ney said. 

“In 1957, the Rambler should 
have its first full opportunity — 
without critical new model prob- 
lems, with introduction on time 
with competition, with improved 
styling, more attractive power 
plant options, and the backing of 


has steadily ranked at the top or 
above the average of the low-price 
field.” 








For 40 Years of Service— 


Three new members of the 40-year club at United States Rubber Co.'s Detroit plant 
receive watches in recognition of their long service. From left are Herman Wager, 


a resale value that for two years | 


be an issue at the November elec- 
tion in Minnesota. Rather than 
aiming at new highway construc- 
tion revenue, however, the Minne- 
sota proposal would change the 
present distribution of state 
collected gasoline and motor vehi- 
cle tax revenues, 


* ~ * 


Truck Tax on Neb. Ballot 

N election issue in Nebraska 

will be an initiated act for a 
State ton-mile tax against heavy 
trucks and buses. Strongly backed 
by railroad interests and opposed 
by the Nebraska Motor Carriers 
Assn., the proposal would tax all 
trucks licensed to haul 10 tons 
or more and buses weighing. 28,000 
pounds or more. 

Vehicles licensed in Nebraska 
would get a tax credit equal to 
the amount of their license fees. 
The tax rate would range from 
19 cents per mile for trucks 
licensed to haul 10 tons to 6.1 
cents a mile for vehicles licensed 
to haul 25 tons. 

Yield from the proposed 
Nebraska tax, variously estimated 
at from $6 million to $15 million 
annually, would be split among 
State highways, county roads and 
city streets in the same ratio as 
State gasoline tax receipts are 
divided. 


* + * 


Self-Sustaining 


Maryland roads and fiscal offi- 
cials favor putting a proposed 
reexamination of drivers every 
three years on a self-sustaining 
basis. A legislative council com- 
mittee has been told that a charge 
of $1 per reexamination probably 
would pay for the proposed pro- 
gram. 

= . * 


Inspections Urged 


The city commission in Jackson- 
ville, Fla., has been urged to acti- 
vate a six-year-old ordnance calling 
for compulsory motor vehicle in- 
spection. Presenting the request 


were some 50 members of the Jack- 
sonville Duval County safety coun- 
cil, civic clubs and trade and busi- 
| ness groups. 





Eugene Levesque, H. E. Weigold, factory manager, who made the presentations, and 
Henry Samida. There are now 37 members in the club. 
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Automotive 


Washington 


(Continued from Page 10) 


together in the press in a big way 
last week, but this time the empha- 


Msis was not on the familiar safety 


warning to the effect that “gas and 
liquor don’t mix well when driving 
a car,” etc. 

The recent big news story came 
from the Internal Revenue Serv- 
ice instead of the National Safety 
Council and had to do with taxes 
instead of accidents. 


The IRS reported that in the 1956 
fiscal year ended June 30, excise 


taxes yielded the Government $10,- | 


004,195,000, and that the current 
year seems headed toward still 
another record because of a July 1 
increase in gasoline and other 
highway-user taxes to finance the 
new road building program. The 
report said: 

Gasoline taxes yielded a new high 
of $1,030,397,000, about $75 million 
more than in fiscal 1955, the previ- 
ous record yield. 

Booming sales of autos in the 
last half of 1955 helped to boost 
the excise tax return on vehicles 
to a record $1,376,372,000. 


Alcohol taxes brought in $2,920,- 
574,000. 

Tobacco taxes brought in $1,613,- 
497,000, while the remainder of the 
total excise return came from a 
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wide spread of the levy over many 
so-called luxury items. 
| Administration officials figure 
| this*year will bring in a total excise 
return of about $10.8 billion, 
cluding approximately $1.5 billion 
to be set aside in a special trust 
fund for highway construction. 

* * * 


| German Steel Loan 


1. Export-Import Bank last 
week reported signing a loan 
agreement for $10 million with 
August Thyssen-Huette A, G., lead- 


| 


in- | 


| Yount, on various problems, partic- 
| ularly in the field of research and 


| bases. 





| 


development. 

In Europe, panel members will 
see the Army’s semi-trailer relay 
operations, patterned after prac- 


tices widely used by commercial | 


trucking companies. The semi- 
trailer operation was first set up 
in France in 1952 and is regarded 
by U. S. officials as a significant 
factor in bringing economy versa- 
tility and speed to Army trucking 
operations. 

In August the five civilian ad- 
visors made a flying trip to Arctic 
To date the panel has sub- 
mitted more than 25 specific rec- 
ommendations, most of which have 
been adopted by the Army. 


* * * 


ing German steel producer, to en-| Johnson Named 


|}able that company to acquire in 
| the U. S. new equipment needed to 
|make it once more Europe’s most 
modern steel works. 

| At the same time the Bank of 
| Japan was issued a $60 million 
| eredit to finance purchase of 

approximately 400,000 bales of U. 

S. cotton. 

The loan to August Thyssen- 
| Huette is the first long-term indus- 
|trial loan ever extended by the 
| Export-Import Bank to a private 
| German industrial concern. Japan 
previously has borrowed $260 mil- 
lion in five similar cotton loans 


from the U. S. since 1951. 
7 * * 


Cost of Living 

BSERVING that “a great deal 

of propaganda” is being leveled 
at the recent rise in the cost of 
living, with demands for a Congres- 
| sional investigation, the U.S. 
Chamber of Commerce said in its 
latest Washington Report: “But 
none of it points out that the 
wages of factory employees have 
been increasing at a faster rate 
than living costs.” 

Then it points out: 

In the three years ended this 
| July, the consumers’ price index 
rose 2.5 percent as compared with a 
climb of 19.4 percent in the weekly 
wage of the average factory em- 
ployee. 

The increase for the price index 
| was from 114.7 to 117 and for the 
| factory employee’s pay from 

$65.84 to $78.60. 

Between July, 1955, and this July 
|the price index rose from 114.7 to 
|117, which amounts to an increase 
of 2 percent. Bur, in the same 
period, the average factory em- 
| ployee’s weekly wage climbed from 
$76.36 to $78.60. That figures out 
to an increase of 2.9 percent. 

If you make an adjustment for 
the price changes and personal 
taxes, you'll still come up with a 
net gain in the employees’ pay 
during the last year. 

| The increase figures out to 08 
percent for an employee with no 
dependents and 0.5 percent for an 
employee with a wife and two chil- 
dren. 


But, said the publication, it takes | 


more than a comparison with 
wages to put the cost of living in 
| perspective. In the last three years, 
|the index has climbed from 114.7 
|to 117. In the three-year period 
|after World War II, it rose from 
769 to 1028 and in 1950-52, it 
|climbed from 102.8 to 113.5. 
“Thus, it looks as if the propa- 
|} ganda implication that we are ex- 
' periencing an unsurpassed inflation 
jis pretty excessive,” said the bul- 
letin in conclusion. 
” = * 


Auto Men Visit Europe 


AN ARMY Transportation Corps 
civilian advisory panel left 
Washington last week to make a 
|tour of military truck relay opera- 
tions in France and Germany. Lt. 
|Col. Donald Jenkins, attached to 
the office of the chief of Army 
| transportation, headed the delega- 
tion. 

Civilian members of the group 
are: John H, King, representing 
the Auto Manufacturers Assn.; 
John B. Hulse, managing direc- 
tor, Truck-Trailer Manufacturers 
Assn.; Lewis C. Kibbee, chief, 
automotive engineering section, 
American Trucking Assns.; Clark 
Hungerford, president, St. Louis- 
San Francisco Railway Co., and 
James K. Knudson, former De- 
fense Transportation Administra- 
| tor. 
| The civilian panel was formed in 
1954 to advise the chief of Army 
| transportation, Maj. Gen, Paul F. 











(CHARLES F. Honeywell, admin- | 
|lic relations director, Ohio Oil Co., | 


istrator, Business and Defense 
Services Administration, last week 
announced addition of 54 more 


Okla. FBI Conducts 


Auto-Theft Forums 

OKLAHOMA CITY. — The FBI 
is conducting a series of auto-theft 
conferences throughout the state 
for law enforcement personnel. 

The conferences will be operated 
on a forum basis and are aimed at 
increasing coordination among the 
various enforcement agencies, 
according to D. A. Bryce, special 
agent in charge of the Oklahoma 
City FBI office. 
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members of the National Defense 
Executive Reserve. 


Among the latest batch of 
executive reservists are Edwin 
Anderson, International Har- 
vester; Coleman Darnell, Marlin- 
Rockwell; 
eral Tire & Rubber Co., and 
Courtney Johnson, Studebaker- 
Packard. 


The BDSA unit now totals 149 
members. The reservists are not 
Government employes, but business 





Leonard Ervin, Gen- | 


| 
| 
| 






Large Families 
Called Better 
Auto Prospects 


NEW YORK. — Households com- 


|posed of three or more people are 


| 


considerably better prospects for 
automobiles than are one-or-two- 
people households, according to a 


men who agree to accept certain | Study conducted by Alfred Politz 


responsibilities for the 


Federal | Research, Inc., sponsored by Look 


Government in event of emergency | magazine. 


j}and to perform limited services in 


peacetime. 


Hauser to Head 
Oil Industry Unit 


| whereas car ownership 


CHICAGO, — M. S. Hauser, pub- | 


Findlay, O., has been elected 1957 
national chairman of the Oil In- 
dustry Information Committee. He 


| succeeds Richard Rollins, secretary, 


Atlantic Refining Co., Philadelphia. 


Vice-chairmen elected are Kerryn 
King, Texas Co.. New York; Dwight 


|M. Hills, Sinclair Refining Co., At- 


lanta; James M. Patterson, Stand- 


|ard Oil Co. (Ind.), Chicago; Joe T. 


Dickerson, Shell Pipe Line Corp., | 


Houston, and G. Stewart Brown, 
Standard Oil Co. of California, San 
Francisco. 

John S. Cooke, American Petro- 
leum Institute, New York, was re- 
elected secretary. 


The study shows that as of Feb- 
ruary, 1956, only 57.8 percent of the 


one-or-two-person households in the 


U. S. owned at least one car, 
in house- 
holds composed of three or more 
people was more than 80 percent. 
The survey also shows that the 
larger the family the better the 
chances are for multiple-car owner- 
ship. Of the 19,150,000 U. S. house- 
holds composed of one or two 
people, only 6 percent own two or 
more cars, but 19.5 percent of the 
10,250,000 U. S. families composed of 
five or more people own at least 
two cars, while 13.3 percent of the 
19,100,000 three-or-four-person 
households own two or more cars. 
The survey shows that 13,150,000 
(or 27.1 percent of all U. S. house- 
holds have no car at all, and only 
5,700,000 households (or 11.7 per- 
cent so far have been sold on 


owning more than one car. 
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It’s the Pullman vac that brings ’em back!” 


Bring ’em back! Make that one time customer 
a regular with those “little extras” . . . like 
“Pullmanizing” his car before you return it. A 
vacuum cleaned interior makes a man feel like 
you’ve done an all round good job of servicing. 


And the satisfied service customer is your 
best prospect for a trade-in sale, too. Progressive 
automotive merchants everywhere are increasing 
their sales in all departments with the help of 
the Pullman Vacmobile. Keep your customers 
headed. to your door by providing that “little 
extra” that counts so much. 


MAIL THIS COUPON TODAY 
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Rush me your free kit showing me how 
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OWN A GASOLINE STATION, T00? 
Write for FREE Booklet: “How 
to Sell More Oil, Oil Filters, 
Lubrication and TBA Items in 
Your Service Station.” 
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(Continued from Page 12) 


We Packard salesmen sold the 
Packard, not terms, discounts. We 
made money; our dealers did. We 
were pushed out for youth and in- 
experience. The outcome is obvious. 
I feel very sad.—Roy Brooks, At- 
lanta. a 
= 


A Race Driver Speaks 


After reading the article in AUTo- 
motive News about safe car laws, I| 
feel that my many years in the in- 
dustry and connection with auto) 
racing might be of assistance. 

In looking at the picture of the 
car that was rolled, it is easy to 
see that a race man or test driver 
could walk away but the chances 
of the average driver would be very} 
slim. 





There is not a reputable race | 
driver who would drive a con- | 
vertible or hardtop without roll | 
bars, safety belt and helmet. 
Even if every car is equipped 

with safety belt (and I believe this| 
should be done) there will be plenty 
of people who will not fasten them- 
selves, but the trend to more glass| 
for greater visibility, is a natural | 
weakening of the top structure so} 
roll bars built in by the manufac- 
turer would prevent passengers| 
from being crushed. 

How much carbon monoxide has) 
to do with accidents should be in- 
vestigated. In recent years the muf- 
fler and tail pipe replacement busi- 
ness has grown out of proportion to 
other parts business and it is my 
opinion that this is caused by the 
additives in fuel. 

Another suggestion for passenger 
safety which I know is most effec- 
tive is to have the spare tire 
mounted between the front wheel 
and front seat. There were many of 
the older cars that had this and) 
today’s cars could have the tire 
recessed in the fender and act as a 
bumper where a car is side swiped. 

A great deal of blame for acci- 
dent should be placed on roads 
which are too narrow even for 
slow travel. 

At 30 m.p.h. a car travels 44 feet 
per second. The National Safety 
Council states that the average 
driver has a reflex of three-quarters 
of a second. so at 30 m.p.h. the car! 
will travel 33 feet before driver re- 
flex starts to operate. Add to this 
the time consumed for brakes to 
become effective and it is a won- 
der why we do not have more acci- 
dent. Head on and side swiping) 
would be minimized if opposite 
traffic lanes were further apart and 
each lane was wider. 

I know of many two-lane state | 
highways that have less than 20 
feet of pavement. A number of 
deaths have happened on a high- 
way which passes my home and 
at some points is less than 16 feet 
8 inches wide. 

Until driver license examinations 
are made on actual ability we will) 
continue to have accidents. Did you | 
ever have a driver tell you that he| 
was not a competent driver? Un-)| 
less licenses and renewals are is-| 
sued only to those who could pass a 
test machine with moving picture} 





(there are such machines in use) 
we will continue to have incom- 
petent and unsafe drivers on the 
roads. 

Many accidents happen when 
children and others release brakes 
and/or move transmission control 








is doing maximum governor speed 
(as the law limits), there is no rea- 
son for the other car to pass. 

After the 51 years that I have 
been connected with driving, I be- 
lieve that various forms of safety 
are much neglected.—E. F. Cuas- 
KEL, Florence, Ind. 

: » » -s 


Cool, Anyone? 


Somehow, I think, there should | 


be an automotive ending to the fol- 
lowing story: 

Long ago in an obscure foreign 
country there stood an evil forest. 
It was rumored that the devil 
lurked in the forest and seized the 
soul of persons who were forced to 


| walk alone through the forest. 


One night, a peasant walked/| 
| alone in the forest. 


“Why should the devil bother 


|me?” he thought to himself as he 


walked slowly along. “I’m a good 
man. In all my life I have offended 
neither God nor man. If the devil 
bothers me, there is no justice.” 
And a voice behind him said, 
“There isn’t.”—Puzzuep. 
* * * 


|Any Ad Collectors? 


I am a collector of advertising 
matter relative to passenger cars 
and I wouid appreciate any of your 
readers getting in touch with me 
that would be able to get me exam- 


| ples of brochures, photos and cata- 
logs relative to cars made previous | 
;}to the war, or the lesser known | 
makes and models of the postwar} 


period. 

I would be glad to make compen- 
sation for any handling and mailing 
costs. 

May I at the same time extend an 
invitation to any of your readers 
that share this interesting pastime 
to write me with the idea of trad- 
ing our surplus material.—Howarp 
R. Moon, Box 638, New Canaan, 


Conn. 
= = > 


‘Country-Boy’ Views 

A few comments on the automo- 
bile business: 

I am a country boy, came up the 


hard way, and have been connected | 


with this business for 31 years—20 


|years with one dealer here in the 


— 


hills of Tennessee where the horse 
trader’s name originated, 

I went through the depres:ion, 
didn’t know from day to day :f I 
would have a job next mor) ing. 
When you had to beg, plead, -oax 
and persuade to make a used-car 
trade with a tiny bit of difference 
involved. When you had to sit and 
listen to the farmers’ troub!es— 
pests, drought, low prices, old Rat- 
tler’s sweet music when he had Mr, 
opossum at bay—take a chew of his 
tobacco, even if it was home spun, 
and discuss his turnip patch. 

Nowadays, Mr. Executive has 
| coffee-break troubles, union threats 
and various other troubles. 

In the depression, days were 
gloomy and blue, not all sunshine 
as any automobile man will attest 
who was trying to make a living 
out of it. It has always had its ups 
and downs, feast and famine. 

There is not much wrong with 
this business today that hard work, 
constructive leadership, a fair com- 
pensation plan, a mutual under- 
standing between dealer and sales- 
|man won’t straighten out. It is still 
| by far the best business on earth, 
if the dealer will be fair to the 
salesman and vice versa. 


I never lost sight of the fact the 
dealer takes lots of risks and head- 
aches to make it possible for me to 
|feed my family, I am a strict be- 
liever in dealer loyalty and coopera- 
tion. If the present salesmen would 
adhere to some old-time slogans, 
there would be less resentment. 

Remember these: “There is no 
substitute for quality, salesmanship 
and hard work.” “Plan your work 
and work your plan.” “We can sell 
them if we see them first.” “Sug- 
gest, then sell,” “The more we tell, 
the more we sell.” “Inducement 
spiced with a smile will work won- 
ders.” “There is no easy road to 
success.” “Any cur can jump a rab- 
bit; it takes a thoroughbred to hun 
him in a hole. “Less fritter, fratter 
and fret.” “Always be determined to 
go forward with your plans. Never 
alter them with every whim or wish 
of an ill-advised wind.” 

Never forget the children. A lit- 
tle chewing gum and a stroke of 
the golden curls will reach a tender 
spot in mother’s heart and open 
dad’s bill fold. Always believe you 
are working for the best dealer in 
the business. Drive home quality, 
selling features, dealer good will 
and service. Follow up every pros- 
pect, never take no for an answer. 
As far as I am concerned, all com- 
petition is cruel—TeNNeESsSEE SALes- 
MAN. 








N. Y. Mandatory Inspections 


ALBANY. — The state has an- 
nounced that it will start compul- 
sory safety inspections of motor 
vehicles next February. 

They will be, officials said, 
staggered over a 10-month period 


Judge Criticizes 
Truck Makers for 
Noisy Mufflers 


MILWAUKEE, — Judge Frank E.| 


Gregorski has criticized what he 
called a “public be damned” attitude 
on the part of truck manufacturers. 

The judge fined Elben Bodendor- 


from parking or reverse, causing fer $25 on a violation of the city’s 


the car to roll forward or back- 
ward. If the manufacturer would 
have the ignition lock also lock the 
transmission in parking or reverse 
and ignition lock would not oper- 
ate in off position until transmis- 
sion control was in such parking 
position, runaway cars would be 
eliminated. 

Practically every state requires 
directional signals, so this should 
be standard equipment. 

It should also be standard 
equipment for every car to have 
automatic dimmer switch actu- 
ated by the approaching car and 
no license be issued unless the 
car has all the safety features. 

It seems that the manufacturers 
do not know that there have been 
governors manufactured that are 
accurate and do not control the 
r.p.m. of engine except from the 
vehicle speed. If the vehicle ahead 


antinoise ordinance in spit of testi- 
mony which showed he was driving 
@ new crane truck with a new 
muffler. 

The judge said truckers should 
“pressure” truck makers for better 
mufflers. Albert Houghton, attorney 
for Bodendorfer, said the truck 
maker had done everything to stay 
within the legal sound limit. 

This aroused the judge. He said 
he had been “extremely patient” on 
muffler cases. He added that Boden- 
dorfer and other truckers could 
blame the “public-be-damned” atti- 
tude of the manufacturers. 

“The interest and health of the 
public is much more important than 
the efficiency of an engine,” the 
judge said. “People are up in arms 
because these noisy trucks are... 
disturbing.” 


To Begin in February 


to avoid congestion before the 
Jan. 1, 1958, deadline. 

The law requires annual inspec- 
tion of all cars and trucks more 
than four years old and all used 
cars when sold, regardless of age. 

Vehicles failing to win approval, 
signified by a windshield sticker, 
will be barred from the highways, 
| officials said, unless they can be 
put in shape within ten days. 

Joseph P. Kelly, motor vehicle 
commissioner, indicated that fees 
probably would run about $1.25 
| for each passenger car. 
| Application forms for licensing 
| have been mailed to private ga- 
rages and repair shops. By Febru- 
ary, from 6,000 to 8,000 are expected 
to be licensed to conduct the in- 
spections. Licenses will cost $25 
per year. 








* x * 


| Police to Demonstrate 


Car Inspections in N.Y. 


ALBANY. — The State Motor 
Vehicle Bureau will begin a series 
of clinics throughout the state on 
the new compulsory automobile 
safety-inspection law. 

Commissioner Joseph P. Kelly 
said the clinics would be held to 
acquaint applicants for inspection- 
station licenses with procedures un- 
der the 1956 statute. A team.of State 
Police and vehicle: bureau repre- 
sentatives will demonstrate actual 
car inspections. 


Davis Elected Mayor 
CHARLOTTESVILLE, Va. — R. 
M. Davis, automobile dealer of this 
city, has been elected mayor of 
Charlottesville. 
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Pians Revealed at?’ 57 Press 


Preview ... 





Studebaker Maps Dealer Setup 


(Continued from Page 2) 
jarly in the area of parts and serv- 
jee warranty” Churchill said, and 
wiil be designed to aid the dealer. 


* * * 


HE remaining five points of the 
dealer program, as outlined by 
the new S-P president, are: 

1, Immediate dualing of existing 
dealers to handle Studebaker and 
Packard franchises when feasible to 
open up new market price areas 
and profit potential for dealers. 

(This was mentioned the previ- 
ous week in New York. Churchill 
then said, in answer to a question, | 
that a 100 percent dual dealer body 
was “practically unattainable.”) 

2. Redirection of advertis- 
ing and sales promotion to place 
primary emphasis on campaigns 
which are tailored to local dealer 
programs. 

3. Preparation of the most ex- 
tensive new-model introduction 
marketing program in Studebaker 
history for November and Decem- 
ber. 

4. A substantial improvement in 
efficiency in gearing production to 
dealer orders. 


* x * 


ARL K. REVELLE, general sales 

manager of S-P, said that the 
consolidation of the field sales force 
had been $5 percent completed and 
that by the end of the month the 
names of the personnel of the new 
organization would be announced. 

This move earlier was listed as} 
part of S-P’s cost reduction plan 
designed to place the company in a 
profit position by the end of 1957. 
Churchill also disclosed that a 
supercharger would be standard 
equipment on the 1957 Golden 
Hawk and that Studebaker will 
bring the “non-slip safety differ- 
ential” into the low-priced field as 
optional equipment. 

The S-P president again 
outlined the “new look in 
Studebaker-Packard operations 
designed to bring the company 


Oldsmobile Dealers 
See °57 Cars in 


Chicago Tomorrow 


CHICAGO. Oldsmobile’s sec- 
ond showing of its 1957 models to 
dealers will open here tomorrow 
(Sept. 18) for four days. 

The first dealers to see the new 
line were from the east in New 
York last week. Other showings 
will be held in Detroit, Sept. 26-28; 
Atlanta, Oct. 3-4; Houston, Oct. 9- 
10; and Pasadena, Calif., Oct. 15-17. 
Employes at Lansing will view the 
new autos from Oct. 23-30. 


Montreal Tourney 


Attracts 200 


MONTREAL, — Almost 200 mem- 
bers of the Montreal Automobile 
Trade Assn. have participated in 
the association’s annual golf tour-| 
nament at the Lachute Country 
Club. 

Ken Ward won the trophy for 
the lowest score with a 77 and M. A. 
Sirois had the lowest net score. 
J. P. Liboiron won the MATA 
trophy. Glen Harmon, a former 
National Hockey League player 
and now an auto salesman, was 
among the leaders. 

Members of the tournament com- 
mittee were Roger Langlois, Roger 
Picard, Bon Everson, Rene Wil- 
hemy, Russ Newell, Gerry Clark, 
W. H. Robitaille) Raymond Lague 
and Wilfred Page. 


Minnesota Dealers 
Invite Monroney 


ST. PAUL, — Senator A. S. Mike 
Monroney will discuss the O’Ma- 
honey “good-faith” law and the 
future of his own auto marketing 
practices bill at the 37th convention 
of the Minnesota Automobile 
Dealers Assn. 

The two-day convention opens 
today (Sept. 17) at the St. Paul | 
Hotel here. 

Other speakers will include Carl | 


into a profit-earning position by 
the end of 1957. 

William Ogden, president, Local 
5, UAW-CIO, said he was 100 per- 
cent in accord with Churchill’s aims 
and pledged union cooperation in 
carrying out the program. 

Churchill said that the firm had 
financial resources of $50 million 
“fully adequate” to carry out the 
program which, he said, includes 
tooling for the 1958 line of Stude- 
bakers and Packards. 

The dealer development program, 
Churchill said, will be completed 
within 60 days. 

* * . 

TUDEBAKER and Packard 

dealers, Churchill said, are in a 
good cleanup position. He viewed 
the 1957 market as “directly con- 
tributing to the corporation’s come- 


| back.” 


He said the dealers will be in 
the best position they have been 
in since 1950 to take advantage of 
what he called “a market which 
should total 6.5 million passenger 
car sales.” 

Churchill said the firm will sched- 
ule about 25 percent of the 1957 
production — which starts today 
(Sept. 17) — to the Hawk sports- 
ear line. S-P also will introduce, 
he said, a new four-door station 
wagon as well as “sharply restyled” 
sedans, 

Another significant trend, 
Churchill said, was S-P’s move 
into the heavier-duty field of 
trucks in 1957 for the first time. 

Touching upon the cleanup, 
Churchill said that S-P dealers 
were in the best shape they had 
been in many years at this time. 

“The 1956 Studebakers,” he said, 
“are almost gone. Packard dealers 
should be in the same position in 
January (the target for public in- 
troduction of the new models.) 

= = * 


HURCHILL said that Stude 


“best selection of cars” at public 
introduction that has been possible 
for five years. 


ket—what he calls an “orderly ris- 
ing market”—which will bring an 
eight-million car year without forc- 
ing by 1959. 

“There is a place for a small 
company in this industry,” he said, 
“there is a realistic opportunity to 
compete on our own terms and 
make a profit.” 

However, Churchill made it 
clear that the “road ahead is 

neither clear nor straight.” He 
feels, he said, that S-P can attain 
a “growing position in a grow- 
ing industry.” 

In answer to a question, Churchill 


|said that the proxy statements in 


connection with a stockholders 
meeting on the agreement with 
Curtiss-Wright Corp. would be sent 


Montgomery Motors Sold 


Montgomery Motors (DeSoto- 
Plymouth), Montgomery, Minn., 
has been sold by Stanley Krocak 
to Marvin and Alvin Wondra. 
The new owners formerly were 
associated with Zoff Chevrolet 
Co., Montgomery. 


Somer 





E. Fribley, NADA president, and 
Heartsill Wilson, assistant to the | 
Sales vice-president of Plymouth. 


Dales Sims, right, of Dales Sims, Inc. 


baker dealers will have the) 


He sees a new pattern auto mar- | 


out in the near future. The meet- 


ing, presumably, would be held 
shortly after the statements go out. 

A question regarding a price in- 
crease was answered by Churchill 
in this manner: “We will be com- 
petitive.” 

In this regard, the thinking 
among S-P officials is that there 
will be a price increase of about 
$50 to $60 per car. This, they 
say, is inevitable because of the 
steel price hike. 

One point of the new S-P pro- 
gram that provoked considerable 
interest here last week and in New 
York the week before was Church- 
ill’s mention of diversification. 

In New York, the S-P president 
said, with emphasis, that this “di- 
versification” would not be ex- 
pected to support the auto end of 
the business which he said was 
planned to be standing on its own 
feet by the end of 1957. 

Last week, in answer to a ques- 
tion, Churchill said that S-P had 
no specific products in mind when 
it spoke of diversification but that 
the firm was “looking into the pos- 
sibilities of several products.” 





— Two-tone color 
in 1957 General 


DETROIT. 
combinations 


Harley J. Earl, GM styling vice- 
president, said last week. 

He predicted that the new com- 
binations will “delight two-tone 
fans and will also win the favor 


Car Called Faulty; 
Dealer, GM Sued 


RAVENNA, O. Edward and 
Melba Senior have filed a $4,194.13 
damage suit against General Mo- 
tors and auto dealer George Gifford. 
They claim the 1956 car they bought 
from Gifford was defective. 





| start properly, had a defective en- 
|gine that used oil excessively, had 
|a defective flywheel housing, leaked 
|}around the windshield, had poorly 
| operating windows and improperly 
|applied paint on the hood and top 
| of the car. 


Fair-Trade Injunction 


Won by duPont in Ohio 


WILMINGTON, Del., — Bargain 
Fair, of Mentor, O., near Cleveland, 
has been permanently enjoyed from 
selling DuPont “Zerone” and 
“Zerex” antifreezes below fair trade 
prices by Judge W. S. Slocum, of 
the Lake County (O.) Court of 
Common Pleas. 


The action against Bargain Fair 
was instituted by E. I. duPont de 
| Nemours & Co, in line with its 
| Policy of maintaining fair trade 
prices on its antifreeze products, 
according to T. A. Parriott, sales 
manager for duPont anti-freeze. 


ica A 


0p “ANTON UNION SCHOOL DIST. 66 





Canton [(Ill.) School Gets Dodge Bus— 


(Dodge-Plymouth), Canton, Ill., delivers a 


Dodge school! bus to Alvin Feits, principal, Canton High School. It is the first Dodge 


bus ever sold to the Canton school board. 





‘More Subtle’ 2-Tones Due 


GM to Use ‘Softer, Richer’ Colors on °57s, 
' Styling Chief Reveals 


Motors cars will be “more subtle,” | 


The Seniors allege the car didn’t) 
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Antifreeze Campaign— 


This cartoon, showing the rush and 
confusion caused by Johnny-come-lately 
car owners when they find the first winter 
freeze has caught them unprepared, will 
get a big play this fall when Dow 
Chemical Co. launches its antifreeze cam- 
paign. The nationally syndicated phrase, 
“Famous Last Words,” will be featured 
on TV, in posters, ads, handouts and 
stuffers. The cartoon is only part of 
Dow's nationwide promotion of thorough 
cooling system care. 





have insisted on a single-color 
car.” 

“Many of our new two-tones will 
feature two shades of the same 
color,” Earl said. “Others will use 
a thin accent stripe to apply the 
contrasting color or else imbed it 
directly in a recessed portion of 


| the trim moulding.” 
of many motorists who until now | 


Earl said that all 1957 GM colors 
will be “softer, richer and more 
pleasing to the eye.” This is due to 
new developments in paint pig- 
ments, a new-type lacquer and 
plans for wider use of metallic 
paints, he said. 


Earl said GM would again offer) 


a wide range of colors—from 17 to 
20 different paints for each of its 
five car divisions. 


“We're glad everybody doesn’t | 


like the same color because it 
would be tremendously restric- 
tive to the stylist,” he said. “You 
can make a good argument for 
any color, ranging from the 
safety advantages of a light car 
in both daylight and night to 
choosing a black car to show off 
the new bright-colored women’s 
fashions.” 


Although each GM division car-| 
ries over a few colors such as black | 


or a particularly good shade of red 


for a second year, most auto colors | 
are changed considerably with each | 


model year, Earl said. 

In this, stylists use the unique 
color selector board in the styling 
building at the GM technical Cen- 
ter, which has 4,000 color chips of 
every hue and intensity. 


Business Forums 
To Be Staged for 


Indiana Dealers 


INDIANAPOLIS, — A series of 
five business management confer- 
ences will be held the first week in 
October by the Automobile Dealers’ 
Assn. of Indiana, Inc. 


Herman Schaefer, executive vice- 
president of the association, said, 
“Believing that there will be some 
tranquility in manufacturer-dealer 
relations, it is our firm conviction 
that we can, at the moment, best 
aid our dealers by educating them 
on some little-known facts about 
their business.” 


The first conference will be held | 


Oct. 1 in Michigan City. Others 
will be Oct, 2 in Huntington, Oct. 
3 in Madison, Oct. 4 in Indianapolis 
and Oct. 5 in Princeton. The con- 
ferences are open to members and 
nonmembers alike, Schaefer said. 
Speakers at the conferences will 
be Paul Abel, association presi- 
dent; Stanley Pressler, auto dealer 


and professor of accounting at In- | 


diana University; Elson G. Sims, 
past-president of the association, 
and Kenneth C. Kent, dealer- 
member. 


Police Lauded 
For Safety Job 


8 City Departments, 
2 States Are Cited 


CHICAGO. — Safe-driving rec- 
ords of police motor vehicle fleets 
were highlited at the 63rd 
Annual Conference of the Inter- 
national Assn. of Chiefs of Police, 
held here last week. 

The association announced the 
winners of the 1955-56 Police 
Fleet Safety Contest, sponsored 
by the IACP and the National 
Safety Council as divisions of the 
National Fleet Safety Contest. 

Plaques were awarded to eight 

municipal police departments and 
two state highway patrols for out- 
standing fleet safety records. In 
addition to the plaque winners, 15 
municipal fleets were awarded cer- 
tificates for no-accident perform- 
ances. 

One hundred and sixty-five police 
fleets participated in the contest. 
They traveled 359,686,000 miles and 
had 5,359 reportable accidents, for 
a rate of 1.5 per 100,000 vehicle 
miles. 

Winning fleets in each of the 
| several categories were: 

MUNICIPAL POLICE—(Group 
1) Austin, Tex., Shreveport, La., 
and Peoria, Ill, (Group 2) River- 
| side, Calif., and Oak Ridge, Tenn. 

State Porice — Nebraska Safety 
Patrol and California Highway 
Patrol. 
| Two-WHEELED Mororcycies—Cali- 
| fornia Highway Patrol. 

THREE-WHEELED MOTORCYCLES 
California Highway Patrol. 

Sma. Fieets — Greenville, S. C.; 
Arcadia, Calif., and Greensboro, 
N. C. 

Perrect Certiricate WINNERS 
| Greensboro, N. C.; Mamaroneck, 
N. Y.; Wilmette, Ill; Ossining, N. 
Y.; Saginaw, Mich.; Bridgeport, 
Conn.; Riverside, Calif.; Ann Arbor, 
Mich.; Springfield, O.; South Gate, 
Calif.; Stamford, Conn.; Marion, O.; 
Lincoln Park, Mich., and Freeport, 
N. Y. 


Plymouth Reveals 
Winners in Its 


$100,000 Jackpot 


DETROIT.—Plymouth last week 
announced that L. G. McDowall, 
| Gainsville, Fla, was the $50,000 
winner in its $100,000 Solid Gold 
License Plate Jackpot. Plymouth 
said more than a million persons 
entered. 
| L, J. Hoomey, Los Angeles, won 
$10,000 and Angelo Jaconetti, 
Colusa, Calif., won $5,000, Plymouth 
said. There was one prize of $1,000; 
two of $500; 40 of $200; 100 of $100, 
j}and 300 prizes of $50 each. 
| To compete, car owners were 
| required to visit a Plymouth dealer, 
produce proof of car ownership, 
register the license number and 
|complete the official entry blank. 

The contest was staged, Plym- 
outh said, to familiarize car owners 
| with push-button driving. It was 
sponsored on behalf of its dealers, 
Plymouth said. 


U.S. Postal Snag 
Looms in Ohio 


For Chain Deals 


CINCINNATI. — Purchasers of 
new cars under the customer- 
referral plan, often called the 
“chain bird-dog” plan, have been 
warned by the Better Business 
Bureau here to check with postal 
authorities before sending dealer 
sales materials through the mails. 

George C. Young, BBB president, 
said he had been advised that the 
postoffice would refuse to accept 
such mailings unless given con- 
trary orders by Washington. 

A postal ruling on one type of 
local auto sales promotion said: 
“This plan is regarded as an end- 
less chain scheme, operation of 
which conflicts with the postal lot- 
tery and fraud laws.” 

The plan in effect induces the 
auto buyer to act as a salesman. 
|The buyer is offered a commission 
if he can persuade another person 
to buy an auto from the same 
dealer. 
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in the Works... 





How ’57 Plymouths Were Born 


(Continued from Page 6) 


thinking” but they bore little re- 
semblance to the ’57 car finally 
produced, 


Early in 1954 the Plymouth divi- 
sion stylists and the stylists of the 
other Chrysler Corp. divisions were 
brought into the conferences at 
Central Styling. The corporation 
people were still making the de- 
cisions but an effort was made to 
“plant the seeds for the basic con- 
cepts of the Series K.” 


* * * 


HORTLY later the Plymouth 
styling studio began developing 
the distinguishing Plymouth fea- 
tures. A staff of 24 mans this studio 
and the clay room. 

During this period the work of 
the Plymouth stylists was regularly 
reviewed by Virgil M. Exner, cor- 
poration director of styling, and 
staff. As the work progressed, these 
reviews increased in frequency until 
they became daily affairs. However, 
the stylists of the various divisions 
were kept completely apart. 

Scales said the objectives of 
this close supervision is to in- 
sure that the divisions don’t dupli- 
cate each other too much, to in- 
sure that they don’t override each 
other’s boundaries (for example, 
the Plymouth shouldn’t have im- 
provements the Chrysler hasn’t) 
and to make sure that the plan- 
ning isn’t getting too costly. 
Shortly after the basic require- 

ments were laid down by the cor- 
poration officials, the corporation 
chassis design people actively en- 
tered the picture, although they 
“had been toying around with their 
problems” for some time previously. 

The chassis people were respon- 
sible for developing the remainder 
of the car—the engine, the frame, 
the front-end suspension, the trans- 
mission, the tires and the rear-end 
assembly. 

* * 

CALES asserted that the de- 

mands upon the chassis people 

were particularly rough because of 
the basic requirements that the 
new car be lower and still maintain 
the same ground clearance. 

He said there was an obvious 
need for a new front suspension 
and at this point the new torsion- 
bar front end was introduced. 

There was, he declared, some new 
thinking about the car frame, and 
a shallower, but more rigid frame 
was designed by the chassis depart- 
ment, The new frame design was 
then turned over to the several 
manufacturers who make them for 
Plymouth. 

Newton added that more of the 
frame’s job (to hold the car rigid) 
is being done by the bodies now- 
adays and that the bodies con- 
sequently have become much 
stronger. 

He said this is so because of 
the need for greater safety and 
because the body with its depth is 
potentially capable of bearing a 
greater share of the frame’s job. 

In late 1954 and early 1955 the 
Pace in styling stepped up tremen- 
dously in preparation for a critical 
juncture—the review in April, 1955, 
of the first full-size clay models of 
all the divisions’ cars by the Cor- 
poration Central Product Planning 


2 * 
Injection 
(Continued from Page 4) 
tion, these increases could be car- 
ried much further and appreciable 
gains made in fuel economy as 

well,” they said. 

In this connection, the engineers 
noted that fuel injection offers 
economies and a reduction in un- 
desirable exhaust odors during de- 
celeration. 

Another advantage, not related 
to power or economy but impor- 





tant nonetheless to the car manu- 
facturer, is the possibility of 
saving space under the hood. 
With a fuel injector instead of a 
carburetor, the hood line on cars 
can be made much lower, it was 
said. 

Marvel-Schebler’s experience in 
the fuel injection field dates back 
to the early 1930s when it manu- 
factured aircraft engine injectors 
for the Government and engaged 
in experimental work on similar 
units for autos, trucks, and com- 
mercial planes. 





Committee, headed by L. L, Colbert, 
corporation president. 

The clay models were purposely 
made from a neutral-colored earth 
so that the conclusions of the 
executives would be reached by 
their minds rather than their emo- 
tions. 

* * = 

OR this critical meeting, the 

Plymouth stylists presented two 
full-size clay models of the Series 
K. One was a two-door hardtop and 
the other consisted of half a four- 
door sedan and half a two-door 
sedan. 

Scales explained that if everyone 
has done his job adequately, there 
is little need for radical changes 
following this major meeting. How- 
ever, the Plymouth people did 
change the Series K’s chrome trim 
and they did rework the grill at 
about this time. 

Every aspect—particularly the 
cost—was reviewed at this cor- 
poration meeting. A close check 
was given to the total tooling cost 
of each division as well as the 
unit cost of each car. 

Every effort was made at this| 


helpful in working out the exterior 
trim, one of the last elements to be 
designed. Imitation trim is made by 
extruding clay from a mold and 
wrapping it in tin foil, Any num- 
ber of designs can be tried. 

An important milestone in the 
gestation of the Series K was 
reached last November when the 
“release drawing” date for most of 
the car’s components occurred. 
However, a large portion of the 
work had already been started, 

* z = 

N THE fall of 1955, the last major 

step in the development of the 
Series K began with the construc- 
tion of the first sheet metal 1957 
ears. These are eight hand-made 
models which the central engineer- | 
ing department used for extensive | 
testing at the Chrysler Proving} 
Grounds. 

Scales said that these cars greatly | 
resembled the production-line cars | 
except for considerable leading 
where the sheet metal stampings 
did not fit perfectly. 

In a major innovation this year, 
the Plymouth division assembled 





time to meet the per-unit “target | 
cost,” which is the piece cost plus 
the tooling costs divided by the 
“standard volume’’—the anticipated | 
sales volume which will produce a! 
certain profit. 

Scales said that during all this 
period the Plymouth styling and | 
product planning departments were | 
carefully watching the general| 
trend of the cars in the industry to| 
“make sure we were not too far off 
base.” 

For example, the Plymouth people 
carefully observed the development 
of tail fins on other cars which 
were preparing the public for the 
much larger fins of the Series K. 

= « = 


JPOMEDIATELY after gaining cor- 
poration approval, the full ma- 
chinery of the division began mov- 
ing into high gear on the following 
fronts: 

1. The surface lines of the clay 
models were transferred to tem- 
plates for use by the tool and die 
makers. 

2. The chassis department began 
moving ahead because the engi- 
neers knew exactly what kind of a 
car they must furnish with under- 
pinning. 

3. An interior “seat buck” was 
built complete with seats, up- 
holstery, driving gear and instru- 
ment panel so that a clear idea 
could be gotten regarding what 
the car will be like from the in- 
side and what it will be like to 
drive. 

4. The chassis group concerned 
with the car’s power plant secured 
the car’s approximate weight, 
figured the likely wind resistance 
and was informed of the perform- 
ance level expected. From this in- 
formation, the engineers worked 
backward and came up with the en- 
gine that was required and then 
they decided what transmission was 
needed. 

5. Paints were reviewed. 

6. Body hardware was prepared, 

Soon after the Plymouth pur- 
chasing department entered the pic- 
ture and began asking for bids for 
the various components from ven- 
dors in and outside the company. 

* * = 


[== the Chrysler Corp. divi- 
sionalization program, each 
division is expected to show a profit. 
If they are able to show a greater 
profit by outside purchases, they’re 
expected to buy outside. 

One of the newest and most im- 
portant steps after the clay-model 
showing was the construction of 
a full-size and colored fiberglass 
model. The fiberglass car was first 
used on the 1955 models and proved 
enormously worthwhile. It per- 
forms the functions of the wood 
models formerly used. 

Scales said the advantage of the 
fiberglass model, which is made by 
taking plaster casts from the clay 
model, is that they can be moved 
outside and colored, giving a much 
truer impression of the final car. 

Declaring that the fiberglass 
models are extremely easy to 
work with, he said that if a new 
fender is desired, the old one is 
merely cut off and a new fender 
is molded and glued in position. 
The fiberglass unit is especially 


eight exact prototype cars early 
last summer for use by the manu- 
facturing, advertising and other 
departments. 

The bodies for these cars were 
made by the Automotive Body Divi- 
sion from the preliminary die 
models. 

Scales commented that new op- 
tions, accessories and power as-| 
sists were introduced at many} 
points along the way. 

While he wouldn't mention any | 
new options, he noted that Plym- 
outh had seriously considered and | 
then turned down a powered vent- | 
wing window on the Series K. 

“On the other hand,” he con- 
tinued, “we adopted the Hi-Fi rec- 
ord player at a very late date last | 
year because of its a 
value in a year when we did not 
make a major change.” 

. * > 


“Tf F.HEORETICALLY,” Scales said, 

we were through with the ‘57 
model last spring, but changes will 
continue to be made in the car up 
to the last minute to improve the 
product, to utilize material on hand 
or to cut costs.” 

Commenting on their functions in 
the product planning department, 
Scales and Newton made these 
points: 

1. Plymouth is now on a two-year 
cycle, meaning that there will be 
an almost completely new car every 
year. 

2. Competition among the auto 
stylists is “pretty vicious,” and is 
growing more so. 

3. Although the public pays less 
for the low-priced cars, it also 
demands more in the way of head 
room, ease of handling and many 
other features. 

4. The trends to lowness and spa- 
ciousness will probably continue. 


S.C. Assn. Stages 
12 District Parleys 
On °57 Program 


COLUMBUS, S. C. — The South 
Carolina Automobile Dealers Assn. 
is conducting 12 district meetings 
throughout the state this month as 
part of a unified movement toward 
certain legislative and business 
objectives. 

The meetings, which began last 
week in Florence, Conway and 
Walterboro, are so scheduled that 
every dealer in the state will have 
a chance to attend. 

Other meeting sites are Charles- 
ton, Greenville, Anderson, Rock 
Hill, Columbia, Spartanburg, Sum- 
ter, Orangeburg and Aiken. 

Association officers, headed by 
President W. E. Hancock jr., 
Columbia, will attend each meeting 
to explain the group’s proposed 
programs for the coming year, 

Other members of the party are 
J. W. Pickens, Orangeburg, state 
NADA director; Earle Holley jr., 
Aiken, vice-president; Robert F. 
Pulliam, Columbia, secretary- 
treasurer; Ella W. Ford, Columbia, 
executive secretary; Olyn C. Crouch 
jr., Columbia, general counsel, and 
W. T. Rose, Union, immediate past 
president. 


‘$17 Billion Year | 


| 


| 


DeSoto Anniversary for Rousseau— 


Albert W. Rousseau, second from left, of Rousseau Bros., Fort Wayne, Ind., receives 
J. B. Wagstaff, De- 
Soto sales vice-president, makes the presentation at the Detroit factory as Rousseau's 
sons, from left, Dick and Ed, and Jim Kolts, Detroit region merchandising manager, 


silver platter commemorating his 25th yea 


look on. 


r as a DeSoto dealer. 





Monroney Sees Good 1957 ; 
Slaps 1955 as ‘Blitz Year’ 


(Continued from Page 3) 


results of reforms initiated by his| uling of production, the 1957 models 


subcommittee, Senator Monroney 
said. Of this, $280 million was on 
phantom freight charges alone and| 
over $300 million on servicing costs. | 
The latter savings will be returned | 
by the factories this year to the 
dealers, Monroney said. 

The speaker also said that dealers 
seem strongly agreed that if, 
through economies and wise sched- | 





| 





For New Cars | 


Seen by Wolfram | 


NEW YORK. — New-car buyers) sorb higher prices on improved 1956 


next year will spend more than $17 
billion, J. F. Wolfram, Oldsmobile 
general manager, 
told dealers from 
12 eastern states 
last week. 
Oldsmobile, he 
added, should cap- | 
ture a larger! 
share of the 1957 | 
market. 
Wolfram ex-| 
plained that the! 
auto business is 
in an ever-ex-, 
panding market) 
in which nearly three million new | 
drivers’ licenses are issued an- 
nually. | 
He told the dealers emphatically | 
that the most important person in 
the world to them is John Q. Pub- 
lic—the potential customer. “This 
VIP (Very Important Person) 
must be completely satisfied if the 
product is to be sold,” Wolfram 
continued. “And, since the middle- 
income bracket has greatly in- 
creased in recent years, more John 
Q. Publics have become potential 
customers for our quality product.” 
Wolfram urged the dealer group 
to use effective salesmanship in 
merchandising their products 
rather than stressing price alone. 
He said the 1957 Oldsmobile would 
be introduced in early November. 
“We are continuing to build 1956 
Oldsmobiles through September,” 
he said. “In fact, our rate of retail 
sales is increasing. In August our 
dealers delivered 35,351 cars, com- 
pared to 34,591 in July. Oldsmobile 
dealers’ stocks of new cars are con- 
tinuing to decline, with a net sup- 
ply of only 25 days.” 





4. F. Wolfram 


$250,000 Atlanta Terminal 


Built by Hoover Express 


ATLANTA. — Hoover Motor Ex- 
press Co. has opened its new $250,- 
000 truck terminal here. 

According to Cabell Cornish, 
Nashville, general manager, the 
new facilities include a truck dock 
300 feet long and 80 feet deep which 
has a 15-foot roof overhang. The 
area allows for spotting of 68 trail- 
ers at the same time. Henry Lill is 
manager of Hoover’s Atlanta opera- 
tions. 


could be priced on the 1956 scale, 
that such a move would greatly in- 
crease sales. 

He expressed the belief that if 
the predicted $50 to $75 per car 
increase could be absorbed on 
volume production dealers and 
factories would both profit in the 
long run from increased sales. 


Senator Monroney was introduced 
by Senator Frederick G. Payne, 
Maine Republican. 


Carl E, Fribley, NADA president, 
said that any increased manufac- 
turing costs of 1957 automobiles 
should be absorbed by the manu- 
facturers. The dealers were unable 
and the public was unwilling to ab- 


models, he added. 

Gov. Edmund S. Muskie extended 
the welcome in behalf of the State. 
Past President George H. Davis was 
toastmaster. 

At the election of officers Elias 
A. Joseph, Waterville, was named 
as president to succeed Dewey 
Couri, Portland. 

Other officers are W. Hazen 
Jewett, Lewiston, first vice- 
president; Charles H, McIninich, 
Bangor, second vice-president; 
William V. Hood, Auburn, man- 
ager, and Carl L Gowell, Lewis- 
ton, treasurer. 

New directors are C. Everett 
Leighton, Portland; Harold A. Car- 
man, Farmington; Donald W. Mac- 
Leod, Bar Harbor, and John E. Bar- 
rett, Biddeford. It was announced 
that the association now has 280 
paid-up members, the highest in 
its history. 


Virginia Dealers 
Pick Speakers for 
October Parley 


RICHMOND, Va.—Factory-dealer 
relations, sound management prac- 
tices and highway safety will be 
the main topics considered at the 
13th convention of the Automotive 
Trade Assn. of Virginia. The meet- 
ing will be held Oct. 14-16 at the 
John Marshall Hotel here. 

Frederick J. Bell, NADA execu- 
tive vice-president, will discuss the 
factory-dealer issue, and Elson G. 
Sims, Vincennes, Ind., will discuss 
sound management. 

Exploring the latter subject 
further will be a panel which will 
include A. A. Lally, Stokes Tax 
Control. New York; Edward A. 
Sahli, Beaver Falls (Pa.) auto 
dealer, and Paul Lauritzen, Vir- 
ginia’s NADA director. 

Fred Smith, Cincinnati business 
management consultant, also will 
discuss this topic. Highway safety 
will be taken up at the final meet- 
ing by Dr. Fletcher Woodward, 
Charlottesville, Va. He is chairman 
of the American Medical Assn.’s 
committee on automotive crash in- 
juries and deaths. 
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large drum rather than a road- 
way. 

In the Cornell tests, such factors 
as load, side force and angle can 
be varied during the test run. Pre- 
cision instruments on the dyna- 
mometer automatically measure the 
tire’s performance. 

Road tests up to 60 miles an 
hour are possible. The machine can 
handle tires up to 30 inches in 
diameter, can apply a maximum 
vertical load of 3,000 pounds and 
can hold the tire at various angles 
to the road surface. 

Electrical signals are noted on a 
battery of gauges during the test 
and are recorded on an oscillo- 
graph. This record is processed 
and put into a projection machine 
where data is read off, The re- 
sult is thousands of punched 
ecards to be fed into a computing 
machine which produces printed 
tabulations of the forces and 
moments. 





According to Engineers William | 


Close and Albert G. Fonda, writing 
in Research Trends, a laboratory 


publication, the tabulations then | 


are plotted against true steering | 


angle. Correction is made when 
necessary and an engineer checks 
the plotted results for validity. 

In the last year Close and Fonda 


Curtice Departs 
On European 


Business Tour 


DETROIT. — Harlow H. Curtice, 
president of General Motors, left 
last Friday (Sept. 14) on his annual 

business trip to 


visit GM installa- 
tions in France, 
Switzerland, Ger- 
many, Belgium, 
and England. 
Curtice will 
confer with gov- 
ernment officials, 





GM executives 
and dealers, He 


plans to visit both the Paris and 


H. H. Curtice 


London automobile shows during) 


his four-week visit. 

He also will inspect progress of 
the expansion programs for GM 
operations in Europe which he an- 
nounced during his European trips 
in 1954 and 1955. A $200 million pro- 
gram announced in 1954 was in- 
creased last year with a $4%4-million 
project in France. 

In Curtice’s party will be Carl H. 
Kindl, vice-president in charge of 
overseas and Canadian group; E. C. 
Riley, general manager of the over- 
seas operations division; E. S. Hog- 
lund, assistant general manager of 
the overseas operations division; 
Charles A. Chayne, engineering 
vice-president; Harley J. Earl, styl- 
ing staff vice-president; Anthony 
G. De Lorenzo, director of GM pub- 
lic relations, and G. P. Harrington, 
assistant regional executive of the 
overseas operations division. 


DeSoto to Hold 
Sales Meetings 
In 4 Zone Cities 


DETROIT. — DeSoto executives 
will conduct four zone sales meet- 
ings this month with key field sales 
Personnel to outline sales and ad- 
vertising-promotion plans for 1957 
models. 

James L. Wichert, advertising di- 
rector, and Robert G. Mahler, sales 
promotion manager, leave here next 
week to conduct the conferences in 
four zone cities. 

Wichert will hold all-day meetings 
at Cincinnati, Sept. 20, assisted by 
David R. Crandall jr., central zone 
manager, and at Philadelphia, Sept. 
24, aided by H. L. Shuster, Eastern 
zone manager. 

Mahler holds his sessions at Chi- 
cago, Sept. 20, assisted by R. G. 
Roth, Midwest zone manager, and 
San Francisco, Sept. 24, assisted by 
David H. Copeland, Western zone 
manager, Los Angeles. 


European busi-| 
ness leaders and) 


said, data tests have been made for 
Dunlop, Firestone, Goodrich and 
General Motors. 

Tire research of the type under- 
way at the Cornell laboratory could 
have many important results, ac- 
cording to Close and Fonda. 

If tire performance limits could 
be raised, they say, airplanes 
could take off and land faster, 
maneuver more rapidly on air- 


ports and operate better from 
carriers. 
Also, cars would handle more 


easily and ride better with less 
danger of skidding, and trucks 
could cruise faster and more safely 
and not jackknife so easily in emer- 
gencies. 


Ferguson 


DETROIT. — A protest by Harry 
Ferguson to what he calls a “mis- 
representation of the facts” re- 


garding his experimental automo- | 


bile, has been received by AvrTo- 


MOTIVE News in a letter from the} 


| tractor genius. 


Europe and will) 





Ferguson referred specifically 
to articles appearing in Automo- 
tive News describing his experi- 
mental vehicle and detailing 
reported lawsuits involving auto- 
motive patents and patent rights. 

Ferguson denied the report that 
his chassis would cost more. 

“The actual facts are that, with 


its immense possibilities of sales, | 


it will cost less,” Ferguson said. 
In commenting on the report that 


Ferguson was involved in a lawsuit | 


regarding automotive patents held 


in the name of Fred W. Dixon, a} 
prewar auto racer, Ferguson said: | 
“There is not a word of truth) 


in that statement. And there is not 


| one invention of Mr. Dixon’s in the 


chassis, because they were worth- 
less.” 

Dixon was appointed technical 
director of Ferguson’s research firm 
in 1950, but quit two years later. 

Ferguson, in his letter, con- 
tinued: “. . . I must say it is al- 
together in the interests of your 
people, and certainly in the in- 
terests of your press, that no 
more of your motor companies 
should go out of business. 

“Competition is truly the life of 


trade and people of the world can | 


only best be served by good, clean, 
honest competition. 

“The work upon which my 
friends and I have been engaged 
for more years than I care to 


Arkansas Dealers 
Pick Monroney 
As Keynoter 


LITTLE ROCK. — The Arkansas 
Automobile Dealers Assn. will hear 
U. S. Senator A. S. Mike Monroney 
as the keynote speaker of its con- 
vention here Sept. 27-29. 

Monroney, who headed a Senate 
subcommittee to investigate the 
nation’s automobile manufacturers 
and subsequently introduced a bill 
to prohibit coercion of dealers by 
manufacturers, will speak on infor- 
mation obtained in that investiga- 
tion. 

Also on the program are Bob 
Somerville, assistant to the presi- 
dent of Chrysler Corp.; Walter 
Cooper, Fort Collins (Colo.) Chev- 
rolet dealer and secretary of the 
NADA public relations committee, 
and Birkett Williams, Cleveland 
(O.) Ford dealer and secretary of 
NADA. 

A luncheon for women attending 
the convention will be held Friday 
noon, with Lucille Critz, of Critz 
Chevrolet Co., North Little Rock, 
as chairman. 

Two banquet sessions will be held, 
in addition to a delegate luncheon 
on Friday. About 350 dealers are 
expected to attend. 

Most of the group will attend a 
Southwest Conference football 
game between the University of 
Arkansas and Oklahoma A. & M. on 
Saturday evening. 
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Oldsmobiles Participate in County Fair— 


Oldsmobile dealers in Pittsburgh area took an active part in the Allegheny 


(Pa.) County Fair by furnishing 47 Oldsmobile courtesy cars. 
lined up at Pittsburgh's South Park during ceremonies opening the fair. 


Sets Record Straight 


count, is of such a nature that it 
will very definitely help some of 
those fine old names in the automo- 
tive industry in the U. S. to stay 
there, orevento start new 
names... .” 


“The facts are all there of what 
my 20 years of hard work did to 
revolutionize the tractor industry. 
No tractor manufacturer could now 
stay in business if he did not util- 
ize my early basic patents which 
have expired. 

Ferguson continued: “Our new 
automotive inventions are just 
as revolutionary as our tractor 
inventions, and our intention is 
that America and Britain shall 
work together for that progress 
in the automotive industry which 
is so urgently needed.” 


Ferguson enclosed a clipping of | 


an article which appeared under his 
name in the British journal The 
Autocar. In it, Ferguson set forth 
what apparently is his automotive 
philosophy. 

He said, in part, “A continuation 
of the time-honored custom of add- 
ing frills to current models is just 


|not good enough. The new car 


must represent an outstanding ad- 
vance in all respects—comfort, per- 
formance, road holding, braking, 
steering, durability economy, and, 
above all, safety. 

“Greater traction, in its broadest 
sense, is the keynot of the car of 
tomorrow.... 

“Good traction is impossible with- 
out correct weight distribution, and 
some considerable march has al- 
ready been stolen upon our small 
car makers by their foreign rivals, 
who have not clung to the conven- 
tional front position of the engine. 
All the same, I do not advocate 
rear engines in any general way... 

“I cannot believe that there 
exists any competent engineer 
who really thinks that the prin- 
ciple of making a motor vehicle 
with the engine and transmission 
weight at one end and the drive 
at the other is today sound en- 
gineering ... 

“There has been too much con- 
tentment that all has been well 
with our designs. .. .It was so easy 
to bring last year’s model up to 

date with a new-look front _... 

“IT can now say that we in the 
Ferguson organization have finally 
solved the problem of how to make 
any motor vehicle, car or truck, 
safer than ever before, and with 
more traction than has ever been 
provided before. We have also 
achieved unusual comfort and all 
the other advantages needed, in- 
cluding light weight and low cost. 
Our recent inventions have com- 
pleted this work, and we are now 
engaged in finalizing the first pro- 
duction designs.” 

Ferguson has denied that 
adoption of the Ferguson inven- 
tions would involve tremendous 
cost in plant and tooling as well 
as cost of the extra mechanical 
devices incorporated. 

“In fact,” he said in a letter to 
The Sunday Times, “our design is 
fundamentally extremely simple 
and easy to make. 

“I am now satisfied, on the latest 
costings worked out with experts, 
that the small car in question could 








The cars are shown 


be produced at less cost than any 
existing model of the same size. 

“Moreover, its performance 
would totally eclipse that of any 
other car in all conditions. Most 
important, it would for the first 
time provide real safety, because 
it would always be completely 
under the driver’s control. 

“Such new plant as might be 
required would cost no more than 
that needed for any new model 
on conventional lines. 

“Where plant exists for making 
cars and trucks, that could be 
used.” 

After a demonstration, Autocar 


|} said that the Ferguson chassis 
| designs are 


less unconventional 
than it had been led to believe. 
The bodies at present are mockups 
for test purposes. 

As for chassis, Autocar said: 
“They represent a unique combi- 
nation of advanced chassis features, 
with some entirely new departures 
in layout, braking system, trans- 


|mission and drives; this result has 


been achieved with a clean and 
simple design, capable of quantity 
production for worldwide use. The 
same applies to the range of 
engines being developed.” 


British Maker Extends 
Warranty to Full Year 


LONDON.—British Motor Corp. 
has announced warranty changes 
under which it will accept re- 
sponsibility for defective mate- 
rials and workmanship for one 
year on passenger cars and ex- 
port trucks. 

Commercial vehicles sold in the 
home market are now covered 
by the year’s warranty, BMC said. 
The change will cover all retail 
sales since Aug. 1, 1956, the firm 
said. BMC’s line ‘ncludes Austin 
and Morris. 








New Aluminum Finish— 


“Spangle-Sheet," an attractive finish 
produced by a new finishing procedure, 
is said to have almost unlimited potential 
in decorative applications. It is based on 
inducing the growth of abnormally large 
grains in a special aluminum alloy. Indi- 
vidual grains are then made to stand out 
in relief by an acid etch. Action of the 


etch develops tiny mirror like facets on| Newport, Ore. 


oO. H. Anderson, 


83 


Chevrolet Appoints 
3 Regional Chiefs 


In Field Expansion 


DETROIT. — Appointments of 
three regional managers and their 


-| assistants in the expansion of 


Chevrolet whole- 
sale forces were 
announced last 
week by W. E. 
Fish, general sales 
manager. 

Named to the 
top posts were F. 
E. Byers, who be- 
comes manager of 
Southeast region 
in Atlanta; A, W. 
Strang, manager a 
of the new Rocky F, E, Byers 
Mountain region in Denver, and J. 
D. Thompson, manager of the new 
Mideast region in Cincinnati. 

Assistant managers include R. J. 

Sawyer, Southeast; T. C. Naquin, 
| Rocky Mountain, and J. V. Boland, 
| Mideast. ‘ 
Byers was assistant regional 
|manager in Atlanta before his 
|transfer to Detroit two years ago 
}as head of the metropolitan city 
|department. His return to Atlanta 
| is the latest move in a company 
| career that began in Pittsburgh in 
1933. 

Strang, a veteran of 33 years with 
the company, joined Chevrolet in 
Portland, Ore., as a service repre- 
sentative. He was made assistant 











J. D. Thompson A. W, Strang 
manager of the Pacific Coast region 
in 1950. R, M. Cash, former zone 
manager in Los Angeles, will suc- 
ceed Strang as assistant regional 
manager in Oakland. 

Thompson comes to Cincinnati 
from regional manager at Atlanta. 
His career with Chevrolet began 
in Louisville as a sales representa- 
tive, 

Sawyer, who will assist Byers in 
Atlanta, comes to his new post 
from Jacksonville, where he was 
zone manager. 

Naquin has managed Chevrolet’s 
sales administration department in 
Detroit for the past two years. He 
previously served Chevrolet in Den- 
ver as assistant manager and zone 
manager. 

Boland, who has been most 
recently city manager of New York, 
has been with Chevrolet 21 years. 


Ford to Display 
Award-Winning 
Craft Projects 


DEARBORN. — Eighty exhibits 
of handicraft which won top na- 
tional awards in the Ford Motor 
Co.’s 10th annual Industrial Arts 
Awards and Student Craftsman’s 
Fair program will be on public dis- 
play in the Ford Rotunda in Dear- 
born, Sept. 17-24. 

Among the exhibits will be the 
31 which took Outstanding Achieve- 
ment Awards —highest honors in 
the competition. This year for the 
first time, one project took two top 
awards, one for outstanding 
achievement and one for ingenuity. 

Thirty of the winners from 15 
states, along with their instructors, 
will be guests of Ford for a three- 
day holiday in Dearborn, Sept. 
27-29. 

Approximately 20,000 projects 
were judged in the 41 regional elim- 
ination contests, ‘and some 20,000 
more were examined and judged by 
industrial arts instructors in areas 
which have no regular regional 
contest. Some 5,000 entries reached 
the finals and were judged in Dear- 
born by a panel of 32 industrial 
educators and craft experts. 


Anderson Buys Havre 


formerly of 
has purchased 








each grain. The product, developed by|Havre Motors (Chrysler-Plym- 
Aluminum Co. of America, Pittsburgh, is| outh), Havre, Mont., from Bernard 


in the experimental 
available commercially. 
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is not}and John Good. No personnel 
ichanges are contemplated. 
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vs same period 1954. Source: Media Records. 


Represented 
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The Houston Post gained 
4,648,402 lines of advertising, 
making a grand total of 
31,538,022 lines in 1955. 
This was the largest gain 
in Houston — 9th largest in 
the Nation! In 1955, 

The Post showed highest 
gains in all six major 
advertising categories: Retail, 
General, Automotive, 
Financial, Classified, Legal. 
There is one basic reason 

for this accentuated swing to 
The Post — superior results! 


*Source: Media Records 
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U.S. Economic Health: Tip-Top 


WASHINGTON. — Four symp- 
toms currently augur well for the | 
state of the nation’s economic 
health. 

A steady rate of personal income, 
record high employment, a rise in 
retail sales and plans for fourth- 
quarter boosts in business spending 
combine to indicate a robust out- 
look. 

The U. S. Department of Com- | 
merce reported last week that 
personal income in July was at 
an annual rate of $324.5 billion 
despite the steel strike. 


Losses incurred due to the strike, | 
the department’s Office of Business 
Economics said, were largely offset 
by increases in other income com- 
ponents. 

The annual rate of personal in- 
come in the previous month was 
$324.9 billion and in July a year} 
ago it was $309.2 billion, 

For the first seven months of this 
year, the annual rate was $320.9 
billion, compared with $300.8 billion 
in the first seven months of 1955 
and $306.1 billion for the full year 
of 1955. 

A sharp seasonal pickup in 
manufacturing and other non- 

farm activities offset an agri- 
cultural lull to carry employment 
to a record high in August, the 
U. S. Department of Labor and 





Merger Actions 
Taken by Firms 
In U.S.,Canada_ | 


Corporate merger developments 
reported last week are as follows: 


Ross-Gemmer 


John E. Jarrell, President of Ross 
Gear and Tool Co., Inc., Lafayette, | 
Ind., announces that the merger of 
Gemmer Mfg. Co., Detroit, into 
Ross Gear has been completed, and | 
that the Gemmer plant will be 
operated as a division of Ross Gear. 

William A. Blume has been 
elected a vice-president of Ross 
Gear and will be the general man- 
ager of the Gemmer division. E. 
Douglas Graham is vice-president 
and assistant general manager of 
Gemmer. | 

C. F. Hammond jr. has been ap-| 
pointed as chief engineer, develop- 
ment section, of the combined com- 


|estimated 2.2 million, 


\Of Idling Device 


| Newhouse Automotive Industries, 


| Angeles. 


Department of Commerce an- 

nounced in a joint report. 

The August total of 66.8 million 
civilian jobholders, the departments 


said, compared with 66.7 million in 


July and 66.5 million in June. 
Total unemployment declined by 
600,000 during the month to an 
the report 
said. 
Hours of work in manufacturing 
rose in August to an average of 40.3 


FTC Order Limits 
Claims of Makers 


WASHINGTON, — The Federal 
Trade Commission has approved 
an order which prohibits the 
makers of “Gane Air Flow Needle,” 
an idling pin for use in automobile 


carburetors, from misrepresenting | 


the value of the device in reduc- 
ing gasoline consumption and im- 
proving engine performance. 

The order noted that the device 
also is marketed under the name 
“Gane Air Jet Needle.” 

Respondents in the action are 
Gane Economy Club, Inc, San 
Gabriel, Calif.. and its predecessor 
corporation, Octa-Gane, Inc., and 


the partnership of Ernest J, New- 
house and Don Forrester, Los 


hours, while average hourly and 
weekly earnings were at record 
highs of $1.98 and $79.79, respec- 
tively. 

In retail sales, a preliminary 
report from the Department of 
Commerce showed, the August 
total was $16.3 billion, compared 
with $15.5 billion in July and $15.6 
billion in August, 1955. 

The final July report showed a 
volume of $49.7 billion in total 
manufacturing and trade sales, 
This was a drop of $5.3 billion from 
June but approximated sales dur- 
ing July of 1955. 

The department also reported 
that total business inventories 
amounted to $85 billion July 31, 
compared with the year-earlier fig- 
ure of $78.2 billion. 

In the first eight months of 1956, 
retail sales topped $123 billion, com- 
pared with $119 billion in the 1955 
period. 

According to a joint report by 
the Department of Commerce 
and the Securities and Exchange 
Commission, business firms plan 
to make fourth-quarter outlays in 
plant and equipment at the 
annual rate of $38 billion. The 
third-quarter rate was estimated 
at $36.3 billion. 

If current programs are fulfilled, 
the report said, the total spending 
for the year will amount to $35.3 
billion, compared with a previous 
record $28.7 billion spent in 1955. 








The order, which has been agreed 
to by the respondents, prohibits 
claims that the product will cause 


|engines to start quicker or easier, 


result in faster pickup, prevent 
formation of carbon deposits or 
stalling, prevent oil from being 
diluted by unburned fuel or provide 
the proper gas and air mixture. 


The report said the lower rate 


|of spending in the third quarter 


probably reflected the five-week 
steel strike. 


Army Visualizes 
‘Motor City’ as 


The order also forbids claims, |" Missile City’ 


without proper qualification, that | 


the product will reduce gasoline | 
consumption, increase mileage per 
unit of gasoline, produce smoother 
or better idling, prevent an over-| 
rich mixture of gasoline from 
entering the engine or improve the 
gas and air ratio. 


Glass Executive | 
Joins Ford Board 


DEARBORN.—Harold Boeschen- | 





panies. Peter Lilicy has been 
elected assistant secretary of Ross 
Gear and controller of Gemmer. 

= > + 
J. I. Case-American Tractor 


The boards of directors of J. I. 
Case Co., Racine, Wis., and Ameri- 
can Tractor Corp., Churubusco (Ft. 
Wayne), Ind., have approved plans} 
for a merger that would give Case| 
an entry into the construction and 
roadbuilding fields with a line of 
crawler tractors and earthmoving | 
equipment. 

The proposed merger will be sub- | 
mitted to stockholders of both com-| 
panies. 

American Tractor is one of the 
six full-line producers of crawler 
tractors and equipment in this 
coufitry. It started manufacturing 
in 1950 in the medium-size crawler 
tractor field. 

* > * 
Exide-Willard 

Exide Batteries of Canada, Ltd., 
and Willard Storage Battery of 
Canada, Ltd., have merged and are 
operating as Electric Storage Bat- 
tery Co. (Canada), Ltd. Both are 
subsidiaries of Electric Storage 
Battery Co., Philadelphia. The new 
firm will have three divisions— 
Exide Automotive, Exide Industrial 
and Willard Industrial. 

* J 





American Brake-Denison 


American Brake Shoe Co. an- 
nounced that Denison Engineering 
Co., a wholly owned subsidiary 
since June, 1955, has become a 
division of the company. 

A manufacturer of hydraulic 
presses, hydraulic pumps, motors 
and automatic controls for aircraft 
and industrial uses, Denison oper- 
ates two plants, one in Columbus 
and one in Delaware, O. An addi- 
tion to the Columbus plant is now 
being completed. 

W. C. Denison, founder of the 
business and a director of Ameri- 
can Brake Shoe, remains as presi- 
dent of the new division. 





| was a vice-president of Illinois and 
| general manager of Owens-Illinois} 


stein, president of Owens-Corning| 


Fiberglas Corp. and a prominent} 


figure in the glass | 
industry for more} 
than 30 years, has) 
been elected to 
the board of di- 
rectors of Ford 
Motor Co. 
Boeschen stein, 
who lives in Per- 
rysburg, O., is a 
director of Owens- 
Corning; Fiber- 
glas Canada, Ltd.; 
H. Boeschenstein’ National Distillers 
Products Corp.; International Pa- 
per Co.; Ohio Bell Telephone Co., 
and Dow Jones & Co., Inc. | 
He has been president and a| 
director of Owens-Corning since its 
formation in 1938. Prior to that he) 


Glass Co. 


Dealers Tell Me 


(Continued from Page 3) 


as economically as possible. We will 
replace only those parts which in 
our judgment need replacing. 
“We will road-test the car after 
the work is done and before we re- 


DETROIT. — Guided missiles 
worth $79 million will be built for 
|the Army in Detroit plants during 


|the current fiscal year, the com- 


mander of the Detroit Ordnance 
District said last week. 

Col. Edward D. Mohlere said $65 
million worth of Redstone and 
Jupiter missiles would be turned 
out by Chrysler Corp. and $14 mil- 
lion worth of Dart missiles and 
launching equipment would be built 
by Utica-Bend Corp., Curtiss- 
Wright subsidiary operating in the 
old Studebaker-Packard engine 
plant at Utica, Mich. 

In the last fiscal year, ended June 
30, Detroit plants built $40 million 
worth of missiles. 

“The Army is anxious for Detroit 
to be known as much for missiles 
as it is for automotive production,” 
Mohlere said. 


To Whose Credit? 


CHICAGO. — Worry about meet- 
ing monthly payments on a new car 
apparently resulted in the murder- 
suicide deaths of a family of three, 
witnesses told a Chicago coroner’s 
jury. 








j 





turn the car to you, if the nature of 
the work requires it. 

“We will endeavor to have your 
car ready on time. If the work 
takes longer than we estimate, 
we will advise you as far in ad- 
vance as possible. 

“We will provide you with an 
itemized bill showing exactly what 
work was done and exactly what 
it cost. We will gladly explain any 
item or items that are not clear to 
you.” 

Bill Mitchell and Orville Harrod, 
like most dealers, are optimistic. 
They are sure that better things 
are ahead for this industry. You 
simply can’t stop American people 
from buying cars and you can’t 
fool them all of the time. 
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British Record Breakers— 
Two British sports cars, a 


streamlined MG and the Austin-Healey, foreground, driven 


by two teams of drivers, set a combined total of 91 speed records at Bonneville Salt 


Flats, Utah. Drivers, from left, 


are Carroll Shelby, Dallas; Roy Jackson-Moore, Los 
Angeles, and Donald Healey, Warwick, England. 


In the background is the super- 


charged Austin-Healey in which Healey reached a certified speed of 203.06 m.p.h. 


West Virginia 


Tightens 


Credit-Insurance Laws 


CHARLESTON, W. Va.—Thomas 
J. Gillooly, State insurance com- 
missioner, has announced a new 
set of regulations governing the 
sale of life, accident and health 
insurance in connection with small 
loans and installment sales financ- 
ing in West Virginia. 

He emphasized that there is no 
reason to believe that sales of 
such insurance in the state have 
been abused seriously, but said 
the new rules are needed to pre- 
vent any abuses from becoming 
widespread. 

He observed that states with in- 
adequate small-loan laws have ex- 
perienced the most trouble with 
credit-insurance coverage. 


The West Virginia regulations | 


list the following new require- 
ments: 


1. If several borrowers are in- 
sured under the same policy, no 
single borrower’s insurance may ex- 
ceed the amount he owes, up to a 
$5,000 maximum. 

2. In the case of individual credit- 
insurance policies, the amount may 
exceed the amount owed by only $5. 

3. The period the policy is in 
effect must equal the time of the 
payments. 

4. Generally, the insurance period 
may not run 15 days beyond the 
payment period. It can be for a 
shorter period if both parties agree 
in writing. 

5. Premium rates for credit in- 
Surance must be filed with the 
commissioner. He must approve 





Monroe Auto 
Dedicates New 


Plant in Georgia 


HARTWELL, Ga.—Monroe Auto 
Equipment Co. last week dedicated 
its new shock-absorber manufac- 
turing plant here in Northeast 
Georgia. 

The guest list included Gov. Mar- 
vin Griffin; Lee Carter, mayor of 
Hartwell, and business and civic 
leaders of the area, B. D. McIntyre, 
president and general manager of 
Monroe, acted as official host. 

The 100,000-square-foot plant has 
a capacity of 7,500 shock absorbers 
per shift per day. Monroe said the 
Hartwell site was chosen to serve 
efficiently auto assembly plants lo- 
cated in the South as well as re- 
gional replacement outlets. 

Monroe, with three other plants 
in Monroe and Hillsdale, Mich., is 


One of the industry’s leading pro- 


ducers of shock absorbers. 


Eustis (Fla.) Dealers 
Name Igou President 


EUSTIS, Fla—R. G. Igou, Lake 
Motors (Dodge-Plymouth), has been 
elected president of the Eustis 
Automobile Dealers Assn. 

Other officers elected are Owen 


'Kreigsman, Eustis Motor Co. 


(Ford), vice-president, and Arthur 
Polk, Polk Buick Co., secretary- 
treasurer. 





any charges tacked onto the ap- 
proved rate. 

6. The insured must have received 
a policy, certificate or statement of 
the insurance. 


7. Only State-licensed agents 
may sell such policies or pay out 
dividends. However, some holders 
of group insurance are exempt 
from this rule provided they pass 
on any dividends to the person 
insured. 

8. A new regulation against mis- 
leading advertising covers ads for 
so-called “free” insurance if such 
coverage is made in connection 
with a loan on which interest is 
charged. 
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FRB Asks Questions ioe 


Jersey Dealers Get 
Credit-Curb Quiz 


NEWARK. — A questionnaire on 
consumer credit and installment 
sales has been sent to members of 
the New Jersey Automotive Trade 
Assn. by officers of the association. 

Members were told that replies 
would be collated and forwarded 
to the board of governors of the 
Federal Reserve System, which is 
polling dealer groups for their 
views on auto credit. 


The dealers were told that the| 


Federal Reserve survey is being 
made at the request of President 
Eisenhower. 


“No specific recommendations are 
to be made,” they were told, “rather 
the results will be presented simply 
as the views of the dealers in our 
industry.” 

After reviewing the terms of 
Regulation W, which expired May 
8, 1952, New Jersey dealers were 
asked the following questions: 

Consider if Regulation “W” had 
been in operation in 1955, what ef- 
fect it would have had on sales 
as to: 

(a) Volume, 

(b) Customer equity. 

(c) Dealer equity. 

(d) Protecting many pur- 
chasers from overextending their 
obligations. 

(e) Preventing “packed” fi- 
nance charges. 

(f) Preventing excessive allow- 
ance in order to meet required 
downpayment. 

Considering the present market 
and the prospective market for 
1957: 

1. Do you favor control of in- 
stallment sales? 


2. If answer is “Yes”— 





(a) Do you favor regulation 





GM’s Skinner Tells Challenge a 


Science Emphasis Urged 


HARTFORD, Conn. — Increased 
emphasis must be placed on science 
in the U. S. educational system if 
the standard of 
living is to be 
maintained and 
the “threat of ad- 
vancing Russian 
technology” is to 
be met, asserted 
S. E. Skinner, 
vice-president, ac- 
cessory group, 
General Motors 
Corp. 

“More than ever 
before the inquir- 
ing mind must be brought into 
play,” Skinner told executives and 
guests of GM’s New Departure di- 
vision at a dinner marking the 
50th anniversary of its ball bearing 
production. 

“Our fundamental challenge,” 
he said, “is to provide the man- 
power with the requisite equip- 
ment and training.” 

He said the population increase 
alone represents a challenge to 
education that must be met if a 
growing economy is to continue. 

“New products, new industries 
and new and better ways of doing 
things must be discovered tomor- 
row by the youth of today,” Skinner 
said. 

“It is hardly necessary to point 
out that, while might never makes 
right, strength is a necessary attri- 
bute of leadership in today’s world 
climate,” he said. 


“Right now the U. S. needs 
more engineers and scientists, 
and this need will increase rather 
than diminish in the years to 
come,” Skinner said. The pace of 
progress has been accelerating. 
The time lag between funda- 
mental discovery and its develop- 
ment into things useful for our 
daily living has been shrinking.” 
Where does the U. S. stand with 
respect to trained manpower as 
the need increases for specialized 
technology and fundamental scien- 
tific inquiry? 

“The picture is not a pleasant 





one,” he said. “It has been esti- 
mated that we need a yearly in- 
flux of 45,000 to 50,000 engineers 
and scientists. Currently our 
schools are graduating half as 
many, whereas in the Soviet Union 
more than that number go from 
the technical schools into state em- 
ployment each year.” 


DeSoto Salesmen 
Awarded Bonds in 


Demo-Ride Contest 


DETROIT.—DeSoto has awarded 
U. S. Savings Bonds ranging from 
$100 to $500 to 12 retail salesmen 
for having demonstrated cars to 
winning participants in its “Win- 
ning Ride” contest, according to 
James L. Wichert, director of ad- 
vertising and sales promotion. 

Top winner was John J, Mouliet, 


by Federal Government? 
(b) By State law? 

3. Do you believe that either Gov- 
ernment regulation or State law 
| would be administered and policed 
satisfactorily? 

4. In your opinion would bene- 
fits of a regulation controlling 

terms of installment credit be 
sufficient to offset interference 
with normal business operation? 

5. Should the provisions of any 
regulation follow the lines of Regu- 

lation W, or can you suggest some 
other approach that would be more 
acceptable? 

6. Do you object to Government 
interference with, or control of, 
natural competitive force in the 
economy? 


Infringement Suit 
Against Trico 


Resumes in Buffalo 


BUFFALO.—The patent infringe- 
ment suit against Trico Products 
Corp., filed in 1953 and argued and 
adjourned last June, has been re- 
sumed in Federal Court here. 

The suit was filed by Anderson 
Co. and Productive Inventions, Inc., 
both of Gary, Ind. It charges that 
Trico infringed upon a patent 
granted to Anderson and seeks an 
injunction restraining Trico from 
| making and selling flexible wipers 
for curved windshields. 

The suit has been termed a major 
battle in a struggle for control of 
the windshield wiper industry. 
| Trico, largest employer in Buffalo, 
generally is regarded as the largest 
manufacturer of factory-installed 
wipers, while Anderson is said to 
dominate the replacement market, 

Testimony in the suigf has in- 
cluded a statement that only one 
other company—Zaiger Corp., Lynn, 
Mass. — manufactures flexible 
wipers. 


Chicago BBB Receives 
106 Complaints in Month 


CHICAGO. — The Chicago Better 
Business Bureau received 106 com- 
plaints concerning automotive sales 
practices during July. 


Twenty of them charged bushing; 
18 mentioned questionable credit or 
deposit refund refused, and 12 
spoke of “ambiguous guarantees.” 
There also were 10 charges of pack- 
ing or padding finance charges and 
five of baiting. 

During the month the BBB 
checked 7,400 auto advertisements 
and made 115 shopping investiga- 
tions and 28 bait investigations. 
Twelve confusing advertising 
claims were revised and three cor- 
rections were published or broad- 








Dealers Preach Safety 


With Old-Car Bonfire 


POCATELLO, Id. — An old- 
car bonfire helped the nine mem- 
bers of the Pocatello New-Car 
Dealers Assn. give their neigh- 
bors a lesson in highway safety. 


The dealer association spon- 
sored the mass burning of 25 
jalopies. Newspaper advertise- 
ments invited Pocatello residents 
to witness the blaze and reminded 
them that old cars on the high- 
way are dangerous. 


Gas Dealers Back 
‘Equality’ Bill 


Also Vote to Aid 
Other Trade Groups 


DETROIT. — The National Con- 
gress of Petroleum Retailers has 
pledged to support the “equality of 
opportunity” bill sponsored by Sen- 
ator Estes Kefauver, Tennessee 
Democrat, and Rep. Wright Pat- 
man, Texas Democrat. 


The action was taken unani- 
mously in the 10th annual con- 
vention of the service station- 
owners. They also voted to con- 
tinue cooperation with other small 
business trade associations. 

This was aimed, the congress 
said, at preservation of the Robin- 
son-Patman Act. 


“We will continue to file com- 
plaints against price discrimination 
practices with the Federal Trade 
Commission and the Justice Depart- 
ment,” one resolution said. 

In a resolution on commission, 
consignee and company operated 
stations, the congress said that 
complaints also would be sent to 
the Justice Department with “re- 
quests for .. . divorcement actions 
against supplying (oil) companies 
which use such stations in “compe- 
tition with independent retailers to 
fix or control retail gasoline prices.” 


The congress urged that na- 
tional legislation prohibiting “in- 
tegrated suppliers” from compet- 
ing with their own retailers 
through use of commission, con- 
signee or company-operated sta- 
tions. 

Other resolutions concerned losses 
from gasoline shrinkage; TBA pres- 
sure; unfair practices in tire mar- 
keting; unfair competition by post 
exchanges and ships’ stores; trad- 
ing stamps; short-term and inequit- 
able leases; domination of lessees 
as to business methods; lease can- 
cellations and terminations; uneco- 
nomic overbuilding of stations; re- 
tailer-supplier relations; distributive 
education and service station man- 
agement training; trade practice 
conference application, and cooper- 
ation with the U. S. Congress and 
government agencies. 





Bishop Buys Building 
Bud Bishop, Crestline, O. has 


purchased the building formerly 
occupied by the Roy Biddle Pontiac 
dealership. Bishop will remodel the 
building for his Buick dealership. 


of Geo. Byers Sons, Inc., Cincin- 
nati. He received a $500 bond for 
having given the “demo” to the 
first-prize winner. The latter re- 
ceived a DeSoto Fireflite and a 
one-month, all-expense trip any- 
where in the world. 

Salesmen who demonstrated for 
the three second-place winners, 
who received Fireflites, got $250 
bonds. They were: Allen Winston, 
John Lubotsky Motor Sales, Inc., 
Milwaukee; George L. Sharron, 
Armory Garage, Inc., Albany, and 
Walter S. Daniels, Art Frost, Culver 
City, Calif. 

Winners of $100 bonds were: 
Ernest G. Bank, Roy E. Hardy, 
Inc., Saginaw, Mich.; Gail Henry, 
Rawling Motor Sales, Inc., Beaver 
Falls, Pa.; Clinton E, Wilson, 
Barker Motors, Inc., Eugene, Ore.; 
Ralph De Palma, Liccardi Motors, 
Inc., Plainfield, N. J.; Melvin F. 
Culbertson, Ed Hoffman Motors, 
Corpus Chirsti, Tex.; James Con- 
nell, Ryan & Harper, Inc., Red- 
wood City, Calif.; Claude E. Austin, 
Berwyn Motor Sales, Inc., Berwyn, 
Ill, and Homer E, Miller, Miller’s 
Garage, Millersburg, Pa. 
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Sets Hot-Rod Speed Record— 


This streamlined, tri-motored hot-rod reached 261.81 m.p.h. to set a one-way world's 
record for cars of its type at the National Speed Trials on the Salt Lake Flats at 
Bonneville, Utah. Shown are the car's builders, Bill Kenz, left, and Roy Leslie of 
Denver. Leslie drove the car in the record run. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 


Week 
Ended 
Sept. 15, 
1956 


AMERICAN MOTORS 1,960 


CHRYSLER CORP. .... 
Chrysler 


Plymouth 

FORD MOTOR ............ ; 
Continental ; 
CUD dsb dtiychescosceccivess ; 
Lincoln 
Mercury 

GENERAL MOTORS . 


3,553 
10 
1,102 
665 
1,776 
55,362 
9,047 
Cadillac .. 8,010 
Chevrolet. ...................... 30,900 
Oldsmobile 6,970 
Pontiac .... 5,435 
S-P CORP. . 
i vnsandsnneideiiees 
Studebaker 


Total Cars, U. S. 60,875 


*Revised. 


Same 
Week, 
1955** 


1,327 
359 
968 
ok 

6,967 

1,244 

1,132 

4,586 


36,511 
29,953 
848 


5,710 
74,805 


11,198 
2,238 


2,238 


121,848 


Jan. 1 Jan. 1 
To To 
Sept. 17, Sept. 15, 
1955** 1956 


125,422 71,368 
40,155 
85,267 

eK ##*2 848 

968,863 600,462 
125,761 79,435 
91,052 71,194 

estuniives vee 216,358 136,460 

5 . weve 535,692 313,373 

5,453 1,548,856 1,107,550 

21 a! 1,155 
1,102 1,221,825 885,196 
1,071 25,831 33,666 
3,259 301,200 187,533 

100,170 2,972,774 2,306,142 
16,440 592,004 418,750 

5,577 113,696 115,027 

56,072 1,353,501 1,192,819 

12,558 476,545 331,122 
9,523 437,028 248,424 

140,052 67,252 
53,128 13,289 
86,924 53,963 


Week 
Ended 
Sept. 8, 
1956* 


1,119 


Output, 
Sept., 
To Date 


3,079 
205 
566 


il 


406 
1,483 
44,808 
7,393 
2,567 
25,172 
5,588 
4,088 


47,827 108,702 5,762,647 4,152,774 


**Totals for 1955 include Kaiser-Willys production. 
***Included in Hudson and Nash totals prior to °57 model run. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 


Week 
Ended 
Sept. 15, 
1956 


5,900 
110 
60 
800 
5,620 
1,611 
2,575 
350 
5 


CHEVROLET . 
DIAMOND T ...... 
DIVCO 

DODGE 

FORD 

SL cebinnitaseeesmaeseeos 
INTERNATIONAL . 
STUDEBAKER. .............. 
WHITE . 

EE cies ctncidkinsehscscseee 
MISCELLANEOUS*** 


340 
1,300 
48 


Total Trucks, U. S....... 18,789 


Same 
Week, 
1955* 


7,839 
96 

81 
1,136 
7,796 
1,982 
140 
311 
103 
442 
410 
930 
49 


21,315 


dan. 1 
To 
Sept. 15, 
1956 


264,061 
3,659 
2,731 

63,200 
217,409 
66,151 
98,176 
13,508 
2,772 
10,921 
12,698 
42,849 
1,718 


Jan. 1 
To 
Sept. 17, 
1955* 


291,261 
3,863 
2,672 

73,521 
254,905 
74,320 
91,324 
10,467 
3,879 
13,385 
11,179 
51,763 
2,589 


Week 
Ended 
Sept. 8, 
1956* 


5,284 
80 
48 


Output, 
Sept., 
To Date 


11,184 
190 
108 
800 

9,110 
3,112 
4,563 
576 
127 


3,490 
1,501 

- 1,988 
226 

52 

281 
1,027 
36 


621 
2,327 
84 


32,802 


885,128 799,853 


14,013 








Total Cars, Trucks, 
MOE Sactsovas 


Total Cars, Trucks, 
Canada .. 
Grand Total, 
Cars and Trucks, 
U. S. and Canada.... 84,714 


. 79,664 


143,163 


2,870 


146,033 65,690 


61,840 


3,850 


8,900 370,324 351,828 


150,404 7,018,099 5,304,455 





*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 


Drive, Federal, etc. 


N.B.: All U. 8. totals include cars and trucks for military orders. 
*** Autocar and Sterling are included in White totals. 





Mack Buys Beck; Enters — 
Large Intercity Bus Field 


(Continued from Page 1) 


present general manager, continu- 
ing as manager of the new division. 
* x * 
IEETERSON said the transaction 
also includes acquisition of C. D. 
Beck Realty Co. and a large plot of 
land adjacent to the plant which is 
available for expansion. 

The purchase was Mack's second 
acquisition in the last five weeks. 
In August, the company revealed 
an agreement to take over Brock- 
way Motor Co., Inc., which also will 
be operated as a division. 

Observers viewed these moves 
as further evidence of Mack’s re- 
surgence under Peterson, who be- 
came president in January, 1955. 
Under his leadership, the com- 
pany’s sales and earnings have 
soared to alltime highs. 

Mack’s entry into the intercity 
bus business puts the company in a 
position to compete for the tre- 
mendous expansion in this area 
that is predicted .as the national 





highway program progresses. 
* * 7 

E of Mack’s first orders in the! 

new field reportedly will be) 

from Greyhound Corp. Arthur S. 

Genet, Greyhound president, was 

quoted last week as saying that his 





firm will give Mack a $750,000 order 


that ordinarily would have gone to 
GM. 

Greyhound is known to be dis- 
satisfied with recent purchases 
from GM. Late in July, the bus 
company announced that it plan- 
ned to file a multimillion dollar 
suit against GM, charging me- 
chanical defects in 570 of a fleet 
of 1,000 buses purchased from the 
corporation. 

The 25-year-old Beck company 
has specialized in the manufacture 
of big, long-distance buses, and 


| recently completed design and con- 


struction of a new line of such 
vehicles. 
* cs * 


| PETERSON said special Mack 


features and Mack components 
would be introduced into the Beck 
line wherever feasible, He also dis- 
closed that Mack is tooling a new 
manual-shift transmission for its 
intercity bus division. 


Mack has been building buses 
since 1900, but has concentrated on 


| vehicles for local transit needs. In 
|}recent months, the company has 


sold more than 900 such vehicles to 
transit systems in New York, Chi- 
cago, San Francisco and Boston. 

Peterson said Mack’s bus produc- 
tion this year is about 200 percent 
over 1955. 


19,614 | 


48,906 | on new models. 





Changeovers Reach Halfway Point .. . 


5 Millionth Unit of Year Due 


(Continued from Page 1) 


week, bringing its September total 
to 100,170. 
* a + 

OTH American Motors and Lin- 

coln showed production gains 
AMC scheduled 
1,960 cars, including an estimated 
1,490 Ramblers. Lincoln planned to 
add 665 units to its 1956 total, which 
reached 33,666, compared to 25,831 
for the same 1955 period. 


Mercury built an estimated 1,776) 
cars at its Wayne (Mich.) plant} 
last week, finishing off that plant's | 
*56-model work. The Mercury plants 
in Metuchen, N. J., St. Louis and 


Retailer Payments | 
Lagging, Chicago 


Survey Shows 


CHICAGO. A survey by the 
Chicago Assn. of Credit Men 
showed payments from retailers in 
the Chicago area were lagging be- 
hind those of manufacturers and 
wholesalers at the midyear point. 


The survey, made in cooperation 
with the Credit Research Founda- 
tion of the National Assn. of Credit 
Men, showed companies selling re- 
tail accounts reported payments of 
88 percent as of July 1, compared 
with 91.2 percent for. wholesalers 
and 90 percent for manufacturers. 

Average age of all types of ac- 
counts receivable was 29.9 days on 
July 1, compared with 30 days on 
Apr. 11. 

Another survey disclosed that in 
the week ended Aug. 16, commer- 
cial and industrial failures through- 
out the country rose to 289 from 
229 in the preceding week and were 
14 percent above 1939. 


Los Angeles were closed for the 
switchover. 

A Ford Motor Co. vice-presi- 
dent, John S, Bugas, announced 
that all employes affected by 
changeover layoffs would be re- 
called to work by Sept. 24. He 
gave a bright appraisal of auto- 
motive prospects, as follows: 


“We are extremely well satisfied | 


with the outlook for automobile 
sales in 1957 and for sales of Ford 
Motor Co. products in particular. 
We are adding to the work force 
in anticipation of an expanding 
market.” 

A GM spokesman said that it ex- 
pected to have all laid-off seniority 
workers back on the job by Christ- 


mas. 
* * * 


LTHOUGH GM divisions were 

reticent to disclose exact dates 
for suspending ’56 runs, it was dis- 
closed that several divisions had 
decided to delay buildouts from 
mid-month until the end of Sep- 
tember. 

This was occasioned, it was 
learned, by two factors: Strong 
consumer demand for cleanup ’56s 
and high materials backlogs for 
certain components. 

Truck production last week re- 
flected continued retail support 
for heavy-duty lines. Interna- 
tional ended up the week with 
its 1956 production totalling 98,- 
176, compared to 91,324 at this 
time last year. Mack was ahead, 
13,508 to 10.467, and White led, 
12,698 to 11,179. 

Dodge Truck worked half of last 
week and then halted work for 
model changeover. Studebaker re- 
mained idle for the same reason, 
with resumption of output due the 
first of the month. 

With Ford of Canada back in 
production after model changes, 


Obituaries 


O. D. Shook 

Id.—O. D. Shook, former 
president and director of the Lewiston 
Automobile Dealers Assn. and former direc- 
tor of the Idaho Automobile Dealers Assn., 
died here Aug. 28 at the age of 72. He had 
been in the automobile business since 1918. 
Among survivors is his son, Donal, his 
partner in Lewiston Motor Co. (Dodge- 
Plymouth). 


LEWISTON, 


* * * 


J. P. Ferguson 
OKLAHOMA CITY.—J. P. Ferguson, 53. 
1 former used-car dealer here, died Sept. 5 
in a hospital in Clinton, Okla. 
* * ¢ 


Clifford B, O'Rourke 
TOLEDO. — Clifford B. O'Rourke, 
manager of O'Rourke Motor Sales 
(Buick), died Sept. 4. 
* * * 


H. P. Manske 
McGREGOR, Tex.—H. P. Manske (Ford), 
a dealer here for 12 years, died in a Hous- 
ton hospital Aug. 11 following a heart 
attack. 


49, 
Co. 


x * * 


James Turrentine 

FORT WORTH.—James Turrentine, 45, 
former auto dealer in Las Cruces, N. M., 
died here Aug. 28. Mr. Turrentine and his 
brother, the late Elwood Turrentine, had 
operated Turrentine Chevrolet Co. in Las! 
Cruces until Elwood’s death last February. 
James was with Gulf Oil Co. at the time 
of his death. | 

* * * 


Ralph E. Morehead 

MANSFIELD, O.—Ralph E. Morehead, 
65, former president of the Ohio Automo- 
bile Dealers Assn., died Sept. 8. Mr. More- 
head, a Ford dealer, was credited with} 
establishing the first auto dealership in 
Mansfield in 1916. 

* * * 


Gordon M, Evans 


BENNINGTON, Vt.—Gordon M. Evans, 
68, former plant manager of the Maxwell 





Socony Mobil Moving 


To Midtown N. Y. Offices 


NEW YORK.—Socony Mobil Oil | 
Co. has begun the huge task of | 
moving from 26 Broadway to its/| 
new building at Lexington and| 
Forty-second, Company offices had | 
been at the Broadway address for | 
71 years. 


The move, which involves 2,500) 
employes, will be carried out on) 
Friday nights and weekends and| 
will continue throughout Septem-| 
ber. As many as 15 vans will be 
used at one time. They will haul | 
some 1,000 vanloads or 1.2 million 
cubic feet of office equipment. 





and manufacturing vice-president of 
died here. 


plant 
the former Kelvinator Corp., 
* * * 


Charles W. Treadwell 

DETROIT.—Charies W. Treacwell 
tired merchandising manager of Hudson 
and a sales executive in the automobile 
business for 30 years. died Sept. 10 in a 
Detroit hospital. He was 71. Mr. Treadwell 
joined Hudson in 1934, serving as used-car 
manager, sales training manager and mer- 
chandising manager. Prior to this he had 
been a sales executive with Chevrolet. He 
retired in 1952. 

* * * 


Leroy B. Gleiser 
SEATTLE. — Leroy B. Gleiser, 56. 
Firestone manager here for 10 years, 
died at his home of a heart attack. 
= . - 


H. W. Campbell 
FORNEY. Tex.—H. W. Campbell, 66, who 
with his brother established the Campbell 
Ford agency in Forney in 1922, died in a 
Dallas hospital Aug. 27, 1956. 
* * * 


re- 


the 
has 


George J. Cross 
WATERTOWN, N. Y.—George J. Cross 
a used-car dealer and former partner in 
MacLaughlin & Cross, Inc., died Aug. 30. 
* * * 
Steve Christanelli 
ALBUQUERQUE, N. M. — Steve Chris- 
tanelli, 52, owner of El Rancho Auto Sales, 
died here Aug. 28 after a brief illness. 
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Reaching an estimated 150,000 
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INSERTION. POSITION WANTED ADS 
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TWENTY-TWO CENTS 22<) 
lle PER WORD. PAYMENT IN ADVANCE OF 


Canadian plants built an estimated 
5,050 vehicles last week. The pre 
| vious week’s total was 3,850 units, 
| GM accounted for nearly 3,200 
|units in the Canadian total. The 
corporation’s Oshawa (Ont.) plant 
|is expected to begin changeoverg 
in October, 

Chrysler of Canada planned to 
commence '57-model production this 
week, while Studebaker-Packard 
in Hamilton went down for retool- 
ing Sept. 7. 


Ga. Independents 
To Hear Lander at 


First Convention 


ATLANTA. — The first conven- 
tion of the Georgia Independent 
Automobile Dealers Assn. will be 
held Sept. 23-24 at the General 
Oglethrope Hotel in Savannah. 


The GIADA was founded last 
winter for the purpose of securing 
favorable legislation, particularly a 
title law and a change in the 3 per. 
cent sales tax law. 

Principal speaker will be John H. 
Lander, NADA director for Georgia, 
who will stress the importance of 
association work and the need for 
new and used-car dealers to pull 
together. 


Other speakers will be Stacy 
Rowell, president of the National 
Independent Automobile Dealers 
Assn.; Robert R. Snodgrass, presi- 
dent of Atias Auto Finance Co., and 
W. Lee Mingledorff jr.. mayor of 
Savannah. 

Convention chairman is Pete 
Hudson, and Jim Downing was pro- 
gram chairman. B. C, Young, 
GIADA president, will preside at 
the business session. 


Connor to Head 


Mack N. Y. Outlet 


NEW YORK. John A, Connor 
has been appointed manager of the 
Manhattan branch of Mack Trucks, 
Inc., according to L, E. Minkel, 
Mack general sales manager. 


Connor entered the auto industry 
in 1936 and most recently was mer- 
chandising director for Studebaker- 
Packard Corp. 

He previously had served as an 
assistant regional manager for 
Willys Motor Co. and as Boston 
district manager for White Mo- 
tor Co. 


White’s New York Office 
Moved to New Building 

NEW YORK. New York re- 
gional offices of White Motor Co. 
have been moved into the new 415 
Madison Ave. building. 

The company’s national accounts 
division and export sales operations 
for both White and Autocar trucks 
and for the White diesel engine 
division also have been moved to 
the new offices. White’s Manhattan 
branch sales and service headquar- 
ters continue at 547 West 47th St. 
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WANT AD DEPT 
DETROIT 


HELP WANTED 


LARGE INDIANAPOLIS Chevrolet dealer 
has opening for both a new and a used- 
car sales manager. Both men must have 
outstanding records as merchandisers, be 
able to train, develop and lead their sales 
forces to produce volume under sound, 
ethical policies, Must have background 
that will stand rigid investigation as to 
character, ability, ambition, etc. Both 
Positions offer adequate salary plus sub- 
stantial bonus based on results. Write 
fully, enclosing photograph. Replies held 
confidential. Box 6464, c/o Automotive 
News, Detroit 26. 


AUTOMOTIVE NEWS 


ty ees) 
$12.30 per 
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unopened. Display ads 
Contract 


2666 PENOBSCOT BUILDING 


yee LS a 


HELP WANTED 


| SOUTHERN CALIFORNIA Chevrolet dealer 
will be in Detroit September 24th to in- 
terview sales manager who has proven 
record of merchandising and administra- 
tion. He must be enthusiastic and able te 
hire, train and inspire sales force to pro- 
duce volume on principles that will insure 
best public, employee, customer and fac- 
tory relations. We will pay the man who 
can fill our requirements a fair salary 
Plus liberal bonus based on profits pro- 
duced. Send complete information regard- 
ing yourself, your experience, references, 
a small picture and other information 
leading to telephone conversation to ar- 
range personal interview. Box 6454, c/o 
Automotive News, Detroit 26. 
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HELP WANTED- POSITION WANTED DEALER SERVICES 
NG SALES MANAGER, age 30 to 45,| wANTED—POSITION as general manager 
with a previous record ‘of hiring and| or sales manager, Former dealer making 
training men, We have one of the finest} forida permanent home about October 
: dealerships in central Ohio selling Chrys- ist. Can show exceptional record as to 
‘ jer, Plymouth and Imperial automobiles.| yojlume and profits. Location and size 
Tiis could lead to a part ownership in a| not important. If you want to place re- 
fine organization. All replies confidential.| sponsibility and assure excellent manage- 
stimateg § 8°'4 1400 units in_ 1955. Box 6448, ¢/O| ment and profit—I am your man. Box 1 
7 Automotive News, Detroit 26. 6463, c/o Automotive News, Detroit 26. 
The pre. ® 
90 units, OFFICE MANAGER, automotive account- 
. ing experience, desires position with 
~, a Wanted medium size dealership, Box 6466, c/o Are You 
* : 1 he Automotive News, Detroit 26. 
-) plant 
ageoven ff Sales Manager |) rstensmis avamanie in the Red? 
OPPORTUNITY FOR SOMEONE who can 
one qualify for franchise handling Ford in 
nned to ho can, also, after proven ability, prosperous central Texas town. Owner Regardless of your make of car, we can 
tion this t as General Manager and buy an deceased. Present facilities available for 
g ‘ . . immediate occupancy with lease on facili- put you in the black with a tested-and- 
Packard terest in the firm with the right = ties. Wire or telephone Mrs. H. P. Man- . 
r retool- the firm out in its ske, Phone 2093, McGregor, Texas, proven management program. We are 
eneral Motors Dealership in Southern J| HANDLING DeSOTO-PLYMOUTH — Inter- successful, long-established new car dealer 
-. ith 15,000 annual mar- national trucks. Suburban-rural near Ak- , . 
nts ity wit ’ new car a ; ron, Ohio. Showroom, complete garage on, J ourselves, with the experience and know- 
ket. One other small dealer handling a main highway. Noted for reliable serv- . . ms 
: ‘ ice for 25 years. Owner retiring. Gordon jow to make profit for you. You will deal 
rat gone Hae ia Me a ee Weber, Agent, R.F.D, 1, Atwater, Ohio. 
ae autiful, well located p ee ee only with principals and your reply will 
no used car problem. Owner's health ) DEALERSHIP FOR SALE handling Buick. : af 
on reason for contemplated change. All Located in one of midsouth’s most pros- be held in the strictest confidence. Let's 
the stock is owned by the present perous towns in the heart of T. Vv. A, area, ‘ . a 
conven- ae ‘| , Large industrial payroll and rich farm- set up an appointment for discussion. 
owner in its entirety with no sons, ing area. Population of city 18,000, Plan- : . 
pendent relatives or any kin associated in the ning potential 275 cars. Have to sell due Write Box 6471, c/o Automotive News, 
will be : to ill health. Parts and equipment priced : : 
-neral business. : to go. Lease on building available. New Detroit 26, or call Baltimore, Plaza 2-50/!. 
a Will not consider man over 40 years models be out soon, Call or write, Phone 
nah. of age. Outstanding opportunity for Evergreen 8-5843, Roy Gallaher, P, 0. 
d last young man to ultimately own his own §j| Box 602 Columbia, Tenn. Sa hei et 
securing Mbusiness. Our employees know of this f| PROSPEROUS DEALER, handling Lincoln- BUSINESS OPPORTUNITIES 
ularly a od | Mercury, on the southern coast of Florida. | 
a . . . Sold 200 new cars last year. Potential 
ie 3 per- Hin replying please give complete de- well above that for aggressive operator. 
toils, business record and past employ- Exceptional lease and facilities. Will | 
JohnH ment history. make attractive deal to qualified buyer. Make $75.00 A Day 
Ps : : : . Box 6467, c/o Automotive News, Detroit 
Georgia, BAlso, advise if you do not wish inves- 26. Regroove tires for automobile dealers, 
ance of Mitigation of present employment. - = ; aaa haaell fleet operators, and trucking companies. 
* WELL ESTABLISHED DEALER handlin 
1eed for Box 6470, c/o Automotive News, | Oldsmobile in central Florida—heart of The portable HONEYCUTT Automatic 
to pull Detroit 26. the citrus industry. Potential of 125 to|} TIRE REGROOVER grooves all standard 
150 cars yearly. Will lease property or make treads . . . does a uniformly perfect 
sell. Box 6468, c/o Automotive News,|§ job. Pays for itself in just three months. 
Stacy Detroit 26. MAKES YOU A GREATER NET PROFIT 
National WITH LESS CAPITAL OUTLAY THAN 
>alers ANY OTHER EQUIPMENT. No previous 
3, presi experience necessary, yet you can clear 
Co oil B U Y IT N Oo Ww better than $10,000 the first year. 
a OF of Write or call HERMAN SMITH DISTRIB- 
: : z UTING CO., 315 Austin, Houston, Texas, 
Now is the time to acquire that dealer- Phone CApitol 7-9545. 
Pete ship. The 1957 models will start you Finance Plan Available 
vas pro- or — ; 7 
roung, Mere ne a ee off with high demands and good prof- 
side at i ‘ . 
/ENERAL MANAGER or sales manager— its. Don't lose the benefit of the “new ean sem Gann 
age 32, married, two children, college model" crowds 
graduate. Twelve years’ experience all 5 
phases of business retail and wholesale. : 
d Proven record of hiring and training sales Call or Write 


tlet 


forces that produce sales and profits. 
Guaranteed sales program. Presently em- 
ployed. All replies must be held in strict 
confidence. Box 6461, 





c/o Automotive | 





AUTOMOTIVE ENTERPRISES 


10600 Puritan Ave. Detroit 38, Mich. 














BUICK PARTS 


All Other GM Parts Also 




















Connor § News, Detroit 26. 
r of NERAL MANAGER OR sales manager— | ° 
na 30 years’ experience in all phases of the uP TO 50 vo DISCOUNT 
a » B automobile business including auto auc- “ 
Minkel, § tions. now car dealer 24 years. er DEALERSHIP WANTED Extra Discount on 
> owner of a successful used car business. | = . y " 
or ery | AE, 52 physically fit, financially inde: | we pty Special Phone Orders 
ndustry § pendent but not ready to retire. Unex-| ship within 50 miles of New York. Reply 
as mer- ff celled character, ability and integrity ref-| in strict confidence. Box 6450, c/o Auto- Fast—Direct—C.0.D. Service 
chal erences. Prefer the south—Florida or the motive News, Detroit 26 
ebaker- | Guif Coast; Cadillac, Buick or Cadillac : ni Art H B . k 
dual. Available after December ist. Write | DEALER SERVICES ansen UIC ’ 
i as an Box 6455, c/o Automotive News, Detroit | - 
ger for Berice MANA raduate, Inc 
j cE GER—College graduate, 13 ° 
Boston years’ experience, knowledge all phases INVENTORY SERVICE (formeriy Gordon Buick) 
‘ite Mo- of operation, daily operating controls, 
departmentalized statement. Prefer east- Parts and Accessories Largest Buick Parts Dealer in U. S. 
= states. Box 6465, c/o Automotive | : . CERTIFIED REPORTS a 
ews, Detroit 26. | Obsolescence Disclosed 000 
fice M SERVICE MANA GE R—Michigan. or Overage Established 1 S. Wabash Ave., Chicago, Ill. 
Thoroughly experienced all phases. Proven : Inventory Investment Evaluated Phone WAbash 2-1030 
1 record of increasing customer paid labor.| @ Analysis of Methods and Procedures 
= Have also served as Pontiac service in-| Full time experts. No pick-up part time help. 
ork cn setae a8 See ee ow 6469, | Call or write for service details 
ytor  B.cfo Automotive News, Detroit 26. Automotive Invent Service Co. 3 J IN m 
new 415 PALES REPRESENTATIVE or broker for | 10040 Freeland Detroit 7 Mich. WE 3-6445 —_—_ ee 
product or products of quality and public Western Dealers Attention : CLAYTON DYNAMOMETER, model C 41, 
ts Ey Eight years’ experience as| 429 § Western Ave. Los Angeles 5, Calif. top floor and portable with tune-up in- 
ccoun oy —n we 4 and six years as new Du 9-5095 struments. $1,275. Carl Tengdin, 705 
>rations = ~~ - a in sont auto | Whitley, Joliet, IMinois. Phone Joliet 
- trucks tee — 1005 Norfleet Drive, 2-8228. 
engine AUTOMOTIVE FOR SALE—COMPLETE automotive, gar- 
oved to AUCTIONEERS age, office equipment. $20,000 worth will 
nhattan L U ¢e A D (BONDED) be sold at public auction on Sept. 28th 





at D. W. Coulter, Inc., 
Walton, N. Y. 


AUTOS — TRUCKS — MACHINERY Chevrolet Agency, 


AGENCIES — GARAGES — STORES 
ANYWHERE IN U. S. 
A. C. AUCTION CO., INC. 
San Diego, Calif. 
1052 Leslie Rd., El Cajon 


adquar- 
7th St. 


(Leading Used Car Auction Directory) 
++is the key to a dealer's problem when 
looking for a place to buy or sell cars. 
+-For rates, contact Automotive News, 
2666 Penobscot Bidg., Detroit 26. 


SHOP EQUIPMENT WANTED 





Hi. 4-1728 
SHOP EQUIPMENT WANTED 


| am in need of floor jacks, steel bins, and 
other shop equipment. Anyone going out of 
business or that has the above items, please 
contact 
VARNELL CHEVROLET COMPANY 
Tracy City, Tennessee 
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EXECUTIVE OPPORTUNITIES 
IN THE CESSNA SALES DIVISION 
REGIONAL SALES MANAGERS 


% Executive management experience necessary in initiating and admin- 
istering sales programs. 


4 POST WALKER electric lifts. Either 110 
or 220. Single or 3 phase motors. Ro- 
dosta Motors, Inc., 2035 Poydras S&t., 
New Orleans, La 


TRUCKS FOR SALE 


1950 FORD EQUIPPED with Holmes 
wrecker in A-1 condition. Ready to go to 
work, Bob Gillen Ford Sales, Gallipolis, 
Ohio. Phone 274. 


AMERICAN LA FRANCE fire engine. Per- 















%& Experience necessary in management at the zone level. 







jet dealer ‘ ‘ 3 fect running condition—$800. Rodosta 
ith to in- * Aircraft experience desired. Motors, Inc., 2035 Poydras St., New 
S$ proven Orleans, La. 

iministra- 

id able to CESSNA TRUCK EQUIPMENT FOR SALE 

se to pro- 














TOW CHAMP WRECKERS 
car dealers. 


sold through 
Write for prices and dis- 
counts. Cass Manufacturing Co., Har- 


vill insure 
and fac- 


If you meet these requirements and are interested in an unlimited opportunity 











man who with the World's Leading Producer of Executive Aircraft, send your resume and ee 

ir salary} recent photograph to the Professional Placement Supervisor, Dept. AN, Cessna : etecinsicdeniins 

ofits ah 4 . 2 BUSES WANTED 

n regard Aircraft Company, 5800 East Pawnee Road, Wichita, Kansas. (No phone calls, SO 
eferences, | WILL BUY USED school buses--36 to 66 
formation please.) passengers, One cr twenty, also airpor- 
yn to ar- ters, Dealer, Box 6447, c/o Automotive 
6454, c/o News, Detroit 26. 











ANTIQUE CARS FOR SALE 


1924 MODEL 63 CADILLAC sedan, Drive 
it away top speed. Best offer takes. Peters 


Company, Stevens Point, Wis, 





MISCELLANEOUS 


BU AMERICA'S 
LEADING VALUE 

TODAY OUR YELLOW BAR 

is the ONLY UNIT ON THE 


MARKET WITH UNIVERSAL 
(WRIST) ACTION. 


Automatic BraKin¢ 


COMPLETE WITH 
GUIDE CABLES AND $61” 
BRAKE HOOK-UP 

MEETS ALL I.C.C. 

REQUIREMENTS 

With Brake 
Hook-Up $515 
Less Guide Cables 
QUICK-TOW Bumper- 


to-Bumper Tow Bar 


TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar 


TOW-KING 
4 Point Hook-Up 


Another Automatic 


BraKing SPECIAL 


Product $45" 


Meets 1.C.C. Strength Requirements 


—SPECIAL— 
Adjustable Draw Beam for Rear 


Split Bumpers—55-56 
Pontiacs, etc. sevssesssseeeeee 9 15.00 


STEEL (T. 

CASE with Wheels h Honaies, DV 3.95 
BROWNIE CARRY-ALL 

BAG Mounted ON 

Rubber-Tired WHEELS 

Protecto Covers (Tailor Made) 


Carrying Bags $2.00 & $3.50 
SAFETY CHAINS, set of 2, only....$2.50 


DISTRIBUTORS * * 
QUANTITY 


LIBERAL 
DISCOUNTS 


Tow Bar Sales Co. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: DO 3-8373 


Call Collect .”s,227,sh3", 


40 So. Clinton St., Chicago 6, Ill. 








New Subscription Order 


Send Automotive News to Address Below 


U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [1] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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POOH HEHEHE EEE TEESE SHEESH EHH EEE HEHEHE EEE HEHEHE HERE eeee 


Se Sn o's sd cheese neces bhenae 


MEETS ALL I.C.C. 
REQUIREMENTS 


The NEW 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 


AUTOMATIC BRAKE 
& GUIDE CABLES 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


FOUR CLAMPS TO FIT 
98% OF ALL CARS, PLUS 
2 Large adaptor clamps 


are included with each unit 


DEALERS' SPECIAL (F.O.B, Factory Net) 
Less Guide Cables 


$5235 FED. TAX 


INCLUDED 
WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


GUIDE CABLES 


DEALERS’ SPECIAL (F.O.B. Factory Net) 


90 FED. TAX 
INCLUDED 


= 
THE FAMOUS 


MOTO-MATIC 
TOW + GUIDE 


WITH UNIVERSAL 
(WRIST) ACTION. 
Four Clamp Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$ A44*5 FED. TAX 


INCLUDED 
Meets 1.C.C. Strength Requirements 


€ 
Liberal 


Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


* 

Canadian Factory Distributors 
FIVE WHEELS LIMITED 
599 Yonge St. 
TORONTO 10, ONTARIO 





Ds Sk edweeeuceve¥asedsan een cab be wedondéecses, Sass dabacs see 
TRADE CONNECTION: | 

Car Dealer [1 Truck Dealer [J Manufacturer (] : 
Jobber [] Insurance [([] Financial [) Supplier 1 | 
Make of Car..... i sacasitalandcgch ve laa w eine al Seed OR is bawcca dana 


seh tai 












































Ee eT ee 













a 


meen 




















“YOU BET IT’S A GOOD DEAL... 


having ethylene glycol antifreeze installed at the factory!?’’ 


“Our factory sure is saving us a lot of headaches by installing glycol 
antifreeze right on the assembly line. It pays off all the way around. 


“First, it’s the kind of antifreeze our customers want. They know 
glycol antifreeze permits efficient operation of a car’s cooling 
system. They want all the heat they can get from the heater. They 
want sure protection all winter long without worrying about 
sudden weather changes. 


“‘Now look at it from our side. Add up the time and labor, the mess 
and bother of draining a cooling system completely. Factory 
installation saves us all that . . . so our glycol antifreeze profit is 


pure profit on every car, instead of the marginal profit we get 
when we have to install it ourselves. 


“‘And there’s no more danger of cars being delivered with insuf- 
ficient protection! Besides, when engineering-approved glycol 
antifreeze is factory installed, it gives us another selling point on 
quality. Customers know it must be best for their car. And it’s 
this kind of quality service that keeps customers coming back— 
for service ... for parts and accessories . . . for another new car!” 


The Dow Chemical Company formulates ethylene glycol antifreeze 
to meet the specifications of individual automobile manufacturers. 


The Dow Chemical Company, Midiand, Michigan 
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